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State of the 


nation’s economy: 
Up 

Stee.—Production last week was 
scheduled at 103 percent of indus- 
try capacity, an alltime high. This 
is calculated to turn out 1,986,600 
tons. Rate in previous week was 
102.4 percent for 1,975,000 tons. Pre- 
vious record was set three weeks 
ago when operations were at 102.6 
percent of capacity. 

INpUSTRIAL Firms — Net profits 
of 419 companies climbed to rec- 
ord level in the three months 
ended Sept. 30. They were 53.2 
percent greater than in like 1949 
period and 8.6 percent above June 
quarter. 

WHOLESALE Prices—Labor depart- 
ment’s weekly index rose 0.3 per- 
cent in week ended Oct. 31 to 169.4 
percent of the 1926 average. 

ConsuMER Crevit— Amount in- 
creased $322,000,000 in September. 
This brought the gain for three 
months ended Sept. 30 to $1,224,- 
000,000, compared with a rise of 
$776,000,000 in like 1949 period. 

'-s @ 


Down 


UNEMPLOYMENT — Number dipped 
to 1,940,000 in October—lowest level 
in almost two years and 400,000 be- 
low September. 

Retan, Sates—Buying eased in 
week ended Nov. 3 because of 
new credit restrictions and wun- 
seasonable weather, says Dun & 
Bradstreet. 

U. S. Goto Strock—Holdings of 
monetary gold have declined more 
than $1,335,000,000 in last 12 months. 
Treasury officials attribute the drop 
to U. S. buying of foreign goods 
and heavy spending by American 
tourists. 


Top Cars 

New-car registrations for nine 

months: 

1950 Pos. 

1—1,080,051 
2— 897,843 
405,143 
364,653 
336,270 
281,358 
242,868 
223,023 
212,473 
137,719 
113,904 
102,885 
77,483 
72,808 
65,586 
52,330 
27,429 
25,919 
11,200 
5,431 


1949 Pos. 
762,3896— 1 
569,001— 2 
284,210— 
379,611— 
236,553— 
198,952— 
128,775— 
143,567— 
Dodge 192,090— 
Nash 101,967—11 
Hudson 110,599—10 
Chrysler 94,741—12 
DeSoto 74,742—14 
Cadillac 60,948—15 
Kaiser 48,538—16 
Packard 176,309—13 
Willys 22,372—18 
Lincoln 28,825—17 
Frazer 14,255—19 
Crosley 8,373—20 

4,533 Austin 2,266—22 

1,273 Ang.-Pre. 4,705—21 
Total All Makes 
4,749,613 3,548,296 | 
For further details see page | 


36, today’s issue. | 


Make 
Chevy. 
Ford 
Buick 
Plym. 
Pontiac 
Olds. 
M’rcury 
Stude. 





|than if production plans of a few 
| months ago had been adhered to. 





U.S. Set to Reduce 


° 


By Bernie Thomas 
Associate Editor 

— production in U. S. plants | 

held steady last week, but car | 

output was off 16,450 units from the 


previous week and about 29,000 | 
units below recently established | 
levels. 


However, U. S. plants managed 
to account for the 7,000,000th ve- 
hicle of 1950 during the latest five- 
day work-week by assembling | 
128,594 cars and 25,513 trucks for 
a total of 154,107 units, accord- 
ing to Automotive News’ esti- 
mates. 

Production in U. S. plants the 
week before was comprised of 145,- 
| 044 cars and 24,661 trucks—a total 
'of 169,705 vehicles, according to re- 
vised tabulations. 

The past week’s production de- 
cline stemmed mainly from model 
changeover activity at Ford and 
supply shortages in other parts of | 
the industry. Ford launched pro- | 





duction of its 1951 models last 
Wednesday. 

ca ak ote | 

AST week found supply prob- 

lems affecting schedules at 


General Motors and Chrysler plants | 
particularly hard. At week’s end, | 
Ford was finding it difficult to get 
1951 production going as fast as 
was hoped for. 

There was every evidence that 
sustained operations at many plants 
were suffering from a “rob-Peter- 
to-pay-Paul” production program. 
That is, plants were still shifting | 
supplies that might not ordinarily | 
be used until next year into this | 
year’s scheduling. 

The past week’s production pic- 
ture seemed to indicate that 
manufacturers are resigned to the 
prospect of an arbitrary cut in | 
passenger car output, probably | 
about February, 1951. 

With the elections over, general 

opinion last week was that an- 
nouncements to that effect would 
come soon from federal mobiliza- 
tion agencies. 

* 


*  * 


F SUCH a curtailment is made 
on a_ percentage basis, based 
on fourth-quarter output, then the | 
auto industry’s efforts of the past | 
several weeks will not have been | 
in vain. The base would be higher 








In line with that kind of think- 
ing, and despite the seriousness 
of the current materials situa- 
tion, U. S. plants are scheduling 
the production of 540,000 cars, 
105,000 trucks this month for a 
total of 645,000 vehicles. 

It appears that they may be able 
to dig up enough steel to fill oat! i 
projection. Increased production in i 

(Continued on Page 74, Col, 1) 





By Mac Gordon 
Associate Editor 
[J2CEMBER 1 will bring the last 
g review of auto industry wage 
— scales before public announcement 
| of the Big Three’s volume selling 
cars. 

New pricing structures of Chev- 
rolet and Ford will be re-evaluated 
in the light of the probable pay 
raise of one or two cents an hour 
for more than 500,000 auto workers. 

Anxiously awaiting publication 
of the government’s Oct. 15 con- 
sumer price index are employes 
of General Motors and the four 















Dec. I Pay Raises May Affect Prices 


makers who this year adopted 
the GM-pioneered wage plan— 
Ford, Kaiser-Frazer, Packard and 
Studebaker. 


Certainty that some raise is in 





2 


n 


store is predicated on the increased |after the new Pontiac goes on). '¢ : : 
index for Sept. 15. The rate of the|Showroom display. Traditionally, | }"& im federal controls, basing their 
; : the auto industry keeps its new |2@ief on the traditional friendly 
index climb, however, has slowed y p attitude towards business of the 


down from that of last summer 
when GM’s cost-of-living allowance 
spurted by five cents hourly as of 
Sept. 1. 


+e 


* * * 


HE Labor department’s Bureau 
of Labor Statistics is expected 
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Copper, Zine Supplies 25% 


Metal Cut Due to Slash Output 


Colbert's First Official Act— 


A few days after his elevation to president of Chrysler Corp., 
last week presented a check for $669,067.19 to Detroit's United Foundation charity drive. 


| The check included a record $200,000 from the corporation and $469,067.19 from employes. 
| Left to right (seated): 
| H. Hufstader, 


Norman Matthews, UAW Chrysler director; Colbert; and William 
general chairman of the Torch Drive and General Motors distribution vice- 
president. Standing are, left to right, Harold Julian and Arthur Hughes, assistant UAW 
Chrysler directors, and Nicholas Kelley jr., secretary of Chrysler Corp. 


Colbert Heads Chrysler; 


Policy Changes Seen 


By Pete Wemhoff 


Editor, Automotive News | 
| 
| 


LEVATION of Lester L. (Tex) | 


Colbert to president and chief | 


death of Walter P. Chrysler. The 
chairman position was dropped 
from the corporation’s by-laws 
upon Chrysler’s death Aug. 18, 
1940, but was reinstated by the 
is expected to/ directors prior to the new elec- 
bring gradual} tions. 

changes in the} 
corporation's deal- | 
er, worker and 
public relations | 
programs. 

At 46, Colbert 
is one of the 
youngest men ever 
to head a big auto 
company; he gives 
years only to Hen- 
ry Ford II and 


Keller, president since 1935, will 
|devote about half his time to the 
U. S. guided - missiles program 
which he was named to direct re- 
;cently. Keller, who becomes 65 on 
Nov. 25, will “have general over- 
| sight of all the business and affairs 
;of the corporation,” the directors’ 
statement said. 


S! 


* * 


K, T. Keller 
Edgar Kaiser in the industry. 
Colbert’s election Nov. 3 fol- (larly since his elevation to corpor- 


NCE his appointment as Dodge 
president in 1945, and particu- 


lowed the elevation of President 
K, T. Keller to chairman of the 
_board—a Post | vacant | since the | 


ation vice-president a year ago, 
| Colbert has been actively seeking 
(Continued on Page 66, Col, 1) 





By Bob Gordon 
Associate Editor 
HE dealers’ case for relief from 
the 15-month time payment lim- 
t of Regulation W will get a hear- 
ng late this week in Washington 
the Senate-House (May- 


| bank) “watch-dog” committee. | 
NADA and the National Used | 

Car Dealers Assn. are expected 

to fire all of their guns in an 

attempt to blast the Federal Re- 

Serve Board from its contention 

that present credit restrictions 
are not too severe. 

In the meantime, observers pon- 
dered what effect the national elec- 
tions last week would have on the 
Administration’s domestic policy, 
particularly that portion affecting 
control measures. 

* * * 


HERE are those who contend 
that the Republican gains in 
Congress foreshadow some soften- 





its Oct. 15 index late 
in time for the Nov. 
8 unveiling of the 1951 Ford. 

Chevrolet dealers will show their 
ew wares Dec. & a week or so 


(Continued on Page 67, Col. 1) GOP 


Others hold that the Republican 
election victories will bring no 
changes in the government’s at- 
tempts to curb inflation. 

Continued rises in commodity 
prices, and the possibility of ma- 
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“¢ PASSENGER car production in 

U. S. plants will be curtailed by 
at least 25 percent soon after the 
first of the year. Truck assembly 
should continue in relatively high 
volume, but much of it is likely 
to come at the expense of car 
vutput, 

‘that was the outlook at press 
time Thursday, when government 
restrictions on the civilian use of 
copper, zinc and other scarce 
nonferrous metals, effective either 
Dec. 1 or Jan, 1, were regarded 
as inevitable. Aluminum also will 
be restricted, 

Auto makers have been warned 
that such orders are necessary to 
speed the nation’s military stock- 
piling program, and that they will 
probably reduce by 25 percent the 
amounts of such materials used in 
car production during the 12 months 


+ 


EHICLE manufacturers. don’t 
think they will be able to over- 
the situation that will pre- 
vail on copper, zinc and other 
metals by substitution. One auto 
official points out: “The substitutes 
will be in just as short supply, 
too.” 

During the 12 months prior to 
June 30, 1950, U. S. plants pro- 
duced about 5,820,000 passenger 
cars. A 25 percent cut from that 
total would still leave a 1951 po- 
tential of 4,365,000 cars, or more 
than have ever been built in any 
previous year except 1949 and 1950. 
But auto industry officials don’t 
believe that any figures based on 
the possible impact of restrictions 
on the use of nonferrous metals 
can tell the whole story of what 
lies ahead. 

In recent weeks, they say, more 


and more evidence has been piling 


up that direct and indirect steel 
requirements for defense may run 
as high as 50 percent of total sheet 
and plate output. 

a 


WO large steel mills already are 
reported shipping 20 percent of 
their flat-rolled production to the 
expanding railway freight car pro- 


gram alone, 


With last Tuesday’s elections 


having cleared the way, auto and 
other industry people expect a chain 
of throttling orders in immediate 
weeks from U. S. defense agencies. 


In Washington, Automotive 


(Cc Continued on Page 73, Col. 1) 


jor intervention in the Korean 
war by the Chinese Communists, 
tend to strengthen the view of 
those who say that more extens- 
ive and more rigid controls are 
in the offing. 

This view appears to have FRB 


(Continued on Page 72, Col. 1) 
Production 
Automotive News Estimates, 
U. 8S. Cars, Trucks 

154,107 169,705 

110,846 
Last Prev. 1949 
Week Week Week 


For complete production totals 
by makes, see table, page 74. 
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But Many Were Actually Sold in August... 


Sept. Registrations Near Record 


By Bob Gordon 
Associate Editor 


NJEW-CAR registrations during 

September climbed to the im- 
pressive total of 625,755 units—sec- 
ond highest monthly figure in the 
industry's history. The big question, 
however, is how many were actu- 
ally sold during the month. 

Dealers admit that sales were 
brisk up until Sept. 18, when the 
first credit controls went into ef- 
fect. The remainder of the month 
saw a decline, they contend, as 
customers shied away from the 
original Regulation W proviso of 
21 months to pay. 

Also stressed by both dealers and 
statisticians is the time lag in- 
volved in computing new-car reg- 
istrations. Several weeks some- 
times elapse between the delivery 
of a new car to a customer and 
its registration. 

+ + + 

HIS is particularly true during 

a period of high sales volume, 
No one will deny that such a period 
existed during July and August. 
New-car and new-truck sales hit 
alltime peaks in August with 683,- 
995 cars and 126,533 trucks sold. 
When the record-breaking August 
figures were reported, R. L. Polk 
& Co., automotive statisticians, 
pointed out that the figures in- 
cluded 65,000 cars and 14,000 trucks 
which had been actually sold in 
months prior to August. 

At the time, Polk officials said 
that “several of the larger states 
had been unable to process the 
large volume of car and truck 
licensing transactions.” 

Such a condition probably pre- 
vailed in September, possibly con- 
tributing in an even larger amount 


It’s Gov. McKay, 
Sen. Bennett 
After Elections 


Two new-car dealers were vic- 
torious last week in political elec- 
tions in Oregon and Utah. Both 
ran for offices on the Republican 
ticket. 

Gov. Douglas McKay (Chevrolet), 
Salem, won easily in Oregon for his 
second consecutive term. He de- 
feated Austin Flegel, Democrat. 

Wallace F. Bennett (Ford), Salt 
Lake City, ousted the Democratic 
incumbent in the U. S. Senate race 
in Utah. A former president of the 
National Assn. of Manufacturers, 
Bennett whipped Senator Elbert 
Thomas, who was heavily supported 
by organized labor. 

A veterans’ bonus plan met de- 
feat in Oregon. 

Voters in Tennessee approved an 
amendment to Tennessee’s’ un- 
amended constitution of 1870 to 
earmark all auto taxes for admin- 
istration, construction, maintenance 
and repair of public highways and 
bridges, and retirement of obliga- 
tions for which these funds were 
pledged prior to the amendment, 
and expense of enforcing state 
traffic laws. 

This includes “all monies derived 
from fees, excises, or license taxes 
relating to operation or use of 
vehicles on public highways, or to 
fuels for propelling such vehicles.” 








Farmers’ Daughters?— 


Miss Farmer's Daughter of 1950 (center), Virginia Argetsinger, of Rochelle, Ill., 


with two of her attendants on the hood of 








and 113,784 new-truck sales. 
* * * 


typical, the September 
posed of sales made in prior months. | 


The Missouri Automobile Dealers | 





|to the month’s 625,755 new-car sales , Assn. checked the state’s motor ve- 
|hicle registration department late 
in September and learned that the 
F AN experience in Missouri was | department was three weeks behind 
total|on registering new-car sales — a} 
could well have been heavily com-| period involving nearly 50,000 units. | 


No matter how many of the 
(See SALES, Page 63, Col. 5) 


Tas 


Delivered in New York for $13,025— 


The British Daimler Royal convertible, power 
has been shown in New York by Sir Bernard 


ed by a 165-horsepower eight-cylinder engine, 
Docker, board chairman of Daimler Co., Ltd. 


The car is 20 feet long. Lady Norah Docker poses with the car. This auto is the type used 


by King George VI. Daimler also produces a 
a six-cylinder convertible and a six-cylinder 
Daimlers will be sold in the U. S. in the n 


Price Controls Eventually, 


five-seater coupe, an eight-cylinder limousine, 
four-door. 
ext year. 


NUCDA Parley Warned 


By Bob Finlay 
Managing Editor 


[pAiss—4 prediction that price 
controls will eventually be in- 
voked was made here last week by 
William J. Cheyney, executive di- 
rector of the Retail Credit Institute 
of America, in an address to the 
National Used Car Dealers Assn. 
convention. 

Referring to Leon Keyserling, 
presidential adviser, as the real 

“economic czar” of the nation, 

Cheyney charged that the Federal 

Reserve Board “clearly violated” 

the Defense act when it recently 

tightened credit controls without 
consulting the industries affected. 

“If we let this go by,” he asked, 
“what will happen if they impose 
price controls without consulting 
you?” 

Cheyney told the delegates that 
credit controls force buyers to pay 
in advance for more automobile 
miles “than it is economically 
necessary for them to purchase, in 
order to get their hands on private 
transportation.” 

He called credit controls incom- 
patible with the auto industry’s 
practice of building cars in different 
price brackets so that a majority 
of people may have transportation. 

* 7 . 
RTIFICIAL barriers to the used- 
car industry, brought on by the 
trend toward stiffer governmental 
controls, provided the foremost 
topic of discussion here at the con- 
vention. 

At press time Thursday, it was 
considered certain that resolu- 
tions condemning the FRB action 








poses 
a@ 1950 Oldsmobile convertible furnished by 


Wendling Motor Sales, of Rochelle. The attendants are Marilyn Miller (left) and Mary 


Ann Hufford, both of Rochelle. 






in tightening Regulation W would 
be forthcoming at the Friday and 
Saturday sessions of the new 
board of directors. 

New officers of the association 
were to be elected by the directors 
on Friday. 


* * * 
REVITALIZATION of the asso- 
ciation was seen by industry 
leaders as a result of the serious 
inroads governmental controls were 
making in the business. 

Leaders pointed out that the 
association was born at the end 
of the World War II period to 
provide united opposition to war 
controls that hung on. 

No. 1 obstacle in that period of 
1946 was OPA, which was accused 
of harassing the legitimate dealers 
and pushing business to those will- 
ing to break the law. 

+. * * 
[DEALERS here see danger of a 
similar situation as a result of 
unreasonable curbs on credit. As a 
consequence, the association is ex- 
pected to go all out to get support 
for a program to combat controls. 

The situation on controls was 

(See USED-CAR, Page 14, Col, 5) 


By Bernie Thomas 
Associate Editor 


DETROIT. — Charged with con- 
spiracy in the operation of an 
alleged $750,000 auto bootlegging 
ring, principals of a cooperative 
taxi organization pleaded not guilty 
here last week. 


They were: Robert Case, presi- 


| dent of Grosse Pointe Veterans Cab 


Co.; Arthur Norman and Leo Jan- 
sen, vice-presidents, and Thomas L. 
Whittaker, Donald Tipton, Samuel 
Giambona and William Allen, direc- 
tors. Another director, Robert Pep- 
lin, was still being sought. 
(Issuance of the warrants was 
predicted in Automotive News of 


| Nov. 6, page 61.) 


Wayne County Prosecutor Ger- 
ald O’Brien said a probe of the 
accuseds’ activities, started last 
July, had revealed the sale of 
more than 500 new cars to buyers 
in the South with a minimum 
profit to the sellers of $50 a car. 
The investigation was made by 

Detectives Raymond Piel and Cle- 
ment R. Carney of the Detroit 
police department, under the direc- 
tion of Assistant Wayne County 
Prosecutor Joseph Rashid. 

On the basis of their findings, 

O’Brien charged the cab company 


officials with conspiring to remove 





Docker predicts that about 600 


$750,000 Plot Denied 


Detroit Police Report Auto Bootlegging Ring; 
Charge Swindling, Sales Tax Evasion 
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Seattle Mechanics Veto 


Wage Escalator Offer 


SEATTLE.—The Seattle Auto- 
mobile Dealers Assn.’s offer of 
a wage-escalator plan has been 
turned down cold by members 
of the independent Automotive 
Machinists’ Union. 

Business Agent Harold Ballard 
said his auto mechanics voted 
unanimously to forsake the pro- 
posal, which called for an im- 
mediate raise of 12% cents an 
hour as part of a long-term 
contract. 

“The plan has too many 
strings attached,” Ballard said. 





Legal Jockeying 
Slows Progress of 


GM-Emich Trial 


CHICAGO. — Lawyers for both 
sides have engaged in a barrage of 
motions and answers to motions 
since the Department of Justice, 
through the solicitor general's 
office, assumed a “friend of the 
court” role before the U. S. Supreme 
Court in the Emich Motors Corp.- 
U. S. Acceptance Corp. vs. General 
Motors-General Motors Acceptance 
Corp. case. 

The Department of Justice en- 
tered the scene after a ruling by 
the U. S. court of appeals reversed 
a verdict and award of $1,236,000, 
plus $250,000 in attorney fees, in 
favor of the companies owned by 
Fred F. Emich, one-time Chevrolet 
dealer. 

Emich’s attorneys first objected 
to retrial of the case “under the 
rulings of the trial court,” describ- 
ing such a procedure as “unthink- 
able,” and adding that in the orig- 
inal trial “it was touch-and-go 
whether the trial would outlast the 
jury.” 

Counsel for GM and GMAC re- 
taliated that the Emich position 
“hardly presents a_ substantial 
ground for reviewing rulings of a 
court of appeals which are based 
upon established principles of law 
peculiar to jury trials” and that 
“the charge that defendants (GM 
and GMAC) prolonged the trial in 
an effort to win by attrition was a 
frequent refrain in the trial court 
as plaintiffs sought to prejudice the 
jury against defendants ... they 
were finally forbidden by the court 
to make any comments in the pres- 
ence of the jury on the length of 
the trial.” 


Thornton Honored 


CHICAGO.—R. B. Thornton, gen- 
eral manager of the Central Motor 
Freight Assn. since 1940, will be 
honored at a testimonial dinner 
here in the Morrison hotel next 
Thursday (Nov. 16), when he 
rounds out 40 years in the trans- 
portation industry. 








contract property from Michigan; 
with selling automobiles in fleet 
lots without a dealer’s license; with 
defrauding Michigan of sales taxes 
on the deals; with evading Michi- 
(Continued on Page 74, Col. 3) 





It’s Now Official: 
Hoffman Heads 


Ford Foundation 


NEW YORK. — It’s now official 
Paul G. Hoffman's appointment and 
acceptance of the presidency oi 
the Ford Foun- 
dation, world’s 
largest private 
philanthropic or- 
ganization, was 
announced here 
last week b3} 
Henry Ford Il 
president of Ford 
Motor Co. 

Announcement 
was made at a 
meeting of the 
'__ foundation’s board 
ot trustees. Hoffman will draw 
375,000 annually in his new post. 

At a press conference, Hoffman 
told newsmen he would strive to 
achieve the aims of world peace 
and advancement of human wel- 
fare as outlined in a Ford Foun- 
dation report of objectives several 
weeks ago. 

Hoffman, former president of 
Studebaker, resigned as head of 
the Economic Cooperation Admin- 
istration late in September. 

It was common knowledge that 
he was to accept the Ford Founda- 
tion post, but official confirmation 
didn’t come until last week when 
it was also announced that the 
foundation’s headquarters will be 
in New York. 

Hoffman was paid $96,000 annu- 
ally as president of Studebaker. He 
headed ECA at a salary of $20,000 
annually. He still owns a Stude- 
baker dealership in California. 


'New Order' 


Canadians Can Now Buy 
U. S. Luxury Cars 


HAMILTON, Ont.—Relaxation of 
the embargo on U. S. automobiles 
has widened the choice in Cana- 
dian showrooms for the motorist 
wanting a luxury model car or a 
convertible. 

Indicative of the “new order” is 
the showing of new Cadillac models 
at the Hamilton Motor Products. 

Luxury automobiles were banned 
from showrooms in this country in 
1947. Now Studebaker Land Cruis- 
ers, General Motors convertibles 
and anything the motorist desires 
is available once again. 

No longer does the Canadian 
motorist have to cast an envious 
eye toward the luxury car of the 
U. S. tourist. 





Paul G. Hoffman 





Texas Elects Price 


NADA Director 


DALLAS. — Dick Price, De- 
Soto-Plymouth dealer here, has 
been elected NADA director for 
Texas, NADA announced last 
week. 

During last spring’s long 
Chrysler strike, Price led a na- 
tionwide battle for dealer repre- 
sentation in labor-management 
fights, and has been critical of 
NADA leaders. Price also has 
advocated organization of deal- 
ers on the basis of lines handled. 











a 


L-M Officials Check New Building— 





Benson Ford (left), general manager of Lincoln-Mercury, makes a final inspection of 
blueprints of a new parts and accessories depot now being completed on Telegraph Rd 
near Detroit. With him are S. W. Ostrander (center), operations manager, and E. A 
Erickson, parts and accessories manager. The depot contains 441,600 square feet of floo 
space and will service L-M dealers in the Detroit, Pittsburgh, Cincinnati, Cleveland and 
Buffalo sales districts. Central region and Detroit district sales offices have already been 


moved here. 
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_— members of 
course, are giving constant 
thought to their obligations and 
opportunities for the long pull in 
the rearmament program. The 
problems of this indefinite period 
to prevent World War III are 
unique in our national and indus- 
try history. In some ways these 
problems are more difficult to face 
than those of an all-out war. 

We must maintain a strong 
economic base for rearmament 
and sustain a high civilian morale 
and willingness to continue neces- 
sary sacrifices over perhaps long 
years of no war, but no peace. 
This is a difficult accomplish- 
ment because we may not have 
a combat war to constantly re- 
mind us of the necessity for it. 
Our unequaled productive capac- 
ity is America’s greatest military 
asset—and the Kremlin’s objec- 
tive, of course, short of all-out 
war, is to weaken it, 

Each of us in the automobile 
retailing trade has a definite re- 
sponsibility. We must adjust our- 
selves to meet each changing con- 
dition. Although our organizations 
are small, we are strong and im- 
portant units in our nation’s econ- 
omy. We must plan in advance 
and work hard to fulfill our obli- 
gation. We can contribute most by 
thinking and acting in public in- 
terest in regard to our own indi- 


vidual enterprises. 
* ” ‘ 


Service Charges 

UR whole economy is made up 

of individual units, starting 
with the family, and then broad- 
ening out to such things as auto- 
mobile dealerships. It is our duty 
as executives in this field to fur- 
nish the leadership to strengthen 
and broaden our contribution to the 
nation’s economy. 

What are the things we can 
do towards planning our future? 
Perhaps one of the important 
things to do now is to see that 
our labor rates and labor charges 
are in line. Doubtless, as time 
goes on, they both will be frozen 
and no one dealership can afford, 
as happened so frequently in 
World War II, to be frozen at 
rates that put them out of com- 
petition. 

Labor rates are important, be- 
cause the manpower situation will 


Kansas Parley 
Is Rescheduled 
For Dec. 15-16 


TOPEKA, Kans.—The 19th an- 
nual convention of the Kansas Mo- 
tor Car Dealers Assn. has been 
changed from Dec. 8-9 to Dec. 15-16, 
due to “conditions beyond our con- 
trol,” announces Roscoe Hambric, 
secretary-manager of the associa- 
tion. The convention will be held 
in the Hotel Broadview, Wichita. 

Speakers will include Fred L. 
Haller, NADA president, and U, S. 
Sen. Andrew Schoeppel, of Wichita. 

Hambric said attendance is ex- 
pected to be over 800 persons. 

For entertainment there will be 
the usual rounds of banquets, 
luncheons and cocktail parties. 
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this trade, of | become progressively more difficult. 


Employes will be going into the 
armed services. Others will be re- 
signing for more lucrative jobs. 
Labor rates must be comparable 
to all others in our community. It 
would be well to survey our serv- 
ice charges, so We are are not 
frozen at rates that will not bring 
a return with the higher overhead 
that is now general. For instance, 
we haven’t raised the rate for lu- 
brication for more than 40 years, 


and our costs have quadrupled. | 


Shouldn’t we give that fact some 
consideration? A thorough lubri- 
cation is worth twice as much as 
a “grease job” of any automobile 
owner’s money. 

* a * 


Watch Inventory 


We MUST give consideration to 
improved methods. This may 
mean relocation of, or 


tion of your paper work, or stream- 
lining the routing of work through 
your shop. It may mean more care- 
ful scheduling of work through 
your shop. There is no ready-made 
plan to suit any individual dealer, 
but one should give careful atten- 
tion to devising the best means of 
increasing productivity and lower- 
ing labor costs in his own operation. 
Another thing that is important 
any time, but more so when we 
need to increase the efficiency of 
our Operation, is inventory con- 
trol of your parts department so 
that you have the wanted parts 
in adequate number without hav- 
ing money tied up in obsolete or 
slow-moving items. This is the 
time to keep your capital liquid. 
Inventory control also includes 
used-car stock. Strive for a 10-day 
turnover. The market will continue 
to fluctuate on used cars, and a 
10-day turnover will protect you. 


Inventory control should also ap- | 


ply to new cars. The industry will 
probably make _ 8,000,000 vehicles 
this year and, even if we should 
get a 25 percent cut in production, 
We can still make more money on 
the smaller number of new cars 
because we won't run into the cut- 
throat competition that always fol- 


lows an oversupply. We have the} 
best chance to profit most if we! 


insist on deliveries from the fac- 
tory of the cars and models in 
greatest demand. 

cg + * 


Incentives, Too 

A Sores thing that we should 
+% give careful consideration to is 
exercising more care in assigning 
the members of our staff to the 
work to which they are _ best 
adapted. If we want the best out 
of our organization, we should not 
have square pegs in round holes, 
or vice-versa. 

Wage incentives are important. 
If they are sound, they increase 
productivity, reduce cost, and ob- 
tain a higher take-home pay. An 
automobile dealership is a close 
working unit. It is small enough 
that all know each other, and small 
enough to have constant contact 


with the boss. You work, of course, | 


for people in your own community. 
Day by day your staff can see the 
results of their efforts. Many deal- 
ers, therefore, are exceedingly suc- 
cessful with profit-sharing plans 
that include every member of the 
staff, 

Profit-sharing plans, however, 
are not to be introduced hastily, 
but only after thorough consid- 
eration. The mere fact you share 
profits doesn’t bring results, but 
if it is used as a method of in- 
spiring teamwork and responsi- 
bility, it pays off. 

I have never seen a dealer fail 
yet (and this trade has already 
gone through two wars and a deep 
depression) who paid attention to 
his business, who inspired team- 
work from the members of his 
staff, who forgot external situations 
and was interested in pleasing cus- 
tomers. If we will all work to- 
gether to do our part in keeping 
this nation strong, we need have 
no fear of the future. 





improved, | 
equipment. It may mean simplifica- | 


Frank S. Parsons (second from left), 
Automobile Dealers Assn. 


F. Ryan, mayor of Northampton. 








| WASHINGTON. Asked last week 
|by Automotive News to comment 
/on an article, “Great Day for the 
| Dealer,” in the November issue of 
Fortune, Fred L. 
Haller, NADA 
president, de- 
clared: 

“The article 
seems strangely 
out of place in a 
publication which 
is assumed to ad- 
vocate the Ameri- 
can way of life 
and the private 
enterprise _ sys- 
tem.” 





Fred L. Haller 
Theme of the Fortune article 





NADA Expects 
Manpower Lack 


To Grow Worse 


| WASHINGTON, — The skilled 
|worker shortage, already a dealer 
|problem in many cities, will be- 
;}come even more serious as addi- 
|tional defense industries get into 
production during the coming 
months, the National Automobile 
Dealers Assn. told its members last 
week. 

| The government’s program for 
quickly and substantially expand- 
ing the production facilities of 
several industries will add to the 
scramble for workers, NADA 
added. 

Summarizing current Selective 
Service planning, NADA noted that 
nearly all men in the 19-through-25 
|age bracket will be drafted if they 
jare physically fit and if plans of 
defense officials are carried out. 

NADA also pointed out that even 
after the ultimate goal of 3,000,000 
men in the armed services is 
reached, it is estimated that 100,000 
will have to be drafted each month 
in order to remain at that level. 
Exemptions for men in this age 
group with dependents are ex- 
pected to be removed and Con- 
gress also will be asked to lift the 
exemption now granted by law to 
World War II veterans, NADA 
said. 

Men in the 26-35 age bracket 
are not likely to be drafted un- 
less an all-out war appears im- 
minent, and men over 35 will 
not be drafted at all, according 
to the summary. 

On reservists, NADA said that 
George C. Marshall, defense sec- 
retary, recently ordered the Army 
to alert reservists at least four 
|months before their call to duty, 
| provide a uniform delay of 30 days 
|\for them between the time they 
receive their orders and the date 
they must report for duty, and to 


able for extended active duty. 








Los Angeles Auto Show 


To Be Held Feb. 16-25 

LOS ANGELES.—This city’s 
first postwar auto show will be 
held in the Pan Pacific audito- 
rium Feb. 16-25, 1951. 

It will be the 29th auto show 
sponsored by the Los Angeles 
Motor Car Dealers Assn. 





Defends Historie Discount 


Haller Terms Magazine Article Unfair, 
Cites Omission of Facts 


| release those who, because of phys- | 
|} ical or other reasons, are not avail- | 








_Parsons Honored for 40 Years as Dealer— 

DeSoto-Plymouth dealer in Northampton, 
received an engraved wrist watch at a dinner given in his honor by the Hampshire Country 
Left to right at the presentation are: William Ormond jr., pres- 
ident of the association; Parsons; Leslie J. Wade, Dodge dealer in Northampton, and Luke 


Mass., 


was that: “Dealers are making 
more than they deserve, consum- 
ers are paying too much for their 
automobiles, and who can say that 
the end is in sight?” 


The author of the article sug- 
gested a reduction in dealers’ tra- 
ditional discounts, provided it is 
passed on directly to the consumer. 


“To attack one group of Ameri- 
can businessmen who constitute 
such an important part in the econ- 
omy of every community in the 
nation, because they happen to 
make a profit in a period of na- 
tional prosperity and record per- 
sonal incomes,” Haller said, “seems 
eminently ill-advised and unfair.” 


Haller pointed out that prac- 
tically all businesses have en- 
joyed unusual prosperity in the 
postwar years. 

“Automobile manufacturers,” he 
noted, “have made fabulous profits 
in these years, but Fortune’s ar- 
ticle does not advocate that such 
profits be reduced. Neither does it 
say that those who sell at whole- 
sale to furniture retailers, appli- 
ance dealers and jewelers and 
other retail merchants should cut 
their discounts because these cate- 
gories of retailers may be taking 
too much profit. Has it become 
wrong to make a profit in these 
United States?” 

Haller conceded the article’s con- 
tention that many automobile deal- 
ers have enjoyed good earnings on 
their investments and sales efforts 
in recent years. 

“But,” he added, “for a great 
many in this business, these few 
good years have followed many, 
many lean years so far as dealer 
earnings are concerned.” 


According to the Fortune ar- 
ticle, traditional dealer discounts 
On new cars are out of line, if 
the dealer succeeds in breaking 
even or making money on the 
resale of tradeins, 

From Fortune’s viewpoint, such 
discounts were set up on the as- 

(See HALLER, Page 63, Col. 1) 





NLRB Invokes 
New Standards 


In Dealer Case 


Board Charges 
Baxter with 
Unfair Practices 


WASHINGTON.—One of the Na- 
tional Labor Relations Board’s 
seven recently announced “criteria 
for jurisdiction” was invoked here 
last week for the first time in a 
case involving an automobile dealer. 

In an action brought by the 
International Assn. of Machin- 
ists, the NLRB ruled that Bax- 
ter Brothers (Chevrolet), Fowler, 
Calif., had been guilty of unfair 
labor practices in discouraging 
employes from joining the union. 

The board’s ruling represented an 
application of its contention that 
it is entitled to jurisdiction when 
an employer is “an integral part 
of a multi-state enterprise,” even 
though the employer’s operation is 
locally owned and he sells only 
within the state. 

The NLRB maintains it is en- 
titled to take jurisdiction over 
franchised automobile dealers when 
their place of business, hours, serv- 
ice, facilities, location and signs 
and advertising are controlled by 
the terms of their franchises, 

When the foregoing factors are 
present, any enterprise ceases to 
be purely local operating, the 
board said. The NLRB ruling in- 
volving the Baxter concern was 
unanimous. 

Certain labor lawyers contend 
that although the NLRB’s “yard- 
stick” for assuming jurisdiction 
is new, its assumption of juris- 
diction over a case involving a 
franchised dealer is not. 

They explain that the board has 
handled such cases before and has 
indicated in those cases that it 
feels it is entitled to jurisdiction. 

The NLRB’s action in defining 
the seven instances in which it will 
assume jurisdiction was _ taken 
merely to “clear the atmosphere,” 
it was explained. 


e 
Buffalo Bills 

Dealers Top Chest Quota 

BUFFALO.—The Auto Dealers 
Community Chest team here passed 
its quota by 74.4 percent, according 
to the Buffalo Automobile Dealers 
Assn. The goal was $15,500 and the 
team turned in $27,024.75. George 
Ostendorf was captain. 

BADA attributes the success to 
two things: greater corporate and 
personal gifts by dealers and the 
selling of the payroll deduction plan 
to their employes. 

To give an idea of how employe 
gifts helped, the association re- 
ported that such gifts this year 
exceeded the combined corporate 
and employe gifts of last year. 


On the House .. . 


“Tex” Colbert (pronounced Kahlbert), Chrysler Corp.’s new presi- 
dent, is an affable and frank fellow who gets along well with news- 
papermen (the acid test, at least 
cerned). 


its members to 


regulations.” . . 


changed his 
pealed to him 





Wemhoft 


Minnesota dealers 
booklet, honoring Glenn Atcheson, upon his re- 
tirement as manager of state association. ... 


as far as newspapermen are con- 


... And, from what I hear in the field, he gets along nicely 
with dealers, too. . 


. . New Mexico association urges 


“stay in the saddle and keep a 


taut rein. Don’t become panicky under new credit 


NSRB Chief Symington, in a speech the other 
day, praised Henry Ford II’s decision to hold 
list prices on the 1951 Mercury; recalled that 
Ford had gone to Washington to explain why 
he felt it necessary to raise prices, but then 
mind when the government ap- 


“as an outstanding citizen.” ... 
put out a nifty souvenir 


“Life of an American Workman” (Walter P. Chrysler), written 
by Boyden Sparks and first appearing in the Saturday Evening 
Post in 1937, has been put in book form... . 

Associated Press deserves an orchid for its recent story, revealing 


that “extras” 


annual “take” to $75,000 per year... . 


available to a congressman can boost his average 


Michigan dealers will stage 


1951 convention June 28-July 1 on Mackinac Island; Pennsylvania 
dealers will desert Atlantic City for Pittsburgh for their 1951 con- 


clave. . 


. . Ford press-previewed its 1951 models last Friday; Pontiac 


will unveil Nov. 17 and Chevrolet Nov. 20. 


-Pete WeMHOFF, 
Editor, Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
the dealer on sey used vehicle accepted in partial payment for a new 
car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
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elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than cnuhere, else in the world. 





Test of Time 


A RATHER unusual article in the current issue of Fortune 

magazine examines the subject of auto dealer discounts 
and states bluntly that dealers do not deserve the discounts 
they are getting. 


That is a bald statement to make in any case. We think 


that there are several points to keep in mind when examin- 
ing discounts. 


Dealers have made—often at factory urging—huge 
postwar investments in building and equipment. The 
have-nots have been envious of auto dealers in the past 
market—but will they be envious of dealers—and their 
overhead—in a competitive market? 


There is also danger of failing to properly allow for the 
flexibility of the auto market. It has been generally good in 
the postwar years, but it can shift rapidly. It doesn’t take a 


very long memory to recall several tough periods in the last 
couple of years. 


And remember that most dealers were snowed under with 
orders only a few short weeks ago, while now even the 
popular-make dealers are busy selling. 


Who can say what lies ahead? 


This is a trading business, and the value of a trading 
margin may be very apparent in the days ahead. 


There is no gainsaying the fact that the past several 
years have been good for auto dealers, but the discount 
was fixed at its present level with the idea of long-term 
stability. 


To keep the business strong, dealers must be solid in bad 
times as well as good. The test of the years supports the 
discount at its present level. 


Healthy Trend 


HE trend toward more and better dealer councils is a 
healthful one. 


And the more steps that are taken to help these councils 
become better mediums of expression of dealers in general, 
the better it will be. 


Dealers are on the firing line of the auto business. Their 
views are important; their ideas helpful and their strength 
imperative. 


Auto 
Forum 


Eprtor’s Note: Herewith is one 
of a series of articles written 
especially for Automotive News 
by general sales managers of the 
various auto companies and di- 
rected at dealers and their prob- 
lems. 


By J. M. Roche 
General Sales Manager, Cadillac 

HE automobile industry is head- 
ed for the greatest era in its 
history. A larger and sounder mar- 
ket now in the making is bringing 
automobile dealers the widest sales 
opportunity ever visualized in any 
retail enterprise. 
Ownership of 
automobiles is ris- 
ing at a rapid 
rate. Registration 
of cars in the 
United States 
moved from 29 
million cars in 
1941 to 36 million 
at the close of 
1949— and this 
year the estimat- 
ed new-car regis- 
trations will bring the total to more 





43. M. Roche 


‘| than 39% million. 


Although an increase of one- 
third in the number of cars in 
use during this 10-year period is 
unquestionably an _ exceedingly 
high rate of gain, the rapidly 
growing use of automobiles to fill 
new needs in transportation points 
to a continued upward demand 
for motor cars, An analysis of 
the motivating factors in this 
trend supports the conclusion that 
the growing demand for auto- 
mobiles is permanent, 

With almost 40 million cars reg- 
istered in the U. S. today, the deal- 
er is in the position of retailing 
the country’s most important prod- 
uct. The need for the dealers’ prod- 
uct and services is so complete that 
he has moved to the role of lead- 
ing businessman, whose foresight 
and attention to his customers’ 
needs is an influence on the entire 
community. 

+ . . 

HE rise in acceptance of the 

automobile as the most desir- 

able means of transportation can 
be attributed to several important 
factors, First, the scientific and 
technical advancements that have 
produced cars which are depend- 
able under all operating conditions 
and, second, the parallel develop- 
ment of roads that have brought 
even the farthest corners of the 
nation within reach of the auto- 
mobile owner. 

A third factor was the effort of 
automobile dealers, who, through 
faith in their product and its 
possibilities, competed against 
early disappointments and at 
times a skeptical public to build 
the automobile business into the 
nation’s greatest retail enter- 
prise. 

Cadillac dealers, over the years, 
have met the growing responsibil- 
ity of their positions by building 
sound business organizations that 
have performed outstanding serv- 
ices for the motoring public and 
for the community. 

The combination of farsighted 
businessmen, who were able to offer 
a continually better product that 
could be driven on _ increasingly 
better roads and highways, laid the 
groundwork for a new era. Al- 
though the number of cars in use 
today is greater than ever before, 
future possibilities of motor car 
transportation give every promise 
of an even larger permanent vol- 
ume of cars in service. 

* * « 
;* IS significant for the automo- 
bile business that the use of mo- 
(Continued on Page 70, Col, 3) 
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LET A EXPERT 
DO SOME FANCY 


—_— Letterbox 


CAN 

KEEP =Ft45sH MWY HEAD 
ABOVE WATER S”/5” 
ANY WAY—MAYBE 





‘Plea for Relief ...... 0 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. 


Address Editor, Automotive News, 


Detroit 26, Mich. 





Wants 24 Months 


I want to tell you how much we 
appreciate the fine job AUTOMOTIVE 
News is doing to combat the severe 
Regulation W recently imposed. 


I think these Federal Reserve 
men fail to realize how dependent 
our nation is on the automobile and 
how seriously these controls are 
affecting the sale of automobiles 
and subsequently the economy of 
countless thousands of families. 
Nothing could be more serious to 
the average American than to make 
it virtually impossible for him to 
replace his car with a newer model. 


The present limit of 15 months 
excludes a tremendous portion of 
buyers and, aside from the fact 
that they are unable to procure a 
newer car, it will seriously affect 
the largest industry in the world 
and the people who are dependent 
upon it. 

The regulation is unjust to us 
here on the Pacific Coast, in that 
new cars are at least $300 higher; 
used-car prices are higher. Here 
it is not unusual for a man to drive 
20 or 30 miles to and from work. 
Private transportation is his only 
answer. Sales have dropped off 


|alarmingly, proving that the pres- 





25 Years Ago... 





The Big Story 


Armistice Day, 1925, wasn’t a scheduled holiday in Flint. But mid- 
night shift workers decided to celebrate with an impromptu morning 


parade. 


They marched through downtown Flint, then past the AC Spark- 


plug plant. Enthusiastic day shift 


workers left their jobs and joined 


them. Police riot squads couldn’t subdue the frenzied celebrators 


who marched to the Buick plant. 


There they were joined by thou- 


sands of other workers. Then the employers took the hint, closed 
the plants and joined the celebration. 





—From the files of Automotive News. 








ent regulation is too severe, dis- 
criminatory against the average 
buyer and should be liberalized. 


In World War I and again in 
World War II, it was proven that 
the automobile was a very good 
investment for the American pub- 
lic. Now the average family can 
hardly afford an automobile. 

We feel the present regulation 
should be liberalized at least to 24 
months on new cars, 21 months on 
used cars back to 1948's, still with 
the one-third down payment.— 
Monte Ray, Tom Ray Pontiac Co., 
Glendale, Calif. 


* * * 


For Hardships 


The automobile, for the most 
part, is considered a necessity to- 
day and from that angle I am won- 


FRB, Please Note 


Since this new Regulation W 
has gone into affect, it will be 
impossible for me to continue my 
business after Friday, Oct. 27, 
1950.—J. O. Lonon, Lonon Motor 
Co. (Packard-Willys), Palestine, 
Tex. 





dering if more pressure could be 
put on Washington to ease Regu- 
lation W by getting out a national 
form which could be signed by the 
customer at the time he fails to 
negotiate a deal on a car. 

For instance, 15 months is in 
many cases too short a time for 
the individual and makes his pay- 
ments too high. Thus the deal is 
not consummated. In such cases 
the form could be signed statins 
that to John Jones a car is 
necessity, but that he was unab 
to purchase it due to the extreme ” 
high payments and that he askel 
that the matter be given conside 

(See LETTERBOX, Page 14, Col. 5) 
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H™ to the left, is the Hudson line-up for ’51!—A money- 
making, business-building line-up! The smartest, most 
modern, most saleable merchandise on any motor car row. 


Prices start from just above the lowest, and range through 
four great markets—with the Pacemaker, the Super-Six, the 
Commodore and the fabulous Hudson Hornet. 


Your prospects can pick their price, choose their power—and 
what a selling you can give them with these *51 Hudsons! 
Unequalled roominess! An unmatched ride! Outstanding per- 
formance! Impressive safety!—They’re all part of the great 
Hudson story for ’51. 


And—there are still well-located Hudson dealer opportunities! 
With the fairest deal in the industry—with Hudson retail sales 
breaking twenty-year records—the way is open for men who 
want to build a sound business and steady profits! 


Write, wire or phone C. A. J. Hadley, General Sales Manager, 
Hudson Motor Car Company, Detroit 14, Michigan. 


Get in with Hudson and get a deal that’s a real deal! 


HUDSON FOR ’51 


THE BILLy ROSE SHOW 

SUPports Hudson dealers 
weekly 

©n coast. 

ABC-Te 





| Priced From Just Above the Lowest 
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Also Seek Decontrol of Camelback Output .. . 


Tire Dealers Ask Fifth Tire Ban 


CHICAGO.—Major resolutions ap-| vehicles now in use” as probably at|are curbing both passenger Car: 
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After Auto Parade in Huntington, L. I.— 

In connection with National Automobile Dealer Week, Huntington dealers sponsored a 
parade. After that a luncheon was held. Shown, left to right, are: C, P. Rodenhurst (Chev- 
rolet); E. Kozlik, treasurer of the local chamber of commerce; William Frame, metropolitan 
New York NADA director; William Fasbender, supervisor of Huntington township; C. Ray 
Palmer, executive vice-president of the Brooklyn and Long Island Automobile Dealers Assn.; 
Ike Eisenhauer (not the general), and Tom Winding, of the association's advertising agency. 


“ou 


Students Tour Chevy Chase Motor Co.— 


This Washington Chevrolet dealership threw open its doors during National Automobile 
Dealer Week. Shown are students from Leland junior high school before they entered the 
company's service department. More than 600 school children and their teachers participated 


in inspection trips during the week. 





ALBANY, N. Y. — Automobile 
dealers throughout New York state 
utilized many methods to drama- 
tize the importance of the dealer 
during National Automobile Dealer 
Week, a preliminary survey dis- 
closed. 

A. H. Bartlett of Rochester, 
New York state chairman for the 
event, said early reports indicated 
that parades, automobile shows, 
open houses and similar events 
highlighted the observance, which 
attracted much more widespread 
participation this year than last. 

One of the most effective meth- 

ods of bringing home to the com- 
munity the contributions made by 
automobile dealers was reported by 
the Oneida association, whose mem- 
bers paid all employes in silver 
dollars. 

George Amell, county vice-presi- 
dent of the New York State Auto- 
mobile Dealers Assn., reported that 
about 10,186 of the large silver 
“cartwheels” were circulated during 
the week. As these dollars were in 
turn received by the butcher, the 
baker, the grocer and the local 
stores, the community was given a 
graphic demonstrations of how 
money paid by automobile dealers 
benefits the public at large. 

The program of the Middletown 
Dealers Assn. was highlighted by a 


Hills Named Sales Chief 


Of Chrysler Export 


DETROIT.—C, B. Thomas, pres- 
ident of the Export division, Chrys- 
ler Corp., announces appointment 
of Philip K, Hills 
to the newly cre- 
ated post of sales 
manager, in com- 
plete charge of all 
sales activities 
throughout the 
foreign field. 

Hills has had 
more than 20 
years of experi- 
ence in export 
automotive sales 

Philip K. Hills = work. He became 
associated with Chrysler Export in 
1937 as assistant executive man- 
ager for the European division. 

Hills returned to Chrysler Export 
as assistant to the president fol- 
lowing his war service, and he held 
that position until he was made 
sales promotion manager late in 
1949. 





Dealer Week in N. Y. 


Celebrations Include Parades, Open Houses; 
Event More Successful than Last Year 

















proved by members of the National 
Assn. of Independent Tire Dealers 
at their 30th annual conference 
here last week urged the National 
Production Authority to remove all 
restrictions on the production of 
camelback, or tire retread mate- 
rial; to order discontinuance of a 
fifth tire on original equipment, 
and to prorate tires among pur- 
chasers for original equipment, pri- 
vate brands and other large users. 

More than 1,600 attended the 
convention. They elected David 
R. Lehman, Washington, presi- 
dent; C. L. Pangborn, Ottumwa, 

Ia., first vice-president; J. Earl 
Stowe, Phoenix, Ariz., second vice- 
president; T. W. McCracken, 
Henderson, N. C., secretary, and 
Ashby L. Leeth, Washington, 
treasurer. 

Other resolutions petitioned Con- 
gress to enact legislation imposing 
income taxes on profits of all co- 
operatives “engaged in any busi- 
ness enterprise competitive to free 
enterprise;” expressed regret over 
delays by the Federal Trade Com- 
mission in issuing a quantity limit 
rule to correct many of the price 
discriminations now in the indus- 
try. 

Recommended passage of House 
Bill 2734, known as the Anti-Mer- 
ger bill, and commended President 
Truman for vetoing Senate Basing 
Point Bill 1008. 

The association estimated that 
the tire and rubber industry will 
experience record sales totaling 
3% billion dollars this year, with 
tire production coming close to 
the previous high of 177,795,000 
casings manufactured in 1947, 

Earl W. Glen, chief of the Com- 
merce department’s rubber division, 
warned that the government “means 
business” with regard to rubber 
allocations which are now in ef- 
fect and may be planned later. 
“The tire business is a good busi- 
ness,” R. S. Wilson, vice-president 


parade and display of about 50 new of sales for Goodyear Tire and Rub- 
cars, worth about $125,000. The cars|ber Co., told the dealers in his 


were paraded through the main 
business block, which was closed 
to all other traffic from noon until 
3 p.m. At the close of the parade, 
they were displayed out-of-doors on 
the same street. 

A parade featuring both mod- 
ern and antique vehicles was the 
main event in Glens Falls, where 
dealers also held open houses and 
similar celebrations. The Glens 
Falls dealers spotlighted the con- 
tribution of automobile dealers to 
the local community through a 

(Continued on Page 14, Col. 1) 





address. 

John L. Collyer, president of 
the B. F. Goodrich Co., predicted 
that on the basis of the national 
defense program for 1951 the rub- 
ber industry should be able to 
supply all military and “essen- 
tial” civilian rubber product needs 
in the coming year without 
alarming shortages. 

He added that rubber consump- 
tion next year in the U. S, might 
hit an alltime high of 1,200,000 
tons, and referred to “the rolling 
stockpile of rubber on wheels of 











——Coming Events= 





Dealer Conventions 


Nov. 13-15—Automotive Trade Assn. of 
Virginia, John Marshall hotel, Richmond. 


Nov. 15-16—Oklahoma Automobile Deal- 
ers Assn., |7th annual meeting, Tulsa 
hotel, Tulsa. 

Nov. 27-28—Arizona Automobile Dealers 
Assn., Phoenix, Ariz. 

Dec. 1-2—Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont, 

Dec. 45—Idaho Automobile Dealers 


Assn., Hotel Boise, Boise, Ida. 

Dec. 7—Utah Automobile Dealers Assn., 
Newhouse hotel, Salt Lake City. 

Dec. 15-16— Kansas Motor Car Dealers 
Assn., Wichita, Kans. 

Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention and exhibition, Miami. 

Apr. 2, 1951—Louisiana Automobile Deal 
ers Assn., Jung hotel, New Orleans. 

May 14-15, 1951 — Missouri Automobile 
Dealers Assn., Hotel Jefferson, St. Louis. 

May 3!-June 2—Washington State Auto 
Dealers Assn., Winthrop hotel, Tacoma. 

o ” . 


Dealer Auto Shows 
Jan. 27-Feb, 3, 1951 — Milwaukee County 
Auto Dealers Assn., Milwaukee. 
Feb. 4-10, 1951—Greater St. Louis Auto 
motive Assn., Arena, St. Louis. 
Feb. 15-22, 1951—Philadelphia Automotive 
Trade Assn., Commercial Museum, Phil- 


adelphia. 
Feb. 17-25, 1951 — Chicago Automobile 
Trade Assn., International Amphitheater, 
Chicago, 


March 2-8, 1951—Greater Kansas City Mo- 
tor Car Dealers Assn., Municipal audi- 
torium, Kansas City. 


Mar. 10-18, 1951 — Seattle Auto Dealers 
(ssn, Field Artillery armory, Seattle, 
ash. 


Mar. 17-25, 1951—indianapolis Automobile 
Trade Assn. Cattle Exposition Bidg., 
State Fair Grounds. 

* ¥ . 


Aftermarket Shows 


Dec. 48— Automotive Service Industries 
show, Navy Pler, Chicago, 


Mar. 21-24, 1951|—Pacific Automotive show, 
Civic Auditorium, Seattle, Wash. 
Apr. ae. 1951 — Southwest Automotive 
show, klahoma City. 
* * . 


Allied Industries 


Nov, 13-l6—American Petroleum Institute 
30th annual meeting, Los Angeles. 
Jan. 22-24, 1951—Truck-Trailer Manufactur- 
ers Assn. annual convention, Edgewater 

Gulf hotel, Edgewater, Miss. 
Feb. 1-2, 1951—National Council of Pri- 
vate Motor Truck Owners, Inc., annual 
peerine. Hotel Statler, Washington, 


Feb. 46, 1951—National Truck Leasing 
System annual convention, Sheraton ho- 
tel, Chicago. 

e * * 
General 


Nov. 15-17—American Finance Conference 
17th annual convention, Palmer House 


Chicago. 

Apr, 1-2, 1951— Canadian Automotive 
Wholesalers and Manufacturers Assn. 
convention, King Edward hotel, To- 
ronto, Ont. ; 
Apr. 4-15 1951—33rd International Motor 


how, Turin, Italy. 


Apr. 30-May 21, 1951—U. S. Chamber of 
Commerce 39th annual meeting, Wash- 
ington, D. C, 

May 30-Sept. 9, 1951—World Tra - 
tation Fair, Santa Anita Park fn 
Calif. : 

* + 


Engineering 

Nov. 26-Dec. 1 — American Soci f 
Mechanical Engineers, Hotel “See 
New York. ; 

Jan. 8-12, 1951 — Society of Automotive 
Engineers annual meeting and display, 
Hotel Book-Cadillac, Detroit, 

Mar. 6-8 1951—Society of Automotive En- 
gineers passenger car, body and ma- 
eee meeting, Hotel Book-Cadillac, 
etroit, 


the highest point in history. 


At a press conference following | ing lots, 


his address, Collyer said that con- 
stant warnings against getting 
caught short, as was the case at 
the start of World War II, have 
produced results by stimulating 
synthetic rubber production, a pro- 
gram which should now be stepped 
up. 

He said that if fewer consumer 
tires are produced in 1951 than 
this year it will be caused by 
larger government requirements. 
Walter W. Belson, public rela- 

tions director of the American 
Trucking Assns., told the conven- 
tion that despite “millions spent by 
the railroads” in anti-truck propa- 
ganda, highway problems are actu- 
ally due to “substantially inade- 
quate roads,” diversion of huge 
amounts of highway funds for other 
purposes, and restrictions in the 
use of highways and streets which 


Sen. Sparkman, 
Peale to Speak 
Before NADA 


MIAMI, Fla.—v. S. Senator John 
J. Sparkman, of Alabama, veteran 
Democratic leader and champion of 
small businessmen, has accepted an 
invitation to address members of 
the National Automobile Dealers 
Assn. at their 1951 convention Jan. 
7-10 in Miami and Miami Beach. 

This was announced by J. Saxton 
Lloyd, chairman of the NADA con- 
vention committee, who said that 
Dr. Norman Vincent Peale, author, 
lecturer and pastor of America’s 
oldest Protestant church in New 
York City, will also speak. 

Sen. Sparkman, who served four 
terms in Congress before he was 
elected to the U. S. Senate in 1946, 
is chairman of the Senate’s select 
committee on small business, and a 
member of the Senate committee on 
banking and currency and the Sen- 
ate committee on public works. 

While in Congress, he was a 
member of the military affairs 
committee and served as majority 
whip. He is a graduate of the 
University of Alabama. 


Dispute Arises 


On Racer Champ 


DAYTONA BEACH, Fla. — Na- 
tional Stock Car Commissioner 
Cannon Ball Baker is pondering a 
challenge of the first-place national 
award to Mike Klapak, Warren, O. 

The disgruntled runner-up is Ros- 
coe Hough, Paterson, N. J., who 
disputes the number of points 
awarded to Klapak in a race at 
Heidelberg, Pa., Oct. 15. First place 
in the division including Klapak 
and Hough pays $2,000 and second 
place, $1,000. 

Baker must make his decision 
in time for the annual victory din- 
ner here Feb. 8 of the National 
Assn, for Stock Car Auto Racing. 


Abernethy Reelected 


NADA Director in N. C. 


RALEIGH, N. C.—Paul L. Aber- 
nethy, of Charlotte, has been re- 
elected North Carolina director of 
NADA. 








and trucks through lack of park 
prohibition of parking anc 
other ways. 

The conference opened Monday 
morning with presentation of re- 
ports by L. S. Sanders, Oakland, 
Calif., president; Ashby L. Leeth, 
Washington, treasurer, and other 
formalities. 

Sen. Paul H. Douglas, Illinois 
Democrat, inaugurated the after- 
noon session with a report from 
Washington, wherein he forecast 
revival of the basing point bill 
at the next session of Congress. 

He drew applause from the in- 
dependents with an appeal for sup- 
port of small businessmen, labor 
groups and consumers in opposing 
revival of the bill, which he termed 
a “monopoly measure.” 
Diversification of merchandise, 
according to Sanders, is one avenue 
for recouping shrinking profits from 
tire sales, and it should include the 


jhandling of everything from tele- 


vision sets to automobile tools. 

Sanders expressed the hope that 
manufacturers would assist inde- 

pendent tire dealers by “fair com- 
petition from factory - owned 
stores, solving of the discount 
battle, and refraining from “de- 
structive’ problems arising from 
direct selling by manufacturers 
to consumers.” 

Simultaneously with the launch- 
ing of the tire dealers’ convention, 
the Society of the Plastics Indus- 
try, Chicago chapter, issued a blast 
against the government’s full-scale 
reactivation of its synthetic rubber 
plants. 


New President 
Named to Head 


Sparton Firm 


CLEVELAND.—Sparks-Withing- 
ton Co. was under new management 
last week following a proxy battle. 
John J. Smith took over as presi- 
dent of the firm and Louis S. Pierce 
was elected secretary. 

Smith, a small-town certified 
public accountant, succeeded Harry 
G. Sparks as operating head of the 
radio, television and automobile 
parts firm. 

It was announced that Winthrop 
Withington, board chairman of the 
firm, would retire. 

Smith had headed a protest com- 
mittee comprising stockholders who, 
like himself, thought that officers 
and directors of Sparks-Withing- 
ton held too little stock in the firm 
and had too many outside interests. 

At the annual meeting of S-W 
stockholders here, the protest com- 
mittee won five directorships out 
of nine. The company’s earnings 
during the fiscal year ended June 
30, 1949, were only $25,708 on net 
sales of $16,809,000, 


NADA Elects Majer 


As Wash. Director 

SEATTLE. — Ernie Majer, Spo- 
kane Ford dealer, has been elected 
to NADA’s board of directors as 
representative of the Washington 
State Auto Dealers Assn. He will 
serve a three-year term. 

When Majer assumes his duties 
at NADA’s convention next Janu- 
ary, it will mark the retirement of 
his predecessor, M. O. Anderson, 


Seattle Buick dealer. Anderson was 
NADA president in 1947. 





Delahaye Accents Chrome— 


This plentifully chromed French Delahaye, a two-three seater coupe, was shown at th 
recent auto show in London. The car will do 120 miles per hour, the firm states. Three hav: 


already been sold in the U. S. at approximately $11,000, including taxes. 
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~ Sell EXTRA PROTECTION against 





“COLD WEATHER SLUDGE” 
IS EXTRA HARD ON ENGINES 





Driving habits change in cold 
weather. People drive less .. . 
go shorter distances. Engines run 
colder. Oil sludges up faster . 
has trouble doing a good job of 
lubrication. 


Now’s the time to sell the extra 
protection of extra-clean oil— 
kept cleaner, longer, by exclusive 
Walker ‘‘3-Way Filtration.’’ 
Walker alone offers “‘3-Way Fil- 
tration’’—3-way motor protec- 
tion against many different kinds 
of engine contamination . . . in- 
cluding water . . . from which 
sludge forms. 


Of course oil has to be changed 
at specified intervals to protect 
against oil oxidation, dilution and 
deterioration. But in the critical 
period between oil changes, be 
sure your customers get all possi- 
ble protection from “cold weather 
sludge’’—the positive, predictable 
protection of exclusive Walker 
**3-Way Filtration.” 


WALKER MANUFACTURING CO. OF WISCONSIN «+ RACINE, WIS. 
Oil Filters, Exhaust Silencers, Jacks, Lifts 


WALKER OULFILTERS 


oo 





“COLD WEATHER SLUDGE" 


EXCLUSIVE WALKER 


a-WAY FILTRATION 


KEEPS OIL EXTRA CLEAN 








OIL CHANGES 





Here’s why WALKER patented Ladinar construction gives EXTRA PROTECTION 
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© Progressive Filtration 





SaY 
/h a 
A double wrapping of wood cel- 









lulose dispersion strip around 
the basic filtering matrix pro- 
vides surface filtration at each 
successive layer. Strip also dis- 
perses oil over entire surface of 
filtering medium. 


After passing through disper- 
sion strip, oil seeps through 
filtering matrix—a uniform 
layer of pure wood cellulose 
fibres. Filtering action continues 
through successive layers of dis- 


persion strip and matrix. 


As oil continues inward, each 
successive layer of the filtering 
matrix is finer, more compact 
... selectively removing smaller 
and smaller particles of “danger 
dirt” right down to 2/10 of one 
micron. 


Exclusive, patented Laminar 
construction makes every Walker 
cartridge absolutely channel- 
proof. There are no “low-resist- 
ance” spots . . . no natural 
channels to let unfiltered oil pass 
through. 





PATENTED 
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OMUNOT 
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AUTOMOTIVE WASHINGTON 
Congress to Probe 


War Job Awards 


By William Ullman 


Washington Correspondent 


ee. after Congress reconvenes, the Senate Small 
Business committee intends to hold hearings on what sort 
of a break small concerns are getting in defense production. 
The committee will call in various officials concerned with 
the production program. It is expected these will include 
Defense Department procure-® 
ment officers, representatives 
of the National Production 
Authority, Chairman Symington of | ; 


the National Security Resources 
Board and others. 

It is understood that sometime 
ago Sen. Sparkman, chairman of 
the group, protested to Symington 
that small business is not repre- 
sented on the NSRB’s mobilization 
policy committee. 

That committee has 12 members| 





of Keene, 
president of the 


of Manufacturers; 
Otto A. Seyferth, 


Mich., president 
of the U. S. Cham- 


and Marion B. 


ter, N. Y., chair- 
man of the board 





including these three representing) William Uliman 






ao. 
“Took a tip from a factory assembly line—installed ARO Overhead 
Reels!"’ says Charles O. Gracey, vice president of Colonial Motors, 


Inc., Chicago, talking with Al Ricci, service manager. “ARO is tops 
or saving time and increasing lube profits!”’ 


(Sar 


pps 





“We found that ceiling space is just as 


Corp., Jamaica, N. Y. 
money-maker!”’ 


industry: Claude Adams Putnam | 
N. H., | 
National Assn. } 


Lake Harbor,| 


ber of Commerce, | 


Folsom, Roches- | 


a] 
% 
we 
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i 
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pood as floor 
space for lube work—handy, too!”’ says Lester H. Till- 
man, vice president of Jamaica Lincoln & Mercury 

‘This ARO installation is a 


for Economic Development. Sym- 
ington, in reply to Sen. Sparkman’s 
letter, 
attention to the 
NAM president on the committee, 


pointing out that 53 percent of) 
of | 


NAM’s membership. consists 


small business. 

Sparkman’s response is said to 
have indicated he was not en- 
tirely satisfied with such a repre- 
sentation for small business. 


The mobilization policy commit- | 


|tee was named to advise the NSRB 


is reported to have called | 
inclusion of the 





‘chairman on various phases of Serves Town with 2,200 Residents— 

Pringle Buick Co., in Paw Paw, Mich., has completed its modernization program, which 
included a new showroom and a new used-car lot and office. The firm, a postwar dealer 
ship, is owned by Pat Pringle. Pringle is also president of the chamber of commerce there 


| civilian mobilization for defense. Its 
|membership also includes represen- 
|tatives of labor, agriculture and the 
public. 


* * + 


For Small Businesses 


HE NPA has set up an office 

of small business with the an- 
nounced aim of insuring “maximum 
|participation of smaller business 
concerns in the defense effort.” It 
|is headed by Edward H. Lane, 
‘furniture manufacturer of Alta- 
| vista, Va. 

Meanwhile, Sen. Lyndon John- 
son of Texas, chairman of the 
Senate Armed Services Prepared- 
| ness subcommittee, announced his 
group is investigating complaints 


of the Committee! that small businesses are being | 


tin 


Quy 






overhead! 





denied an opportunity to bid on 
military contracts. 

The investigation is being carried 
on by staff members of the sub- 
committee set up to keep check in 
the rearmament program. 

“We have been receiving various 


|complaints from small businesses, | 
| including particularly their inability | 


| to bid for government contracts,” 
Sen. Johnson said in a statement. 

| “The most common complaint has 
| been that invitations for bids are 
| Feceived too late for the business- 
|men to submit their offers.” 

In one instance, Sen. Johnson 






Here’s the MODERN LOW-COST way to expand 
your service facilities and INCREASE PROFITS! 


Clear your floor for ACTION ... use ARO Reels 
More “bend-over” space... reduce 
hose wear... all control nozzles handy for chassis 
grease, gear oils, motor oils, water and air. 


SEE YOUR ARO JOBBER 
The Aro Equipment Corporation, Bryan, Ohio 


Aro of Canada, Ltd., Toronto, Ont. 


LUBE EQUIPMENT 


ALSO...AIR TOOLS... 
HYDRAULIC EQUIPMENT... 
AIRCRAFT PRODUCTS... 
GREASE FITTINGS... 


said, an invitation for bids was 
postmarked one hour after the 
closing date for receipt of the bid. 

“Obviously,” the senator added, 
“this sort of thing represents poor 
administration procedure that de- 
feats the whole purpose of com- 
petitive bidding. 

“We hope that corrective meas- 


jures can be taken without the 


necessity of formal hearings.” 
* +. + 


Lobbyists Hit 


AST week three Democratic sen- 

ators charged in a letter to 
Commissioner George Schoeneman 
of the Bureau of Internal Revenue 
that big business is conducting or- 
ganized lobbies at the expense of 
the U. S. Treasury. 

The charge was made by Sena- 
tors Thomas, of Utah; Murray, of 
Montana, and Kilgore, of West 
Virginia, in a statement citing 
the recent report of a House 
lobbying committee on expendi- 
tures by big business to influence 
legislation. 

The trio told the commissioner 
that the lobby report “reveals that 
well-organized lobbies of big busi- 
ness are being subsidized out of the 
U. S. Treasury through abuse of the 
tax deductibility provision of the 
Internal Revenue Code.” 

In their statement, the senators 
said the magnitude of lobbying ac- 
tivities by big business “raises 
fundamental issues which affect not 
only the pocketbooks but the lives 
of every American citizen.” 

“The Congress,” they added, “is 
entitled to know whether the forces 
attempting to influence its action 
are truly representative of consti- 
tuent citizens or merely organiza- 
tional fronts whose existence de- 
pends upon the magic of tax 
deductibility.” 

The three senators said the re- 
port indicated that many organ- 
izations receiving support from 
business contributions spent a 
substantial part of their efforts 
in propaganda and seeking to 
influence legislation. They asked 
the commission for a report on 
the “criteria used to determine” 
whether such organizations and 
foundations fall within the pro- 
visions of the revenue code bar- 
ring tax deductions for such 


| expenses. 


As to contributions by corpora- 
tions to organizations, the internal 
revenue code as quoted by the 
senators, says: 

“Corporations can deduct from 
gross income, before computing 
taxes, contributions which they 
have made to foundations and other 
organizations “operated exclusively 
for educational purposes ... if no 
substantial part of the activities is 
carrying on propaganda or other- 
wise attempting to influence legis- 
lation.” 

The letter to the commissioner 
suggested that under the reading 
of the law by the senators there 
is “no loophole in the present law 
which permits tax deductibility for 
moneys donated to organizations 
which are in fact lobbying groups.” 

* * * 


Employment Soars 


Te Bureau of the Census re- 
ported last week that during 
October total employment in the 
U. S. reached the second highest 
figure on record, 

The figure mounted to 61,764,000, 
| stimulated in part by the transfer 
|of persons from the jobless rolls 
|to defense jobs and in part by the 
| high level of agricultural activity. 
| While industrial and agricul- 
| tural employment was rising the 
| federal pay roll also was rising, 

reflecting principally the expan- 

sion of civilian employment in 
the military establishment, the 
| (Continued on Page 58, Col, 1) 
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SM the best, 
Ml We wld” ' 


... advises dealer Stan 


Reading time: 1 minute, 35 seconds 


Stan, like many other Dodge-Plymouth dealers, 
started out with no silver spoon in his mouth. Son 
of a veteran railroad worker, and one of 9 children, 
Stan was out hustling for a living at an early age. 
One of the customers on his newspaper route was 
the local automobile dealer, Mac. Stan recalls how 
Mac used to kid him good- naturedly by asking, 
—— to be a railroad engineer when you grow up, 


Stan?” And Mac would laugh uproariously when he 
replied, “Nope, going to sell automobiles and make a 
lot of money like you do!” 


Stan was still in his teens when the opportunity 
came to work for his dealer friend, Mac. It was just a 
handyman job, but Stan saw in it the chance to get closer 
to the automobile business and learn more ) the 





cars that were so fascinating to him. When he wasn’t 
pushing a broom, or trotting errands around the shop, 
Stan was asking questions, poking his head into car hoods, 
crowding close to the mechanics, watching. Soon he knew 
enough about cars to get a chance ‘ 

to check used car buys. He did so 
well at it that one day Mac called him 
in and said: “Stan, you’ve made real 
progress. You're learning the busi- 
ness fast. Monday I’m starting you on 
the road, buying used cars for me.” 


Meanwhile, the thrift habit Stan 
formed in his paper route days, was accumulating a tidy 
sum for him in the bank account. As he drove from 








town to town, he’d envision his own dealership in opera- 
tion ... and his business philosophy, based on his past 
10 years’ experience, had taken shape in his mind. “Sell 
a quality product, and tell the world you have it.” 


In his travels Stan kept his eye open for a good new 
car dealership. At last fortune smiled. Stan hurried to the 
Detroit factory where his background impressed officials. 
Soon he had lined up necessary capital and was owner of 
a small but promising Dodge-Plymouth dealership on the 
outskirts of his home town. 


With a quality line of products, Stan started to put 
his policy to work, telling the world he had ’em. Car and 
truck sales began to hum. “Trade-ins” poured in and 
bringing his long experience into full play, Stan made 
his “used car” operation the talk of the state. 


Today, Stan's business is so successful he’s been able 
to indulge his favorite hobby—raising high-grade cattle. 
He owns 5 fine farms that pay their way, with a hand- 
some profit too. And how does he get peak demand and 
prices for his heifers? Why, by advertising, of course! 


Stan sums up his success this way: “Any able man 
who’ll work as I have can do it—providing, of course, 
he'll include my old recipe: ‘Sell the best, and tell the 
world you've got it’.” 











Write for our free booklet containing a number 
of these stories of accomplishments by enter- 
prising men. Chrysler Corporation, 
341 Massachusetts Ave., Highland 
Park 3, Michigan. 


Chrysler Corporation 


PLYMOUTH e DODGE e DE SOTO e CHRYSLER e DODGE “’ Job-Rated’’ TRUCKS 


Fine Cars of Great Value 
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Virginia Parley 
To Hear Quinn, 


Haller, Rude 


RICHMOND, Va. — The annual 
convention of the Automotive Trade 
Assn. of Virginia opens today (Nov. 
13) in the John Marshall hotel here. 
The parley will close Wednesday. 

A feature of the convention will 
be separate meetings for dealers 
handling the same make car. There 
will be no factory officials or out- 
siders present so they will be able 
to discuss their own problems pri- 
vately. | 
Among the speakers scheduled ° 
are E. C. Quinn, general sales man- | Dodge Truck Driveaway— 
ager of Dodge; Fred Haller, presi- 
dent of NADA; Alan G. Rude, sales 








WASHINGTON. — With returns 
nearly complete, NADA last week 
issued its third report on results 
of the Give A Day membership 
program. 

As of Nov. 6, it was reported, 
2,657 new members had been ac- 
quired, or 83.9 percent of a quota 
set at 3,166. A few area chairmen 
had not yet reported, an NADA 
spokesman said. 

When all returns are in, he pre- 


39,342 Dynaflows 





Twenty-nine Dodge dealers of the Chicago area and their sales managers stream down . ; ¢ , 
a stairway in the Chicago station to board special pulimans for Detroit, where they staged Built in ctober 
a mass "driveaway" of Dodge trucks equipped with Fluid drive. After spending two days FLINT.—Buick built 39,342 Dyna- 


vice-president of Universal C.I.T. rad : 
P in Detroit and visiting the truck plant, they drove 8 trucks back to Chicago, where they|flow transmissions in October to 


Credit Corp., and J. Saxton Lloyd, 
Buick-Cadillac dealer of Daytona 
Beach, Fla. cere : = , 
Rude will discuss effects of Regu-| will be entertained with bingo part- | 
lation W on dealers’ futures. Other | ies, a fashion show and other spe- 
speakers will discuss the draft and | cial events. 
other federal regulations. —— | 
For entertainment there will be ae Gola San a the noanper of | 
; e us , reac Vv y 8 | 
banquets, luncheons, cocktail part- in Amaren's No. 1 ham, . ae eee 
ies, floor shows and dancing. Ladies ! mated more than 100,000 readers weekly! 


| staged a safety parade. 

















|boost its total for 1950 to 357,918, 
‘Ivan L. Wiles, Buick general man- 
| ager reported last week. 


Reuter to Anderson | It was the third highest month 


for Dynaflow production this year, 


— A. Andersen has leased Reuter |'Wiles said. Record production for 
ros. Garage, Alexandria, Minn.,/, single month is 42,818. Buick now 
from Cap Reuter. The firm is now /has built 711,913 Dynaflow trans- | 


| 


known as Anderson Motors (Dodge- | missions since they were introduced 
Plymouth). jin 1948. 


For best performance-USt 


QUAKER STATE QUADROMATIC 





QUADROMATIC AUTOMATIC 
TRANSMISSION FLUID 


TYPE A 
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BST Thole 


Use Quaker State Quadromatic Automatic 
Transmission Fluid, Type A, in auto- 
matic transmissions for best performance, 
hence greatest customer satisfaction. 


QUAKER STATE OIL REFINING COR 





UU 


~ TRANSMISSION 
Ua aa 


SPECIALLY DEVELOPED FOR AUTOMATIC TRANSMISSIONS, AND 
SPECIFICALLY APPROVED BY GENERAL MOTORS AND OTHER 
AUTOMOBILE MANUFACTURERS. ARMOUR INSTITUTE QUALIFIED. 











Eight distinct advantages make Quaker State 
Quadromatic Automatic Transmission Fluid, 
Type A, outstanding in its field: 


1. Mixes perfectly with oil used for initial 
factory fill. 


2. Maximum stability—won’t form harmful 
sludge or varnish. 


3. Minimum change in body with changes in 
temperature. 


4. Low volatility—no disagreeable odors when 
hot. 


. High resistance to foaming. 
Gives greatest protection against corrosion. 


Minimum effect on seals and gaskets. 


2 NO w 


Special ‘‘oiliness” properties for clutch and 
planetary band lubrication. 


PORATION, OIL CITY, PAs 


2,657 New Recruits 


NADA’s GAD Campaign Hits 84 Percent of Quota 
With Returns Nearly Complete 


hanes 





dicted, more than 90 percent of the 
quota will have been met. He listed 
the following states and cities as 
having made their quotas, along 
with the number of new members 
acquired and percentage of quota 
| achieved. 

| Northern California, 127 new 
|members (169 percent); Connecti- 
}cut, 10 (100); Delaware, 16 (133); 
| Florida, 91 (182); Georgia, 59 (109); 
| Indiana, 153 (137); Kansas, 49 (168); 
Louisiana, 13 (162); Maine, 26 
| (130); Mississippi, 59 (147); Mon- 
tana, 58 (109). 

New Jersey, 28 (140); New Mexico, 
25 (250); North Carolina, 109 (218); 
Cleveland, 12 (150); Oregon, 19 
(126); Rhode Island, 18 (120); Ten- 
nessee, 87 (174); Texas, 75 (150); 
Utah, 31 (206); Virginia, 78 (141), 
and Wisconsin, 189 (111). 

Similarly, those states and cities 
which failed to achieve their 
quotas were listed as follows: 

Alabama, 38 new members (76 
percent of quota); Arizona, 25 (52); 
Arkansas, 47 (94); southern Cali- 
\fornia, 79 (79); Colorado, 36 (48); 
|Idaho, 15 (88); Illinois, 84 (76); 
|metropolitan Chicago, 14 (28); Iowa, 
122 (48); Kentucky, 34 (68); Mary- 
land, 35 (70); Massachusetts, 20 
(40); Michigan, 51 (40); metropoli- 
tan Detroit, nine (22); Minnesota, 
71 (71); Missouri, 77 (41). 

Nebraska, 60 (75); Nevada, one 
(12); New Hampshire, two (20); 
|New York, 130 (99); metropolitan 
New York, 23 (65); North Dakota, 
40 (97); Ohio, 102 (81); Oklahoma, 
144 (58); Pennsylvania, 34 (34); 
South Carolina, 13 (26); South Da- 
| kota, 30 (46); Vermont, four (40); 
Washington, 29 (42); West Virginia, 
'37 (88); Wyoming, 15 (60). 


Pa. Dealers Pick 
State Industry 
Relations Board 


HARRISBURG, Pa.—The board 
iof directors of the Pennsylvania 
Automotive Assn. has authorized 
|the appointment of an industry re- 
|lations committee consisting of 
|three dealers for each make of car, 
|plus three independent truck deal- 
ers. 

The board said the dealers are 
being picked in groups of three in 
order to give proper representa- 
tion to large metropolitan areas, 
medium-size cities and small com- 
munities. The Willys, Kaiser-Fra- 
zer and independent truck groups 
have not yet been named. 

E. A. Sahli, Beaver Falls, has 
been appointed chairman of the 
committee. 

Others named are, for Buick, 
John H. Gardner, Upper Darby; W. 
F. Reithmiller, Pittsburgh, and 
| Russell Gingrich, Lebanon. 

Cadillac—W. T. Plachter, Phila- 
delphia; William Baehr, McKees- 
|port, and Earl Y. Stoyer. Chevro- 
let-—J. V. Booth, McKeesport; W. 
D. Chrisner, Ligonier, and Howard 
|Murray, Birdsboro. Chrysler 
|Frank B. Eshelman, Lancaster; 
Ralph L. Weber, Meadville, and 
|Frank Clemson, State College. De- 
Soto—J. E. Wolfington, Philadel- 
|phia; Louis S. Snyder, Harrisburg, 
jand J. M. Neidhardt, Emsworth. 

Dodge—Edward J. Ronan, Phila- 
delphia; Guy Woodward, Washing- 
ton, and Robert C. Stout, Beaver. 
Ford—L, A. Bloom, Scranton; W. 
|M. McCune, Kittanning, and John 
H. Fassitt, Philadelphia. Hudson 
Charles E. Snyder, York; George 
Jones, Dormont, and C. E. McClel- 
|land, Washington. 

Lincoln-Mercury Richard M. 
Thackray, Johnstown, R. W. Sa- 
|bin, Sewickley, and Raymond P. 
|Scott, Wynnewood. Nash—Ned L. 
|Bowman, Milton; Doyle Mierley, 
Altoona, and Henry J. Fritz, York. 
Oldsmobile E. D. McKean jr., 
| Pittsburgh; W. A. Stromeyer, West 
|Chester, and Frank Pultz, Greens- 
| burg. 

Packard—John P. Mooney, Mc- 
Keesport; Kenneth L. Bell, Sharon, 
and William B. Bradshaw, Jenkin- 
town. Pontiac—C, A, Snyder, But- 
ler; Gus Ditz, Philadelphia, and R. 
G. Gunn, Pittsburgh. Studebaker— 
James Reiley, Ardmore; George Ei- 
dam, Hazleton, and Oliver H. Pe- 
ters, Allentown. 

















NOW! FAR OUTSELLING 
ALL OTHER GUARDS! 


IT PAYS TO SELL ERIE FENDER-TO-FENDER KARGARDS: 









Harold (left) and Jerry (right) Poncher are honored on TV by “Bud” 
Hauser (center) as the men who conceived and manufactured the first 
grille guard ever made. This year Hauser-Nash Sales has equipped over 


1,000 new Nash cars with Erie Fender-to-Fender Kargards. 


FEATURED ON TV:— 


WNBQ 10:30 every Saturday night on Hauser’s Grand Marquee. 
WGN-TV 9:30. every Wednesday night on Hauser’s Family Circle. 


K ADVERTISED IN THE SATURDAY EVENING POST 


16,000,000 people monthly (your customers) see each ad. 











STRONGEST GUARD MADE—withstands a heavier 
impact than any other guard because of its formed 
metal design and the method by which it is braced 





Complete line NO 
W AVAILABLE f 
or Both f 
1950 BUICK (Special, Super, Roadmaster) is aaa ront and rear of. 
Y 













to the frame. 
950 CHEVROLET 
: . : ‘ 5 1950 CHRYSLER 1951 NASH (s<< 
Profit by stocking and selling the guard that’s easiest to sell be- 1950 DESOTO 1950 Nasi cmerrnen Ambassador) 
as ' . ee a 1 Aces seman, Ambossodor 
cause it’s the car owners’ choice. Place your order now for the <a DODGE 1950 NASH RAMBLER (without sites 
' . 50 FORD 1950 OLDSMOBILE (76 88) er arms) 
guard that’s FAR Outselling all other guards. 1951 HUDSON (Pacemakers 1°30 OLDSMOBILE (98) 
ES wee) HUDSON (Commodore aad 1951 PACKARD (Series 200) 
’ r, Morn 
The new Erie factory —now the largest, most modern exclusive 1195) Kalses N (Pacemsker) 1950 Sadia i 
1951 HENRY J 1950 STUDE ampion) 
BAKER 
(Commander, Land Cruiser) 





G —_ 


Also available without fender arms 


grille guard manufacturing plant in the world—is working day 
and night to give you good deliveries. Order from your jobber 


TODAY or write for further information. 






ERIE MANUFACTURING OQ2acéccu 
PRESSED STEEL CAR COMPANY, INC. 


General Sales Office: J & H SALES COMPANY 
75 E. WACKER DRIVE - CHICAGO 1, ILLINOIS 
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Aluminum, Plastics Seek 


Larger Auto Market 


1 KEY to developing better transportation at lower 


cost is courage and ingenuity. The necessary physical 
materials—aluminum and plastics—are already available, 
but their full potential has not been exploited. 


This theme was expounded 


to engineers and chemists by 


two industrialists at recent ®————— 


conventions. The speakers 
were Clay P. Bedford, execu- 


tive vice-president of Kaiser-Fraz- 
er, and Saul M. Silverstein, presi- 
dent of Rogers Corp., a Manchester 
(Conn.) plastics producer. 

Bedford told the American So- 
ciety of Body Engineers that the 
automobile industry should work 
towards developing lighter weight 
transportation through greater use 
of aluminum. This would not only 
reduce operating costs but, with 
proper designing, would cut produc- 
tion costs, he said. 

Bedford estimated that the an- 
nual potential automotive use for 


aluminum is roughly 2,000,000 
pounds. In the opinion of the K-F 
advance research department 


those items which will become | 


practical to make from aluminum 
in the next five years will total 

1,526,000 pounds, he added. 

“It seems reasonable to assume 
that aluminum should be available 
to the automotive industry in large 
supply within a three to four year 
period. As a result,” he said, “it 
appears to me timely that serious 
consideration should be given by 








Wheel Balancer for Assembly Line— 


New equipment designed for electronically checking and correcting any unbalance of 
wheels on new cars, as a final assembly line operation and at a speed consistent with the | 


rate of the line, has been announced by Stewart-Warner Corp., Chicago. F. A. Hiter, senior 


vice-president of Stewart-Warner, 


said development of it, 


employing principles of the 


electronic wheel balancer marketed by the firm since 1945 and used exclusively by automo- 


tive service dealers and shops, was undertaken at the suggestion of automotive plant engi- | 


neering, production or service executives. 


cations of aluminum must at pres- | application in doors, decklids and 


ent be madé in the chassis, 
pointed out. “However,” Bedford 
added, “Kaiser-Frazer has done 


some research in the use of alum- | 


O 


he | instrument panels.” 


* + * 


THER body uses for aluminum 
given by Bedford are bright 


automotive manufacturers to the/inum for the body, and has de-| aluminum finish material to replace 


greater use of aluminum.” 


veloped a die-cast aluminum frame | stainless steel, 


textured aluminum 


Most extensive automotive appli-!type of construction which has an! for such items as scuff plates, and 





























my new Bantam Shorty does | 


Now you can put Bantam “Porto- 


Power” 


ton ‘‘Porto-Power” 


crew going! 


Boost profits on reconditioning 
and rebuilding with “Spred- 
Ram”! Reach into narrow, deep 
openings and spread with tre- 
mendous hydraulic power. Bring 
out crushed, deep fenders — pry 
smashed bodies away from frames. 
The Bantam or regular “Porto- 
Power” pump serves its built-in 
ram. Ask for No. SA-7. 


to work where it’s im- 
possible to use hammers, pry bars 
or dollies! This new 2-ton ram 
slips into spots having only 47” 
clearance. It even has a 15%" 
screw extension—to make the 
most of its 3” push. Use it with 
your regular Bantam hose and 
pump. Ask for No. RC-618, 





Pull in door posts—line up new 
panels — pull out light frame 
members — stretch and straight- 
en fenders, panels, hoods, cowls, 
braces, etc. Do it all with this 
new Bantam “Pull-Pak” kit. Spe- 
cialized clamps and chains an- 
chor the new Pull Ram. Faster, 
better than any other equipment. 
Ask for Kit SB-46. 


See your jobber for attractive prices on 10- 
assortments that are 
complete with the new, portable ANGL- 
STAND! Ask for Model S-32 or the S-45 
(pictured left). Now every shop can afford 
enough “Porto-Powers” to keep the whole 


**Porto-Power is the exclusive (trade name registered) product 
of Blackhawk Mfg. Co., Dept. P-40110, Milwaukee 1, Wisconsin 


CKHAWK 


substitution of aluminum for zinc 
die-castings for body hardware. 

Bedford added that the applica- 
tion of aluminum to engine parts 
also appears feasible. 

Speaking of costs, he said, “In- 
| flation has considerably affected 
| the price of steel, irregardless of 

the great technilogical advances 

that have occurred in the last 15 
or 20 years. 

“However, aluminum producers 
going through the same develop- 
ment period have made so much 
greater progress that aluminum 
prices have not risen appreciably.” 

Noting that auto manufacturers 
and designers “are tied to the tried 
}and proven,” Bedford warned that 
they must make progress because 
|the failure to do so and to keep 
|up with the economic and esthetic 
requirements of the public can lead 
|a company to ruin. 


PEAKING ‘before the Society of 

The Plastics Industry, Silver- 
|stein recalled Henry Ford’s experi- 
ments in 1940 with plastic trunk 
doors, The experiment failed, said 
Silverstein, not because of a ma- 
terial flaw but because the industry 
“was not then, nor is it yet, in a 
position to take any material and 
economically produce automobile 
bodies from it.” 

And this is due to “lack of imag- 
ination and, perhaps, courage,” he 
said. 

Silverstein told the chemists 
and mechanical engineers that 
their energies are boundless but 
that their application of imagi- 
nation has been restricted. 

“Chemists sell their materials by 
the pound; mechanical engineers 
use it by the ounce. And yet,” he 
said. “we are supposed to be in 
competition with industries that 
supply and process materials by 
the ton. 


+ * * 

“TF ENGINEERS will take a plas- 

tics board and develop the tools 
and dies to form it by the square 
yard instead of the square centi- 
|meter, then that material’s advan- 
tages of weight, lack of noise, low 
conductivity, ready-made finish, and 
so on, would overcome the differ- 
ence in price. 

“And if the chemists will pro- 
| duce that material by the ton in- 
| stead of by the pound, the price 
differential would quickly nar- 
row, and the plastics industry 
would be making automobile bod- 
ies, and better ones than anyone 
else has ever been able to manu- 
facture,” Silverstein declared. 
“The market exists; we have the 
| ingenuity. All we need is the imagi- 
/native spark and the courage to 
fullfil our own promise,” he con- 
cluded. 








7 * * 
New Rapistan Catalog 
GRAND RAPIDS, Mich.—Rapis- 
tan material flow equipment is 
described and illustrated in a new 
|24-page, two-color catalog now 


| available from Rapids-Standard Co., 
here. 


| Inc., 





Magnetic Starter 

General Electric's new combination mag- 
netic starter designed to meet Joint Industry 
Conference standards of the automotive in- 
dustry. View shows front door of steel 
enclosure open, machine - tool -type control 
transformer reset button being pressed. Start- 
er pictured is nonfusible type; fusible also 
available. A drip channel across the top and 
around the sides of the new starter's steel 
enclosure prevents liquids spilled on the case 
|from entering around the door. The door 
itself has a Neoprene rubber gasket which 
resists deterioration even if oil accidentally 
| comes in contact with it. In accordance with 
|the JIC standards, the case contains no 
knockouts or mounting holes; outside mount- 
ing brackets being furnished, the company 
states, 
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I’ve got a life-size picture ee 
of this sweet young thing on a 
lonely road and out of gas. 3 


, 4 4: 4 fal *2 1 ; 
aon arntictpate some of the possi hle headac hes 
/ fe 





‘‘Why does a slick chick cross the road?” 


I answer my own question. ‘“To get on the other side 
where she can telephone for towing service.”’ 


“Oh, Mr. Dusty,” she sighs, “that’s just what I know 
will happen to me—and I shudder to think what it 
will cost each time.”’ 


‘“‘Well,” I interrupt, “‘it’s true all cars develop minor 
aches and pains at some time or other, but with the 
Towing and Road Service you get under the Universal 
C.I.T. Plan, your pocketbook stays healthy—even 
when your car lays down on the job.” 


She asks the right question, ‘‘Just what will this Tow- 
ing and Road Service do?”’ 


“For one thing,” I point out, ‘‘when you have car 
g po 


Dusty knows that many car buyers need his guidance because they 
connected with driving 


rT ) “7 ‘ 
aca fiere. iJustv sets a customer on the rigni 








b¢ 4 


cd ‘ 


EG 


trouble you hate to risk the 
charges made by some garage- 
man to change a flat or tow 
you in. So you often wear 
yourself out trying to find out 
what’s wrong. (Meanwhile 
I’ve got a life-size picture of this sweet young thing on a 
lonely road and trying to wrestle with a dead battery or 
an empty gas tank in the full of the moon.) Or, if you 
take a chance on the charges, it’s just money out of 
your pocket. Now with my plan...” 


road —keeps her from 


UNIVERSAL C. I. T. 


‘““You don’t mean somebody else will pay the bill?” 


“That’s exactly what I do mean,” I tell her. “And 
what’s more, you’ll be reimbursed to the amount of 
$10 not just once or twice, but every time you need 
road service. You simply send our insurance company 
your receipted bill—and get a check right back. Won’t 
that make you happy?” 


“T have to say ‘Yes’,’’ says my cute customer, as she 
signs the contract for that beautiful red convertible. 
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Dealer Week in N. Y. 


Celebrations Include Parades, Open Houses; 
Event More Successful Than Last Year 
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(Continued from Page 6) 


full-page advertisement in which 
they pointed out that 339 local 
residents were employed in deal- 
erships. They said their total pay- 
roll, most of which was spent in 
the area, amounted to $982,460. 

Oswego dealers also featured 


Manitowoc Holds 


Goodwill Dinner 


MANITOWOC, Wis.—For the ob- 
servance of National Automobile 
Dealers’ week here, dealers held a 
banquet, attended by local business 
and professional men. 

An after-dinner speaker told the 
guests that the 21 car dealers of 
this area paid over $1,000,000 a 
year in salaries and wages to their 
employes and that they carried a 
car and truck parts inventory of 
more than $800,000. They were told 
that dealers had to take cars as 
they come from the factory, with 
no choice as to color or type. 


their contribution to the commun- 
ity, asserting in advertisements 
that 421 residents of Oswego coun- 
ty were furnished steady year- 
round employment, at monthly 
payrolls totaling $125,000. Lengthy 
news stories described the events 
of the week, and discussed the 
need for enactment of a _ periodic 


motor vehicle inspection law in 
New York state. 
In Troy, too, the local papers 


carried a number of stories de- 
scribing how periodic motor ve- 
hicle inspection could reduce the 
high accident and death rate. Ac- 
tivities of the Troy dealers were 
given widespread publicity in the 
columns of the daily papers. 
Greene county dealers held 
open houses throughout the week, 
and their activities were widely 
advertised in the newspapers. 
Bartlett emphasized that the re- 
ports from some of the areas were 
still incomplete, and said a num- 
ber of other communities also had 





oy $1 AD0, 


Just 40 short years ago you had to pay extra if 
you wanted protection from wind and rain. 
Today, tops and windshields are a necessary 
and integral part of the car—designed not 
only for driving comfort but to safeguard the 
occupants as well. 

Brakes, too, have gone through a complete 
evolution. Higher speeds and faster stops have 
brought a brand-new set of conditions for engi- 
neers to solve. And the end is not yet in sight. 

In the development and manufacture of brake 
linings, American Brakeblok has always been a 
leader. We have a lifetime of learning what it 
takes to stop motion safely—to control frictions 
and terrific heats, under all kinds of loads and 
driving conditions. It has gained us a storehouse 
of know-how that has enabled us to become a 
major supplier to the industry. 





Dealers’ Float in Richmond, Va.— 


The Richmond New Car Dealers Assn. was represented in the annual Tobacco Festival 
parade by this float. 


marked the week with special | Dahl Named in Erie 


nee. P Po Dahl Motors Erie, Inc., has been 

He said the smaller communities appointed DeSoto-Plymouth dealer 
|particularly joined wholeheartedly |in the Erie (Pa.) area. Emmitt 
in observing National Automobile | Lilly is general manager of the 
Dealer Week, and in paying tribute |firm; Maurice J. Bohman, service 
to the dealers for their contribu-|manager, and Lloyd D. Munson is 
tions to the public at large. parts manager. 








—Top and Windshield Extra 


We have unsurpassed research facilities to 
help solve your friction material problems. 
Complete testing equipment to furnish accurate 
technical data. Plus the most modern manufac- 
turing plants and methods to produce it for you 
—at an economical price. We welcome the 
opportunity to work with you. 


BRAKE LINING 











Used-Car 


(Continued from Page 2) 


due for discussion Friday by 
Joseph Danzansky, of Buckley 
& Danzansky, Washington, 
NUCDA’s legal counsel. 

* e o 
R EARL O'KEEFE, president o 

*the Southwestern Investmen 
Co., Amarillo, Tex., spoke on “Th 
Finance Problems of the Indepen 
dent Automobile Dealer.” He brok« 
down his discussion into two parts 
—wholesale financing and retail 
financing. 

Regarding wholesale financing, 
he advised dealers to: Give finance 
companies full and accurate 
| Statements of business condition; 
abide by the policies of their fi- 
nance companies; settle promptly 
| when floor-planned merchandise 
is sold; be cooperative when the 
| lending institution inspects floor- 
| planned merchandise; avoid the 
aging of floor-planned units, and 
discuss merchandising problems 
with the finance company. 

On the retail side, O’Keefe urged 

|his audience to: Sell the car, not 
the terms; condition used cars be- 
'fore selling them; avoid oversell- 
ling by analyzing the customer’s 
lability to pay, and keep retail fi- 
nance rates at a reasonable level. 





Letterbox 


| (Continued from Page 4) 

| ation and some relief granted.- 

|G. V. THompson, manager, Pioneer 
Credit Corp., Troy, N. Y. 

| * * * 





Regulation W 


Thank you very much for the 
|item appearing on page 49 in AuTo- 
MOTIVE News of Oct. 23. It is grati- 
fying to know that the opinion of 
small dealers such as ourselves is 
being given consideration. 

In my wire to you I stated our 
| drop in business would be 50 per- 
}eent. This opinion was not shared 
|by all dealers at the time. How- 
jever, I note in the second column 
|}of Automotive News of Oct. 30, your 
|item begins by stating that 50 per- 
cent of used-car sales have been 
affected by practically all dealers 
|and in some cases the survey shows 
| cancellations amounting to 65 per- 
| cent. 
| I am sure that Automotive News 
and all other automotive associa- 
|tions are doing what they can in 
|trying to alleviate the situation. 
| Just to give you an idea how effec- 
|tive this rule W has been, we were 
|forced to discharge three salesmen. 
One of them had been with us for 
several years. We regreted to do 
so but under this new ruling con- 
cerning the 15 month plan, said 
salesman could not earn a proper 
jand necessary income. Regulation 
|W not only is affecting our auto- 
|mobile business, but also everyone 
;}around us. We have had cancella- 
jtions from industries and firms in 
| various types of business, as they 
too have been affected in the same 
way. 

We agree with many other deal- 
|ers throughout the country that 
the down payment is not affecting 
the rule, but due to the short 
terms, the monthly payments are 
impossible for the average pur- 
chaser to meet. 

We have no idea as to what ac- 
tion our government will take to 
alleviate the present condition but 
unless something is done and done 
at once, we are of the opinion that 
|many of us will not be in business 
six months from today. 

We fail to understand in which 
way this ruling benefits the war 
effort. Also we do not understand 
why the automobile industry should 
|always be made the target. 

We know that you are doing 
your uppermost to help all of us 
out of this situation—J. B. Sarror, 
|Sartor Motors (Willys-Overland), 
Fort Lauderdale, Fla. 
eee 

Correction 


Paragraph five of the story on 
page 21 in the Nov. 6 issue, re- 
ferring to a speech by Thomas 
W. Rogers, was incorrect. It 
should have read: 

“The 10 states having special 
| Statutes dealing with installment 
selling as such are California, 
Connecticut, Indiana, Maryland, 
Michigan, New Jersey, New 
York, Ohio, Pennsylvania and 
Wisconsin.” 








- 








NEW YORK.—Business is alert 
o its responsibility to provide lead- 
rship in promoting a better un- 
derstanding of 
competitive enter- 
prise, but it “has 
not been effective- 
ly sold,” General 
Motors Chairman 
Alfred P. Sloan 
said here last 
week. 

The address 
was given when 
Sloan accepted 
the “Best of All 
Industry” award 





A. P. Sloan, Jr. 
for GM’s 1949 annual report at the 


Financial World annual award 


banquet. 

Joining an increasing number 
who question whether industry is 
successful in putting its story 
across, Sloan declared, “the prom- 
ises of the demagog, impossible 
as they are to substantiate, seem 
too often to have more appeal to 
the majority on which in our 
democracy our destinies depend 
than the outstanding record of 
actual accomplishment. 

“I asked a group the other day— 
why it was that so many people 
continue to invest their savings in 
fixed-income dollar securities as 
distinguished from equities in view 
of the great depreciation that has 
taken place in the value of the 
dollar and the continuing depre- 
ciation that must take place of 
necessity in the future if we con- 
tinue the way we are now going. 

“The answer was that the great} 


Illinois Stretch 
Of Detroit Pike 
Opens Before 51 


CHICAGO.—The Illinois link of 
the superhighway known as the 
Chicago-Detroit expressway will be 
ready for use by motorists in De-| 
cember of next year. 

Charles M. Hayes, president of 
the Chicago Motor club, issued a 
statement to that effect last week, 
adding that thousands of drivers 
have queried the club in the matter. 

“Illinois’ portion of the express- 
way is 84 percent completed,” 
Hayes explained. “While the pres- 
ent segment under construction, to 
be opened in the Chicago area at 
the end of this year, will not pro- 
vide sizeable traffic relief in 1950, 
it will serve as a local traffic ar- 
tery.” 

The route from Chicago to De- 
troit will be via Hammond, Gary 
and South Bend in Indiana, and 
Kalamazoo, Battle Creek, Jackson 
and Ann Arbor in Michigan. 

Design and construction of the 
expressway conform with stand- 
ards set by the Public Roads Ad- 
ministration. It is designed for a 
vehicle speed of 70 miles per hour. 

The westbound and eastbound 
pavements, 24 feet wide, are sep- 
arated by an unpaved 50-foot me- 
dian strip, with grade separations 
all the way where railroad or high- 
way crossings occur. Plans call for 
a system of parallel service roads 
eventually where needed. 


* 

I-H Expanding 
. . | 
At Indianapolis | 
INDIANAPOLIS. — International 
Harvester’s sales and service op-| 
erations in the Indianapolis area | 
will be expanded with the open-| 
ing of a new motor truck branch | 
and warehouse at 3414 E. Wash-| 
ington St. early in 1951, it is an- 
nounced by Lloyd W. Hully, motor 
truck district manager. | 
The expansion reflects the grow- 
ing importance of Indianapolis as 
a trucking terminal, Hully said. He 
added that the new outlet will sup- 
plement the company’s operation at | 
1065 W. Washington St. and pro- 
vide truck operators with conven- 
ient and complete service facilities. 


The main building will contain 
18,000 square feet of floor space, 
including the service station, parts 
department, tool room, office and 
showroom. The warehouse will of- 
fer approximately 20,000 square 
feet of storage space, said Hully. 








body of smaller investors were not 
familiar with the opportunities to 
invest otherwise. Management 
should reveal those opportunities. 
It should sell their manifest ben- 
efits. 

When accepting the Financial 
World Oscar for his firm’s annual 
accounting to stockholders, the GM 
official suggested “super” Oscar. 

It would be based on an evalu- 
ation of the performance of busi- 
ness managements in the terms 
“of education of ownership as to 
the processes of business, in the 

fundamentals of the competitive 
system of enterprise. 

Other considerations would be 
“the stimulation of stockholder in- 
terest and responsibility in coopera- 
tion with management in protect- 
ing our system of competitive en- 
terprise.” 
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‘Business, Sell Thyself’ 


Sloan Calls for Better Job in Accepting 
Oscar for Annual Report 


| Grid Officials Given Cars— 


dealers who donated the cars. Left to right: 
Sam Luby and Leo Adeeb. 


Auto Thefts Up 
Due to Rings 








13, 1950 





Head Football Coach Andy Gustafson and Athletic Director Jack Harding of the Uni- 
versity of Miami stand beside one of the Chevrolets presented them in the presence of | 
40,000 fans in the Orange Bowl by the Chevrolet dealers of Greater Miami. Shown are the 


Bill Coggin, Richard Thiel, Gustafson, Harding, 


the activities of organized rings, 
but about 93 percent are recovered, 
}according to William J. Davis, sec- 
| retary-manager of the National 


CHICAGO. — Thefts of automo- | Automobile Theft Bureau. 


biles have 


increased during the | 


Davis said that 70 percent of the 


past four months, largely due to|thefts are due to unlocked cars. 
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| SAE Presents : 


Horning Memorial Award 


To Dr. Barnard 


| NEW YORK.—Dr. Daniel P. 
Barnard IV, research coordinator 
for Standard Oil Co. (Indiana), will 
receive the 1949 Horning memorial 
award at the 1951 annual meeting 
of the Society of Automotive En-, 
gineers in Detroit. His lecture will 
be titled “The Role of Fuel in En- 
gine Development.” 

He will receive the award “in 
recognition of distinguished active 
|service in the field of mutual adap- 
tation of fuels and engines.” 

Barnard is recognized as an 
authority on petroleum and_ its 
prcducts. Many of his articles have 
appeared in professional and trade 


-| publications. He is president and a 


director of the Coordinating Re- 
search Council, having served with 
its predecessor, the Cooperative 
Fuels Research Committee, since 
1923. He is also chairman of the 
|automotive research committee of 
the American Petroleum Institute 
division of refining. 





the driving public is... 





CAR MANUFACTURERS POUR ADVERTISING AND 
PROMOTIONAL LITERATURE INTO THEIR DEALERS 
TO CLOSE NEW CAR SALES FASTER!... 


The story of “Select-O-Seat's” importance to the car manufacturer,* his 
dealers, and the driving public has spread like wildfire throughout America! 
Intensive sales promotion by car manufacturers* to their dealers and dis- 
tribution of powerful consumer pamphlets by the dealers is selling new car 
buyers faster than ever before! The public goes for the makes of new cars 
having seat cushions with “Select-O-Seat" spring constructions that are 
instantly adjustable as desired, for “Personalized Comfort”, without dis- 
turbing the upholstery! The driving public is definitely sold on “Select-O- 
Seat". Perhaps YOU can profit more with “Select-O-Seat”. 


*8 LEADING MAKERS OF 
CARS FACTORY-INSTALL 
“SELECT-O-SEAT” 


AUTOMOTIVE MANUFACTURERS AND THEIR DEALERS ADDRESS INQUIRIES TO L. A. YOUNG SPRING & 


SOLD ON 3: 
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CHOOSE YOUR Own COMFORT” 


The unique 


the rows of 


Sect” provides spacing between 


to add extra coil spring support for 
your personal comfort! 

















La 


d y Mp 
A} LT 
6 


edi 


A 
70 
2u cant se, 


design of “Select-O- 
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WIRE 
CORPORATION . . . 9200 RUSSELL ST., DETROIT 11, MICHIGAN + SALES DIVISION... PHONE TO 7-1500 











so easy for me to tell other people 
what they ought to do. Maybe I 
should have been just a good writ- 
er of advertising copy. 

A few years ago the late How- 
ard Coggeshall, the best printer 
I ever knew, asked me to write 
something about advertising .. .- 
some of the bright things I was 
always mouthing ... to use as a 
new kind of Christmas greeting 
. +.» you know... one without 

| the sparkling frosting and the 
| Jone light in the cottage window. 

On a rainy Sunday afternoon in 
Litchfield, Conn., having nothing 
else to do, I wrote a few pages, 
thinking to amuse Howard. I picked 
the title before I wrote the first 
paragraph, 

The title: “The Inside Story of 
in a series of articles written |Adam and Eve.” Howard came 
especially for Automotive News by |back with the words: “Fabulous! 
Ned Jordan, famed in the auto |Keep going, boy.” That pepped me 
industry for the car he built |UP... got me “hot” with the pen- 


(1916-1931) and the words he |cil, so I asked him whether he 
wrote about it. wanted “3,000 pages or maybe about 


100 pages.” 
EVVER think that if you’d ever 





Eprror’s Note: Here is another 


He said, “Make it a hundred, as 
got the right “breaks” you could|I’m going to set it by hand.” (Ima- 
have been a great statesman, a fa-|gine . . . wonder how many print- 
mous hero, an eminent actor or/ers like Howard are still alive.) 
even that you could have made a ee 
pile of money. For Promotion 
Sometimes I think I should have HE RAN 1,025 copies, a wonder- 
been a distinguished educator, It’s ful typographical job, and the 
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Completes 25 Years with Ford— 

B. E. McCane (right}, Ford central regional service manager, was honored in Detroit 
recently on the occasion of his 25th anniversary with Ford Motor Co. Left to right: J. K. 
Lester, Cincinnati district sales manager; J. C. (Larry) Doyle, central regional sales man- 
ager, and McCane. 





Curtis crowd got hold of one ofjerudite advertising men 
the first copies. They bought the|impressed by the book. They told 
whole first edition, to use as a pro-|me it was because it sounded as if 
. just having 
“didn’t care what any client 
but all the top men in advertising|might think. In short, the words 
knew about “Adam and Eve,” so|came from experience, a love of 


motion for the Ladies Home Jour-|I was not laboring. . 
nal. Then we were out of books,/fun... 


Howard sold several thousand] life and the heart.” 
copies on advance orders. And... 
that was that. 





MADE TO MATCH YOUR STANDARDS 
plus several of our own 


Built by the Foremost Specialists in 
Mobile Radio 


Backed by the Broadest Experience in bd 
the Automotive Industry 
* 


Proved by Millions of Hours of 
Trouble-free Operation 
* 
Produced by the Fastest and 
Most Efficient Methods in Radio 


BENDIX RADIO 












DIVISION of 


BALTIMORE 4, MARYLAND 
Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 
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You can buy a standard model of a 
Bendix automobile radio, or you can 
have it built to your own specifications 
as to price, performance, size, and special features. In 
either case you will get exactly what you order with a 
generous plus in quality and reliability. For years Bendix 
has been the leading builder of aviation radio—a field where 
dependability must be unquestioned. This experience has 
resulted in engineering procedures and testing techniques 
which give you double assurance that when you specify 
Bendix you can be certain that the radio will perform as 
ably as the car itself. Get the facts— it’s an entirely new 


story in automobile radio. 





AVIATION CORPORATION 










Funny how many good 
writers sit down, dominated by 
Then I was curious to know why| the fear of what the client is 





going to think, When Harry 
Houpt, who later made a success 
selling Hudson’s in New York, 
was handling that giant car, the 
Alco, built by the American Loco- 
motive Co., he put a car in the 
New York show, embellished with 
the color of rich coffee, spiked 
with cream. “Nice color,” I said 
to Harry. “How did you happen 
to think of it?” 

“Well,” said Harry, “the presi- 
dent of our company is so passion- 
ately fond of rich coffee ... yuh 
know ... four spoonsful of sugar 
and a lot of cream that I 
thought the color might please 
him.” 

“Fine,” said I, “I hope it doesn’t 
keep him awake nights.” 

. 7 > 
7: of good taste are highly 
sensitive to color combinations. 
Whenever we brought out a new 
model at the Jordan factory in 
Cleveland we held a sort of soiree 
for the Junior League girls and 

their “young mothers.” 

We'd have half a dozen cars on 
the floor . a Burgundy Old Wine 

Sa Ocean Sand Grey ...a 
Cathay Green . . . a Copenhagen 
Blue ...a Samarcand Brown ... 
and a “knockout” which we called 
the “Oriole Playboy.” That “yellow 
kid” had what is technically known 
as STUFF. 

Behind each car was a display 
of the finest fabrics and leathers 
. . . Laidlaws at $8 per yard... 
regular old Mark Cross ... pig 
skin hung on pegs, and right in 
the midst of the “preview” a 
beautiful somebody from the “up- 
per social set” would serve dainty 
morsels under glass . . . spiked 
with gentle Dubonnet cocktails. 
Of course, any girl who wasn’t 
invited to “Ned Jordan’s Styie 
Show” could only have hopes of 
eventual social recognition. 

Then we'd take the first 10 cars 
of the production line, turn them 
over to all the engineers ... in- 
cluding all the top men of Conti- 
nental, Timken, Brown-Lipe, Delco, 
Stromberg and so on. 

They would go “hoopy-hoo” to the 
summit of the hill at Uniontown, 
Pa., test the cars for speed, car- 
buretion, ignition, radiation and 
GAZOOMPAH; coming into “Tur- 
key’s Nest” at the foot of the grade 
at 60 miles an hour, wangle over 
that corkscrew bridge, and then 
wiggle out at 30 miles an hour, to 
make that grade like a fly crawling 
up the inside of the pitcher, driving 
each car 5,000 miles in eight-hour 
shifts . . . shooting dice on the bed 
spreads of the Summit hotel in the 
“off” intervals. 

Those WERE the days. 

By the way, will someone tell me 
something about Frank Edwards, 
of Delco, who introduced the phony 
dice . . . when Fredericks of Con- 
tinental was “eighting decaturing.” 

7 * . 


Gathering Place 
HAT rendezvous .. . that junket 
. in the alluring hills of Penn- 
sylvania became a gathering place 
of the “fireballs” of the old Jordan 
clan. . . . Distributors who wanted 
an excuse to do some scientific test- 
ing of the product ... tell great 
stories at night around the old tea 
kettle, and flit through the moonlit 
mountains before dawn in a Play- 
boy with the cut-out open, roaring 
like a Caproni biplane. 

There was a car which urged life 
to slip its tether, turn nighttime 
into daytime . . . made older men 
feel that they had not lost their 
cunning. 

Bob McCurdy, the old Pierce 
Arrow man from Pittsburgh who 
had graduated to the Jordan 
class; Arthur Hinchcliffe, the old 
Winton man of Boston who was 
the “salt of the earth”; “Pete” 
Peterson of Philadelphia, and 
Otto Tyner of Cleveland, who 
liked to hobnob with the bright- 
est engineers of the industry, 

Over the hills and down the val- 
ley to Cumberland . . . around the 
turn and back over the Lincoln 
highway to Ligonier . up hill 
and down dale .. . to Greensburg 
. . . Connellsville and back to the 
top of that hill. 

Step on it, boys. ... This is the 
heyday of the greatest business in 
the world. You’ll never live another 
day like one of these... So. 
give her the gaff! ... There won't 
be a traffic light or a traffic cop in 
these hills for years to come. 

Step on her . . . five roads to the 
right .. . five roads to the left... 
let her flicker . . . When that sun 
comes over the mountain you'll find 
yourself in Eldorado. 


£ 
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iy you want to put your advertising dollars 
to work most profitably in New York, 
invest them in the buying plans of New 
York’s largest evening newspaper audience. 
The prospectus is clear. More than 
700,000 families read the Journal-American 
every evening ... far more than can be 
reached by any other evening newspaper. 
In fact, 4 out of every 10 families that buy a 
metropolitan evening newspaper read the 
Journal-American. 
More than that, the Journal-American 
delivers preferred coverage. In 42 of New 
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700,000 
PREFERRED 
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‘THE NEW YORK 
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York’s 62 higher-income districts—according 
to a new analysis by another New York 
paper—the Journal-American substantially 
leads all other evening newspapers. And, 
according to the latest A.B.C. audit, the 
Journal-American sells more newspapers in 
New York’s 8 best suburban counties than 
all other metropolitan evening papers com- 
bined. 

You invest in quality-coverage as well 
as quantity-coverage when you advertise 
in the Journal-American. The result? Extra 
dividends in volume sales! 
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NATIONALLY REPRESENTED BY 
HEARST ADVERTISING SERVICE 


A HEARST NEWSPAPER 
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Reports from Various Areas .. . 





Auto Market Page 


Market Influences 


Editor's Note: New-car sales 
reports from some cities indicate 
relatively small declines since 
Regulation W was tightened Oct. 
16. In some instances, registra- 
tions have increased although 
dealers insist that sales are off 
as much as 50 percent. 

It should be remembered that 
there are three factors affecting 
these registration reports: (1) 
Time lag—There is often a lag of 
several weeks between the sale of 
a car and its registration; (2) 
Distress sales—Observers contend 
that many dealers are discounting 
heavily in attempts to move 
stocks, and, (3) New-model clean- 
up 


+ * * 


Indianapolis 


Despite the terrific sales slump 
that new cars took during the last 
two weeks of October as a result 
of the clamping on of the 15-month 


time payment limit, Marion county 
(Indianapolis) new-car dealers de- 
livered more new units in October 
than in September. 


(Dealers credited the month’s | 


good showing to the fact that 

many new Cars registered during 
the month were actually sold as 

much as four weeks earlier.) 

The monthly registration sum- 
mary of the Indianapolis Auto 
Trade Assn. shows that the new- 
car dealers accounted for 3,090 
registrations during October, as 
compared with 2,955 units in Sep- 
tember. 

According to the _ registrations, 
Ford outsold Chevrolet in the coun- 
ty during October, 736 to 706. For 
the first 10 months of the year, 
however, Chevrolet leads Ford 
6,971 to 6,250. Plymouth was third 
for the month with 365 registra- 
tions and moved into third place 
for the first 10 months’ standing, 














— 


taking that position away from 
Pontiac. 

New-truck sales fell during Oc- 
tober with dealers selling 303 
units as compared with 371 for 
the previous month. 

Used-car sales were practically 
non-existent during the last 10 days 
of October. Price slashing of as 
much as $300 in late models, has 
revived the traffic to used-car lots 
to some extent, however. 

* * * 


Houston 


Harris county (Houston) new-car 
sales dropped 19 percent in October 





from the September level. There 
were 2,789 new-car registrations in 
October, against 3,443 in September. 
Although not affected by credit 
controls, new-truck sales also de- 
clined during the month as 564 
were sold in October, compared 
with 629 in the preceding month. 
New-car sales honors during the 
month went to Earl 


—from Floyd Clymer’s Historical Motor Scrapbooks 


13, 1950 








Colorful Opening in Phoenix— 

Lincoln-Mercury Phoenix, Inc., presented this view on the 195! showing night. Lights 
the foreground were beams of headlights of on-coming cars not photographed in this time 
exposure. One week before the showing all windows were screened off and blacked ou! 
Four days before the unveiling the windows were cleared and a 1951 Mercury was shown- 
sealed inside a paper bag. Dealership is run by Herb Stevens, general manager; John 
Prendergast, sales manager; Edward Carter, service manager, and Douglas Ezell, used-car 


manager. 








(Ford) with 162. In second place 
was Raymond Pearson (Ford) with 


80; Pearson, 66, and Knapp, 31. 
New-car sales by makes in Octo. 


130, followed by Knapp Chevrolet! ber were: Anglia-Prefect, 3; Buick, 


Co. with 115. 


The same order of finish pre- 
vailed in the new-truck field with 
MeMillian| the totals as follows: McMillian, 





EXTRA PROTECTION! 


The 1908 car illustrated bere was one of 
the first to feature the “extra protection” 
of two spare tires. Bad roads combined 
with the insecurity of early fragile 
tires made motoring a series of 
punctures and blow-outs. 


NOW. .s REYNOLDS & REYNOLDS BINDERS 
offer dealers Extra Protection for Business Records! 


Have extra protection for your vital busi- 


ness records by using these sturdy Reynolds 
& Reynolds Binders. Choose from a wide 
variety that assures you the correct binder 
for your needs, Reynolds and Reynolds Bind- 
ers are durable, lie flat for easy posting, and 
have fingertip controls for quick access to 
the contents. Keep your records clean and 
intact through the years. Mail the coupon 


today for new binder catalog! 


sales aids and operating systems 
that build and protect your profits, 
produced by Reynolds & Reynolds 





one of the several hundred 


The Reynolds & Reynolds Company 
Celina, Obio 














Please send me the new Reynolds Binder Catalog. 





Name —_ 


Address. 
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203; Cadillac, 73; Chevrolet, 614; 
|Chrysler, 57; DeSoto, 38; Dodge, 
150; Ford, 606; Frazer, 2; Henry J, 
20; Hudson, 15; Kaiser, 29; Lincoln, 
29; Mercury, 168; Nash, 69; Olds- 
| mobile, 137; Packard, 40; Plymouth, 
322; Pontiac, 144; Studebaker, 60, 
|and Willys, 10. 

| Combined new-truck and com- 
'mercial-vehicle sales were: Auto- 
;car, 2; Chevrolet, 167; Diamond T, 
|1; Diveo, 5; Dodge, 36; Ford, 246; 
|GMC, 52; International, 19; Mack, 
|6; Plymouth, 1; Reo, 1; Studebaker, 





|7; White, 8, and Willys, 13.—(R 
Fenoglio.) 
| * * * 

Clevelan 


Despite the strict regulations im- 
| posed by the government, car-sales 
continued strong in the Greater 
Cleveland area, with the week 
ended Nov. 4 showing a jump over 
the previous seven days. 

The Federal Reserve Bank re- 
ported sales of new cars totaled 
1,719, about 300 over the previous 
week. Used-car sales were down 
slightly, 2,338 as against 2,468 the 
week ended Oct. 28. Truck sales 
were about the same, totaling 
| almost 300 for both new and used 
vehicles. 

For the month of October, new 
cars sold amounted to 7,482 as 
against 5,575 for October, 1949. 
Used cars titled were 4,881, about 
100 over October a year ago. New- 
truck sales were up, reaching 708 
as against 551 in October, 1949. 
Used-truck figures were 362, against 
246 for October a year ago.—(San- 
ford Markey.) 
| * 


- * 


Richmond, Va. 

A sharp decline in the purchase 
of automobiles has been noted 
throughout the Fifth Federal Re- 
serve district, as a result of the 
restrictions imposed Oct. 16 under 
Regulation W, the Federal Reserve 
Bank of Richmond, Va., reports. 

The slump is attributed by the 
bank to the larger cash payments 
required on installment sales and 
the shorter terms allowed for pay- 
ment of the monthly or weekly bal- 





| son, 2; 





ances.—(T. D. Eaton.) 
* = o 


Manhattan, Kans. 


Sales of new cars in September 
fell below the total for August in 
Riley county (Manhattan), Kans., 
according to the county treasurer. 

This was the second consecutive 
month that sales have dropped be- 
low the previous month’s sales. 
New-car registrations totaled 131 
in September, against 154 in Aug- 
ust. Used-car sales also declined 
below the August total, the score 
reading 295 in August to 276 in 
September. 

New-car registrations for Sep- 
tember were: Chevrolet, 29; Ford, 
15; Buick, 10; Cadillac, 1; Chrys- 
ler, 2; DeSoto, 5; Dodge, 11; Hud- 
Lincoln, 1; Mercury, 9; 
Nash, 5; Oldsmobile, 6; Plymouth, 
15; Pontiac, 14; Studebaker, 5, 


| and Willys, 1. 


New-truck sales declined below 
the August total of 27 as only 18 
were sold in September. Sales by 
make were: Chevrolet, 9; Ford, 3; 


Dodge, 1; International, 4, and 
GMC, 1, 
Used-truck registrations gained 


over August with 33 sold in Sep- 
tember, against 28 in August. 

During the first nine months of 

1950, 1,209 new cars were registered 
(Continued on Page 61, Col. 1) 
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Merchandising 


Memos to Dealers 


By Bob Finlay 


clare, “We killed two ‘birds’ with 
one stone—in addition to getting 


Bax MASON, of Mason Motors 
a dependable car we also got this 


(Dodge-Plymouth) used an un- 
usual and effective ad the other 
day in the Stamford (Conn.) Advo- fine turkey at no extra cost!” 
cate. The dealer offers, “We'll keep 
It was in the form of a bulletin|your turkey until you are ready 
board, with various points about|to use it. Meanwhile select your 
Mason Motors tacked up. favorite car or truck from the list 

These bulletins played up the| below and drive it home tonight.” 
things that set Mason apart, like | = ae 
this one: _ | Available 
von oe thing about lubrication: | [INCREASED availability of new 
material. The cost of the grease cars is being reflected in stepped 
is negligible compared to the cost | UP promotional activity by Buffalo 
for the experience, knowledge dealers. For the first time in many 
and responsibility of the operator. |™Onths, dealers are using news- 
“No ‘odd job’ with us, lubrication | P@Per davertising and a" oe 
is a full-time responsibility and a —— to go alter new-car 
mighty careful job by a Mason Typical 


factory-trained mechanic.” promotions 


of these 


Then, on used cars, a_ bulletin 
said: re 

“We sell the best ... junk the al Ce 
rest.” Re 


And there was a “Ballad for | 2 
Busy People,” pointing out that | 
customers short on time can get 
pickup and delivery service. 

The final bulletin showed a me- 
chanic tightening nuts with a 
torque wrench . “just another 
touch that shows you how we give 
the best and least expensive car) 
service.” 

Seems to us that Mason did an 
excellent job in presenting the idea | 
that customers would benefit 
through taking their business to 
his shop. That’s the big job—to 
show the customer what's in it for 
him. 

° 


>. > 
Civic Benefit 

EVERAL dealers did outstand- 
“’ ing public service in making 
people conscious of their voting re- | 
sponsibilities in the recent election. | 
Such ads, we think, reflect favor- | 
ably on the dealers’ business, since | 
they indicate a strong civic interest. 

Stanley Foran, of Dick Price Mo- | 
tor, Dallas, sent up a copy of that | 
firm’s ad, headed: 

“Public Enemy No, 1 is Public | 

Apathy!” 

The ad pointed out that only a 
few of those who had the privilege 
and responsibility voted in the re- 
cent primary—despite the fact that 
“the fate of the world is being de- 
cided at the crossroads of the 
-_- 

“While American boys are killed 
by Commies in Korea,” the ad stat- 
ed, “Americans are coddling Com- 
mies at home—through lack of in- 
terest in who is in our government 
and what they should be doing to 
keep us strong, secure and free...” 

> : * 


Centralized 


ENTRAL Pontiac in Kansas 
4 City uses an interesting play | 
on its name, urging customers to 
have their cars “Centralized,” | 


rather than “winterized.” 
> 2 + 


Fender Facial 
A BEAUTY parlor theme was| 
borrowed by Salina Chevrolet, 
Syracuse, N. Y., in promoting serv- 
> business through a newspaper 
ad. 

“Does your car need an expert 

facial?” asked the ad caption. 
Copy continued: “Bashed in, 
rusty fenders make any car a 
jalopy. Don’t drive a sloppy au- 
tomobile. Our body repair depart- 
ment can quickly and expertly 
iron out or replace any disfig- 
ured fender, bumper, door or hub | 
cap. 
“Quick, professional work. Satis- | 
faction guaranteed. Let us give 
your deserving car a much needed 
‘facial’ today.” 
s 


The Bird 


N MISHAWAKA, Ind., Jordan 

Motors is appealing to the public 
during the Thanksgiving and 
Christmas season with “Let’s Talk 
Turkey!” 

It offers to give a turkey weigh- 
ing 16 pounds or more with the 
Sale of any new or used car or 
truck, so the customer can de- 
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WEAVER LO-HI-DRAULIC JACK 
with transmission attachment 

Ideal for shops not as yet equipped with Twin Post Lifts. 

Model WA-72-TA (2-ton) or WA-73-TA (4-ton) with transmission attachment 
provide the speediest, safest method of removing and replacing transmissions 
when Twin Post Lift is not utilized. 

For details, ask your Weaver jobber, or write for Bulletin AN636. 
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wait, the ad said: “Rising labor 
and manufacturing costs plus ma- 
terial shortages suggest substan- 
tially higher prices on all makes 
of new cars next year. Brost is 
going all out in offering better 
deals than ever.” 


Landmark 


|, ipo WARREN has gotten up a 
couple of attractive mailing 
pieees for the opening of the new 
building of Warren-Cadillac in 
Minneapolis. 

A folder is illustrated with 
Minneapolis landmarks, and head- 
ed: “A new landmark.” Copy tells 
of the new dealership home, 

A booklet describes various de- 
partments of the dealership in a 
manner likely to attract service 
customers, 





Keeps Tab on Shenandoah (Pa.) Sales— 


A blackboard showing the number of motor vehicles of different makes registered in his 


president of Altamont Chevrolet Co., 
The board is displayed in Palermo's 


community is demonstrated by Frank Palermo (left), 


Shenandoah, Pa., to his sales manager, W. S. Roberts. Pope Honors Hammes 


office, and gives at a glance the status of Chevrolet sales in his section. Mr. and Mrs. Romy Hammes, 
—j|jowners of Romy Hammes Co. 
(Ford), 227 N. Lafayette Blvd., 


car shortage wide open. Here’s the 
break of the year for Buffalo car 
buyers. Immediate delivery, 79 
sparking new Dodges.” 

The ad emphasized there was 
“no need to wait any longer for a 
new car... no need to have a 
tradein.” Urging motorists not to 


was one staged by Brost Motors 
Dodge-Plymouth). The firm used 
a large newspaper ad which fea- 
tured 79 new Dodge cars offered 
in a choice of models, choice of 
colors and choice of accessories. 

Said ad caption: “New car buy- 
ers, it’s Brost again, smashing the 


South Bend, have been accorded 
papal honors for outstanding serv- 
ice to the Roman Catholic church. 
Hammes was appointed a Knight 
of St. Gregory by Pope Pius XII, 
one of the highest of the church’s 
lay honors. Mrs. Hammes was 
given a medal. 


ected re ee ean 
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HYDRAULIC 


UNIT LIFT 


saves time in removing and replacing transmissions 


If your shop is equipped with Lifts —there’s nothing on the market 
like the Weaver UNIT LIFT for handling transmissions that remove 
from below. It handles transmissions quickly and easily — and 
makes any Lift more useful. 

Model EC-130 (illustrated above and at left) is portable. It has 
a capacity of 800 Ibs., has a height of 40%”, and lifting height 
of 29%” — for maximum height of 70”. 

Unit rolls under raised car. It’s hydraulic — for safe, one-man 
operation of lowering and raising the transmission. 


For details, request Bulletin AN636. 
WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 
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For sheer power, 
there’s no magazine like METRO! 


THE WORLD’S LARGEST 
MAGAZINE CIRCULATION! 


ASTONISHING READERSHIP 
OF EDITORIAL AND ADS! 


ee 





"The first one up Sunday morning brings it in. One by one 
the family descends on it. The living-room scene is one of 
quiet concentration as the contents of the Sunday paper are 
devoured. There is little indication that, in their midst, 
there’s a bulldozer! 


But it’s there all right! To the family, it’s a close friend, 
eagerly awaited every Sunday morning. To advertisers, it’s 
Mighty Metro, the broad-bladed bulldozer of the magazines 
of America! 


There are three multipotent Sunday magazines, each 
with the brawn of mass circulation. Each is a dynamic mover 
of merchandise, each geared for selling power. They’re media 
in which more and more smart advertising dollars are being 
invested. 


Among the three, Mighty Metro stands out head and 
shoulders. The figures: 


I a ial ace ie ie a cal . Over 14,000,000 
AMERICAN WEEKLY ......... Over 10,000,000 
Ee Over 10,000,000 


Figures based on latest A.B.C. reports 


Those Metro millions—constituting the world’s largest 
magazine circulation—are concentrated where two-thirds of 
all retail sales in the U. S. are made! 

The readership of Metro is phenomenal. Just compare 
readership figures of campaigns that ran in Metro and in 
other leading magazines in 1949. You'll see that Metro de- 
livers up to three times the readership per dollar—with both 
men and women! 

Let’s make a switch on the ‘“‘Get-on-the-bandwagon” 
cliché. ““Get on the bulldozer!’—get your ads into Mighty 
Metro—for mass circulation, mass readership, mass movement 
of merchandise! 





Individually edited by these leading Sunday newspapers: 


ATLANTA Journal-Constitution 
BALTIMORE Sun 
BOSTON Globe and/or Herald 


CLEVELAND Plain-Dealer 
DES MOINES Register 


BUFFALO Courier-Express INDIANAPOLIS Star 
CHICAGO Tribune LOS ANGELES Times 
MILWAUKEE Journal 


CINCINNATI Enquirer 


DETROIT News and/or Free Press 


MINNEAPOLIS Tribune 


NEW ORLEANS Times-Picayune & States and/or Post-Dispatch 


NEW YORK News ST. PAUL Pioneer Press 
PHILADELPHIA Inquirer SEATTLE Times 
PITTSBURGH Press SPRINGFIELD Republican 
PROVIDENCE Journal SYRACUSE Post-Standard 


WASHINGTON Star 








ST. LOUIS Globe-Democrat 
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LOCAL INTEREST 


unmatched among national magazines! 


That's the secret of METRO’S amazing readership 






Would you rather read an article about the school you 
went to—or one about a school 3,000 miles away ? Would 
you rather look at pictures of friends—or of strangers? 
Yes, of course, you’re most interested in things and 








people you know! 

National magazines, by their nature, can run pieces of 
special interest to you and your neighbors only once in a 
while. Metro, locally edited by 27 different publishers, can 
do it—and does it—week after week! 








That’s why people read Metro’s pages so intently. 
That’s why more people read your ads in Metro! 


The FOCAL FEATURES are LOCAL FEATURES! 









HE’S ALL FOR ST. PAUL. National politics interest him, sure, but so do 
Minnesota affairs. He sees picture stories of both in Metro — because in 
St. Paul, Metro is locally edited to interest him. It’s this local interest that 
makes editorial and ads in Metro so sensationally well read. 












MARYLAND, HIS MARYLAND. Once in a while this Baltimorean sees pieces about 
Baltimore or Maryland in this or that magazine. But every week he sees them in 
Metro. Salmon-fishing in Oregon may be photogenic, but Chesapeake Bay sea 
food — that’s his dish! Metro is locally edited for this man’s family! 





EUCLID IS GREEK TO HER — but not Euclid Avenue, Cleveland’s main drag! This 
Cleveland housewife is vaguely interested in things foreign, but she’s immediately 
interested in things Cleveland. She reads Metro cover-to-cover — including the ads 
— because in Cleveland’s edition of Metro, she sees things that are close to her. 





METROPOLITAN SUNDAY NEWSPAPERS, INC. 


Sales Offices for 
Metro Magazines and Metro Comics... 


NEW YORK - CHICAGO > DETROIT 
SAN FRANCISCO: LOS ANGELES 











On the Financial Front 


Net earnings of Clark Equipment|a share was declared as well as a 
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Co, in the nine months ended Sept. | quarterly disbursement of 75 cents. 


30 were $3,134,126 after federal in- 
come tax provisions, compared with 
$2,482,557 after taxes in the corres- 
ponding period a _ year before, 
George Spatta, president, announced 
last week. Sales were $48,364,398 
as against $43,283,423 in the same 
nine months of the preceding year. 

The latest nine-month earnings 
were equivalent to $5.79 a share, 
compared with $4.57 a share a year 
before. 


Gulf Boosts Net; 
Declares Extra 


Gulf Oil and subsidiaries have 
reported net earnings of $83,200,000 
for the first nine months of 1950. 
This is equal to $7.33 a share and 
compares with net income of $73,- 
295,000, or $6.46 a share in the same 
period last year. 


A year-end special dividend of $1! ~ 








* » * 


Allegheny Ludlum Steel 


Shows Profit Increase 
Allegheny Ludlum Steel third- 
quarter sales totaled $46,012,223 as 
compared with the previous high of 
$40,737,212 for the second quarter of 





the year. Earnings for the third 
Auto Stocks 
Nov.6 Oct. 30 
Chrysler . 138% 15% 
CN esitiscicencessnrsnvee Te 3% 
General Motors .... 50% 50% 
Hudson .................. 14% 16% 
Kaiser-Frazer ........ 6% 6% 
Nash-Kelvinator .. 18% 19% 
oo, 3% 8% 
Studebaker .............. 30 31% 
NE :ictetnibcepsrecvicee 05 05 
Willys-Overland 8% 8% 
Average for aa we 
10 Stocks .. 20.80 21.56 





—_ 






aa 





Ample space for you to imprint 
your name on this full-color folder! 


These attractive give-away folders sell seat covers 
of LUMITE fabric for you! Put them on your counter 


... mail them as bill stuffers...let them tell the 
amazing LUMITE story to your customers old and 


. 


new! Ask your distributor or manufacturer for 


LUMITE'S colorful wall banner, counter card and 


free mat service, too! 





*Registered Trade-mark 





quarter were $2,873,998 after all 
charges, including $2,742,300 cover- 
ing federal income taxes for the 
quarter at the new 42 percent rate 
as well as adjustments for the first 
two quarters in accordance with 


became effective Oct. 1. 


| Earnings for the third quarter 
| were $2,300,490. All figures are sub- 
ject to independent audit. 


Another Split 
Goodrich Proposes 
3 for 1 Division 





B. F. Goodrich directors have 
voted to recommend a three-for- 
one split in the common. stock. 
Stockholders will vote on the pro- 
posal at a special meeting Jan. 3. 

The company is also calling 100,- 
000 shares of its preferred stock 
for redemption Dec. 15 at $101.06 a 
share, plus accrued dividends. 

* * * 


American Brake Shoe Net 
Climbs to $3,848,367 


American Brake Shoe Co. sales 
amounted to $71,698,668 during the 
nine months ended Sept. 30, Chair- 


the federal income tax law which | 
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K-F Distributors Meet in Israel— 


Kaiser-Frazer distributors from three countries 


vice-president of K-F Export, when he visited 


executive 


meet with Hickman Price jr., 


Israel last month. Left to right are: Hermann 


Hornstein, Turkish distributorship; Abraham Friedman, part owner, K-F of Israel, Ltd.; Nuri 


Bey Oglakci, distributor for Turkey; Price; 
Lucander, and Nathan Abrahamovitz, K-F of 


man William B. Given jr. reported. 
Earnings of $1,318,567 for the third 
quarter were equal to $1.13 per 
common share, compared to earn- 
ings in the third quarter of 1949 
of $709,937, or 52 cents per share. 

Shipments for the third quarter 


Ga ( efree-as-a-On Céze_/ 


Automobile seat covers of LUMITE 
woven saran fabric are comfort- 
able, colorful and care-free. They're 
a breeze to keep clean and spar- 
kling. A wipe with a damp cloth 
chases surface dust! A scrubbing 
with soap and water, or cleaning 
fluid, takes care of the rest. They're 
tough, too! Not even battery acid 
harms them. Stock and sell seat 
covers of LUMITE fabric... they're 


the world’s finest! 


ADVERTISED NATIONALLY IN 


POST. ND 


HOLIDAY 


Automobile seat covers of 


LUM 


ITE 


woven SARAN fabrie 


LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA 
40 WORTH STREET, NEW YORK 13, N. Y. 


Eric Lucander, distributor for Finland; Mrs 


Israel, Ltd. 





amounted to $25,208,952, compared 
with $19,544,444 in the third quarter 
of 1949 and $25,021,435 in the second 
quarter of this year. Unfilled or- 
ders at Sept. 30 were $27,500,000, 
an increase of $11,500,000 during the 
three months, and of $14,000,000 
since the beginning of the year. 

Net income for the first nine 
months of this year was $3,848,367, 
or $3.27 per share. In the first nine 
months of 1949 earnings were $3,- 
a or $2.84 per share. 


* * * 
Good News 
General Tire Votes 


Extra Dividend 


General Tire & Rubber declared 
|the regular quarterly dividend of 
|25 cents per share and an extra 
dividend of 50 cents per share. Both 
the regular and extra dividends are 
due and payable Nov. 30, 1950, to 
shareholders of record at the close 
of business on Nov. 20, 1950. 

+ + + 


Commercial Credit Profit 
Increases to $5,476,450 


Consolidated net income of Com- 
mercial Credit from current opera- 
tions for the third quarter ended 
Sept. 30 was $5,476,450, after de- 
ducting $1,202,188 for the 4 percent 
retroactive increase in federal in- 
come tax from Jan. 1 to Sept. 30, 
compared with $4,713,640 for the 
same period of 1949. Net income 
applicable to the common stock was 
$2.40 per share, compared with 
$2.43 per share Sept. 30, 1949. All 
outstanding convertible preferred 
stock was retired Apr. 11, 1950. 

For the nine months ended Sept. 
30, consolidated net income was 
$16,114,998, after deducting $1,202,- 
188 for the 4 percent retroactive 
increase in federal income tax, com- 
pared with $12,574,919 for the same 
period of 1949. Net income applic- 
able to the common stock was $7 
per share Sept. 30, compared with 
$6.46 per share a year ago. 


Sharp Rise in Net 
At Timken Axle 


Timken-Detroit Axle reports net 
profit for the three months ended 
Sept. 30, after provision for depre- 
ciation, income taxes, etc., but sub- 
ject to year-end inventory and audit 
adjustments, of $2,175,037, equiva- 
lent to $1 per share. Sales for the 
same period amounted to $31,490,955. 

This compares to sales of $15,- 
679,072, and net profit of $637,313, 
equivalent to 29 cents per share for 
pool three months ended Sept. 30, 

49. 








oe o 7 
Commercial Solvents Earns 


$2,823,131 in 9 Months 


Commercial Solvents Corp. re- 
ports, for the quarter ended Sept. 
30, consolidated net profit of $1,- 
504,221, equal to 57 cents a share. 
For the corresponding quarter of 
1949 net profit was $919,521, equal 
to 35 cents a share. Provision for 
federal income taxes for the third 
quarter of 1950 was $1,160,800, 
which compares with provision of 
$513,200 for the corresponding quar- 
ter of 1949. 

For the nine months ended Sept. 
30, 1950, net profit was $2,823,131, 
equal to $1.07 a share, after adjust- 
ing previously reported six months 
earnings by $57,100, equal to two 
cents a share, due to increase in 
federal income tax rates. 

For the corresponding period of 

(Continued on Page 68, Col. 1) 
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In the Hopper | 


Divergent views on a proposed 
state minimum wage law were 
heard by the Maine state legislat- 
ive research committee. Maine at 
present has no law governing wages 
paid by employers engaged only in 


intrastate commerce. Federal law 
sets a minimum of 75 cents an 
hour for workers in_ interstate | 
commerce. 


Opposition to the proposed es- 
tablishment of intrastate minimum 


Hotel Assn., Associated Industries, 
Inc., the Maine State Chamber of 
Commerce, and the Oxford Paper 
Co. Proponents of a state mini- 
mum wage law included the CIO, 
AFL, and State Labor and Indus- 
try Commissioner Marion E. Mar- 
tin. Miss Martin said that any- 
thing between 60 and 75 cents would 
protect workers not now covered 


|groups for their opposition to pre- 
vious highway programs. He was 
referring, no doubt, to the defeat of 
the gasoline tax bond issue, and 
the threats of Gov. Smith to put 
ithe “highway boxcars” off the 
| roads. 


* * * 


Wis. Rail Group Battles 
Truckers’ Legislative Aims 


trucking industry for tax and 
weight limit legislation more favor- | 
able to its interests will be met| 
head-on by a counter charge of the | 
Wisconsin railroad industry. 

This was apparent in testimony | 
filed by the Wisconsin Railroads | 
Assn. The rail group charged the 
truckers with being responsible for 
highway damage and also attacked | 
the state’s reciprocity agreements | 





um| The campaign of the Wisconsin} _. 
wages was expressed by the Maine | as 


Harvey Tyrrell, North Hollywood, Calif.— 
With completion of a $75,000 addition to its building, 
75,800 square feet of floor and ground space devoted to sales and service. 


@ new car make-ready department and a parts and accessories | 
P | spent on new roads. They add that 


includes a trim shop, 
section. 





this Buick dealership now has 


The new unit 
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Railroads Harvest 
‘Truck Tax Hike 


In Australia 


SYDNEY, Australia.—(UTPS)— 
The government of New South 
|Wales has increased the motor 
| transport tax from three cents per 
ton mile to six cents per ton mile 
on all trucks operating over 50 
miles from this city. 

Increased revenue will be paid as 
compensation for lost business to 
the railroads. At the same time 


* |rail freight rates have been hiked 


|25 to 40 percent. 

| Trucking industry men say they 
| would not object so much to the 
“prohibitive” 100 percent truck tax 
|increase if the money was to be 





| the railroads do not have the facili- 
ties to handle all the freight busi- 


legislative session which opens in|and how much damage to the high-|ness now being offered them. 


January. 
Kenneth McCalla, executive sec- 


“without hurting industry.” Dennis 
Blais of Lewiston, representing the 
CIO, suggested a wage determina- 


on truck taxes. 


* * * 


tion board to establish minimum | Railroad-Truck Fight 


wages, industry by industry. 
* * * 


Stringent License Law 
Asked of Mo. Legislature 


The Missouri Municipal League | 
at its recent convention endorsed 
a move to ask the 1951 state legis- 
lature for a new and more strin- | 
gent driver’s license law. Gov. 
Smith said only a few weeks ago 
that he expected to have the driv- 
er’s license law equipped with a 
new set of dentures by the 1951 
legislature, saying that the present 
Missouri law without teeth, was the | 
laughing stock of the country. 

Sen. Michael Kinney, St. Louis, 
patriarch of Missouri legislators, 
recently suggested that opposing | 
groups should arrange a pre-legis- | 
lative agreement on a new financ- | 
ing plan for Missouri highways. 

He said fights between city and} 
country groups should be avoided 
and added that it would be a se- 
rious mistake to penalize trucking 


Minn. Auto Club 
Adopts Program 
To Aid Drivers 


MINNEAPOLIS.—Truck and bus 
operators who permit overloading 
of vehicles were assailed in an 
eight-point action program adopted 
by the Minnesota State Automobile 
Assn. at its annual meeting here. 
The program is designed to protect 
motorists. 

Action was started on the fol- 
lowing: A campaign against sale of 
dangerous antifreeze compounds; | 
safety standards for installation of 
gas heat in motels, motor courts 
and resorts; uniform bumper 
heights on vehicles; severe, uni- 
form actions by courts in drunken 
driving cases, hit-run accidents and 
illegal passing of school buses; be- 
hind-the-wheel drivers education; 
roadside protection, and damage to 
highways by overloaded trucks. 

“The wage earner, dependent 
upon his car to get him to and 
from work, is slowly but surely} 
being taxed off the roads he helped 
to build,” the association reported. 

It urged less expenditure of user 
and gasoline tax money on county 
roads; widening of existing trunk 
roads to improve safety conditions, 
with elimination of grade crossings 
and bad curves; a reexamination of 
taxes paid by trucks, and strict en- 
forcement of load limit rules for 
truckers. 

The convention reelected E, Ray 
Cory, Austin, Minn., president for 
the 15th successive time. Hugh 
Craig was reelected executive vice- 
president, and George K. Belden 
was reappointed a member of the 
executive board. Other officers re- 
elected were Warren J. Crosby, Du- 
luth; Dr. Hamilton Montgomery, 
Rochester, and C. O, Magnuson, all 
vice-presidents. 











England’s Auto Exports 


To Canada Show Gain 


OTTAWA.—Canadian imports of 
motor vehicles from England ad- 
vanced again in September to reach 
$9,548,000, compared with $8,989,387 
in August, it is officially reported 
here, with Canadian exports of 
vehicles to the United Kingdom 
dropping to $276,084 in September 
against $512,626 in August. 


/limits is shaping 


| Looming in Texas 


A first-rate fight over truck load 





Floyd Rice is 
eT la Cul ala- ied 
leading Ford Deal 


in Service and Sa 


|said in an address to 300 members 
|of the Texas Railroad Lawyers 
Assn. That there is a need for a 





D RICE... 


ers 


tr 


THIS COUPON TODAY 


|ways they should be allowed to | 


| wreak.” 


retary of the Texas Railroad Assn., | 





For the financial year ending 
| June 30, the revenue collected from 





|the three-cent tax totaled approxi- 


Privette Opens 3 , | Seer Sheen ere. 
Or rd Lot | The number of licensed trucks in 


5 
MEMPHIS.—Privette Motor Co.,; NSW increased by 12,000 in the 


“definite limitation on how big|Inc., has announced the cpening of | past year and 119,362 permits to 
trucks should be, how heavy they |its 
up for the Texas'should be, how fast they can go!Thomas St. here. 


“No, 3” at 975)carry freight on the roads were 


‘issued. 


used-car lot 


Garlife. Guaranty 
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THE CARLIFE GUARANTY 
8827 STRATHMOOR, DETROIT 28, MICHIGAN 


Send complete information on CARLIFE GUARANTY. No obligation. 
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Auto Personnel 





Herman D. Rowe has been ap-| Universal C. I. T, Credit Corp. of- | 
pointed manager of Ford Motor’s| fice at Columbus, O. Before his| 
new engine plant under construc-|recent promotion, Jones was em- 
tion at Cleveland. Since early this| ployed by his company as an ad- 
year, Rowe has been a coordinator | juster at the Cleveland branch and 
with central staff managers in set-|later advanced to branch manager 
ting up new motor plants in the|/at the company’s Athens, O., office. 

* « * 


Rouge and at Cleveland. He has 


been employed by Ford since 1934, Fruehauf’s Kirksey Retires; 


and since 1945 has held various : ‘ a 
supervisory jobs in the Rouge plant.| Will Continue as Advisor 


ee Robert S. Kirksey is_ retiring 


McCarthy Rejoins Casco 


In Direct Sales Capacity will continue, however, to serve in 
D. J. McCarthy has rejoined |an advisory capacity and as a 
Casco Products Corp., Bridgeport, |member of the Fruehauf board of 


Conn., in a direct sales capacity. | directors. 
A member of the quarter century 


He has been connected with the 






| 
| 





L-M Prepares Service Program— 
Service instructors meet in Detroit for the first in a series of sessions to prepare for a 
. Naat in new ‘'personalized’’ service training program now being adopted by Lincoln-Mercury 
Pook To "Co president | shown here (left to right) are: E. M. Nelson, Pittsburgh; G. W. Mead, Cleveland: C. E. 
: “a Blakeslee, Buffalo; T. T. May, service promotion manager, Detroit; C. G. Knudson, central 


region service manager, Detroit; E. D. Longenecker, national Lincoln-Mercury service man- 
ager, Detroit; D. Rockwell, chief technical instructor, Detroit; W. E. Schroeder, Detroit: 
C. H. Hughes, Detroit; J. L. Campbell, Cincinnati, and L. A. Deyo, Detroit. 


group and booster club, McCar- |sale of Fruehauf trailers in the! popular with both automobile and | Body plant in Baltimore, has been 


thy has been associated with (Pacific Coast area for the past 20|newspaper men, it is reported. announced by Elmer J. Hanson, 
Casco since 1924, 18 years with | years. — * * * | general manufacturing manager. 
Casco’s midwest sales represent- 7° vps 5 : 

atives and 1 years aa a direct | What’s Cookin’? (Fisher Body Shifts Davey Pe Prod ued Gs c eae 
sales executive of Casco. Sam Taylor (Ford), Laguna! To Baltimore Plant Post er and clerk in Detroit. Six years 


4 + ot 





Beach, Calif., has gone into the 
C. I. T. Promotes Jones restaurant business. He bought out 
Thomas F. Jones has been pro-|the House of Murphy in that city 

moted to branch manager of the|and hopes the place will prove 


Transfer of Willard C. Davey,|later he was promoted to a produc- 
assistant resident manager of the|tion control clerk in the Fleetwood 
Fisher Body plant in St. Louis, to|plant. At the outbreak of World 
the same position in the Fisher|War II, he was appointed super- 








You can build customer confidence 


wih KENT-MOORE 


SPECIAL-PURPOSE SERVICE TOOLS 


Tes natural, the pride a man takes in the 
automobile he drives. It’s natural, too, for him to 
want it properly serviced in strict accordance with 
factory recommended procedures. And when he 
watches a mechanic at work on his car, he cannot 
help being favorably impressed by the quick sure 
efficiency made possible by . . . Kent-Moore 
Special-Purpose Service Tools. 


For you see, Kent-Moore Tools are developed in 
close cooperation with leading automobile manu- 
facturers to perform essential service operations 
for which no adequate standard tools exist. And 
each one is designed to accomplish its specific job 
quickly, easily, accurately . . . without damage to 
parts and at lower cost than is possible by means 
of improvised makeshift methods. 


No wonder then that, wherever they’re used, 
Kent-Moore Special-Purpose Service Tools play 
an important part in building customer confidence, 
in boosting service volume. 










YOURS FOR THE ASKING! 


New Kent-Moore Special Service Tool 
Guide which describes and illustrates thes 
entire line of Kent-Moore Special-Purpos 
Service Tools for nine leading makes ¢ 
cars through 1950 models. Classifies tog 
by type of service . . . gives essential 
application data . . . contains complete ™ 
convenient price information. And it's 
absolutely FREE . . . yours for the asking 
without obligation. So send for your 
copy today! 


KENT-MOORE ORGANIZATION, INC. 


GENERAL MOTORS BUILDING ¢ DETROIT 2, MICHIGAN 


SALES AND SERVICE ENGINEERING REPRESENTATIVES IN PRINCIPAL CITIES COAST-TO-COAST 


visor of production control in Fish- 
er Body’s Detroit aircraft plant. In 
1945 he was promoted to plant 
superintendent. Davey was later 
transferred to St. Louis, and in 
1947 he was promoted to assistant 
resident manager. 
* + * 


Pennsalt Names Clem 


Albert H. Clem has been appoint- 
ed to the newly created position of 
assistant to the vice-president in 
charge of sales of Pennsylvania 
|\Salt Mfg. Co. Clem was formerly 
|assistant manager of sales in Penn- 
| salt’s special chemicals department. 
|In his new position he will handle 
special assignments for the vice- 
president. 

+ + * 


ATA Names Cedarblade 


To Industry Relations Post 

Appointment of Jack R, Cedar- 
blade as assistant director of the 
industrial relations department of 
American Trucking Assns. has been 
announced by General Manager 
Ray G. Atherton. Cedarblade will 
assist Benjamin R. Miller, director 
of the department. 

A native of Denver, Cedarblade 
is a graduate of the University of 
Denver and has done graduate 
study in law and economics at 
George Washington university. Be- 
fore coming to ATA, he was with 
the Army for four years and at- 
jtained the rank of captain. His 
Army duties were mainly in the 
fields of administration and re- 
| search. 

* * * 


Patterson Named 

| Appointment of C, E, Patterson 
as supervisor of the dynamometer 
of engineering research for Ford is 
announced by Robert F. Kohr, re- 
|search engineer. Patterson succeeds 
Herbert Oxley, who has been as- 
signed to the company’s Aircraft 
Engine division in Chicago, where 
he will supervise testing of en- 
gines for B-36 bombers to be manu- 
factured for the U. S. Air Force. 
Patterson joined Ford five years 


ago. 


| 





* * + 


Parkin Appointed 

George W. Parkin has been ap- 
pointed assistant sales manager of 
the automotive division of National 
Automotive Fibres, Inc. Parkin, 
with the company 12 years, will 
have his headquarters in Detroit. 

+ + * 


| Farough Gets Purchasing Post 


| On Ford’s Central Staff 

Raymond A, Farough, former- 
ly a senior buyer, has been pro- 
moted to purchasing agent on 
Ford’s central staff, according to 
Carl F. Unruh, director of pur- 
chasing. Farough will replace C. 
O. Slaght, who has been assigned 
to Ford’s newly formed Aircraft 
Engine division. 

A graduate of Ford Trade 
school, Farough joined Ford in 
1923. He was on the trade school 
faculty from 1923 to 1926 as an 
assistant instructor in mathemat- 
ics and tool and die making. As- 
signed to the purchasing depart- 
ment in 1931 as a trim technician, 
he was promoted to buyer in 1942 
and to senior buyer for textiles 
and plastics in 1946. 

a oo * 


Commercial Credit Adds 


Office in Baltimore 

Commercial Credit Corp. has 
opened another local office at 30 
S. Hilton St. in Baltimore, accord- 
ing to Robert A. Coxeter, divisional 
manager there. 

Fred G. Holloway is manager of 
the new office; L. Bruce Arnold, 
district representative, and Walter 
A. Simms, loan manager. 

+ * + 


Ethyl Names Remondino 

Appointment of Michael A, Re- 
mondino as technical representa- 
tive covering the eastern sales 
region and Canada for Ethyl] Corp. 
research laboratories in Detroit is 
announced by Richard K. Scales, 
director of technical service. 

* + * 


DeMott Succeeds Batt 


As SKF President 

Richard H. DeMott, who started 
as a salesman with SKF Indus- 
tries, Inc., 35 years ago, is the 
new president of the ball and 
roller bearing company. He suc- 
ceeds William L. Batt, who re- 
signed to reenter government 

(Continued on Page 25, Col. 1) 
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service as chief of the Economic 
Cooperation Administration mis- 
sion to the United Kingdom. 

DeMott has been sales vice- 
president since 1943. Joining SKF 
in 1915, @ year later he was made 
district manager of the company’s 
New York sales office. In 1921, 
he set up a department of indus- 
trial development to broaden the 
use of bearings in industry. From 
1923 to 1928 he served as assistant 
sales manager and from 1928 to 
1942 as general sales manager. 

* * + 


Production Heads Named 
For 3 Goodrich Plants 


Earl Hensal has been named pro- 
duction superintendent of tire man- 
ufacture in the Akron plant of B. 
F. Goodrich Co. and William L. 


Carpenter production superinten- | 
dent of the company’s Miami 
(Okla.) plant. Mokal G. Morgan 


has also been appoirlted superin- 
tendent of the tire division at the 
Kitchener (Ont.) plant of B. F. 


Goodrich Rubber Co. of Canada, | 


Ltd. 
Hensal, born in Akron, has been 
with the company since 1933. Car- 


penter joined Goodrich 15 years| 
ago, after receiving his bachelor’s | 


and master’s degree in chemistry 

from Northwestern university. Mor- 

gan, a graduate in chemistry at 

Virginia Polytechnic Institute, has 

been with the company 12 years. 
* * * 


Cadillac’s Smith Named 

Charles H. Smith, comptroller of 
Cadillac division, has been elected 
to membership -in the Controllers 
Institute, an organization of con- 
trollers and finance officers from 
all lines of business. The total 
membership exceeds 3,500. 

* * + 


Bliss Promotes Collart 


Lucien R. Collart has been elected 
secretary and treasurer of E. W. 
Bliss Co. Collart will be located in 
the company’s executive offices in 


Canton, O. He succeeds E. S. Mc- 


Clary, who died Sept. 23. 


* * * 
Shipp Succeeds Kane 


At Tide Water Oil 


Arnold G. Shipp has been named 
assistant treasurer and_ general 


credit manager of its eastern divi- | 


sion by Tide Water Associated Oil 
Co., to succeed Samuel J. Kane, who 


retired after serving with the com- | 


pany for 29 years. 

Shipp has been with the com- 
pany 23 years, having started in 
the San Francisco office in charge 
of wholesale credits after eight 
years with the Chase National bank 


| Auto Personnel 


(Continued from Page 24) 


manager of Rollway Bearing Co., | 


Inc., Syracuse, a subsidiary of Lipe- 


Rollway, for the past year and a |plant manager of the Dodge Forge | 


half. Alven will continue in that 


capacity along with his new duties. |Kads, who retired Oct. 31. 


* * * 


Boltaflex Names Fulmer 

Arthur Fulmer has been appointed 
southern and midwestern distrib- 
utor for Boltaflex all-plastic cover- 
|ing material. With headquarters in 
|Memphis, Fulmer services approx- 
|imately 15,000 active automotive 
|and yard goods store accounts. 


|May, 1942, as general superinten- 


| out of his residence at 710 N. 
Overlook Dr., Alexandria, Va. 
a * * 


|Gostow Named Manager 


‘Of Dodge Forge Plant 2p 
L. L. Colbert, president of Chrys- | 
\ler Corp., has announced the ap-| 
pointment of Alfred L. Gostow as | 


plant. Gostow succeeds Grover | 


Gostow joined Chrysler Corp. in 


ident of the forging division in the, ~ SoA 
Dodge Chicago plant. In Septem- ae 
ber, 1945, he was transferred to De- 
troit as assistant plant manager of 
the Dodge Forge plant, the posi- 
tion he had held until his present! 


assignment. | s 
& controller of the Automatic Trans- 
mission division. 


* * * 





* * * 


| Gloetsner Named Consultant 
'To GM’s New Departure 


Alwin A. Gloetzner, until his re- 
tirement manager of the Wash- 
ington office of the New Depart- | 
ure division of General Motors, 


to New Departure in connection 
with its defense activities. 
Until his Washington office has 


has been appointed as consultant |sion general 


Lawson Named to Direct a: + % 
_Ford-O-Matic Manufacture | Young Geist Succeeds Haker 


Appointment of John B, Lawson | 7), Allis-Chalmers Post 
as manufacturing manager of Ford Rena R ictih tits teen eee’ 
a Co.'s = aaa roa |to succeed Fred E. Haker as direc- 
sion division at Cincinnati was @n- tor of purchases for Allis-Chalmers 
/nounced by Marvin L. Katke, divi-| wfg Co. Haker retired after 50 
manager. | years’ service with the firm, accord- 

Lawson joined Ford in March, | ing to Walter Geist, president and 
1949, as a member of the controll-|Kenneth’s father. 





been established, he will work 








er’s administrative staff and, the; Kenneth Geist, 32, started work- 
following September, was appointed | ing for Allis-Chalmers in 1936 as a 








more Important for the 


rica’s Wheels Must be Kept Rolling . . . More le 4 | 
"Require Service... More Demand... Reduced Manpower... All 





Pontiac's Engineering Center— 
Construction of the division's building in Pontiac is moving along rapidly. 
pation is scheduled for the first of the year, officials report. 


Formal occu- 


|Summer employe. After graduating 
|from the University of Minnesota, 
he joined the firm on a full-time 
basis. He was named assistant to 
Haker in 1948. 
+ + ae 
Goodrich Names Reidy 

Robert J. Reidy has been named 
sales representative of the Auto- 
motive, Aviation and Government 
division of B. F. Goodrich Co. in 
the Milwaukee district. Reidy suc- 
ceeds Albert B. Goering, placed on 
the company’s retirement payroll. 





Here’s Your Program to Meet 
Tomorrow’s Extra Service Problems... 


DONT GUESS.. TEST i 


Days Ahead Than Ever Before... 





in New York. 
* * * 


2 District, 3 Branch Chiefs 
Appointed by C. 1. T. Corp. | 


Appointment of two district) 
managers and three branch man- 
agers is announced by Universal C. 
I. T. Credit Corp. Wilburn M. Har- | 
key jr. will be district chief of the | 
company office at Batesville, Ark. | 
Charles J. Baricevic will hold a} 
similar position in East St. Louis, 
Ill. 

New branch managers will be| 
Vernon C. Lewis at Fort Smith, 
Ark.; Henry Niemeyer at McComb, 
Miss.; and Walter E, Maudlin at 
Glendale, Calif. 


* * * 
Masset Named to Manage 


Ford’s Uruguay Activity 

Appointment of Andrew H. Mas- T 
set as general manager of Ford 
operations in Uruguay is announced 
by Arthur J. Wieland, general man- 
ager of Ford International. Masset 
succeeds R. P. Monteverde, who} 
recently retired at the conclusion 
of 28 years of service with the 
Ford organization. 

In addition to directing the Ford 
assembly plant in Montevideo, Mas- 
set was previously with Ford in 
Mexico as assistant general man- 
ager. 
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* * * 


Alven Heads Up Sales 


For Lipe-Rollway 
H. F. Hodgkins, president of 
Lipe-Rollway Corp., Syracuse, an- 
nounces the appointment of A, Al- 
ven as general sales Manager. 
Alven has been general sales 


descri 


No cost'or © 
copy TODAY 


Spell Need for Doing More Jobs, Quicker and Without Guesswork! 


A sUN Master Motor Tester at the elbow of every mechanic doing 
engine repair! That’s the beginning of a program that will MAKE 
EVERY MAN MORE EFFICIENT... ENABLE YOU AND HIM TO MAKE 
MORE MONEY... at the same time conserving the nation’s man- 
power resources. This SUN Program will cut time-per-job, insure 
better work at higher profits and build greater customer goodwill 
for your shop. Your mechanics, equipped with sUN Master Motor 
Testers, can put their fingers on the exact cause of motor troubles 





SUN MASTER MOTOR 


test ignition, compression and carbure- 
tion, the three major divisions of all 
engines. SUN's 300-Man Sales and Serv- 


efficient service anywhere in the U.S. 


Write for the 


Contains valuable information on 
the new Diagnosis Program, de- 
tails on 
Service Organization and SUN 
Training as well as complete 


all SUN Scientific Service Equipment. 


power problem. No 








ESTER 


on instrument designed to 


ion assures you of prompt, 


Illustrated 
CATALOG 


the SUN Sales and 


ptions and illustrations of 


bligation—write for your 
! 





ELECTRIC CORPORATION 


6327 Avendele Avenve «+ Chicage 31, lilinois 


. . . no guesswork, no lost time, no waste motions. 


SUN “On-the-job” training solves your man- 


loss of time. No interup- 


tion of regular work schedules. This is a 


basic advantage you get with all suN Equipment. Further, you 
always have the opportunity of sending selected men to any one 
of the 15 sun Technical Training Schools for post-graduate train- 
ing. Why not prepare Now to meet tomorrow’s extra service 
problems? Call your local sUN Representative or write for complete 


details TODAY! 
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Safety Council Fears 35,000 Fatalities in I 950 +s 


Traffic Defenses Slipping 


CHICAGO.—The National Safety 
Council reported last week that the 
nation’s defenses against traffic ac- 
cidents, which have held for four 
years of booming automobile pro- 
duction, are slowly crumbling under 
the wheels of more than 45,000,000 
vehicles. 

The council, reporting a nine- 
month increase in traffic deaths 
of 11 percent to a total of 24,580, 
said a 1950 traffic death toll of 
35,000 is virtually certain. This 
would be the highest since 1941 
and the only year since 1946 to 
show an increase. 

“The answer is simply that the 
present traffic safety defense line 
in this country cannot cope with 
the production line,” said Ned H. 
Dearborn, council president. 

“The number of deaths for every 
100,000,000 miles of travel has been 
reduced spectacularly—from about 
12 in 1941 to about seven today,” he 


Buffalo ‘Hot-Rodders’ 


Resort to Camouflage 


BUFFALO. — Since Buffalo’s 
common council outlawed “hot- 
rods” from the city streets, teen- 
age owners of such jalopies have 
been going “underground.” The 
ordinance bans automobiles 
which lack fenders and adequate 
brakes. 

So the young owners are re- 
storing their “rods” to a sem- 
blance of respectability by bolt- 
ing on fenders and running 
boards and relining their own 
brakes. They are even doing a 
little painting and polishing. But 
under many a freshly burnished 
hood still operates a high com- 
pression head, a dual carburetor 
and other gimmicks which pro- 
pel the vehicles at speeds in 
excess of 90 miles an hour. 








said. “But that’s a little like mak- 
ing the most first downs and still 
losing the game. We must save 
lives—not gain slide rule victories.” 
The huge increase in cars and 
travel referred to by Dearborn is 
shown by the following table: 


Year Vehicles Mileage 
= 34,383,000  333,396,000,000 
1946 .......33,946,000 340,655,000,000 
1947....... 37,402,000 370,622,000,000 
1948........ 40,622,000 397,589,000,000 
1949........ 44,120,000 424,095,000,000 


Mileage figures for the first eight 
months of this year indicate that 
travel has increased about 11 per- 
cent over the 1949 figure, Dearborn 
pointed out, 

“While the number of vehicles 
and the amount of travel have in- 
creased almost 30 percent in the 
last nine years, the construction 
and maintenance of highways and 
the government and social organ- 
ization to meet the hazards of mo- 
torized millions have lagged far 
behind,” Dearborn said. “The hole 
in the dike is too big to plug with 
a finger now.” 

The council said that although 
September showed the smallest per- 
centage increase since January, the 
toll of 3,100 was still 5 percent 
above September last year. 

Seven states reported better 
records for nine months of 1950 
as compared with the corre- 
sponding period last year. They 
were: 

North Dakota, 33 percent; Ver- 
mont, 23 percent; Oklahoma, 12 
percent; Minnesota, 6 percent; Ar- 


kansas, 6 percent; Pennsylvania, 
4 percent, and West Virginia, 2 
percent. 


September was the third con- 
secutive month in which cities of 
more than 10,000 population had a 
bigger death increase—10 percent— 
than the country as a whole. 

Of the 420 cities, 77 had fewer 


rac 





deaths in September, 1950, than a| 
year ago, 257 had no change and | 
86 reported increases. For the) 
nine-month period, 147 reported de- | 
creases, 80 showed no change and 
193 had increases. 


Cities of more than 200,000 
population with nine-month re- 
ductions were: 


Atlanta, 54 percent; 
26 percent; Syracuse, 25 percent; ~ : 
Long Beach, Calif. 21 percent; Ogontz Salesman Honored— 
Denver, 19 percent; Omaha, 13 per- | Th a) Oo uM Co. (F E : 
cent; St. Paul, 11 percent; New| .. e sales force ot Ogontz Motor Co. (Ford), North Philadelphia, Pa., got together at @ 
York, 10 percent; Oakland, Calif., dinner recently to honor James Graver, who leads the Chester Ford district to date in 
10 percent; Minneapolis 9 percent: Ford's 500 club sales points. Graver, at the far end of the table, had amassed 1,204 club 
Seattle. 9 "percent; Dayton 0. 9 credits by mid-September. Pictured clockwise around the table are Dan Lawrie, Chester 
percent; Louisville. 8 percent; To- district sales representative; A G. Liles, Ogontz manager; Lloyd Whitaker, Ogontz business 
ledo 7 percent; Rochester N. Y.,| manager: Bud Darrah, Ogontz used-car manager; Tommy Gunn, Barry McFadden, Paul 
6 percent; Chicago 1 percent; McGuire, Bert Castleberry, Frank Mauthe, Herbert Wachtel, Harry Topham, Graver, Joe 

* : ’ | Brogan, Bill Hargadon, Baxter Leaming, Jack McKnight, Bernie Logan, Bud Liles jr., Bob 


te Daptemiber 312 cities had per- Tomilson, Ralph Elia, Ruby Wachtel, sales manager; Ed Melody, office manager, and Har- 
, i Smith, Chester district assistant sales manager. 

fect records. Newark, N. J. (popu-|"*°" ; : 

lation 437,800) was the largest. The 


Pittsburgh, | A yor 


second largest was Wichita, Kans.|months in each population group, Brookline, Mass. 0.0 
(166,300), and the third largest was|ranked according to the number Muskegon, Mich. 0.5 
Springfield, Mass. (162,600). of traffic deaths per 10,000 regis- Pawtucket, R. I. 0.6 


Wichita has not had a fatal mo- 
tor vehicle accident on its streets 
since Apr. 10, 1950. 


tered vehicles, were: 25,000-50,000 Population 
Beverly Hills, Calif. 0.0 


White Plains, N. Y. 0.0 


Reg. Rate 
Over 1,000,000 Population 


np cities ag _—_ Los Angeles 3.2 Elgin, Ill. 0.0 
records for nine months. The larg- Detroit 32 10,000-25,000 P : 
est was Brookline, Mass. (56,900), Philadelphia 4.1 Kiamath uiee "Gee. Oo 





second was Dubuque, Ia. (49,500), 
and third was Elgin, Ill. (48,500). 
The three leading cities for nine 


Great Dane Trailers 


To Double Output 
SAVANNAH, Ga.—Steel Products 
Co. is expanding its plant opera- 
tions here to double the output of 
aluminum trailers, it was revealed 
by George A. Mercer jr., president. 
Doubling of production of Great 


Dane aluminum trailers will mean | 


turning out an average of four alu- 


750,000-1,000,000 Population 


San Francisco 2.3 
Cleveland 3.3 
St. Louis 3.6 
500,000-750,000 Population 
Minneapolis 1.6 
Milwaukee 2.8 
Buffalo 3.0 
200,000-500,000 Population 
Syracuse 1.3 


Providence, R. I. 1.7 
Rochester, N. Y. 1.7 
100,000-200,000 Population 
Allentown, Pa. 0.4 
0.6 


Walla Walla, Wash. 0.0 
Benton Harbor, Mich. 0.0 


Store Show Cancelled 


NEW YORK.—Increasing scarci- 
ties of building materials and pos- 
sible curtailment of all non-resi- 
dential building have caused the 
postponement of the fourth inter- 
national store modernization show, 
it is announced by John W. H. 
Evans, managing director of the 
sponsoring Store Modernization In- 
stitute. The show, scheduled for 


Wichita, Kans. 
Lincoln, Nebr. 0.8 
50,000-100,000 Population 


the Hotel Stevens, Chicago next 
March, becomes one of the first 
trade exposition war casualties, 


minum trailers and two of other) 
types each day, or about 125 to) 
150 a month, Mercer said. | 
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—without thinning oil 
Miracle Power is a “must” for winter use. It 
contains colloidal synthetic graphite in pure 
oil. Miracle Power—which has a pour point of 
40° below zero—does not change the viscosity 
of any oil when used as recommended. Miracle 
Power covers engine parts with a breathlike 
lubricating graphoid film when used in gas and 
oil. This film eliminates DRY STARTING— 
gives instant lubrication. The resulting freer 
movement of properly lubricated parts and 
better compression seal, makes starting easier, 
especially in cold weather. 

Sell Miracle Power to your customers for 
quicker starting . . . for saving gas and oil... 
relieving sticky valves . . . increasing compres- 
sion... fighting rust and acid action . . . for 
protection against metal to metal contact. . . 
keeping hydraulic valve lifters functioning 
more efficiently. Order Miracle Power today! 
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By J. B. Van Tassel 
6 geass OTHER day a dealer asked 
me if I thought it was good 
business to invest $100,000 in the 
remodeling of his present building 
ind facilities. 
This question cannot be answered | 





‘yes” or “no” until a few facts 
are taken into 
consideration. 


First of all, be- 
fore you invest 
money of this pro- 
portion in any- 
thing, you should 
determine how 
much of a return 
the investment 
would pay you or 
your business in 
additional cash 
dollars of income. 
Compare the potential increase in 
sales and income which would 
come from these expanded facili- 
ties with your present sales and 
income from your present building 
and facilities. 

Where the return in increased 





Vau Atooel 


Dealer Business Counsel 


Caution Urged on Building Investments 
That Weaken Cash Position 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


In this connection, I have repeat- | 
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asset account on your statement | 
than cash on hand and in the bank. | 
Factories and everybody will over- 
look many things when you have} 
the ready cash to put on the line. | 


edly recommended that balance | nt 
sheets be analyzed on a basis of the | 
ratio of quick cash assets to other} 


cash assets rather than the popular | A ' 
ratio of current assets to current Ethier Motors of Marlboro, Mass.— 


liabilities. The new building of this Studebaker dealership measures 70 by 80 feet. The service section 
| has 3,500 square feet of floor space, says Edward E. Ethier. 
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¢ THIS way you always have jarge, expensive building (a mon- | future holds in this business? Rea- 
= control over your quick cash! yment) is more of a liability than |sonable expenditures in buildings, 
items as compared with your non-| an asset when trouble hits. 


quick cash asset items. The quick| Don’t misunderstand me. I am|are usually good business 





facilities and expansion programs | 
invest- | 


27 


Buffalo to Fine 
Owners of Trucks 


With Defects 


BUFFALO.—Truck owners send- 
ing trucks on Buffalo streets with 
defective equipment may face stiff 
fines and even penitentiary sen- 
tences as the result of a new policy 
inaugurated in city court. 

For the most part in the past, 
| Motorcycle police have been bring- 
jing truck drivers—not owners— 








—\into city court, where the defen- 


dants have been fined or given 


=e |suspended sentences in accordance 


|wWith disposition of their cases. 
| However, traffic court began to 
steer a different course when City 
Judge Willis G. Hickman ad- 
journed two cases involving truck 
|drivers charged with having defec- 
tive equipment. 

Judge Hickman then discussed 
the situation with Clerk Herbert 





income would justify this expen- 
diture I would say go ahead. But | 
I don’t believe you can afford to 
invest money for beautiful mon- 
uments in this business. Trends 
in our business change too rap- 
idly and in too short a time. It 
is a business of peaks and val- 
leys over both the long and short 
pull. 

I think you ‘will agree with me 
that you can never recall a time 
when our business stayed on a 
straight line for any length of time. | 
Also, on the basis of most present 
factory-dealer contracts, no abnor- 
mally large investment in perma- | 
nent assets in our business would 
appear too secure. 

Sure, maybe the building could 
be used for a super market or some 
kind of a chain store in case of 
cancellation or a depression, but 
who wants to take such chances? 

> a * 

AMANY dealers seem to be of the 

opinion that the more money 
they spend the more income they | 
will take in. It is a good business 
to spend money to make money, 
and if the new building will help 
to increase income and make more 
money for you, why fine. Remem- 
ber, there is no law or ordinance 
that says a business shall take in 
more and more income, but there 
is an economic law that says you 
must hold expenses within income 
or fail. 

Some dealers seem to feel that 
they owe a certain obligation to 
their business and to their com-| 
munity in the way of possibly a 
new and enlarged building because 
the business and the community 
has been good to them in recent 
years. Also, they may feel that their 
pride of ownership in their busi- 
ness demands bigger and better 
buildings and facilities. 

These are very commendable 
considerations but they usually 
take a lot of money that some 
day may be badly needed to save 
the very business they are dress- 
ing up so expensively, 





In this business there is no better 


397,918 Dynaflows 


Built in Year 


FLINT.—Buick built 39,342 Dyna- | 
flow transmissions in October to 
boost its total for 1950 to 357,918, 
Ivan L. Wiles, Buick general man- 
ager, reported last week. 

October was the third highest | 
month for Dynaflow production this 
year, Miles said. Record production 
for a single month is 42,818. 

Buick has built 711,913 Dynaflow | 
transmissions since production be- 
gan in 1948. 


Thermoid to Expand 
WELLAND, Ont. — Thermoid, 
Ltd., manufacturer of brake linings 
and clutch facings here, is expected 
to expand its facilities to include 
other products. Thermoid set up a 
new division in 1949 at a cost of! 
$441,000. 





cash items are, according to my|ajj for and recommend building |ments, when the walls of the pres-|F. Hillery and members of the dis- 
recommendations, cash on hand improvements, modern fronts and/ent buildings cannot bulge any | trict attorney’s staff. 
and in bank and new-car stocks.| interiors, but only to the point | farther. | The consensus was that it was 
The non-quick cash asset items | where they do not impair your} Epitor’s Note: Questions on | not fair to bring a driver to court 
are receivables, used cars, parts | cash position both now and in the | business management will be |alone and record a traffic convic- 
and accessories. future. | gladly answered by J. B. Van ‘tion on his license while the truck 
However, you will find that a However, who can tell what the| Tassel, care of Automotive News. |owners remained immune. 





--- with a Ranco 
Fresh Air Heater Control 


Brrr . . . wintry weather coming up! But inside cars 
equipped with a Ranco Fresh Air Heater Control the 
passengers enjoy summer-time comfort under the se- 
verest driving conditions. Frigid weather becomes 


fair—when a car is comfort-controlled by Ranco! 


Air “Conditioning” to order 


More than 10 years ago Ranco developed and in- 
troduced the Fresh Air Heater Control—launching 
a new era of driving comfort for millions of car 
owners. Modern cars are designed for fresh air 


heating, indicating why this famous name is widely 





accepted by the automotive industry. 


CARS ARE COMFORT-CONTROLLED BY RANCO 


THE FINEST 


WORLD'S LARGEST MANUFACTURERS OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 
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Service and Used Car Reconditioning 


{ Regular Monthly Section for Dealers, Jobbers and Maintenance Men who Service and Lubricate 


{merica’s 40 Million Motor Vehicles and ID et 3S Million Used Cars Ta 





Backshop 


.- + by Jack Weed 


DEALER friend of mine from 

a town of about 20,000 in New 
England was in Detroit a week 
ago and asked me to have dinner. 
I thought that my friend possibly 
had ideas about seeing life in a 
large city, but such was not the 
case. 

He was anxious to chew the fat 
over conditions that faced him in 
his own business—and frankly had 
a few things to worry about. 

He was one of the dealers who 
jumped into a good franchise di- 
rectly following the war, had 
never had any experience in op- 
erating an automotive retailing 
business, but had made good 
profits from the first day he 
opened. Because he had made 
good profits, I am inclined to be- 
lieve that he, like a lot of other 
dealers, has been drifting along 
and not paying too much atten- 
tion to the basic details of his 
business. 

One of the things that makes me 
think that is so is because he was 
worried over the fact that his ab- 
sorption was but 32 percent—and 
yet he felt he had a good service 
manager, because the customers 
all liked the guy. 


How Good Is He? 


NE of the things that dealers 

fail to recognize in the head 
of their service and parts sales or- 
ganization—especially in a dealer- 
ship like this one that does from 
100 to 200 new-car sales each year 
—is the word “manager” back of 
the serviceman’s title must mean 
what it says or the man is not in 
the proper job. 

Many dealers compare the 
wages they pay their service 
manager with the money they 
pay their mechanics, instead of 
what they pay their new or used- 
car sales manager. A good serv- 
ice manager has to be a better 
man with a far wider rounded- 
out ability than either a new-car 
sales manager or a used-car man- 
ager. In fact, he may have to 
be a better man in many respects 
than the dealer he works for— 
if he is doing a good job. 

While he has to have the faculty 
of getting along with his customers 
and keeping them as active cus- 








Winterizing Drive Builds Customers 


OST dealers put on a “winter- 

izing” service program in the 
fall, but this year experts believe 
that the dealer should make an 
even greater effort to sell his serv- 
ice customers on a more thorough 
checkup and preventive mainten- 
ance preparation of their vehicles 
for cold weather. 


Dealers are in competition with 
all independent service operations 
which are promoting a universal 
campaign of “Care Saves the Car.” 

Many in the industry believe that | 
with the impending defense pro- 
gram and an almost certain short- 
age of trained mechanics, greater 
care and effort should be given to 
protect the “on rubber” transporta- 
tion we now have. 

* a ca 

BY DOING a more thorough job 

of preventive maintenance the 
dealer can not only prevent his cus- 
tomer from having expensive trou- 
ble when low temperatures are the 
rule, but can increase his own 
service profits at the time when 








tomers of the dealership, he can’t 
do it by giving service away. 
* + * 


Cost Per Day 

oarns department profits are 
\" dependent upon customer paid 
labor. Unless a dealer is able to 
keep his mechanics busy every min- 
ute of every hour of every day on 
paid labor, under present conditions 
at least, new-car get ready and 
used-car conditioning will knock 
the props out from under his serv- 
ice department profits and his ab- 
sorption rate. 

There are a few fundamentals 
that every dealer will now have to 
get fixed in his mind—and check 
his operation to make sure that he 
is operating within safe limits. One 
of the majors in this respect is a 
high absorption of his actual fixed 
overhead—not the overhead that is 
“loaded.” 

Another bit of information he 
must have is the actual cost of 
putting a new-car sale through 
his books. Far too many dealers 
have heard or remember the pre- 
war catchall of a hundred-dollar 
gross. Dealers, who know their 
figures, tell me that this is just 
a “quick-silver” quagmire today 
Continued on Page 37, Col, 1) 





noe of Regulation W can 
be offset in part by raising the 
|net earnings of the service depart- 
ment and by entering wholeheart- 
edly into the used-car retail mar- 
ket, many successful dealers claim. 

A dealer with a high service 
absorption rate can make money 
even though his net per vehicle 
sale is materially reduced. 

He is in a good trading position 
and has a high coverage of his 
fixed expense. Both of these are 
important if he has to return to 
a high trading ratio of perhaps two 
or three used vehicle sales for each 
new-car or truck sale. 

7 * + 
ONE of the safest and quickest 
methods a dealer can take to 
increase his service volume is to 
make better salesmen of those em- 
ployes who meet the incoming cus- 
tomer. 

Under an economy where new- 
vehicle warranty work cuts into the 
ability to handle the customer serv- 
ice trade, the logical method is to 
increase the number of items sold 
per customer who comes in for 
service. 

Fortunately for the franchised 
dealer, this phase of his business 
has shown a steady and contin- 
ued improvement all through the 
year. 

Items per average franchised 
dealer repair order, taken from a 
survey of approximately 500,000 
R. O.’s per month, and from dealers 
located from coast to coast, show 








Mobile Service Unit Developed— 


Bob Kleibert, general manager of Allen Gwynn Chevrolet Co., Glendale, Calif., designed 


this truck which provides on-the-spot lubrication, oil change and parts replacement service | increases the net profit on the work | 
for fleet customers. Six-foot-long bins on the two sides carry parts. The truck is equipped | done by the shop. 
(Glendale News-Press photo) 


with floodlights for night work. 


they will be most welcome to him. 

One of the sources of much 
trouble to automotive vehicle 
owners recently has been battery 
failures. Last year battery trou- 
ble brought in some 7,859,000 calls 
to the various AAA garages 
throughout the nation. 

These were in addition to the 
many other million failures where 
the owner was able to get to a 
shop other than an AAA garage. 

+ * * 

UCH of the reason for battery 

failure in cold weather stems 
from the fact that most batteries 
are loaded heavier with electrical 
gadgets than in the past, and are 
not driven far nor fast enough in 
cold weather to keep them fully 
charged. Another cause, of course, 
is faulty cables and connections 
that allow some of the battery life 
to drain away. 

Although battery failure is only 
one of the most annoying and 
exasperating failures that can 
happen to a car, few battery fail- 


ures are spontaneous. Most can 
be detected long before they 
occur. 

The danger signs are easy for 
an experienced mechanic, armed 
with a hydrometer and voltmeter, 
to recognize. One cause—shorts in 
wiring—can be prevented by a 
thorough wiring examination. 

Owners have come to recognize 
that a weak battery which will get 
him by in warm weather may let 
him down in cold weather so 
battery replacement sales are not 
hard to make, if the owner is 
shown that his battery is in poor 
condition and liable to let him 
down when he needs it most. 

* * * 


INTER is hard on car finish 
and this fact is known to 
practically all car owners. Dealers 





Service Highlights 
New Products 
Used-Oar Tips ..........2.006, 





‘Reg. W Emphasizes Need for Shop Profit... 


that the items per R.O. sale have 
risen from 1.55 in January to 1.73 
in September, the last month for 
which authentic figures are avail- 
able. 
+ * * | 
Y MONTHS this trend has been 
1.55 items per ticket in Jan- 
uary, 1.51 for February, 1.55 for 
March, 1.59 for April, 1.63 for May, 
1.58 for June, 1.63 for July, 1.70 for 
August and 1.73 for September. 
During this nine-month period, 
lubrication has risen from 29.9 per- 








cent of all repair orders to 35.6 
percent. Oil changes rose from 21 
percent to 25.4 percent, wash and 
polish from 9.9 percent to 10.2 per- 
cent, minor motor work dropped 
from 51.3 percent to 46.3 percent, 
major motor has risen from 7.7 
percent to 8.7 percent, brake work 
from 10.5 percent to 14.1 percent, 
chassis and front end from 14.4 
percent to 19.3 percent, and body 
and paint work from 11.9 percent 
to 13.6 percent. 

Major motor work is the only 
departmental activity that seems 
to have been influenced by the 
Korean situation and the renewed 
high demand for cars. In August 
and September this activity 
jumped approximately 2 percent 
from only 6.6 percent in July to 
the 8.7 percent it has shown in 
these latter two months. 

This may indicate that more own- 
ers have made up their minds to 
have new rings installed and in 
other ways have their cars put in 
shape to drive through another 
winter. 

Increased selling activity by those 
who meet the incoming service cus- 
tomers must be done strictly on the 
basis of a more thorough diagnosis 
of the car’s need and a suggestive 
selling approach to the customer. 
This means that the order writer 
must point out to the owner the 
needed services he sees or finds in 
checking the car and suggest that 
these other needed services be done 
while the car is in the shop. 

* * * 
dl DONE properly—and honestly— 
the customer appreciates this 
type of approach and will gladly 
authorize the extra work. 

Increasing the number of items 
sold to each customer results in 
a better relationship with the cus- 
tomer, as it makes it possible for 
him to stay away from the shop 
for longer periods, and materially | 


| Many times it is found that 


as a body, however, have not done 
even a reasonably good job of sell- 
ing finish protection to the new and 
late-model car buyers. When only 
four out of every 27 buyers of a 
wash job have their cars waxed or 
some other protective coating ap- 


|recognize that 





plied, it appears that here is a field 
that is wide open to development. | 
|And, according to finish experts, | 


there is more need for protecting | 


the finish of our cars this year than | 
at any time since the war days. 


Cooling system service has, in| 
the main, been given but a “lick| 
and a promise” procedure from | 
most dealer shops despite the fact 
that rust and scale formations on 
the water side of the cylinder bore 
is the primary cause of more ring 
and engine bearing failure than 
any one other thing, according to 
many engine service engineers. 

Before winter anti-freeze is 
added to the cooling system, not 
only should all collapsed hoses 
be replaced, thermostats checked 

(Continued on Page 32, Col, 1) 





- Added Load on Service 


twice the amount of work can be 
done—and double profit to the 
dealer results—in approximately 
the same time it takes to put a 
car through the shop for but one 
item. 

Far too many dealers fail to 
it takes a certain 
amount of time to write an order 
and go through the routine of tak- 
ing a car in and getting it ready 
for delivery, whether the repair 
order calls for one item or several. 

Today when the dealer has three 
free inspection service calls each 
month for every new car he sells— 
(the cars sold during the previous 
month and those still in the warran- 
ty sold in months previous to that) 
—he must make every endeavor to 
get his shop on a more efficient 
basis. Warranty work encroaches 
on the paid customer labor work 
to an alarming extent unless the 
dealer channels this’ inspection 
work through his shop efficiently 
and does not let it shove out paid 
labor. 

* * * 

URING the next two months, in 

particular, the dealer has an 
opportunity to increase his paid 
labor as well as parts sales even to 
those customers whose cars are 
under the warranty by selling 
winter preparation items such as 
cooling system preparations and 
antifreezes, polishes and protective 
coatings, undercoatings, lubricant 
changes and tire switches. 

With a manpower shortage star- 
ing us in the face and a recognized 
scarcity of well-trained service 
managers as well as mechanics, it 
certainly behooves every dealer 

(Continued on Page 30, Col. 1) 


Bigger Turnout 
Is Expected 
For ASI Show 


‘as year’s Automotive Service 
Industry Show on Navy Pier, 
Chicago, Dec. 4-8, has been a “sell- 
out” ever since the drawing for 
space in midsummer. Every foot 


|of exhibition space on both large 


piers will be taken by manufac- 
turers of shop equipment, replace- 
ment parts and accessories. 

Greater effort is being expended 
to get a larger attendance of job- 
bers than ever before. The Joint 
Operating Committee is urging ex- 
hibitors and others who wish to 
have their wholesale outlets attend 
to send in the names so that the 
jobbers can be qualified for attend- 
ance. 

In the past considerable criti- 
cism has been aimed at the JOC 
for the near exclusion of job- 
bers who did not belong to the 
three sponsoring associations. 

While the JOC has ruled that 
automotive dealer and chain store 
wholesale outlets, including tire out- 
lets, shall continue to be excluded 
from attending the exhibition, the 
attendance regulations have been 
considerably broadened and it is 
expected that a far larger attend 
ance will result this year than for 
some years past. 
+ * * 
Alamapr assigned their spaces 
in this mammoth show are the 
following manufacturers: 

A. C. Spark Plug Co. A. P. 
Parts Corp., Accurate Parts Mfg. 
Co., Ace Drill Corp., Acme Air Ap- 
pliance Co., Acme Quality Paints, 
Inc., Adams Grease Gun Corp., Ahl- 
berg Bearing Co., Airtex Automo- 
tive Corp., Ajax Auto Parts Co., Al- 
bertson & Co., Allmetal Universal 
Joint Co., Aluminum Industries, 
Inc. 

American Automatic Devices Co., 

(Continued on Page 48, Col. 1) 
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By Mel Adams 
Staff Correspondent 


CHICAGO.—Plans to intensify a 
program of close cooperation with 
other industries were approved at 
the 18th annual meeting of the Na- 
tional Lubricating Grease Institute 
attended by more than 400. 

Election of officers brought the 
presidency to Howard Cooper, 
Sinclair Refining Co., New York, 
as successor to A. J. Daniel, Bat- 
tenfeld Grease & Oil Corp., Kan- 
sas City. 


G. E. Merkle, Fiske Brothers Re- | 


Newark, was _ elected 
vice-president, replacing Cooper, 
Reelected were C. B. Karns, Esso 
Standard Oil Co., Pittsburgh, as 
treasurer, and H. F. Bennetts, Kan- 
sas City, the headquarters of NLGI, 
as executive secretary. 

Cooper outlined the 1950-51 pro- 
gram of the institute as calling for | 
continued work by “cooperative 


fining Co., 


Mutual Understanding 


Grease Institute Plans Closer Cooperation 
With Dispensers; Cooper Elected 


|uct cost, and 35 percent lower prod- | 


| possesses, a superior lubricating 
quality. 
Satisfactory lubricating and 





committees with other industries | 
in a bigger way.” 

The NLGI, he said, “will serve 
as an advisory group with manu- 
facturers of dispensing equip- 
ment on test methods, with seven 
laboratories working on the 
project. 
“Our objective is to establish 

standards for tests and determine 





how certain greases will dispense | 
at various temperatures with speci- | 
fied equipment.” 


Groups within the scope of the 
project include anti-friction bear- | 
ing manufacturers, with the annu- | 
lar bearing engineers committee of | 
the institute working with them for 
mutual understanding of products 
and the interrelated problems of | 
lubricants and bearings. The NLGI 
through committees will work also} 
with the Assn. of American Rail- 
roads and other groups. 


The institute roster is divided 
among active members in the 
petroleum industry and associate | 
members in the dispensing equip- 


ment industry. 


Daniel in his opening remarks 
at the convention announced that, 
since it was founded in 1933 with | 
a membership of 25, the Institute 
has attained a membership of 115, | 
an increase of 364 percent. He 
pointed to the importance of “in- 
creasing our advantage in technical 
and productive superiority” as a 
“deciding factor in the struggle 
which lies ahead” and added that | 
“once the advantage we now hold 
is lost, the hope of free men will 
vanish.” 


The application of multi-purpose 
grease in the automotive field has 
proved highly successful, according 
to A. C. Sommers, manager of lu- 
brication sales for the Richfield Oil 
Corp., New York, who said that 
“we went out and tried to make 
multi-purpose grease work under 
conditions of marketing and cus- 
tomer service, and we think it has 
done a better job” through elim- 
inating cup grease and water pump 
lubrication from the _ previously 
used schedule. 

Sommers asserted that “in the 
grease monkey type of operation, 
the use of multi-purpose grease 
is still in the infancy state.” 

He presented figures showing that | 
one large service station last year | 
boosted its gross profits 85 percent 
over 1948 by using the multi-pur-| 
Pose grease technique, increased 


Insurance Rates 


Reduced in N. J. 


NEW YORK. — Rate reductions 
on automobile liability insurance 
for private passenger cars in New 
Jersey have been announced by the 
mutual insurance rating bureau for 
its members and subscribing com- 
panies. 

The new rates include an overall | 
reduction of 9.3 percent for bodily 
injury and 2.9 percent for property | 
damage on private cars. The reduc- 
tions vary by territory from 23.3 
percent to 3.7 for bodily injury, and | 
from 9.7 to 0.9 for property. In 
some New Jersey territories, no 
rate change has been made, and 
in one territory only a minor in- 
crease will apply. 









total grease jobs 39 percent, used 
23 percent less total grease, re- 
quired 11.5 percent fewer man- 
hours of labor, 9 percent less prod- 


uct cost per job. 

Another Richfield Oil Corp.) 
speaker, H. C. Zweifel, of Log An- 
geles, reported on development of 
a new thread sealing compound, He 
said that powdered lead and 
graphite in tests have proved an 
effective thread sealant, but copper 





MR. NICK L. NURSER, an 
average car owner who needs 
repairs. You know the type— 
everybody is out to grab his 
hard-earned dough. Although 
his car is falling apart, no 


repairs for him! But you can... 


Sel hi i) 


HASTINGS “CONV 


This Hastings Danger Zone book has the unbeatable 
Nick L. Nurser—and all prospects like him. 


It shows, with pictures, what shape his car isin... 
what repairs are necessary . . . how much they cost 
right now... and how much they will cost later 


answers for 


if he delays having the 


Customers discover that your rates are fair... that 
you're actually saving them money. 


It’s the sure-fire convincer—the Hastings ‘‘Convincer” 
that sells tune-ups, repair jobs, major overhauls. If 
you're not lined up with the Hastings Danger Zone 
program, see your jobber—NOW. 


HASTINGS MANUFACTURING C 


STEEL-VENT P 


TOUGH on oil-pumping + GENTLE on cylinder walls 
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sealing characteristics are se- 
cured, he declared, with use of 
30 percent solids — copper, lead 
and graphite—and rust proofing 
characteristics are obtained by 
including a suitable inhibitor. 

E. M. Glass and Bernard Rubin 
of the Air Material Command dis- 
closed in their paper that the Air| 
Force and Navy Bureau of Aero-| 
nautics have gradually been dis-| 
placing petroleum greases with syn- | 
thetic greases for aircraft in order | 
to keep pace with more stringent | 
engine requirements. They re-| 
vealed also that efforts are being | 
made to keep the number of lubri- | 
cants required for periodic lubri- | sp — 
cation of aircraft at a minimum.) University Chevrolet, Bloomington, Ind.— 


They stressed that there is need for | : 
added efforts “toward development | A used-car and truck lot has been opened by the firm at 31! S. College Ave. 


of wider temperature range greases | ~ 
than are now available.” 





William Ullman, Washington correspondent, keeps AUTOMOTIVE NEWS readers up 
to date on political and economic trends in the nation’s capital every week, 
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THE RIGHT RING FOR EVERY JOB! 


Hastings STEEL-VENT is the right ring for 
every replacement job —re-bore, re-ring and 
re-sleeve. 

Hastings DUBL-CHECK sets are outstand- 
ing values in cast iron rings. 


ISTON RINGS 
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Must Carry More of Burden... 





New Load on Service 
Forced by Reg. W 


(Continued from Page 28) 


with a low actual absorption rate 
to make provision now to better his | 
situation as soon and as completely | 
as possible. 

Slackness has developed in 
many dealer shops because the 
dealer himself has not paid suf- 
ficient attention to this important 
phase of his business. Many car 
dealers are finding themselves in 
the same situation that the truck 
dealer found himself back in Sep- 
tember, 1948, when truck buying 
came to an abrupt halt. 

The truck dealer usually had a 
very profitable and healthy car 
sales revenue to fall back on, and 
help him get the truck end of his 
business back on a sound founda- 
tion. The car dealer today has his 
service business, if he has kept it 
on a profitable basis, and if not, he 
ean build it back up in a hurry 
if he goes after the owners in his 
trading area with a _ well-planned 
service sales program. 





LADY VOYAGER 


Ladies’ 3-pc. Set consists of Weekender, Wardrobe 
and Pullman in TOP-GRAIN ANILINE COWHIDE. 
Matching cowhide binding gives bumper protection 
the long way around each case... not just the ends. 


Lined with Coronation Satin. 


Dealer's Cost: $116.00 per set 


Also shown: Victoria Train Case. 


Dealer's Cost: $31.00 


WARDROBE 


Scientifically designed lightweight hanging fixture car- 
ries eight dresses without wrinkling. Protected by a 
pleated curtain. Tie-tapes and four full-shirred pockets 


care for a large quantity of addi- 
tional clothing and accessories. 
Three shirred pockets keep numer- 
ous small items securely in place. 
(21''x18"'x8'/.""). 


FIELD EXECUTIVE > 


Men's 2-pc. set consist- 
ing of Convertible 2- 
Suiter and Companion 
in Imported Pigskin 
(hazel) or Top-Grain Aniline Cow- 
hide. Simply snap Maximillian's Ex- 
clusive SUIT-PAC (shown at right) 
out of Convertible 2-Suiter (shown at 
left) and you have an ultra-lightweight all-purpose 
bag. SUIT-PAC permits easier and rapid wrinkle- 
free packing and unpacking. Contains: built-in 
soiled laundry compartment; tie rack; 2 light- 
weight hangers; zipper closed curtain; and stiff 


divider. Dealer's Cost: $89.00 





YOUR CUSTOMER'S INSURANCE POLICY 
Only Maximillian Luggage is 
BONDED by a National Bonding Company for five years 


for lasting satisfaction. 


against all defects in workmanship and materials. 


in prospect traffic in his dealership. 
A well-founded service promotion 
program may rebuild that traffic 
to his dealership. And if the cus- 
tomer is properly treated when he 
comes in for service, proper hand- 
ling by those who meet him in the 
service department may result in 
keeping alive ‘the desire for, and 
exposure to, a new-car sales treat- 


department during the past 90 days | 
and find out why. The answer he} 
|gets from such a personal investi- | 
| gation may show him any weakness 
| that may exist in his service oper- 
ation. 

Regulation W is also practically 
certain to increase the number of 
used cars the dealer will have to 
handle, to sell the same, number 
of new. 

Experienced dealers feel that in 
order to move the same volume of 
‘new vehicles it will be necessary 
to take in vehicles of a later vin- 
|tage as the initial downpayment 
land then trade these out progres- 
sively. 

Selling practically all trades at 
retail is seen as the only safe way 








Display at Hallman Central 


Chevrolet— 





Dealer cooperation with municipal authorities in Rochester, N. Y., resulted in this fire 
prevention week display in the dealership's showroom at 200 East Ave. 








ranty that means something to the 
customer. 
As much of the success of the 


@ Hand-polished solid 
brass hardware 


ment. 


« * + 


UT the dealer must make certain 
that this service promotion pro- 
gram is timely, covers all owners 
of the make he sells in his trading) incur. 
area and is followed up to see that) : eS 
it produces the results in customer | 
calls it is designed to produce. Just | 
mailing a bunch of post cards and| program and a well planned and 
depending upon them to bring in | 
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<q PULLMAN 


Ideal for packing bulk weor- 
ing apparel for long trips. 
Five full-shirred pockets, one 
of which is removable, zip- 
pered and waterproof, hold 
accessories. Tie-tapes prevent 
shifting. (26''x16''x8"'). 


e WEEKENDER holds ample 
clothing for a weekend trip. Smaller 
version of Pullman case (see above) 

(20° 13'/y"'x6'/2""). 


& TRAIN CASE An idea! case for the 


overnight visit, with ample space for per- 
sonal clothing, Removable easeled mirror 
in lid. Sliding jewel tray. Shirred pockets 
Lifetime weor 
cosmetic bottles and jars. 


elastic loops hold your 


(14°'x10''x8"') 





for the dealer to operate under such 
|a basis. It is only by establishing 
a net profit ratio in his used- 
| vehicle transactions that the dealer 
| can average out any losses he might 


on this successfully calls for 
a comprehensive conditioning 


executed used-vehicle sales pro- 


additional customers may not be! gram. Dealers must not only make 
the whole answer. 
The dealer himself, especially in | and 
| smaller dealerships, should contact | majority of them good enough me- 
| those of his new-car customers who chanically so that they can stand 
Regulation W may cause a fall| have not been in to his service! behind them with the sort of war- 


the vehicles look attractive inside 
out but must make _ the 


$159.50 
EXTRA ON 


EVERY CAR 
YOU SELL! 





NOW IS THE TIME! 


Here's your opportunity to increase sub- 
stantially your earnings per car. Car buyers 
are travel-minded and, therefore, excellent 
luggage prospects. Your customers will be 
quick to accept a handsome set of luggage 
which can be paid conveniently as part 
of their 
the car. 


regular monthly payments on 


Make $159.50 when you sell the 4-piece 
LADY VOYAGER set and the 2-piece men's 
FIELD EXECUTIVE set. 


LOW PRICED SPECIAL—make $84.60 when 


you sell the low priced Leather-Hyde* 
6-piece WAYFARER set. 


*Leather-Hyde is 


a leather-plastic blend 





ORDER 
DIRECT 
FROM 

THE 
MANUFAC- 
TURER 


TODAY! 





FIRMAN LEATHER GOODS CORP. 
137 E. 25th St., NEW YORK 10, N. Y. 
COLORS: Cherrywood (deep cherry-brown), 


also in eggshell-white RAWTO 


Firm Name___ 


ini cineeinattisteactinieees SE epeemnenaeees 


(rich medium tan), AON icin natural tan). VOYAGER 


State____ 





Please ship following: 








GINGER 





Matching Victoria Train Case 


Travel Master in Top Grain Cowhide | 


#i—3-pe. LADY VOYAGER Basic Set | | | 
} 


42—2 pe. FIELD EXECUTIVE Set | 





Buyer's Signature 


BONDED LUGGAGE — THE IDEAL 


e Thoughty! . Appreciated 


* Practica a OT 


eTaleL 


* for the Pee tel who has every 








GIFT 


* Lasting 





Travel Master in Deep Buff Cowhide 




















Includes Men's 2-Suiter and Com- 
anion, Ladies’ 14’ Train Case; 
1" Weekender; 21'' Wardrobe; 

26" Pullman 


table 


Advertised ' 

Your Consumer Price® 

Quantity Color Dealer's Cost _Incl. Fed. Tax § 

$116.00 =| $232.80 i 

| Ste | genes ‘ 

| $89.00 | $178.80 § 

Fae siti soncepaiiaaaaiaiailad tiiniapeninesetamateniaan 
TRAVEL MASTER 2-pc. Matched Men's Sets (Not Illustrated) : 
j__ $72.50 | __$147.00 : 

| $ 54.00 | $107.90 : 

6-pc. Leather-Hyde* WAYFARER Set (Not Illustrated) ; 

| | | 4 

| $127.00 | 253.95 = 8 

: 

a 
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franchised dealer, under a “trading 
down” operation, depends on de- 
veloping a reputation for “square” 
dealing, especially in the medium 
and smaller-sized cities, it will be 
up to the dealer himself to keep 
as close a watch on his used- 
vehicle movement as he has been 
doing in his new-vehicle sales. 


“Sleeper time” of used vehicles 
has risen materially since the days 
when two and three used-vehicle 
sales to one new was the order of 
retail automotive selling. 

Today the dealer should know 
his actual cost per day of holding 
a used vehicle in stock just as 
he does the cost of selling a new 
car. Used vehicles that hang in 
stock for any length of time “eat 
their heads off” and actually may 
show the dealer a loss when he 
is getting what he may think is 
his normal profit. 

The only way for the dealer to 
be sure is to add up every cost of 
his used vehicle operation—lot rent- 
al, heat, light, advertising expense, 

etc.—and divide that by the aver- 
age number of vehicle use days he 
is getting. If he finds that this fig- 
ure is $5 per day for instance, then 
a car with a $50 margin in it will 
start to lose him money if he car- 
ries it in stock over 10 days. 


Dealers selling under todays con- 
ditions should also know the net 
cost of putting a new car through 
| their books, for it is only by know- 
|ing this figure that they will know 
how far they can go in an over- 
allowance to move a slow model and 
|not lose “their shirt tail.” 
| * * - 

_ vehicle conditioning and 

new car get-ready should be 
done by different help than the 
customer labor mechanic, As much 
of the new car inspection work 
should also be done by salaried em- 
ployes as possible, so that the deal- 
er can make his customary profit 
on each mechanic’s labor. 

And dealers should make certain 
that every man who writes repair 
orders shall be able to diagnose 
the trouble that brings the service 
customer into the shop. If the pres- 
ent order writers are not able to 
do this accurately, then they should 
be replaced. 

A dealer cannot build a _ profit- 
able and constantly growing serv- 
ice business with order writers who 
do not know what to look for when 
the customer tells them why he 
came into the shop, or who cannot 
interpret this analysis in clear, con- 
cise instructions on the repair or- 
der so that the repair man will 
not have to be a magician or de- 
tective in order to make the repair. 

Far too many dealers fail to hold 
service customers even when their 
prices are fair, the treatment of the 
customer is without fault as far as 
courtesy and approach is  con- 
cerned, and when they have good 
mechanics to do the work, because 
|they fail to put a sufficiently well 
trained man on the job of writing 
service orders. 

Especially is this true when the 
| dealer makes an endeavor to 
| build up his service net by in- 

creasing the number of items per 
repair order. 

If the dealer cannot afford to 
have a salaried man to handle all 
diagnostic work where there is any 
doubt as to the cause of the serv- 
ice call, then he certainly cannot 
afford to have a poorly trained or 
non-mechanical man doing the or- 
der writing regardless of how will- 
ing or pleasing a personality that 
man may have. 

Poor diagnosing creates as much 
dealer illwill and loses more serv- 
ice customers than all other faults 
in the service operation. It is the 
basis of most customer overcharges 
and dissatisfaction with dealer 
service. 















Winter Tuneups 
‘A Must,’ Says 
Auto-Lite Aide 


TOLEDO.—This year, more than 
any time since World War II, deal- 
ers and service stations should em- 
phasize the importance of winter 
tuneups, according to John A. 
Shank, sales manager of the Parts 
and Service division of Electric 
Auto-Lite Co. 

“With all industry, including mo- 
tor vehicle manufacturers, under- 
taking to meet the country’s de- 
fense needs,” Shank said, “it be- 
comes increasingly important for 
the owner of a motor car, regard- 
less of the model year, to maintain 
it in the best possible condition.” 

“Proper preparation of automo- 
biles for winter driving can add 
many additional miles of service. 
Manufacturers share with service 
men the responsibility of giving 
the motor car additional life by 
providing the highest quality in 
product and workmanship.” 

Motor tuneups for winter driv- 
ing, Shank believes, rank in impor- 
tance with the changeover in lubri- 
cation and the addition of anti- 
freeze, which nearly every motorist 
has now come to accept as a 
“must.” These include a complete 
check of the electrical and fuel 
system, including the generator, 
starting motor, coil, distributor, ig- 
nition wire and battery cables, 
spark plugs, batteries, fuel pump 
and carburetor. 

“Although the fee for a winter 
tuneup is usually modest, it is one 
way the dealer can serve his cus- 
tomer through preventive mainte- 
nance,” Shank points out, “and a 
way to sell replacement parts. And 
it should be emphasized that in 
making replacements, original fac- 
tory parts should always be used. 
These parts are manufactured for 
the specific application and are de- 
signed to work with other parts 
in the engine.” 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly' 


torial 
- Vitality 


Seven great news services — 
outstanding sports and finan- 
cial coverage—17 of America’s 
most popular comics—9 local 
and 23 top-flight syndicated 
features including Walter 
Lippmann, Bugs Baer, Drew 
Pearson, Eleanor Roosevelt, 
Alice Hughes, Susan Parker, 
Hedda Hopper, Victor Riesel, 
Ed Sullivan, Joseph and 
Stewart Alsop and many 
others ... give the Courier- 
Express an editorial vitality 
which has made it Buffalo’s 
best liked and best read news- 
paper. 


It Gets Results 
BECAUSE 
It Gets Read Thoroughly 


BUFFALO 
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—— year during the Automo- 
tive Service Industries show 
(Dec. 4-8, Chicago) the Overseas 
Automotive club has a_ reception 
and dinner for automotive buyers 
from other countries. 

This year’s reception will be held 
Dec, 6 at Hotel LaSalle, Chicago. 

Advance registration of over- 
seas guests for the 1950 show 
has been greater than normal, 
and George E. Quisenberry, club 
secretary, claims there has been 
a notable increase in registrants 
since the Korean war began, 
“Whether actually this is in any 
way connected,” Quisenberry said, 
“I am not sure. But it is an inter- 
esting situation.” 

Guests already registered for this 
year’s reception include: 
Argentina—Mauricio Brandt, Da- 
vid Singer. Australia—J. W. Hips- 
ley. Belgium—John de Crane, Dan- 
ie] Doyen, George Ginis. 

a 7 * 

RAZIL—E. J. Alfsen, B. R. Rand, 

Mrs. Rand, Emile H. Staub. 
British Malaya—William E. Haar- 
mann. British West Indies M 
Lannerman. Colombia — Herpert | 
Krancer, Guillermo Quintero, Al- | 


Fete for Foreign Buyers 


Overseas Automotive Club to Give Dinner Dec. 6 
In Connection with ASI Show 





fonso Archilla. 

Cuba — O, Daubar, Luis Gon- 
zalez del Real, C. H. Mackay, 
Max Marx, Helen M. Pereira, A. 
Betancourt, L. Pesant, M. Ren- 
frew, M. Rodriguez, Guillermo 
Valiente. Ecuador — Roberto S. 
Kamm, 

England—H. F. Barrus. France 
S. Steinberg. Greece—A. B, Arna- | 
outis, Stavros N, Nicolopoulos, Theo | 
J. Theodoro. Guatemala J. M. 
Garcia. Haiti—Franck J. Martin, | 
Mrs. Martin. 
> * o 

AWAITI—F. E. Caricof, K. S.| 

Lai, K. S. Carson, Charles 
Baptiste, Robert Herren, T. C. Me- 
lim. India — Chimanlal C. Desai, 
Mrs. Desai. Indonesia — Sven K.| 
Govaars. Iran—Iradj Sabet. Iraq— | 
Mohammed Kattan. Israel—Isaac 
Arditi, Moise Carasso. Italy—Felix | 


Franco. Lebanon—N. M. Tabbah. | 





Southwest Show 
Invites Border 


State Jobbers 


DALLAS. — Jobbers in Missouri, 
Kansas and Nebraska are among 
the 825 wholesalers invited to the 
ninth annual Southwest Automo- 
tive show. The exhibition will be 
held in the Oklahoma City munic- 
ipal auditorium, Apr. 26-29. 

Attendance at the 1951 event is 
expected to be greater than at any 
previous show, says D, A. John- 
son, secretary and show manager. 
He points out that more jobbers 
are sponsoring the show now than 
at corresponding times in prior 
years. 

Another factor that should in- 
crease attendance, he says, is that 
the Southwestern Automotive 
Wholesalers Assn. will hold its 
next general meeting in Oklahoma 
City just before the show. Mem- 
bership in the SAWA is composed 
mainly of Missouri and Kansas 
jobbers. 

W. H. Vick, Oklahoma City 
Hardware Co., is show president, 
and Ben Wright, American Elec- 
tric Ignition Co., chairman of the 
show committee. 


Beauty at ASI 


Yolande to Be Hostess 


For Hollingshead 

CAMDEN, N. J.—The recently 
crowned Miss America of 1951, 
Yolande Betbeze, will be official 
hostess of the R. M. Hollingshead 
Corp.’s booth at the ASI show in 
Chicago, it has been announced by 
L. M. Olson, vice-president of the | 
company’s Automotive division. 

In addition to greeting visitors | 
at Hollingshead’s Whiz booth, Miss | 
America will also pose for photos | 
with them as has been the cus- | 
tom at the Hollingshead booth in 
years past. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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Mexico—M. Alcocer Rivas, Leopol- 
do Carpenteyro, R. Everitt, Jacobo 
Cavazos, Enrique Fernandez I, Juan 
Forseck, Bruno de la Garza, J. 
Garza Lopez, Ernesto Gimbel, Es- 
teban Macotela, Carlos I, Marcos, 
Elias Murra, Jorge Marcos, Hector 
Mariscal, Enrique M. Reider, C.| 
Ruiz, Guadalupe C. de Ruiz, Juan 
Ruiz, Jose Samia, Jorge Tarditi jr., 
Pascual Tarditi, Jose de la Torre, 
Jose de la Torre jr., Alberto de la 


Torre, Rafael Cervantes, Jose Tovar| For Gumout Sales-Service to Dealers— 


Padilla, Leland de Villafranca, S. 
Wischnack, M. Altschuler. 





Rehorst. Netherlands West In- 
dies—Dario Cardoze, New Zea- 
land—W. H. Huthnance. Peru— 
W. H. Brown. Puerto Rico—Jose 
Capo, Rafael M. Garcia, Pedro 
Gomez Delgado, Alberto Menen- 
dez, L, M. Martinez, Julio T. Rod- | 
riguez, Julio T. Rodriguez jr., R. 
A, Sierra, Luis G. Velez. 

South Africa—E. L. Woodward. | 


Spain—J. M. Gonzalez-Blanch, Swe-| NEWS WANT ADS. Why not you? 





Pennsylvania Refining Co., Cleveland, producer of the on-the-engine carburetor detergent, 


| 

|den—Arvid Gote Arvidson, Mrs. Ar- | 
|vidson, Harry M. Lindquist, Sten 
| Marcusson - Stahl, Gosta Sevald. 
Trieste—Wilfred Van Singe 
key—N. Nahu | 
jerico Nunez, Elias Pelaez, Herbert 
| Zander, Victor Filizola. 


as | 
Others are profiting from AUTOMOTIVE | 


Soss Backlog Up 


DETROIT.—The volume of un-| periods of time, making it unneces- 
r. Tur- filled orders for invisible hinges is|sary to over-inflate to compensate 
m. Venezuela—Fed-|Ccurrently about 35 percent higher |for leakage, Doman said. 

than a year ago, and represents a 
| substantial backlog for production |ble to stone bruises and cuts and 
by his company’s non-automotive|one under-inflated may generate 
division, according to Charles J. 
|Soss, president of Soss Mfg. Co. 


| has started a field crew to contact auto dealers. Members of the sales-service team are 
Netherlands — P. W. Grol, L. | John F. Balzer, Gail H. Heyduk and Robert J. Collingswood. 
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"Hold kt Steady 


That’s Ford’s Advice 
On Tire Inflation 


| DEARBORN.—Proper tire infla- 
|tion is one of the most important 
factors in tire life and the comfort 
and safety of automobiles, accord- 
ing to Carl T. Doman, Ford service 
manager. 


| Doman said there is widespread 


|misunderstanding among owners, 
|filling station men and mechanics 
jabout tire pressures. He advised 
jagainst improper inflation in the 
interest of long tire life and better 
riding qualities, gocd roadability 
and easy handling of cars. 

“Many car owners are tempted 
to add an extra two or three pounds 
to recommended pressures,” he said. 
“This practice results in premature 
tire failure and a stiffer ride.” 

Tires installed on all Ford cars 
contain synthetic inner tubes which 
jhold air pressure for extended 


An over-inflated tire is suscepti- 


| emocasive heat which breaks down 
the fabric structure, he pointed out. 





Holley-designed and Holley-built 


is the waterproof carburetor* 


on the Army’s “Eager Beaver’ trucks, 


built by Reo Motors, Inc. 
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Protection Appeal Brings ’Em In... 





Winterizing Builds Customers 


can most likely be sold one of the|special snow-mud treads—or a set 


(Continued from Page 28) 

and all heater connections 
checked thoroughly, but the radi- 
ator and engine block should be 
given a thorough flushing. 

Then is the time to get out as 
much loose scale and debris as pos- 
sible. The addition of a good rust 
and scale preventive will aid in 
keeping disastrous rust and scale 
deposits from forming in the en- 
gine water passages and lower ra- 
diator tank. 

Brakes should be checked not 
only for amount of lining on the 
shoes but for the condition of the 
hydraulic lines and cylinders. Brake 
fluid should be checked to make 
certain that the system not only is 
filled but to determine if the fluid 
is of the proper type and free from 
moisture. 

= « t 
HILE the car is in for this 
service is a good time to give 
it a wheel pack and to lubricate 
the universal joints—perhaps one 
of the most neglected services on 
the modern automobile. 

Heaters should be serviced in 
preparation for winter duty — in 
cars. that have had one or two 
summers’ driving it is a good idea 
to clean them thoroughly and in- 
spect the heater motor to see if it 
is in good running order. Heater 
hose should be inspected for wear 
or excess deterioration. 

Fan belts should be inspected 
and replaced if badly worn. 

Exhaust systems should be giv- 
en a thorough checking for evi- 
dence of leaks, or rust spots that 
indicate that a failure is eminent. 
Here is a spot where safety to 
the owner can be stressed. 

When oil change is being made 
it is well to clean the air filter 
and check the oil filter cartridge 
to make certain that it is not in 
need of replacement. Owners of 
cars without filters can be sold the 
need of filters to keep contamina- 
tion out of their crankcase oil. 

More frequent oil change can 
also be stressed to those owners 
who keep their vehicles in cold ga- 
rages both at home and at their 
work and who use their cars dur- 
ing cold weather mainly to make 
the short drive from home to work 
and back again. 

Under these conditions the car 
is not run sufficiently far or fast 
enough to blow out the water vapor 
caused by condensation, which is 
the principal cause of gumming and 
sludge. 

a . > 
ER arms and blades should 
be inspected. On those cars 
Which do not have some type of 
vacuum booster to aid the move- 
ment of the wiper motor during 
periods of low vacuum, the owner 


N. J. Cotirt to Consider 


Serve-Self Gas Stations 


TRENTON, N. J.—A case chal- 
lenging the constitutionality of a 
1949 New Jersey statute outlawing 
self-service gasoline stations has 
been taken under advisement by 
the state supreme court. 

The suit attacking the law was 
brought by Irving Reingold and 
Philip Stark, who operated the 
only self-service gasoline station in 
New Jersey in Hackensack. 

Their counsel, Albert S. Gross, 
contended that the law was “op- 
pressive, arbitrary and discrimina- 
tory. Telling the court that the bill 
was passed hastily upon the insist- 
ence of the Gasoline Retail Deal- 
ers Assn. of New Jersey, Gross said 
Reingold and Stark sold standard 
grade gasoline 4 cents a gallon 
cheaper than other stations, be- 
cause of the economy of operation. 

Gross asserted that the law im- 
poses unlawful restrictions on the 
use of private property and the 
conduct of legitimate business. It 
amounts, he argued, to an uncon- 
stitutional exercise of the state’s 
police power in violation of fed- 
eral and state constitutions. 


Ofstad Opens in S. D. 

Ofstad Motor Co.» Lake Pres- 
ton, S. D., has opened as newly- 
appointed Chrysler-Plymouth 
dealership. Service department is 
located in a quonset-type building 
addition and is under manage- 
ment of Arndt Kvinge. 





auxiliary vacuum pumps_ which 
will make winter driving more safe. 

And winter preparation service 
time is the ideal time to make tire 
sales. All owners know the danger 
of smooth treads in that part of 
the country where ice and snow 
make stops hazardous with worn 
tires. In deep snow areas dealers 
ean aid their parts sales account 
by selling a pair of those tires with 


Tinnerman to Construct 


Research Laboratory 

CLEVELAND.—Tinnerman Prod- 
ucts, which formally opened its 
$2,000,000 plant here in September, 
soon will begin construction of a 
research laboratory. 

George A. Tinnerman, general 
manager, said the laboratory will 
cost approximately $200,000. It will 
be used for further development 
and engineering of Speed Nut 
fasteners. 





@ RECIPE for the largest newspaper circulation 
in America! Take seven hundred tons, more or less 
of prime newsprint. Cover with fresh news, hours-old 
pictures, Grade-A features. Fold and trim to about 
half-pound portions. Serve while hot, with seconds, 
to 25,000 newsdealers between 7:30 pm and 7:30 am. 


unday, start wi ms of newsprint...serve 
Sunday, start with 1,800 tons of newsprint Vv 
larger portions, garnished with gravure and color comics, 


to 100,000 dealers all over this town-tufted continent. 


@ Traffic with 6,000 tons of tabloid papers per week 


of chains. 

Spark plugs and distributor 
points should also be included in 
the winter maintenance proced- 
ure. 

Light bulbs and wiring for lights 
should be given a thorough check 
to see that all are in good order 
as most owners do considerable 
more driving after dark in winter 
months. 

Wires leading to the headlamp 
should be especially checked to see 
that they are in good condition 
and do not have worn spots or are 
oil soaked, which would reduce the 
voltage to the lamps and thus pre- 
vent good driving illumination. 

Dealers can profitably give their 
customers a little special attention 
at this time—and by so doing keep 
their customers from spending the 
money for these services with the 
corner gas station — because the 
dealer has failed to offer the 
service, 





Scarff Motors of Auburn, Wash.— 


This 29-year-old Ford dealership has recently completed its new building, which is fea- 
tured by a circular showroom. R. W. Scarff heads the firm and his two sons, Bowen and 
W. L. Scarff, are his partners. 





Car Polish Patent 


Given Dow Corning 
WASHINGTON. — A patent has 

been issued here for an automobile 

polish that is said to give a su- 


perior protective coating to paint|Pproduct known as 


while cleaning with a minimum of 


rubbing. It will be produced by the 
Dow Corning Corp., of Midland, 
Mich. 

The new polish contains silica, 
crystals found in sand, and a silicon 
hydrocarbon- 
siloxane. 


50000 Stops... every day ! 


in evidence in metropolitan night life. 

In upper Manhattan, in neighborhoods in Brooklyn 
and Queens, crowds congregate around the stands for 
the first edition. ““Going out to get a News” is a social 
habit, that combines with walking the dog, getting a 
beer, gathering the groceries. And lonesome folk find it 


a means of meeting and talking with neighbors. 


Late workers, movie goers, subway travelers, pick up 


the Pink. Housewives, too busy for newspapers in the 
morning, like it; and get a preview of fashions and 
merchandise offerings in the retail advertising. 


The sale of the Pink has grown steadily every year. 


makes News Delivery the Never-A-Dull Moment 
Department. Take a typical day, any week: 


7:30 pm EDT: Ahoooahoooah . . . bellows the siren 
in the pressroom, and the presses roll on the first edition, 


in both the Manhattan and Brooklyn plants. 


A minute later, the overhead piano wire conveyors 
carry a running ribbon of lapped papers down to 
Delivery ...to be bundled for transit to dealers. 

At the News Building on East Forty-second St., the 
first trucks to be loaded take off for Manhattan crowd 
centers, Penn and Grand Central Stations, Broadway. 
Some stands will be supplied three and four times in the 
next two hours. One News truck stands on Fiftieth St. 
east of Broadway, and replenishes nearby stands every 


few minutes. 


The next trucks loaded go uptown and to the Bronx. 
From the Brooklyn plant, points of night sale are 


covered in Brooklyn and Queens. 


@ The first edition is known as the City Pink... from 


the color of its outer pages. Pink newsprint was not 


available through the war years, but the Pink is again 





The press run now tops 600,000 copies. 


@ The second edition, the one Star Final comes off 


about 10:00 pm, a brief affair of some 50,000 copies that 
go to subscribers, to outgoing mail trains, to LaGuardia 


and Idlewild, and airward to everywhere. 


and to suburban dealers. 


The third, or Two Star Final, appears about 11:00 pm, 
runs over 600,000 copies... much of 


which are trucked to distributors . 
: : A ae 
outside the metropolitan area, 6 “ie 
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The fourth edition appears about 2:00 am, runs to 
900,000 copies... is distributed in thousands of bundles 
for stands and stores in city neighborhoods. 


And the last, the Four Star, comes off about 4:20, 
runs around 100,000 copies, is used for “recovery” 
distribution. Press run may be greatly increased in the 
event of a big story, unusual pictures. 


@ On Sunday, the predate for national distribution is 
printed days ahead, totals around 1,000,000 copies. The 


six regular editions run to more than 3,000,000 copies. 


@ “Recovery” means that every stand and store is 
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| Used-Car Selling Tips 


Willys Presents 16-Page Merchandising Review 
With Monthly House Organ 


TOLEDO.—A 16-page review of 
used-car selling is incorporated in 
Willys-Overland’s October sales 
house organ. The miniature maga- 
zine is divided into six sections— 
buying, reconditioning, displaying, 





Arkansas Stone Firm 


Purchased by 3-M 


ST. PAUL.—Minnesota Mining & 
Mfg. Co. has purchased Big Rock 
Stone & Material Co., Little Rock., 
Ark., it was announced last week 
by R. P. Carlton, president. 

The sale included Big Stone’s 
quarry in North Little Rock and 
the general offices and retail plant 
for crushed stone, sand and ready- 
mix concrete in Little Rock. The 
price was not disclosed. R. S. Wil- 
son sr., president of Big Stone & 
Material Co., will continue as ac- 
tive head of the company’s man- 
agement, Carlton said. 


called on at least a second time. If papers are selling 
better than usual, dealers can order more. All “recovery” 
sales are for cash, additional to the regular order. 
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advertising, selling and manpower 
requirements, 

Reminding dealers that to buy 
right they must have accurate 
and timely knowledge of used- 
car prices, the review urges them 
to keep posted on the used-car 
guide books, Automotive News 
auction prices, local auction 
prices, classified newspaper ad- 
vertising and local lot prices. 
Tips on presenting the tradein 

appraisal include making the pre- 
sentation in terms of values rather 
than of dollars, avoiding price dis- 
cussion or argument and present- 
ing the appraisal only when it ap- 
pears that the prospect is sold on 
the new or newer car. 

Willys also points out that the 
buying public has long been accus- 

tomed not to accept the first al- 


lowance made on a vehicle, If a| onappearance, says Willys. There- 
dealer is willing to pay $750 for a| fore dealers should give all cars 





“Recovery” makes papers available for the new or 


casual reader. Casual readers in time become regular 
readers. Yet so closely are sales gauged that The News 
has probably the lowest percentage of unsold copies of 


any metropolitan newspaper. 


@ Moving so many newspapers takes 160 trucks, ranging 
from light delivery to the behemoths that make the 


long suburban hauls. 


These trucks cover 175 routes, run more than 50,000 
miles per week. With distributors covering some routes 
on Long Island and New Jersey, News circulators make 
more than 50,000 stops every day. One-fifth of the r 


trucks are replaced every year. 


@ The News driver has little in common with the 
traditional cowboy on a newspaper truck. He drives 
carefully, keeps a tight schedule. Most News drivers 


rarely dent a fender. 


Many are dignified grandfathers, property owners, 
members of the News Twenty-five Year Club. They 
know their routes as you know your living room, tool 
around each night in the dark, 
corners, in store entrances or prescribed locations. Rain 
is their worst headache, makes slower going, requires 


extra wrapping for bundles. 


2,200,000 copies daily and 4,100,000 Sunday. 


drop off bundles on 


News drivers work a five-day week, are the best 
paid in the country on their job; and number around 
500. A maintenance staff of 50 keeps their trucks rolling. 


@ This huge delivery organization works all night, 
every night, to deliver the largest newspaper circulation 


in America to the people who want it and buy it. 








Subscription, dealer contracts, or carrier boys do not 
protect it or maintain it—only public demand, 
every day in the year. 

The News delivers what its readers want in a 
newspaper. And a wanted newspaper 
in ten families, in a market such as New York City— 
delivers so resultfully for advertisers! 


THE f§ NEWS, New York’s Picture Newspaper 
220 East 42nd St., New York...Tribune Tower, Chicago 
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and outside, lubricating, and 
placing floormats and flocking. 

Dealers are also told to use a 
special man for reconditioning 
work—a “fixer” rather than a me- 
chanic. 

Quoting John Wannamaker’s 
axiom that “merchandise well dis- 
played is half sold,” Willys offers 
several display rules. 

It says to put newest, most popu- 
lar models in the front line; keep 
trucks prominent but _ separate 
from cars; show “cheapies” in a 
group at the rear of the lot; rotate 
the front line weekly to give an 
impression of fast turnover; post 
prominent down-payment prices; 
check tire inflation, rake lot, and 
dust all cars daily. Run all engines 
for a minute or two each day to 
assure responsive starting when 
displaying engine operation. 

The review notes that it is better 
to have 10 small advertisements 
sprinkled throughout the classified 
section of a newspaper than one 
large one featuring a few cars— 
unless it includes a_ particularly 
sensational price leader. 

An occasional block ad will 
help to establish a reputation 
for a ‘a tae stock, reasonable 
prices an igh-minded dealin 
Willys adds. ” 

Calling fact-filled ads the best 

ones, the review warns against the 
use of “glittering generalities” such 
as “price reasonable” “good 
rubber” . “priced to sell in a 
hurry.” 

A dealer with a large used-car 
stock should concentrate his ad- 
vertising on late model popular 
makes because his salesmen will 
be able to turn interest to less 
popular models when prospects ar- 
rive, Willys advises. 

To get a potential prospect's sig- 
nature on the dotted line, an or- 
ganized story must be built up. 
To improve the story, Willys offers 
the AIDA formula: attract Atten- 
tion, arouse Interest, create Desire, 
get Action—the purchase. 


Australia Hikes 
Car Sales Tax 
To 10 Percent 


SYDNEY, Australia. — (UTPS) — 
The new Australian budget has in- 
creased the sales tax on motor cars 
from 8% percent to 10 percent, but 
no increase was made on com- 
mercial vehicles. 

The Chamber of Automotive In- 

dustries points out that the motor 
industry Pays $89,600,000 a year in 
tariff, sales, registration, gasoline, 
and road taxes and that on the av- 
erage a motor car pays $448 during 
its normal life in taxation. On 
heavy-duty commercial vehicles it 
runs as high as $560. 
; Some indication of the increase 
in the incidence of sales tax is 
given by the comparison of 1938 fig- 
ures with today’s. A three cwt. 
truck in 1938 paid about $25; now 
it pays $133. A five-ton truck pays 
$147, compared to $28, and a sedan 
is taxed $154 to $24. 
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Daniels Receives Pontiac Award— 

George Daniels (left), San Francisco's pioneer Pontiac dealer, was feted recently at a 
surprise party by 25 friends as Pontiac named him a “better dealer." Mayor Elmer E. 
Robinson (right), Tom A. White, western regional manager (second from left), and Don R. 
Stuart, San Francisco zone manager, were among those offering congratulations. 





car, he should first offer $600—then| an economical reconditioning.” 
raise the bid in $50 chunks, the| This can be done by removing 
review says. all traces of former ownership, 

Another of the buying public’s | washing and deodorizing, steam- 
habits is to purchase a used-car {cleaning the engine, painting fen- 
ders, engine, radiator core and 
steering column, polishing inside 








Credit Deals Dip 
Slightly in Canada 


OTTAWA.—According to the lat- 
est survey by the Canadian gov- 
ernment, installment sales by mo- 
tor vehicle dealers declined from 
first quarter of this year from 23.3 
percent to 22.9 percent of total 
sales in second quarter, and com- 
pared with 19.8 percent in second 
quarter of last year. 

Official report also shows that 
cash sales of such dealers, as a 
percentage of total sales, increased 
to 51.5 percent in the second quar- 
ter of this year as against 50.7 
percent last year in the same quar- 
ter and charge sales dropped to 
25.6 percent this year, compared 
with 31.2 percent a year ago in the 
| Same period. 


@ The most 


significant feature about 





News circulation is that it is 


wanted, and is bought—more than 


GM Will Give Workers 
Atomic Bomb Booklet 
NEW YORK, — General Motors 
soon will make available to em- 
ployes in its 120 plants and branch 
offices in 235 cities, 200,000 free 
copies of the official pamphlet “You 
and the Atomic Bomb,” which was 
issued recently by the New York 
state civil defense commission, 
Col. Lawrence Wilkinson, direc- 
tor of the commission, announced 
last week that this order from GM 
was the record purchase of the 
pamphlets by any corporation. 





reaching seven 


155 Montgomery St., San Francisco 








Dealer 


Johnson Chevrolet Co., Indianap- 
olis, has sold its 60,000th car since 
receiving its first Chevrolet dealer 
franchise in 1926—20,000 new Chev- 
rolets and 40,000 used cars. Rob- 
ert D. Johnson, with 34 years in 
the business, is president, with his 
two sons, David and Paul John, 
serving as vice-presidents. 


The firm covers approximately 
125,000 square feet of space. Of 
this, 85,000 square feet is under 
roof, while the remainder is used 
for parking facilities. Besides the 
large headquarters building at 1035 
North Meridian St., the firm oper- 
ates a truck service and sales cen- 
ter at 1032 North Pennsylvania St. 
Company officials include T, G. 
Gardner, general manager; I. M. 
Long, parts manager; Virgil Good- 
ale, service superintendent; Charles 
Howard, superintendent of the 
truck department; Otto Bade, au- 
ditor, and Kattie Wood, cashier. 

* * * 


Leopold Wins Fliers Plaque; 
Reelected Pa. Wing Chief 
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Doings 


(Pa.) Chevrolet dealer and wing 
commander of the Pennsylvania 
Air Force Assn., was awarded a 
meritorious service plaque from 
Ralph Whitener, executive direc- 
tor of the National Air Force 
Assn., at its annual convention 
in Boston, 

He also was elected a director 
of the national association and 
has begun his second term as 
wing commander of the Penn- 
sylvania Air Force Assn. 

a * * 


Sunshine K-F Opens 


Sunshine Motors has opened its 
new Kaiser-Frazer home in St. 


Petersburg, Fla. 
* + + 


Davis Enlarges 


Gordon Davis Motor Sales, Inc. 
(Lincoln-Mercury), has opened its 
new sales and service building at 
2007 Genesee St., Utica, N. Y. The 
building has 15,000 square feet of 
floor space and has been completely 
remodeled and redecorated. The 
firm also has opened a new 31,000- 





Halloween Party at Spencer Motors— 
This San Antonio DeSoto-Plymouth dealership threw a party for its 58 employes and their 


families. 
Dealer K. Ray Spencer. 


from the dealership building. Gor- 
don A. Davis is president and treas- 
urer of the firm. Albert G. Jones 
is business manager and secretary. 
F. Walter Aylesworth is sales man- 
ager and Matt Creenan, service 


manager. 
+ * * 


Grossnickle Anniversary 


Entertainment included dancing, a quiz show and boxing bouts, according to 


etor of Grossnickle Chevrolet Sales, 
Mercersburg, Pa., is observing his 
15th anniversary as a Chevrolet 
dealer this month. He also has 
been a Buick dealer in Mercersburg 
since 1935. Two of the 15 men em- 
ployed by Grossnickle have been 
associated with him for the full 
15 years. They are Bliss Lynch, of 
the service department, and W. R. 





Randall Leopold, Lewistown |square-foot used-car lot one block Wilbur L. Grossnickle, propri- |Gift, a salesman. Other employes 











Make more 
Cartridge Sales with 


It stands to reason that Fram, 
world's largest manufacturer 
of automotive oil-air-fuel- 
water filters, is your best bef 
for more sales...more profits 





Give your customers the best. Give yourself the 
chance to make every sale. Standardize on Fram 
... there’s a genuine Fram Cartridge to fit most 
every make and model oil filter on the market. 


There’s no guesswork. Fram gives you a handy 
Cartridge Checker wall chart that shows you at a 
glance what cartridge to install in most any 
make filter. Saves time . . . helps you make 
quick, profitable sales. 


Two superior types of cartridges .. . the famous 
Fram Filcron for all Fram Oil & Motor Cleaners 
. .. the popular Fram Cel-Pak for all Fram and 
most other make oil filters. Both give your 
customers top-quality performance and clean-oil 
protection. Both give you a good healthy profit 
with repeat sales at least twice a year. 


Take this tip to boost your sales 


There’s business to be had... profits to be made 
. . . Uf you go after it! Use that old time-proven, 
sales-tested question, ‘““How’s your oil filter?’ 
to get you under the hood. Then make the sale 
by showing how “The Dipstick Tells the Story.” 
By doing this, you’ll not only sell more Fram 
Filters and Cartridges, but also more oil and 
other profitable under-hood items. So cash in... 
stock Fram...Sell Fram...see your Fram Jobber 
now! FRAM CORPORATION, Providence 16, R.I. In 
Canada: J.C. Adams Co., Ltd., Toronto, Ontario. 


Western Union Operator 25 lists names 
of all Registered Fram Dealers. This extra 
Fram service helps you get business! 





You Can't Beat This Team! 


. .. famous Fram Oil & Motor Cleaners and 
Fram Replacement Cartridges. Precision 
engineered in modern laboratories . . . tested 
on the road . . . Dust Tunnel tested .. . 


proved by years of use. . 


. preferred by 


over 14,000,000 American motorists. 


TT ee 








include Earl Secrist, service manag- 
er, who has been working for 
Grossnickle since April, 1936; Nel- 
son G. Gerhart, parts manager; 
Raymond W. Zeger, office manager, 
and J. Harvey Monn, manager of 
the body shop. 


* * * 


| 2 Pa. Dealers Give Workers 


Paid Seashore Vacations 


The John N, Sauder Auto Co., 
New Holland, Pa., and the Sauder 
Chevrolet Co., Manheim, Pa., 
rented a completely furnished 
house last summer in Ocean City, 
N. J., and invited employes to 
spend their vacations at the sea- 
shore as guests of their employ- 
ers. Many employes of the two 
Lancaster county dealerships took 
advantage of the vacation plan. 
The house was booked solidly 
from June 15 to Sept. 15, 

Carl S. Sauder, one of the 
dealer’s sons, explained that this 
was the second successful year 
of the vacation plan. “During 
1949, we had made provisions for 
only six weeks,” Carl said. “That 
was not sufficient time for all 
employes at New Holland and 
Manheim, so we rented the house 
for a full three-month season in 
1950.” 

All employes with more than 
five years of service also received 
a vacation pay check equal to 
their weekly earnings, Carl added. 

* * * 


Troutman Expands 


The A. W. Troutman Co, (Chev- 
rolet-Oldsmobile), Millersburg, Pa.., 
has started to use its new body and 
paint shop, which was erected be- 
side its main building. The new 
one-story cinder block structure, 
which measures 72 by 49 feet, has 
been built near the service depart- 
ment. Addition of the shop has 
increased the floor space of the 
Troutman Co. to almost 15,000 
square feet. 

a * 


Cloos Tops Ford Sellers 


Fred A. Cloos, salesman for Ken- 
more Motor Co., Inc., Kenmore, 
N. Y., sold more vehicles during 
September than any other salesman 
in the northeastern region of Ford 
Motor Co. and has been designated 
as “high point salesman” for the 
northeastern area. 

* * ” 


Kuhn Predicts Big Year 


The W. E. Kuhn Chevrolet deal- 
erships, North Side Chevrolet, Inc., 
and East Side Chevrolet, Inc., in 
Indianapolis, and Central Chevrolet, 
Inc., Marion, Ind., will deliver more 
than 4,500 new Chevrolets during 
the current model run, Kuhn says. 
The firm claims to be the largest 
Chevrolet dealer in Indiana. Gen- 
eral managers of the three dealer- 
ships are Bill Conner at North 
Side, Bert Beadle, East Side, and 
Galon Hanley at Central Chevro- 
let. 

+ + . 

Wiggins Chevrolet Expands 

Wiggins Chevrolet Co., Lancaster, 
Pa., of which H. H. Wiggins is 
president, has increased its total 
floor space to approximately 35,000 
square feet with an addition to the 


service section . 
. + * 


Fire Damages Body Shop 
Of Land-Sharp Chevrolet 


A fire requiring seven fire- 
fighting units destroyed much of 
a body and paint shop owned by 
Land-Sharp Chevrolet Co., Kan- 
sas City. Six cars in the shop 
were removed before being dam- 
aged but between $15,000 and 
$20,000 in body parts stored on a 
balcony were badly damaged. The 
company is owned by Arthur L. 
Land and George Sharp. 

* * * 


Lachance Chartered 
Lachance Automobile, Ltd., Mon- 
treal, has been incorporated with 
authorized capital of 1,000 shares 
of stock at a par value of $50. 
7 . > 


Johnson Bows Out 


Leland Johnson of Young-John- 
son (Ford), Long Beach, Calif., has 
sold his interest in that deal to his 
partner, Hale Young. Leland plans 
to devote his entire time to his 
Ford dealership in Bellflower, Calif., 
called Hensley-Johnson. 

+ * * 


Houghton Again 


For the second successive year 
Houghton Motor Sales, Agawam, 
Mass., has supplied the Agawam 

(Continued on Page 35, Col, 1) 
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(Continued from Page 34) 


high school with a dual control 
eutomobile to be used for the 
chool’s driver-education program. 
‘he presentation was made by 
Edward McMahon, Houghton sales 
nanager, to A, Jerome Goodwin, 
superintendent of schools. 
« + o 


Lake-Geauga (O.) Dealers 


Elect Martin President 

George Martin, of Painesville, O., 
nas been chosen president of the 
Lake-Geauga (O.) Automobile Deal- 
ers Assn. John McBride, Chardon, 
is vice-president, and Don Larick, 
of Willoughby, is secretary - treas- 
urer. The association was formed 
in 1933. 

* + + 
McNabb to Gillespie 

Otis McNabb has sold his interest 
in Gillespie Buick Co., 401 S. Water 
St., Corpus Christi, Tex., to his 
partner, H. C. Gillespie jr. 


* * * 


Willkomm—New Orleans 
W. J. Willkomm, owner of Pont- 
chartrain Motor Co. (Cadillac-Olds- 
mobile), New Orleans, has been ap- 
pointed a director of Citizens 
Homestead Assn. 
* + * 


Packard New Orleans 

Packard New Orleans, Inc., 
1820 St. Charles Ave., New Or- 
leans, is celebrating its 25th an- 
niversary. Clay W. Beckner is 
president and Roy Beydler is 
vice-president and general man- 
ager. 

+ + + 


Kent Ford Celebrates 


Frank Kent Motor Co. (Ford), 
Fort Worth, Tex., has celebrated 
its 15th anniversary. It has won 
Ford’s four letter dealer award the 
past three years and in 1949 re- 
portedly ranked fourth in parts 
and service sales among more than 
6,000 Ford dealers in the country. 


Undecided? 
Buyer Finally Consummates 
22-Year-Old Order 


In 1928 Adam Janosick, of near- 
by Lorain, walked into Hawkins 
Chevrolet Co., Cleveland, and placed 
a $20 deposit on a new car. 

He never bought the car nor had 
he picked up the deposit. 

Last week Janosick, who works 
in a steel mill, finally brought in 


his deposit slip and bought a new | 


car. 
* * * 


McKimmie Heads Housing 


Charles G. McKimmie, Plymouth 
dealer in Richmond, Va., has been 
elected chairman of the Richmond 
redevelopment and housing author- 
ity. McKimmie has been leading 
recent negotiations with federal 
authorities for initiation of more 
low-rent housing projects and for 
beginning of a slum clearance 
project. 

7 : 


George Heads Club 


Ralph George, Concord, N. H.. 
former vice-president of the New 
Hampshire Automobile Dealers 
Assn., has been elected president of 


the Concord country club. 
* + * 


Parts, Service Chiefs Club 


Meets in Muskogee, Okla. 

At the regular bi-monthly meet- 
ing of the Muskogee (Okla.) 
parts and service managers club, 
the following members were pres- 
ent: Joe Ross and Walter Gro- 
ber, Jack Anderson Nash; Chester 
Dearinger, president, Reed Buick; 
Booster Siner and Bill Dunn, 
Marion Burke Garage; Kenneth 
Bonham and Less Roush, City 
Chevrolet; Thad Lowarnce, Penn- 
Stone Motors; Tom Stoddard and 
Frank Rigney, vice - president, 
Jack Woodward Motors; Lloyd 
Hildreth, Hildreth-Madden Mo- 
tors; Bill Dix, Kuykendall Pon- 
tiac; George Bonds and Henry 
Perry, Muskogee Motor Co.; O. 
Crawford, Coffeen-Forster Mo- 
tors; Earl Sanders and Eddie 
Harmon, Logan Motors, and 
George Lamb and Boyd Rains, 
secretary-treasurer of Henshaw- 
Jones-Gordon Motors. 

The club was formed a year 














and a half ago to foster good will 
and the exchange of ideas be- 


tween parts and service 


agers. 


* * * 


Oldest Salesman? 

Members of the Les Vogel Chev- 
rolet Co., San Francisco, paid hom- 
age to one of their co-workers in 
a birthday party at the firm’s Mar- 
ket St. headquarters. The guest of 
honor was Charlie Bevens, who had 
just reached the 83rd anniversary 
of his birth. Bevens has been sell- 
ing Chevrolets for the Vogel organ- 
ization for the past 16 years and, 
according to Les Vogel jr., presi- 
dent, he has never missed a day 
through illness. 

* * + 


Binghamton Dealers Treat 


Prize Students to Trip 


Nine Binghamton (N. Y.) sen- 
iors who are members of the 


' North high school student class 


visited the Ford and Chevrolet 
auto plants in Buffalo under an 








arrangement set up by Bingham- 
ton auto dealers. 

The students, considered “out- 
standing,” were driven to Buffalo 
in cars provided by Hugh T. 
Beckwith, Inc., and Deane Motor 
Corp., and were accompanied by 
Hugh Wheeler of the Deane con- 
cern and Harold Foster, course 
instructor. 


Colliau's Clan 
Auto Business Charms 
Dealer’s Family 


Claiming a record for having the 
most family members involved in 
the automobile industry is Ed Col- 
liau, South Pasadena (Calif.) Chev- 
rolet dealer. 

His brother, Harry J., is with 
the Chrysler Parts Corp. in Detroit 
and another brother is with Kaiser- 
Frazer’s central office. 

One sister is married to E, T. 
Galvin, Dodge-Plymouth dealer in 
Saginaw, Mich., and the other is 
married to a former district man- 
ager for Shell Oil, who was in 
charge of sales to automotive ac- 
counts, 

Colliau’s father, unti] his death 
two years ago, was a toolmaker 





Lee Cowan Opens in Philadelphia— 

A Hudson dealership was opened in Philadelphia Oct. 20 by Lee Cowan. Left to right: 
L. E. Orner, zone manager; ''Miss Philadelphia’ and Cowan. Lee Cowan, Inc., is at 334 
N. Broad St. 





for Chevrolet in its Detroit plant. 
And his mother is part owner of 
a gas and oil distributing firm in 
Port Huron, Mich. 


* * * 


Lowry Hudson Opens 


Lynn Lowry Motors, Inc., Mc- 


Pherson, Kans., has been granted 
the franchise for Hudson cars in 
the McPherson territory. Cleo Hart 
and Ralph Lowry are in the sales 
and service department. Mrs. Lynn 
Lowry is the office manager. Lynn 
Lowry is general manager. 





William J. Mayer, Idle Motors 
Service Manager says: 





For 30 years, Snap- 
on's Direct - to - User 


tool service has proved 





HAS A BETTER CHANCE!” 


... because,” continues Mr. Mayer, ‘‘we know he takes 
pride in owning tools of quality, and he is the type 
of man we want. We have found that the Snap-on 
Rolla-Bench saves our men time on each job. A good 
mechanic can be judged by his tools and tool cabinet.” 





to be “The Time-Sav- 
ing Way to buy Time- 
Saving Tools.” 


™ Snap-on Jools WW 


ai ment) Gam lalha MECHAN\G 





These pictures of the magnificent, 
new quarters of Chrysler - Plym- 
outh IDLE MOTORS, room for 
40 cars,carry Mr. Mayer’s thoughts 
further than “judging a good 
mechanic by his tools and cabinet.” 

Here is service displayed with 
showroom importance —spot- 
lighted so CUSTOMERS, too, say, 
“Here are good mechanics — here 
are folks to keep me on the road!” 


No matter how small the shop, 
it’s always big enough for the best 
ad for service that anyone can 
buy — modern Snap-on Tools in 
a striking-looking Snap-on Rolla- 
Bench! 

Figure it out with your Snap-on 
man. Branch sales offices in 41 
principal cities. 

SNAP-ON TOOLS CORPORATION 
8082-K 28th Ave., Kenosha, Wis. 


Write for 104-page Catalog 


Eee 


36 






By Cutting Own 


BOSTON.—An anti-inflation pro- 
gram covering all segments of the 
nation’s economy, with the federal 
government itself leading the way 
by drastically curtailing nonessen- 
tial spending, is advocated by the 
First National Bank of Boston in 
its current New England Letter. 

“All groups share in the re- 
sponsibility for inflationary 
trends and must submerge self- 
ish interests in order to cooper- 
ate in safeguarding the purchas- 
ing power of the dollar, which 
has shrunk by more than 40 per- 
cent in the past decade,” the bank 
declares. 

“To bring about the necessary 
cooperation toward this objective, 
however, it is highly essential that 
the government practice what it 


Broad Plan Needed 


Government Should Lead Anti-Inflation Drive 
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Costs, Says Bank 


preaches and set the example by 
putting its own house in order. 

“The propelling force of inflation 

is the sharp increase in federal ex- 
penditures which augments the 
money supply at a more rapid rate 
than goods can be produced. To 
narrow this inflation gap, the gov- 
ernment should cut to the bone 
non-defense expenditures which are 
running at the current rate of $29 
billion, or moré than four times as 
much as for the fiscal year begin- 
ning July 1, 1940. 

Without in any way impairing 
essential services, substantial 
savings could be made by a sharp 
reduction in waste and extrava- 
gance. The government should 
release non-essential workers for 
service in the rapidly expanding 










Ford Sester Office Workers Form Club— 


Here is the recently formed Sacramento-San Joaquin (Calif.) Ford Dealer Office Man- 


agers and Accountants Assn. It was formed 


to promote exchange of ideas among dealers. 


Jean Meyers, of Marysville, is president and C. D. Gallacher, Sacramento, vice-president. 





defense setup, instead of drawing 
upon a tight labor market. 

“The government is not only 
hoarding labor but also commodi- 
ties. Under the farm price support 
program, the government had on 
hand as of July 31, 1950, approx- 
imately 394,000,000 pounds of dried 
milk, 104,000,000 pounds of dried 
eggs, 186,000,000 pounds of butter, 
78,000,000 pounds of cheese, 332,- 


000,000 bushels of corn, 323,000,000 
bushels of wheat, 17,000,000 pounds 
of wheat flour, and many other 
products, with an aggregate cost to 
the government of more than $2,- 
600,000,000. Instead of allowing 
these foodstuffs to spoil and rot in 
storage, the government should 
make use of them for the armed 
forces. 

“The anti-inflation program 





should cover all segments of ou 
economy. The banks should extenc 
credit on a sound basis to facili 
tate production and not specula 
tion, while efforts should be mad 
to encourage depositors to retair 
rather than to spend their savings 

“Individuals should operate on 
@ pay-as-you-go basis and avoid 
unnecessary borrowing that 
would compete with the govern- 
ment for funds. Labor unions 
should exercise real restraint in 
wage demands since employe 
compensation, constituting about 
85 percent of costs, is quickly 
reflected in prices. 

“The crux of the inflation prob- 
lem under the defense program 
centers around the increase in 
available consumer income in the 
face of a shrinkage in the supply 
of civilian goods. The most effec- 
tive curb would be to siphon off 
the surplus money into higher 
taxes, with most of the remainder 
invested in government bonds or 
placed in savings.” 
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New Commercial Car Registrations, All States for September, 1950-1949 


Truck registrations by states are 
released here weekly, as com- 


pleted by R. L. Polk representa- 
tives In state capitals. 





42 States Previously ‘50 
Reported for September ‘49 
Arkansas ‘50! 
'49| 

California *50/ 
‘49| 

Mississippi ‘50 
‘49 

Missouri *50/ 
*49| 

New York *50/ 
'49/ 

Tennessee ‘50| 
‘49| 

Texas *50| 
*49\ 

All States ‘50! 
for September *49) 
Year "50! 
to Date ‘49| 


The following advertised-delivered prices 
are based on factory retail prices at the 
factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 
They do NOT inctude_ transportation 
charges, state or local sales taxes or 
optional equipment. 


AUSTIN—A40——4-dr. sed. 
539; stat. wag. (countryman), $1.649. 
A%0—Atlantic conv., manual top, 2.460 
(hydraulic top. $2.634); sports sed., $2,865. 
(Delivered in New York.) 


BUICK—Special Series 40—4-dr. 
back sed., $1.941 (deluxe, $1.983): 
jetback sed., $1.909 (deluxe. $1,952); sed. 
ene.. $1,856 (deluxe, $1,899): bus. cpe., 
$1.803. Super Series 50—4-dr. tourback 
sed., $2,139: 4-dr. Riviera sed., $2.212; 
sed. cpe., $2.041; $2,476; Riviera, 
$2,139; stat. wag.. $2.844. Roadmaster 
Series 70—4-dr. tourback sed., $2.633: 4-dr. 
Riviera sed.. $2.764; sed. cpe., $2.528; 
conv., $2,981; Riviera, $2.633 (deluxe, 
$2.854): stat. wag., $3,433. (Dynafiow 
standard on Roadmaster, optional on Spe- 
cial and Super models at $169.20.) 

OADILLAO—Sertes 61—4-dr. sed., $2,- 
R66: club cpe., $2,761. Series 62—4-dr. sed., 
$3,234; club cpe., $3,150; $3.654; 
os DeVille, $3,523. Series 60 Special— 

sed.. $3,797. Series 15—4-dr. 7-pass. 
as Oe TES 4-dr 7-pass. Imperial sed., 

(Hydra-Matie standard on Sertes 

— 60 Special, optional on Series 61 
a 75 at $174.25.) 

CHEVROLET — oe Special—4-dr. 
sed., ——y oe. . $1,403; club cpe., 
$1,408 Styleline Del 


(Devon), $1.- 


tour- 
4-dr. 
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$2,133.75; stat. wag., $3,183.75. Windsor 
—4-dr. sed., $2,348.50; 8-pass. 4-dr. sed., 
$3,069.75; club cpe., $2,327.50; conv., $2,- 
761; Newport, $2.656.50; Traveler, $2,- 
579.75; lim., $3,196. Saratoga—4-dr. sed., 
$2,667.25; club cpe., $2.641. New Yorker 
—4-dr. sed., $2.783; club cpe., $2,756.75; 
conv., $3,263; Newport, $3,157.75. Town 
& Country—Newport, $4,027.75; stat. wag., 
$2.759.50. Imperial — 4-dr. sed., $3,080 
(deluxe. $3.201). Crown Imperial — 4-dr. 
sed., $5,278.75; lim., $5,383.75. (Presto- 
matic optional on Royal at $120.90, stand- 
ard on other series.) 

OCROSLEY—2-dr. sed., $882; conv., $882; 
stat. wag., $915.50; roadster (Hotshot), 
$872. Super — 2-dr. sed., $951; conv., 
$953.50; stat. wag., $984; roadster (Super 
Sports), $925. 


DeSOTO—Deluxe—4-dr. sed., $2,008.75; 
8-pass. 4-dr. sed., $2,698.75; club cpe., 
$1,998.75; Carry-All, $2,213. Custom—4-dr. 
sed., $2,196.25; 8-pass. 4-dr. sed., $2,- 
885.25; club cpe., $2,178.25; conv., §$2,- 
600.50; Sportsman, $2.511.25; stat. wag., 
$3,115.25 (all-steel, $2,739.25); Suburban, 
$3,201.25. (Tip-Toe Hydraulic Shift stand- 
ard on Custom, optional on Deluxe at 
$120.90.) 

DODGE—W: 
roadster, $1,744.50; bus. 
Meadowbrook—4-dr. sed., $1,865.75. Coro- 


2-dr. sed., $1,755; 
cpe., $1,628.75. 


net—4-dr. sed., $1,944. 75; 8-pass. 4-dr. 
sed., $2,634. 25; club cpe., $1,931; conv., 
$2,346; Diplomat, $2,240.75; stat. wag., 

, 882. war optional on Coronet 


50. 
models at $94.60 
FO RD Detuse Stx—4-dr. sed., $1,471.50; 
2-dr. sed., $1,424; bus. cpe., $1 332.50. 
aan Eizht — 4-dr. sed., $1,545: 2-dr. 
, $1,497.50; bus. 
Stx—4-ar, sed 


cpe., $1,419. Oustom 
., $1,558; 2-dr 


. sed, 
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Current Prices on New Automobiles 


$1,511; club cpe., $1,511; stat. wag., $2,- 
027.50. Custom Deluxe Fight—4-dr. sed., 
$1,637; 2-dr. sed., $1,589.50; club cpe., 
$1,595; conv.. $1.948; Crestliner, $1,710.50; 
stat. wag., $2,106.50. 

FORD OF BRITAIN—4-dr. sed. (Prefect, 
cloth), $1,122; 2-dr. sed. (Anglia), $1,004. 
(Delivered in New York.) 


FRAZER—4-dr. sed., $2,359: Vagabond, 
$2.399. Manhattan —conv., $3,075; Vir- 
ginfan, $3,075. (Hydra-Matic optional on 
Frazer models at $158.61, standard on 
Manhattan models.) 


HENRY J—Four—2-dr. sed., $1,299. Six 
Deluxe—2-dr. sed., $1,429. 

HILLMAN MINX — 4-dr. sed., $1,495; 
conv., $1,745; stat. wag., $1,797. (Deliv- 
ered in New York.) 

HUDSON—Pacemaker Custom—4-dr. sed., 
$2,088.50; 2-dr. sed., $2,046.50; club cpe., 
$2,088.50; bus. cpe., $1,912.50. Super Six— 
4-dr. sed., $2,227.50; 2-dr. sed., $2,180; 
club cpe., $2.227.50. Commodore Six—4-dr. 
sed., $2,415.50; club cpe., $2,391.25. Hor- 
net Six—4-dr. sed., $2,501.50; ~- + 


$2,477.25. Commodore Eight — 4-dr. 
$2,501.50; club cpe., $2,477.25. (ityare: 
Matic optional on Commodore and Hornet 


models at $158.50, Super-Matic optional on 


Pacemaker and Super Six models at 
$199.31.) 

KAISER — Special — 4-dr. sed., $2,109; 
2-dr. sedan $2,059; club cpe., $2,039; 4-dr. 
utility, $2,209; . utility, $2,159; bus. 
cpe., ! Detuxe—4-dr oe $2,219; 
2-dr. $2,108: club cpe., $2,189 ; 4dr. 
etl § $3.31 2-dr, utility, 


cpe., $2,059 * i yara-Mntie optional ‘ ‘on all 
models at $158.61.) 
LINOOLN — 4-G@r. sed., $2,575.50; club 


cpe., $2,528.50; Lido, $2,721. 
—4-dr, sed., $3,239.50; club cpe., $3,187; 
conv., $3.949.50; Capri, $3,405. (Hydra- 
Matic optional on all models at $174.25.) 


MERCURY — 4-dr. sed., $2,061; Model 
72-B club cpe., $2,008 (Model 72-A, $1,- 
894); conv., $2,446; Monterey, $2,176; stat. 
wag., $2,589. (Mere-O-Matic optional on 
all models at $168.50.) 


NASH—Rambler Custom—conv., $1,837; 
stat. wag., $1,837. Statesman Super—4-dr. 
sed., $1,815; 2-dr. sed., $1,790; club cpe., 
$1,812; bus. cpe., $1,710. Statesman Cus- 
tom—4-dr. sed., $1,974; 2-dr. sed., $1,- 
949; club cpe., $1,971. Ambassador Super 
—4-dr. sed., $2,162; 2-dr. sed., $2,137; 
club cpe., $2,158. Ambassador Custom— 
4-dr. sed., $2,321; 2-dr. sed., $2,296; club 
cpe., $2,317, (Hydra-Matic’ optional on 
Ambassador and Statesman models at 
$158.50.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$1,978 (deluxe, $2,056); 2-dr. sed., $1,920 
(deluxe, $1,998); sed. cpe., $1,904 (deluxe, 
$1,982); club cpe., $1,878 (deluxe, $1,956); 
conv., $2,294; Holiday, $2,162 (deluxe, $2,- 
267); stat. wag., $2,520 (deluxe, $2,662). 
Series 98—4-dr. sed., $2,299 (deluxe, $2,- 
393); 4-dr. town sed., $2,267 (deluxe, 
$2,361); sed. cpe., $2,225 (deluxe, $2,319); 
conv., $2,772; Holiday, $2,383 (deluxe, 
$2,641). —_— optional on all mod- 
els at $158.50.) 


PAGS OR—000—~4-60, sed., $2,355; 2-dr. 
sed., ; Dus. cpe., $2,195, $00 Deluxe 
—4-ar. ; $2,495; 2-dr. sed., aus 300 
—4-ar. yo id $2,795. Patrician 400—4-dr. 
sed., $3,385. (Ultramatic standard on Pa- 
as 400, optional on other models at 


Cosmopolitan 
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PLYMOUTH — Deluxe P19 — 2-dr. sed.. 
$1.507: Suburban, $1.855 (Special, $1,- 
960.75); bus. cpe., $1,385.75. Deluxe P20— 
4-dr. sed., $1, 566: club cpe., $1,534.25. 
Special Deluxe P20—4- dr. sed., $1,644: 
club cpe., $1,617.50; conv., $1,997; stat. 
wag., $2,387. 


PONTIAC—Chleftain Six—4-dr. sed., $1,- 
745 (deluxe. $1,840); 2-dr. sed., $1,694 
(deluxe, $1,789): club cpe., $1,694 (deluxe, 
$1,789); conv. deluxe, $2,122; Catalina de- 
luxe, $2.000 (super deluxe, $2,058); stat 
wag., $2.264 (deluxe, $2,343); bus. cpe., 
$1,571. Chieftain EFight—4-dr. sed., $1,813 
(deluxe, $1,908); 2-dr. sed., $1,763 (de- 
luxe, $1,858); club cpe., $1,763 (deluxe, 
$1,858); conv. deluxe, $2,190; Catalina de- 
luxe, $2.069 (super deluxe, $2, 127); stat. 
wag., $2.332 (deluxe, $2,411); bus. cpe., 
$1,640. Streamliner Six—4-dr. sed., $1,724 
(deluxe, $1,819); sed. cpe., $1,673 (deluxe, 
$1,768). Streamliner Fight — 4-dr. sed.. 
$1,792 (deluxe, $1,887); sed. cpe., $1,742 
(deluxe, $1,837). (Hydra-Matic optional on 
all models at $158.50.) 


RENAULT — 4-dr. sed., $1,035. 
ered in New York.) 


STUDERBAKER—Chanmpion Custom—4-dr. 
sed., $1,571.50; 2-dr. sed., $1,539.75; club 
cpe., $1,566; bus. cpe., $1,471.25. Cham- 
pion Deluxe — 4-dr. sed., $1,649.50; 2-dr. 
sed., $1,617.75; club cpe., me 644; bus. 
cpe., $1,549.25. Champion Re — 4-dr. 
sed., $1,728.50; 2-dr. sed., #1007; 


(Deliv- 


$1,907.25; club cpe., 
25. Oommander 


Land Oruiser—4-dr. sed., $2,071. (Auto- 
matic optional on all models at $201.25.) 


WILLYS-OVERLAND—Four — Jeep, $1,- 
368.24; Jeepster, $1,492.78; stat. wag., 
$1,703.59 (four-wheel-drive, $2,107.69), Six 

—Jeepster, $1,597.70; stat, wag., $1,782.58, 
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Backshop . 





(Continued from Page 28) 


that may ruin many a dealer 
when he gets to trading close. 

And still another cost that he 
must know accurately is the actual 
cost per day of letting a used car 
stand on the lot. Any dealer can 
quickly determine this by taking 
his lot cost, all costs that go into 
preparing a used car for sale as far | 
as the “beauty and shinola” treat-| 
ment is concerned, the wages of | 
his lot attendants, heat, light and 
average interest on the money in- 
vested in used cars and divide it| 
by the number of actual “use hours” | 
of his lot for a month. The result | 
may startle him—and force much 
greater attention on the need for 
a 10-day turnover. 

* * = 


Fish Are Still There 


ested in is in keeping themselves 
looking attractive—and in their pay 
check at the end of the week. 

* * * 


It’s Inexcusable 

N FAR too many cases the dealer 
is solely responsible for this con- 
dition. If he had any real interest 
in how his customers were being 
treated, he would make certain 
that he had the right type of men 
writing orders — men who knew 
enough mechanics to write an in- 





By Jack Weed 


seem interested in is getting the I 
order filled out with something and 
only pay as little attention to the 
customer as they can to hold their 
jobs. In my estimation, far too 
many order writers are the type 
of guys who are wont to label drug- 
store cowboys. All they are inter- 





telligent order when they knew 
what was needed and enough 
“know-how” to be able to dig for 
the right answer before they wrote 
the order. Such men not only make 
and hold service customers, but 
they aid greatly in holding good 
mechanics in the shop. 

Practically every dealer has 
sufficient testing equipment so 
that any reported trouble that 
isn’t instantly recognizeable can 
be correctly determined before 
the order goes to the shop. Not 


CAR DEALERS SPEED 
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checking the job to make sure 
it has been repaired properly is 
definitely inexcusable in a deal- 
er’s service shop. It is just as 
inexcusable as sending out a new 
car that has not been properly 
prepared for delivery. 

How dealers are going to equal- 
ize their charges for the same 
amount and type of work—for the 
same correction procedure with 
other dealers in the same area is a 
little harder deal, unless they get 

(Continued on Page 69, Col. 1) 








EING a fisherman, I like to com- 

pare our business to that of > & 2 
trout or “float” fishing. We have 
been sweeping down a nice swift 
flowing stream with only the nor- 


mal number of snags and sandbars. 
Much of the time we have been 
able to easily flick a fly over to 
the right spot in those deep pools 
where the big ones lie. About a 
year ago we struck a little stretch 
of rough water where the fish had | 
some cover to hide under, and | 
many a fisherman got a little pan-| 
icky because they had never had to 
show any finesse in their casting— 

they never had found out how to 
drop a fly over a log or under an 

overhanging bush. 

But that stretch of water soon 
smoothed out and away we went 
again, throwing our flies to the four 
winds—and fish were there to take 
them regardless of how they hit 
the water. Many fish were so hun- 
gry that they even came out of the 
water to hit the fly before it struck 
the water. 

A couple of weeks ago, how- 
ever, government built a man- 
made bar that almost complete- 
ly diverted this smooth flow of 
water. The top water was rough 
where it was turned by this bar 
and the current now, instead of 
continuing down the center of 
the river bed, has been thrown 
to the side of the stream—and 
fishermen must go to work to 
get a good catch. 

They have got to learn how to 
get around and over those snags 
in the stream; they must learn how 
to get their fly out over the water 
that is over their depth. They will 
have to dress their fly much more 
carefully and use a much lighter 
leader. 

Fish are still there and the 
stream is still there with about the 
same amount of flow. But under 
the diverted current conditions, the 
fisherman will have to take more 
pains to see that his footing is 

sound—or his boat well-handled 
or he may get a “ducking” trying 
to reach some of those big ones 
that lay out in the deep pools. 


Presents Film 

ERLE ST. AUBIN, head of the 
i General Motors service section, 
got a great thrill out of a presenta- 
tion made last week in his home 
town of Mt. Clemens, Mich. Tom- 
linson Oldsmobile made the first 
presentation of the GM driver 
training film, where a dealer had 
bought the film and presented it 
to his school board for use in the 
schoo] system driver training class- 
es. W. E. Tomlinson is the dealer 

—and the film has been a pet proj- 
ect of Merle’s for many a moon. 

Some time ago the Allied Plan 
of Service Merchandising made a 
study of the prime causes of why 
customers leave a dealer’s shop and 
go elsewhere for their service. 

The top reason was lack of a 
thorough diagnosis of the needs 
of the car the customer brought 
in. Second was the lack of check- 
ing to see if the work had been 
done properly before the car was 
turned back to the customer, and 
the third was the lack of stand- 
ardization of prices even in the 

Same area, 

The cure for the first two are 
obvious—eliminate the carelessness 
in the writeup and delivery ends of 
the service department. Far too 
many floor men go at their job in 
a hit-and-miss manner — all they 
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Complete accessibility to undercar parts makes 
easier and faster . . . and more profitable. Rotary 
Lifts put work right out in the open, where it can 
a convenient standing position. Keep mechanics happy! 





at 
Servicing automatic transmissions can be done in 1/3 
less time! With a Rotary Mechanic’s Lift and a portable 


unit as pictured, it’s only a one-man job to handle these 
heavy units. Another hard job made easier and safer! 


repair jobs 
Mechanic’s 
be done in 


Faster and 


New Flush Controls with “piano key action” are an 
efficient, time-saving feature of Rotary Mechanic’s Lifts. 
Operator is in position to see exactly what’s going on as 
he raises lift. 


safer than wall controls. 





Savings up to 50% on all types of repair and lubrica- 
tion jobs are being reported by Rotary users from coast 
to coast. Many car dealers, after trying one lift, have 
bought a lift for each mechanic’s stall. They find it pays! 


cD MECHANICS LIFTS 





Call your Rotary distributor or write us for catalog and prices. 


ROTARY LIFT CO., 1142 KANSAS, MEMPHIS, TENN. 
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And this one reaches them today 


* at lower cost than any other advertising medium, 





or any other microphone. 






















kit is announced by D. S. M, Electric Co., 
6209 Hamilton, Detroit. With the device in- 
stalled, says the firm, spark plug gaps can 


be .005 wider and the car will idle smoother. CASCO DISPLAY—A three-dimensional il- 


luminated counter or window display, com- 
plete with flasher, that merchandises its illum- 
inated Vis-O-Lite pop-out car lighters has 
been introduced in test sales by Casco Prod- 
ucts Corp., 512 Hancock Ave., Bridgeport, 
Conn., according to Bert G. Cochrane, sales 
vice-president. 








bs < sillei 


CHARGES, ANALYZES—The portable Hart- 
man AH-55 rapid battery charger and anal- 
er, which overnight will trickle-charge from 
to 10 batteries, is announced by Associated 
Equipment Corp., 5147 Natural Bridge Ave., 
St. Louis. The unit also features an automatic 
shut-off switch. It weighs 85 pounds. 


* * * 
































DOOR GASKET— Four types of molded 
sponge rubber door and trunk gasket, serv- 
icing the majority of cars and commercial 
vehicles, are now available individually boxed 
in a new dispenser-package developed by 
Durkee-Atwood Co., 215 N. E. Seventh St., 
Minneapolis. Molded Dor-Tite is packed in 
standard shop-size lengths which are clutch- 
fed through a die-cut opening in the dis- 
penser. The positive feed avoids fouling of the 
gasket and the box eliminates roll-away, the 


PLEASE NOTE POLISH—Sil-vize, "the lazy company states. 


man's polish,"' contains water-emulsified 6 
percent General Electric silicone, announces 
its producer, Lusco, Inc., 5915 Bonna Rd., 
Cleveland. The product, claims the firm, 
cleans the car's surface and leaves a weather- 
resistant finish. 





REPAIRS CRACKED ENGINES—The Block- 
Binder, a high amperage-low voltage metal 
application for repair of cracked engines, is 
announced by Tincher Products, 882 Borden 
Ave., Sycamore, Ill. The BlockBinder elimi- 
nates the need for pins in repairing cracks 


















up to three inches long, according to the 
manufacturer, and reduces the number of 
pins needed to repair longer cracks. 

* * * 
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BATTERY HOLD-DOWN—The Blue Streak 
Resistron battery hold-down is completely 
corrosion proof, according to Standard Motor 
Products, 37 N. Bivd., Long Island City |, 
N. Y. After being immersed in battery acid 
for 10 days—as a test of its resistance to 
corrosion under conditions similar to actual 
use in a car, the Resistron (left) is free of 
corrosion, the maker says. An ordinary hold- 
down subjected to the same test, showed 
little paint left on it, and metal that was 
almost completely dissolved, it adds 


FOR BLEEDER FITTINGS—A snap-on snap- 
off rubber bleeder hose announced by 
Eis Automotive Corp., N. Main and High St. 
Middletown, Conn. 


OIL FILTER—A blend of cotton threads 
and bast fibers forms a labyrinth of minute 
sludge traps in Wixite cartridges, according 
to Wix Accessories Corp., Box 471, Gastonia, 
N. C. The firm says the traps do not collapse 
or mat down and they therefore absorb a 
greater volume of dirt and sludge. 


4 





automo- 


ARM REST—A portable unit for 
biles, which may be used on either front or 

















FOR FRONT-END WORK—A caster-camber 
wrench set has been announced by Owatonna 
Tool Co., 314 N. Cedar St., Owatonna, Minn. 
This set operates on all late model cars, 
says the firm. The set consists of 10 wrenches, 
one flat open end, five U-shaped '/2-inch 
drive wrenches and four Allen type wrenches. 





OUTSIDE VISOR—The Sunwind exterior visor 
is made of a single formed sheet of trans- 
parent colored Plexiglas. Adjustable without 
tools, the visor fits most car models and Is 
available in soft green, blue or red, accord- 
ing to Sunwind Mfg. Co., St. Petersburg, Fla. 
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Chicago 8. 
off with 
states. 


Is applied by brush, then wiped 
no rubbing necessary, the firm 


PUMPS LUBRICANTS—Three models of an air-operated high pressure pump, the Alemite 
Seven Eleven, which will deliver lubricant from 25, 35 or 50-pound original containers, have 
been announced by Alemite division of Stewart-Warner Corp., 1826 Diversey Pkwy., Chicago. 
Heart of the 7I! pumps is a sealed-in air motor which is said to be unconditionally qguar- 
enteed for 27 months. The motor requires no oiling and has an exclusive centered-vaive 
design, with the air vaive and related parts located between the air cylinder and pump 
tube. Model Ji! is mounted on three-inch casters with a pull-handle, 7I1-A is mounted 
en @ pivot-swing dolly, and 7I1-B is without base or dolly. 







MASTER, WHEEL ASSEMBLIES—Eis Auto- 
motive Corp., N. Main and High St., Middle- 
town, Conn,, has expanded its setup of mas- 
ter and wheel cylinder assemblies, offering a 
complete coverage of all popular models. A 
new catalog may be had by writing the 
factory. 


RUST REMOVER—Rid-O-Rust contains no|, 
abrasive to harm chrome or paint finish, | 
according to Tello Corp., 273! Quinn St., 



























rear seats, is announced by R. W. Shreiner Q 
Sales Co., Harrisburg, Pa. The arm rest is 7 
held in position by a curved steel extension 
which slips between the cushion and the seat. 
It has a steel frame, upholstered with foam 
rubber padding, and is covered with plastic. 
A zipper on the side provides storage space. 
* * * 
& 
BATTERY CHARGER—The L W Powercharg- 
er, which controls the charge through a safe- 
ty therment, a detector which is placed in 
the center cell of the battery, is announced 
by Fox Products Co., 4700 N. i8th St., Phila- 
deiphia. A feature of the unit is a device 
which tests all three cells at once. 
* * * 
: Ligh 
s 
PORTABLE CAR WASHER—A car and truck ee 
washing system, the Drex-Foam process, has 
been placed on the market by Detrex Corp., 
14331 Woodrow Wilson, Detroit 32. The ma- 
chine shown is portable and can be used - 
either in a stall or with a continuous} — or cigarene 
a conveyor. Conveyors to meet| 7 ~ i\ N =< ~ - 
individual needs are also available, the com- o a or 
pany states. The machine is charged with /, SAFELY while you drive! - 
srenreen, 3 oe synthetic detergent / f i \ was ihe 
escribed as safe for use on all finishes. . . . 
Approximately 50 cars can be washed with LIGHTS CIGARETS—The Wico lighter, which 
a single charging of Drex-Foam at a cost of |is installed by inserting it into the regular 
two cents each for detergent, Detrex adds. |lighter socket, is being marketed by Jack 
Stetzel, 93 Steward, Detroit. There are no 
* * * wires to attach. The driver inserts the cigaret, 
presses a button and the cigaret is ready 
to smoke. 
pa 
wr 
‘ ‘ 
HAS LUCITE LENS—Signal Stat Corp., 1430 
Herkimer St., Brookiyn, Y., announces a 
Class A signal lamp line. Included in the 
on line = ne = Vy lucite ue 
containing square inches of lense surface. 
This is the first introduction of a double|, CLEANS WHITEWALLS — The Sand-O-Fiex ” 
faced lamp by any manufacturer, the first of brush-backed sander, produced by Merit 
its kind to be made of lucite, and the first] Products, 4023 Irving Place, Culver City, 


light | Calif., cleans grime and stains from white- 
r| wall tires, the firm reports, 
(Continued on Page 41, Col. 1) 


to be engineered to give maximum 
through use of unique faceting, the make 
says. 
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New Products 


(Continued from Page 40) 


The Plastic Coatings and Film 
Assn., 9 Rockefeller Plaza, New 
York 20, has published a booklet 
titled “Why Are They Buying Plas- 
tic Upholstery?” The association is 
comprised of firms making plastic- 
coated or all plastic materials for 
upholstery and other uses. 





FOR BRAKE WORK — The Chicagoan, a 
heavy-duty brake reliner having a double 
column with separate delining and rivetin 
stations, is announced by Chicago Rivet 
Machine Co., 9600 W. Jackson Bivd., Bell- 
wood, Iii. It also has a foot-operated driller 
and swivel driller grinder. The machine has 
@ riveting throat seven inches deep and is 
equipped with a 65-inch or 7!/2-inch rubber- 
cushioned abrasive. 


* * * 


Brake Shoe Exchange Plan 


Announced by Asbestos Mfg. 


A “bulk brake shoe exchange 
program” has been announced by 
the Asbestos Mfg. Co., Huntington, 
Ind. Users of the service will be 
able to obtain Amco brake lining 
already bonded or riveted to the 
brake shoe, ready for installation. 

The company said that under the 
program, Amco brake shoe ex- 
changes will offer shoes with De- 
luxe brake lining and the compa- 
ny’s new Fulmold lining for both 
riveted and bonded shoes or Wire- 
back lining for riveted shoes. 





ui 


CLEAR-EX—A device to reduce deposits in 
asoline engines and to minimize the harm- 
ul effects of carbon gases is being manufac- 
tured by Flint Corp., 1310 W. Clybourn St., 
Milwaukee. Called Clear-ex, it consists of a 
series of metal expansion tubes and an air 
intake valve. The device taps inte the exhaust 
manifold and introduces air into the exhaust 
system, greatly reducing the carbon-laden 
gases in the compressed charge of live air 
and fuel, the company claims, 


* * * 
Clamp Folder 
A four-page folder describing 


how jaw clamps replace U clamps 
and straps is announced by J & S 
Tool Co., 477 Main St., East 
Orange, N. J. 


* + 7 


Clark Catalog Lists 
Material Moving Units 


A catalog containing specifica- 
tions of its line of materials hand- 
ling equipment is announced by 
the Industrial Truck division of 
Clark Equipment Co., Battle Creek, 
Mich. Models listed include fork- 
lift trucks, both gas-powered and 
electrics, on solid tires and pneu- 





















matic tires; industrial towing trac- 
tors; tructractor models for hand- 
ling bulk materials, and 20 attach- 
ments designed for special needs. 


* * * 


Vibropad Catalog 

B. F. Goodrich Co., Akron, has 
published a new catalog section on 
its recently introduced Vibropad 
rubber mounting which features a 
step-by-step description of installa- 
tion methods. Copies are available 
from the company. 


* * * 


2 Ausco Hydraulic Jacks 


To Bow at ASI Show 

Two Ausco hydraulic jacks are 
to be shown for the first time at 
the ASI Show, according to Auto 
Specialties Mfg. Co. St. Joseph, 
Mich. The premiere showing will 
introduce the Ausco 1%-ton curb 


jack and the line of 1% to 12-ton 
hydraulic axle jacks. 

The “Bosco” 1%-ton hydraulic 
curb jack is said to be one of the 
most maneuverable, easiest-to-oper- 
ate of its type. With lifting range 
from 3% to 18% inches, this jack 
will lift any car. Ausco’s hydraulic 
axle jacks, the “D-1500” series, are 
available in 1%4, 3, 5, 8 and 12-ton 
capacities. 





PISTON RING—An enlarged view of a 
Flexline oil control ring, produced by Mus- 
kegon Piston Ring Co., Muskegon, Mich., 
shows the side sealing of the openings be- 
tween the segments forming the ring lands. 
The device is said to conform to all cylinder 


contours. 
7 7 * 


Motor Starter Bulletin 


Allis-Chalmers motor starters— 
type H—for 2,300 to 5,000-volt squir- 


rel cage, wound rotor, synchronous 
and multi-speed motors are de- 
scribed in a 12-page bulletin re- 
leased by the company, Copies are 
available from Allis-Chalmers Mfg. 
Co., 1248 S. 70th St., Milwaukee. 


* * * 


Bemis Calendar 
Bemis Bro. Bag Co., 408 Pine St., 
St. Louis 2, is offering a 1950-51 
calendar to “friends of our com- 
pany.” The calendar contains illus- 
trations showing how Bemis prod- 
ucts are used in industry, on the 

farm and in everyday life. 


* * * 


Steam Cleaning Machine 


Announced by Sterod 

An improved heavy-duty type va- 
por steam cleaning machine for 
general industrial, automotive, rail- 
road, aviation and other uses has 
been announced by the General 
Equipment division, Sterod Mfg. 
Co., 444 Frelinghuysen Ave., New- 
ark, N. J. A fully automatic, safety 
protected system enables one-man 


the maker states. At the snap of 
a switch a spark is generated which 
ignites the burner and puts the 
machine in action. From this point 
on, fully automatic controls are 
said to maintain the operation at 
its peak, 





FITS ALL CARS—Chrome and enamel auto 
trays are being produced by Autotray Co., 


36 N. Pennsylvania St., Indianapolis. Made 
of heavy gauge steel, the tray is mounted in 
rubber to prevent rattling. The front seat 
model swings under the dash—the rear tray 
fits parallel to back of front seat. These 
trays will fit all makes of cars, advises the 
manufacturer. They measure six inches by 


operation while at the same time} 2 inches. 


accelerating the cleaning process, 


(Continued on Page 42, Col, 1) 





is FIRST AGAIN — completely 
explaining the new 1950 


SUBSCRIBE TODAY TO THE FOLLOWING: 


4. Monthly Tax Calendar—12 Issues. 
5. ALL SPECIAL BULLETINS— 


1. Executive Binder for DEALER. 


2. Tax Control Binder for 
ACCOUNTANT. 


3. DEALER TAX BULLETINS—24 Issues. 


IN ADDITION YOU WILL RECEIVE THE FOLLOWING IMPORTANT BULLETINS: 
7. Dealer ESTATE and GIFT Taxes. 
8. How Much Salary and Bonus 


1. 100 Tax Saving Suggestions. 

2. The 1950 REVENUE ACT. 

3. When the Tax Examiner Comes 
to See You. 


4. Dealer Incentive and Profit- 
Sharing Plans. 


5. How Much Surplus Can | Keep? 
6. Debunking TAX EVASION. 





12 Months. 


6. Complete Instructions for U. S. 


Tax Returns. 


Can a Dealer Take? 


9. Must a Dealer Pay Dividends? 
Should You Dissolve? if So, When? 


Proprietorship or Partnership vs. 
Corporation for Dealers. 


10. 
11, 
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DEALER TAX BL 





Street Address... 


HURRY— SENO TODAY 


MY CHECK FOR $75.00 IS ENCLOSED a 
Enter My Order for a Year's Subscription 
to the # 


STOKES TAX CONTROLS 








To STOKES TAX CONTROLS # 
1101 Connecticut Avenue, N.W. Z 


Washington 6, D. C. 
SEND EVERYTHING TO: 
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New Products 


(Continued from Page 41) 


A 16-page illustrated manual on 
Geon polyvinyl materials has been 
published by B. F. Goodrich Chem- 
ical Co., Rose Bldg., Cleveland 15. 
Copies are available upon request. 
The manual describes the proper- 
ties, applications, compounding and 
processing of Geon materials. 


* * * 


Hollingshead Tuneup Oil 


Given Laboratory Test 

Laboratory tests show that the 
improved formula of Whiz Motor 
Rhythm is “superior” in eight tune- 
up oil characteristics, says R. M. 
Hollingshead Corp., 840 Cooper St., 
Camden, N. J. 

The eight ways in which Motor 
Rhythm proved to be outstanding 
are, says the company: 1, has high 
solvency value, for removal of car- 
bon and gum from engines; 2, pre- 
vents congealing of motor oils in 
cold weather; 3, does not exces- 
sively thin out or change SAE rat- 
ing of motor oil; 4, increases film 


strength of motor oils; 5, prevents 
interior engine rust and corrosion; 
6, mixes compatibly with all motor 
oils; 7, retains sufficient stability 
under engine heat to prevent evap- 
oration, and 8, to retain solvency 
value. 





Pr nak Scat dN Scie las ss i j 


FOR UNIVERSAL JOINT—Kits with over- 
size steel ball housing are announced by 
National Machine Works, Inc., P. O. Box 
4305, Oklahoma City. The device gives added 
strength and longer life, says the firm. It is 
suited for Chevrolet cars and pickup trucks, 
GMC pickups and early-model Pontiacs, it 
is reported. 


* * * 


Koochook Shop Catalog 
A 28-page machine shop service 
catalog has been published by the 
Koochook Co., Inc., 3141 Locust St., 
St. Louis. The catalog covers the 


10 major work categories performed | uct, Waxstrip, is a rust and scum 


in the Koochook shop. In addition, 
38 individual operations are de- 
scribed and listed. 


* * * 


Free Air Express Service 


Available for Drill Bushings 

Products Engineering Co., 8513 
Sunset Blvd., Los Angeles, has an- 
nounced a free air express service 
for delivery of its precision jig drill 
bushings. The company has set up 
a service division warehouse for 
this purpose, and has issued a 
catalog listing the available bush- 
ings. 


+ * + 


Winter Chrome Protectors 
Marketed by Courney 


Two winter protection products 
are being marketed by Courney 
Products, 9326 Buckeye Rd., Cleve- 
land. The first, called Krome-Kote, 
is a semi-plastic coating for chrome 
and other outer metals. 

Said to withstand all corrosive 
materials, it is transparent and 


remover, 


FOR WHEEL WORK—A front-wheel spread- 
er which puts the same tension on the steer- 
ing mechanism that occurs under driving con- 
ditions, is announced by John Bean division, 
1305 S. Cedar St., Lansing. The device is a 
spring loaded, telescoping steel bar. It can 
be snapped into position between the wheels. 


* * * 


Paper Puncher Announced 


For Automotive Catalogs 

A paper punch for the automo- 
tive trade has been announced by 
Master Products Mfg. Co., 3480 E. 
14th St., Los Angeles 23. 

The firm says its 1525EX punch 
is equipped with five heads for 
punching the combination four hole 
Kalamazoo style and standard 
three hole punching, which is 


does not discolor or flake off, the|/known as universal punching, An- 
company claims. The other prod-|other model, identified as the 1425, 





““YOU’VE GOT TO SHOW ME” 


And you can show him... 


with a Pittsburgh open-vision store front 


UTOMOBILE dealers all over the country 
have found that it pays to ‘ 


‘show your 


automobile showroom is an essential weap- 
on in the battle of competition. 





wares.” And many of them have used a 
Pittsburgh open-vision showroom to show 
more of their wares. An open-vision front 
of Pittsburgh Glass and Pittco Store Front 
Metal places the entire showroom on dis- 
play .. . helps create a desire for displayed 
merchandise . . . often makes a sale before 
the customer enters. And even after the 
showroom is closed, an open-vision front 
goes on “selling.” 

Why not take advantage of the mag- 
netism of an open-vision store front to in- 
crease your business? A modern, attractive 


Remember this when you modernize your 
showroom: Modernization is an investment 
in the future of your business... not just an 
expense. So do a complete job—inside and 
out—for the greatest returns in increased 
business. Easy payment terms can be are 
ranged if you desire them. 

For installations and descriptions of ac- 
tual Pittsburgh Glass and Pittco Store 
Front Metal installations, write for our free 
modernization booklet, “Modern Ways for 
Modern Days.” Just return the convenient 
coupon below. 














Store fronts 





DISPLAY CREATES DESIRE. And with its extensive open- 
vision front this automobile showroom in Little Rock, Ark., 
displays the entire showroom interior and the auto- 


place by durable Pittco Premier Metal. In addition to its 
protective value, lustrous, clean-cut Pittco Metal also adds 
to the showroom’s appearance. The two Herculite Doors 


is said to be similar but provides 
only the standard four hole round 
punchings as used in Kalamazoo 
type punching. 


* * * 


Barrett-Cravens Bulletin 


Describes Pallet System 

Bulletin P-476 entitled “Designed 
for Pallets” contains data on pallet 
design, illustrated with working 
drawings. Four pages are devoted 
to palletized carloading, with draw- 
ings showing a number of space- 
saving arrangements. 


This 16-page bulletin presents 
Barrett pallet systems, employing 
hand and electrically operated lift 
trucks for single or double faced 
pallets. Illustrations show how a 
wide variety of materials and prod- 
ucts are advantageously moved, 
stored or shipped with the pallet 
system. It is published by Bar- 
rett-Cravens Co., 4609 S. Western 
Blvd., Chicago. 


FRIES 


M4 OF asior Sree 





HOLDS UP TO 22 SPRINGS—A display 
rack which requires 16 by 22 inches of floor 
space is announced by Maremont Automotive 
Products, 1600 S. Ashland Ave., Chicago. The 
unit includes a three-color sign that encour- 
ages car owners to have their springs checked. 


Weston Division Offering 


Pocket Type Thermometer 
Convenience is claimed as the 





and Interiors 


by Pittsburgh 









PITTSBURGH 


PAINTS ° 


mobiles and accessories for sale to the best advantage. complete the cheerful open-vision design. Architects: 
The expanse of Polished Plate Glass is held securely in Erhart-Eichenbaum & Rauch, Little Rock, Ark. 
Potton nnn nnn nn “1 
| Pittsburgh Plate Glass Company ! 
! 2210-0 Grant Building, Pittsburgh 19, Pa. ! 
| Without obligation on my part, please send me a FREE copy of your book on modernization, “Modern | 
| Ways for Modern Days.” | 
! 
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GLASS + CHEMICALS + BRUSHES -: PLASTICS 


PLATE 


Gias$ 


COMPANY 


outstanding feature of the Thermi- 
cator, a pocket-type thermometer 
offered by the Tagliabue Instru- 
ments division of the Weston Elec- 
trical Instrument Corp., 614 Fre- 
linghuysen Ave., Newark 5, N. J. 

The Thermicator is said to con- 
sist of an etched-stem glass ther- 
mometer with a lightweight, non- 
corroding protective case. It is 
slimmer than most fountain pens 
and is held securely in coat, shirt 
- vest pocket by an adjustable 
clip. 






RELMco 


An DOOR AND THUNK WRADERETEN , 


ae Se 


HELP YOURSELF—Reliance Mfg. Co., 2695 
86th St., Brooklyn 23, N. Y., has announced 
a weatherstripping metal counter display, 
called Relmco jiffy self-seller. This attractive 
display is designed for easy handling and 
space saving, says the firm. It is complete 
with two 50-foot spools of door and trunk 
weatherstrip. 

(Continued on Page 43, Col. 1) 
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cable ends and the battery carrier.|to Bakelite and Vinylite Plastics 
Sheeld is said to save much labor/and Resins.” It classifies the vari- 


New Products 


(Continued from Page 42) 


A specially compounded solvent- 
-_ype cement for joining foam rub- 
ber has been developed by Flintkote 
Industrial Products, 30 Rockefeller 
Plaza, New York. Applicable by 
brush, it is said to permit rapid 
combining and short curing period 
without heat to effect nonpinching 
and nonblocking in laminations and 
butt joining. It is available in one, 
five and 55-gallon containers. 





SERVICE RECORD SYSTEM—A plan which 
personalizes service work is announced by 
Sovereign Plan, Inc., 2900 S. Michigan Ave., 
Chicago. A sticker is attached to the car's 
windshield so that when the customer drives 
in, the serviceman can pull the folder with 
corresponding number from the rolling file 
cabinet. The card, previously filled out from 
the driver's first visit, contains the owner's 
name, address and other information. The 
owner can then be greeted by name. The 
card carries spaces for a history of the auto's 
repairs and service, plus an indexed chart for 
preventive maintenance and seasonal opera- 
tions. 

* * * 


Electronic Smoke Alarm 


Gives Quick Fire Warning 

An electronic fire alarm system 
that is said to set off a warning 
at the first sign of smoke, has been 
developed by the Valley Forge 
Safe-Eye Alarm Service, Valley 
Forge highway, Lansdale, Pa. The 
system is adaptable as a burglar 
alarm. 

The smoke alarm system involves 
use of a photo-electric cell and 
sensitive amplifier, used in conjunc- 
tion with a light beam projector 
that is said to cover areas up to 
200 feet in length and 30 feet in 
width. 


* * * 





FITS 1949-51 FORDS—A front fender stone 
guard is announced by Carson Auto Special- 
ty Co., 12512 Hale St., Wyandotte, Mich. 
The unit protects the paint and is easily 
installed, the firm reports. 


* * 

Barrett Equipment Offers 
Bonding Tapes, Liquids 

Service-tested brake lining 
bonding tape, bonding liquid and 
bonding material activator are 
being marketed under the “Minit- 
Bond” trademark by Barrett 
Equipment Co., 21st & Cass St., 
St. Louis 6. 

Both Minit-Bond tape and 
Minit-Bond liquid are said to 











produce, at low temperatures, a 
safe resilient bond with tremen- 
dous shear strength. Minit-Bond 
tape is furnished in %-inch 


width or 100-foot rolls only for 
use on all brake shoes. Two strips 
are used on narrow shoes; three 
or more strips on wide shoes, 





FOR MOVING DISPLAYS—A six-inch diam- 
eter reversing turntable is being produced by 
Gale Dorothea Mechanisms, Jackson Heights, 
L. 1., N. ¥. The device provides 35 different 
arcs of travel, says the firm. By pasting a 
picture of a face on the turntable, it will 
imitate a person shaking his head. By plac- 
ing it vertically it can create hula hip mo- 
tion on a skirted figure. The firm's brochure 


gives 119 suggestions for its use. 





by car 


Grinder Bulletins 


New bulletins describing and il- 
lustrating its line of Tool-Line 
bench and pedestal grinders and 
grinder-buffers have been published 
by Brown-Brockmeyer Co., Dayton 
1, O. The bulletin numbers are 
1010, 1020 and 1030. 


* * * 


Wash-Rack Operations 


Discussed in Booklet 


A 20-page booklet dealing with a 
plan for a profitable wash rack 
operation for dealerships is an- 
nounced by Clayton Mfg. Co., Box 
550, El Monte, Calif. 

The illustrated publication shows 
how a dealer can analyze his pres- 
ent wash-rack income to see where 
the gross volume can be increased. 
The firm’s line of Kerrick Klean- 
ers is shown. 


* * * 


Battery Corrosion Stopper 
Marketed by Dallas Firm 


A chemical compound said to pre- 
vent battery corrosion is being 
marketed by Newman Associates, 
Inc., Suite 304, 318 Cadiz St., Dallas. 
Called Sheeld, the compound is a 
paint-like solution that can be ap- 


and replacement costs. 
* * * 





¥e 


SAVES LUBE SPACE—Designed for lubrica- 
tion departments where space is limited, 
Space Saver Wall Alemiters are announced 
by Alemite division of Stewart-Warner Corp., 
1826 ae Parkway, Chicago. This model 
has one high pressure pump and two gear 
lubricant pumps. It is 41/2 inches high, 62% 
inches wide and 21% inches deep. 

* * * 


Bakelite Publishes Guide 


To Vinylite Plastics, Resins 
Bakelite division of Union Car- 

bide and Carbon Corp., 300 Madi- 

son Ave., New York, has issued a 


plied with a brush to terminals,! booklet called “A Simplified Guide 


and by the trade! 





Rochester Products carburetors are now “big business” in 
two separate and distinct fields: as original equipment on 
Chevrolet and Oldsmobile cars and Chevrolet trucks; and as 
replacement items for all Chevrolets as far back as 1932. 


The replacement market is what you are interested in, and 
this new carburetor will give you volume and profits to which 


you are entitled. 


Call your United Motors distributor for a supply of Rochester 
Products carburetors, and for details on the power-packed 
merchandising program that helps you sell them. You, too, 


THE NEW 


can be part of this profitable business! 


ROCHESTER CARBURETORS—A UNITED MOTORS LINE 


Available everywhere through 


UNITED MOTORS DISTRIBUTORS 
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ous forms of Bakelite phenolic, sty- 
rene, polyethylene and_ vinylite 
plastics and resins under 14 major 
headings. It describes the general 
characteristics and properties of 
each form, gives typical applica- 
tions and shows examples of them 
in 126 photographic illustrations. 


Auxiliary Carburetor-Tank 
Combined in Gas-O-Lator 


Gas-O-Lator, an emergency fuel 
tank and auxiliary carburetor, is 


‘|manufactured by Warren County 


Machined Products Co., Inc., Wash- 
ington, N. J. Intended primarily 
for service and gas stations, it is 
for use on cars that have run out 
of gas, have fuel pump failure, 
frozen, clogged or broken fuel lines, 
or carburetor trouble. Approximate- 
ly the size of an air cleaner, it 
holds a gallon of gasoline and can 
be installed by removing the air 
cleaner and attaching the Gas-O- 
Lator in its place. Cars that have 
broken down on the road can then 
be driven to the station, the com- 
pany claims. It is also said to avoid 
the danger caused by pouring gas- 
oline into the carburetor after the 
tank has run dry. 
(Continued on Page 44, Col, 1) 






ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS, ROCHESTER, NEW YORK 
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A new oil filter line merchan- 
diser, featuring individual boxing 
for the 11 universal lines in the 
Stock, has been announced by the 
Imperial Brass Mfg. Co., 1200 W. 
Harrison St., Chicago 7. 

Constructed of steel and finished 
in three colors, the unit may be 
hung on a wall or placed on a 
counter. Bulletin 396, available 
from the company, describes the 
merchandiser, which is designated 
at U-100-FT. 


* * * 


Snead & Co. Announces 


New Type of Shelving 

A new type of shelving said to be 
especially adaptable for high-cost 
areas and for enlarging storage 
capacity of existing buildings has 
been announced by Snead & Co., 
Orange, Va. 

The Snead system compact stor- 
age consists of a fixed row of dou- 


BUY 





/ life begins 
at 40,000 miles « . 


\ keep the power you bought 


d feel its age if 
po. to alle “new-car pet- 
formance” through the li 
protect the motor’: 
takes fine motor ell ° 
Pennsylvania Motor Oil... 


ble-faced compartments having a 
row of swinging double-faced com- 
partments on both sides. A bulletin 
on the system is available from 
the manufacturer. 





PROTECTS CHILDREN—The Safety Car-Door 
Kiddie Lock, which locks a door from the 
outside so that children cannot push it open, 
is announced by Carson Auto Specialty Co., 
12512 Hale St., Wyandotte, Mich. The device 
is made of brass and plated with chrome. 
It fits all car models except Studebaker four- 
doors, the firm says. 
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Flap Lock Type Connector 


Introduced by Cole-Hersee 

Cole-Hersee Co., 20 Old Colony 
Ave., Boston, has introduced its 
flap lock type connector, an ATA- 
approved seven-way unit and a 
four and six way unit. Features 
include a tunnel shaped guide be- 
tween cover and socket that pre- 
aligns plug for a one-handed as- 
sembly into flange socket, the com- 
pany says. 

Terminals in both plug and sock- 
et are color coded and made of 
bronze alloy for better electrical 
connection which is said to min- 
imize voltage drop. Socket has a 
locking flap with an automatic re- 
lease that lets go if the trucker 
fails to uncouple. Cole-Hersee is 
also offering a heavy-duty flush 
mounting eonnector with slideaway 
lock and dust cover. 


* * * 


Aid for Isolated Fittings 


Developed by Universal 

A lubricating aid for reaching 
isolated fittings has been developed 
by Universal Lubricating Systems, 
Inc., 704 Allegheny Ave., Oakmont, 
Pa. Known as the No. 350 linkage 


ooo @ Sales message that 
makes sense fo your 
customers 


More car owners than ever before are seriously 
interested in giving their engines the best pos- 
sible care. They know that they may have to 
continue using their present cars for a longer 
time than they would like to. They know that 


top-quality oil is essential to long engine life. 


The Pennsylvania Grade Crude Oil Association 


is aiming its advertising right at your best oil 














adapter assembly, it consists essen- 
tially of two metal tubes joined by 
a 360 degree all-steel swivel with 
couplers on either end. By means 
of this device it is possible to 
service fittings on many late model 
cars that cannot be reached with 
conventional equipment, claims the 
company. 
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COMPRESSORS — Lynch Corp.'s 
Compressor division, 3600 Summit St., Toledo, 
has announced four new models. They include 
units powered with from two horsepower to 


Y_-horsepower engines. The company says 
there is a model to suit every need. 





customers, with millions of selling messages 


keyed right to the current situation. You can turn 


this timely pre-selling into extra profitable oil 


volume if you let your customers know that you 
handle a 100% Pure Pennsylvania Oil. No group 
of dealers has ever had a better opportunity to 


Capitalize on a ready-made public acceptance. 


jority of Pennsylvania 


om you to make the sale. You increas 


end the best for their cars. 


For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oll City, Pennsylvania 


PURE PENNSYLVANIA Oil 


ustomer who stops in can see tt. 


s 
service personnel always recommend. 


Oil . . . it just 
e their respect 











AIDS WINTER DRIVING—This passenger- 
car tire, produced by B. F. Goodrich Co., 
stops a car up to 40 percent faster on ice 
and up to 64 percent faster on snow, com- 
pared with standard tires with conventional 
treads, tests by the Pittsburgh testing labora- 
tory reveal. The cleated tire runs quietly on 
paved highways, Goodrich reports. 


* * * 





GEAR TESTER—The Red Ring machine is 
being used by one of the large automotive 
gear manufacturers to test automatic trans- 
mission low planet pinions for nicks by run- 
ning them at high speed in mesh with a 
master gear. A power spindle, on which is 
mounted the master gear, drives the work 
pinion, which is merely slipped onto its 
spindle in the rocking workhead, according 
to National Broach & Machine Co., 5600 St 
Jean, Detroit 13. 





VEHICLE MONEY SAFE—The Little Cor- 
poral malleable iron safe, which can be 
mounted on the vehicle's fire wall, floor, in a 
storage area or in a car's trunk, is announced 
by Midwest Project Engineering Co., 1336 
S. Cicero Ave., Chicago. The maker furnishes 
decals which state: "Driver Has No Key to 
Safe." In this way the firm feels the driver 
will not be molested in any holdup. It is 


claimed that the unit is practically burglar- 
proof. 





hk Pe a sd fe. 


BRAKE OVER ACCELERATOR—A brake 
which fits over the gas pedal is announced 
by Accela-Brake Sales, 6201 Santa Monica 
Blvd., Hollywood, Calif. The driver presses 
the pedal downward to accelerate and rocks 
his heel back to stop. Although it virtually 
eliminates the use of the regular brake pedal, 
says the firm, it can be disconnected by 
pulling out a button which is installed on 
the dash, 

(Continued on Page 45, Col. 1) 
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New Products 


(Continued from Page 44) 


Criteria to determine cost and 
verformance standards that enable 
nanagement to measure its filing 
yrocedures have been established. 
These are included in an extensive 
research study which has been pub- 
lished as a service to management 
by Remington Rand, Inc., 315 
Fourth Ave., New York. 

Entitled “A Yardstick of Filing 
Cost and Efficiency,” this handbook 
presents costs broken down in de- 
tail and substantiated by charts 
ind tables relating to the creation 
and operation of files. Performance 
statistics from operating files are 
summarized, characteristics of 
equipment reviewed, and _ simple 


criteria developed to assist man- 
agement in appraising the cost and 
performance of their own files. 





MOUNTS FROM TOP—The Quick-Mount 
auto radio antenna can be installed by one 
man in five minutes, claims its manufac- 
turer, Belnord and Co., 474 Sterling Place, 
Brooklyn, N. Y. The antenna lead attaches 
to the base mount through the hole, then 
the mount's arms are positioned and tight- 
ened. 





QUICK TIRE CHANGE—Johnny Mantz, who 
won the recent 500-mill stock-car race at 
Darlington, S. C., in a 1950 Plymouth, shows 
the tool which he says cut his pit time for 
tire changing in half. The Impactool, pro- 
duced by Ingersoll-Rand Co., Phillipsburg, 
N. J., is electrically operated. Mantz also 
shows $10,510 check he won. 
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FOR GENERATOR, STARTER—The Commu- 
tator Smoothie, which cleans, smooths and 
polishes commutator bars, is announced by 
Tincher Products Co., 882 Borden Ave., Syca- 
more, Ill, The device can be used on any 
make of car, truck or bus, says the com- 
pany. It is not necessary to remove the gen- 
erator or starter, but only the cover band, 
and the resurfacing job can be completed 
in a few minutes, reports the firm, The unit 
is a plastic handle with resurfacing stones 
on each end. 





FOR IGNITION WIRE WORK—Containing 
everything needed for repairs and replace- 


ments, a repair kit is announced by Vaco 
Products Co., 317 E. Ontario St., Chicago, 
which contains distributor cap terminals, 
straight spark plug terminals, angle spark 
plug terminals, and distributor cap hoods 
made of vinyl plastic. Also included is a 
crimping, cutting and wire stripping tool. 


* * * 


MoPar Offers Colorless 
Auto Chrome Coating 


A long-lasting, colorless coating 
that protects automotive chrome or 
any bright metal or metal-plated 
surface against rust, pits, tarnish 
and corrosion is the newest addi- 
tion to the MoPar line of auto 


parts and accessories, according to 
John O. Huse, sales manager of 
Chrysler Motor Parts Corp, 

The MoPar Chrome Protector, 
Huse says, is a clear, transparent 
liquid, dries within five minutes as 
a smooth coating, will not crack 
and one coat on the outside of a 
car is effective an entire season. 





WHEEL BALANCER—This unit is powered 
with '/.-horsepower repulsion induction motor 
that brings wheel to 85 m.p.h. speed in a few 
seconds and drives spindle through V-belt 
without touching the wheel, according to 
Manbee Equipment division, 185 N. Wabash 
Ave., Chicago |. Measures both static and 
dynamic unbalance on the same spindle, 
Manbee states. 








GIVES EVEN GAS FLOW—The ‘''50,000-mile 
shock absorber diaphragm" is now incorpor- 
ated in the Ajirtex fuel filter, announces Air- 
tex Automotive division, Chefford Master Mfg. 
Co., Inc., Fairfield, Ill. Its spring-cushioned 
assembly acts as a shock absorber in the 
fuel line, overcoming fuel pump pulsations 
and delivering an even flow of gasoline to 
the carburetor, says the firm. 

(Continued on Page 46, Col, 1) 
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ADJUSTABLE SPRING—Laher Spring & Tire 
Corp., 2131 Locust St., St. Louis, and 26th and 
Magnolia St., Oakland, Calif., announces a 
spring which is said to give correct tension 


for any load condition. The adjustment is 
done on four nuts and takes five minutes, 
says the firm. Type 021! is for cars with rear 
os springs, such as Buick Oldsmobile and 


ash. 
* * + 
Glove Compartment Socket 


Introduced by Cole-Hersee 
Automatic switch socket No. 2509 
has been introduced by Cole-Hersee 
Co., 20 Old Colony Ave., Boston. 
This replacement unit for glove 


newest model White trucks 
weLONG RAL 


compartments and rear decks has 
mercury ball contacts and auto- 
matically lights when in a horizon- 
tal position. The company also has 
introduced a glove compartment 
light switch and socket assembly. 








cutting tools has been announced by Van 
Norman Co., Springfield, Mass. Shown is 
a line of adjustable reamers in carbon or 
high speed steels. The other new product is 
@ screw extractor set which gives Van Nor- 
man a complete line in this item, it states. 
No. 62 includes five extractors in sizes most 
commonly used, the firm adds. 





| tank, 





compression follower-block for tab- 
ulating cards. 

Constructed of heavy steel, Fer- 
ris files are said to hold up to 
/13,000 cards in standard models. 
They are manufactured by Ferris 
Business Equipment, Inc., 244 Great 
Meadows, Stratford, Conn. 





FOR AUTO SOLDERING—Specially designed 
for intermittent automotive soldering, the 
Weller WD-250 can be used for both heavy 
and light soldering jobs, body touch-up, gas 
gas line and radiator repair, instru- 
ments, ignition, generator and other electrical 
work. Trigger-switch control adjusts current 
to the work and eliminates need of unplug- 
ging gun when not in use, according to 
Weller Electric Corp., Easton, Pa. 


* * * 


Ferris Adds Posting Shelf 
To Steel Rotary Files 


Additions to the latest Ferris ro- 
tary files include: A hand brake, 
which locks the wheel in any de- 
sired position even after several 
trays are removed; an attached 
posting shelf which folds out of 
the way when not in use, and a 


system, 
announced by Gatke Corp., 228 N. LaSalle 
St., Chicago |, provides this complete reline 


BRAKE RELINE SET—The Duz-All 


coverage from 1932 to latest models with 
minimum investment in inventory or equip- 
ment, the maker states. Obsolescence is 
eliminated by the multiple applications of 
each of the four liners and stocks are there- 
fore always in balance, it adds. 
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Like the White “3000” series, the 
new, lighter “3014” features the 
power-lift cab, which makes front 
end mechanical units easily accessi- 
ble for maintenance. 


In designing their “3014” series trucks for 


maximum on-the-job usefulness and low delivery 


costs, White engineers adopted Long radiators. 


Since 1903, Long radiators have supplied leading 


car, truck, bus and tractor manufacturers with 


balanced systems for engine cooling requirements. 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 
DETROIT 12 and WINDSOR, ONTARIO 


RADIATORS * TORQUE CONVERTERS ¢ CLUTCHES « OIL COOLERS 








TAILORMADE—A fender-to-fender Kargard, 
custom tailored for both the front and rear 
of the 195! Kaiser, has been announced by 
Erie Mfg. division, 2635-45 S. Wabash Ave., 
Chicago. Its chrome plating is said to equal 
or better new-car chrome classifications. 





AUTO CABLE, WIRE—Guaranteed Parts Co., 
Inc., Seneca Falls, N has announced a 
new line of automotive wire and cable. The 
battery cables and ground straps are full 
No. | gauge. Brass terminals are virgin 
metal and lead coated. All lugs are solid 
copper and seamless. Primary and secondary 
cables cover every market and requirement, 
says the firm. 








BRAKE HOSE—Perma-Grip is resistant to 
chemicals and remains flexible under ali 
conditions, according to Planet Metal Prod- 
ucts Corp., 966 Dean St., Brooklyn 16, N. Y. 
The fittings on this brake hose are made of 
steel and are zinc plated. Is manufactured 
to conform to SAE specifications, the maker 
states. 





SCREENS OFF DIRT—The AC oil filter with 


Aluvac element, which has been standard 
equipment on Buick fireball engines and 
Oldsmobile rocket engines, is now available 
for field installation on Cadillac and Chevro- 
let, says AC Spark Plug. The element is im- 
pregnated with a special thermo-setting resin 
|}and then cured under controlled heat. This 
|renders the element impervious to moisture, 
hot oil and the various acids which develop 
in the crankcase, it adds. 


Photo shows the element and the pile of 
dirt it trapped in 5,000 miles of actual 
driving. Analysis shows that the pile con- 
tains many kinds of injurious matter, includ- 
ing dirt, grit, road dust, bits of metal, 
carbon, gums, tars, asphaltene, varnishes, 
| rust and scale the maker states. 





* * * 


Reynolds Issues 
Aluminum Book 


Basic information on how to de- 
sign load-carrying structures in 
aluminum is presented in the 1950 
edition of the Aluminum Structural 
Design handbook, offered free by 
Reynolds Metals Co., 2500 S. Third 
St., Louisville. 


A 130-page book, it tells about 
(Continued on Page 47, Col. 1) 
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|800 pounds, one lever raises, lowers | 
' (or holds the nonskid platform, | 
e W ro ucts |which locks up to form a tailgate. | 
|The hydraulic system is operated | 


|by a pump driven by the motor’s | 
(Continued from Page 46) fan belt. | 


irious types of stresses and in-| 4]] Standard Tube Fittings es 
ludes a section on joining meth- . 

is, including riveting, bolting Displayed on Floor Stand 
usion welding and spot welding. | A floor-stand display for all) 


. Sse s 
|standard tube fittings is announced | a, es 


* 
aaa | by Everhot Products Co., 314 N.| e ge Se 
: eet |Damen Ave., Chicago. It is called | 
Miracle ugh the 2850 Floor King because its 204 | WeaveeReeaD 
Kpeeiegs Mae glass jars are stocked with 2,850) Ke we Reusalle “at 
ss |assorted compression sleeve, SAE|} ° STEEL HOSE ENDS aa | 
e do ~) | flare, inverted flare and double com- | : 
{ |pression connectors, drain socks | 


oo maoee ;and shut-offs. 


| The stand is five feet, nine inches | 
| high, five feet, five inches wide and | 


Thay t Mant ge, |20 inches deep. It is made of steel, | 
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is (2 me masonite and wood. It is illuminated | 
GB? 2>) Mirach, ; |with a fluorescent bulb. 
IG ome | cs 4 | | 

(sae Hoist for Pickups 
ye ry cam | A combination platform hoist ih Mone te Co., a E. 
ove j : Ist St., evelan , recently announced a 
o> j and tailgate for attachment to any complete line of heavy-duty flexible hose and 


|pickup truck of %, % or 1-ton Ca-|steel hose ends for the bus, truck, fleet and 

| pacity has been announced by | farm nee uote. ¢ offers )—— 

selection of five different types of hose rang- 

os ,, Coach & Body, _ ltd. | ing from iow-pressure to high-pressure wire 

SALES TIPS—A new Miracle Power dealer Ottawa. Vith a lifting capacity of 


braid requirements. 
sales guide has been announced by the Mir- 
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acle Power division of AP Parts Corp., To- 
ledo. This 1I6-page, four-color booklet pre- 
sents the Miracle Power sales story in comic 
book fashion for fast and easy reading. 








CLUTCH SETS—Factory rebuilt clutch as- | 
semblies are being jointly produced by Ac- 
curate Parts Mfg. Co., 12435 Euclid Ave., and | 
Replacement Unit Co., 1505 Rockwell Ave., | 
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| Northampton St., Boston, has been tested by | 


a 


eliminate the shrinkage encoun- 
,|/tered in previous materials of this 
'|type. It is also said to permit eco- 
nomical production or duplication 
of tools and models without re- 
quiring elaborate shop equipment 
and excessive skilled personnel. 

Dimensional stability of the cast 
tools or model is unusually high, 
the company claims. 





AIDS GAS ECONOMY—The Mile-O-Meter, | 
produced by Gale Hall Engineering Co., 107) 


the American Automobile Assn. The AAA 
certificate says the device ‘'indicates relative | 
miles per gallon fuel consumption at ali nor- 
mal cruising speeds, can be used as an aid 
to achieve gasoline economy, and provides a 
constant check on engine condition." 





. + + 

Plastic Casting Resin | FOR A BETTER VIEW—Custom accessory 
Introduced by Rezolin designed exclusively for late model Appleton 
: and Lorraine spotlights is the side view 


Rezolin, Inc., Los Angeles, an-| mirror announced by Appleton Electric Co., 


nounces a new liquid phenolic cast- | !70 Wellington Ave., Chicago 13. The mirror 
5 f ‘ i : is mounted to the spotlight swivel base by 
ing resin called “8000” tool-plastic,| means of a single tamper-proof screw, fur- 


which is being manufactured for|nished with the mirror. This method of mount- 
it by Durez Plastics & Chemicals,|ing eliminates all drilling, gives a firmer 
Inc.. New York mount than is possible through the lamp 
nn 6 ” ; i ‘ | shell, and can be performed by anyone in a 
The “8000” tool-plastic is said tO' minute's time, the firm states. 





Dealers in New York pick 
| | The New York Times 
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Packard dealers, too, The New York Times is rated “tops” 


in the independent and impartial survey conducted this year by 
John Felix Associates, Inc., in New York City and its suburbs. 


Dealers were asked, “Which three New York newspapers 
do you consider the best for new car advertising?” 


enslacniilicenditihiennaimanenenapaiat In reply, Packard dealers by a wide margin made The New 


Times their first choice over any other newspaper... 


in fact, over any other two newspapers combined! 


FITS: _ ee Pee Trainees Ne. al ALSO PICK 
semi-circular shie of plastic which fits over 
h h ‘ ; : THE NEW YORK TIM a) . ° 
S ae ES Their judging, of course, is backed by good, hard, sales-tested 
+ emer Roa Coreage. — eee se AS “BEST” : Th k f f h d ee e Th 
iffuses ti oa so ow an | 
man See nh rn snd Soon : og | ADVERTISING MEDIUM experience. ey know for a fact that new car advertising in e 
a eee New York Times pays off in sales more quickly, more profitably 

vi e ’ . 

io TNE Es More than 700 new car 
dealers in New York City It’s a fact with automotive advertisers, too. That’s why they 


in this survey. By more than 
2-to-| they pick The New New York 
York Times over any other 
newspaper as the “best” 





FOR BRAKE BONDING —The Saftibond | 
Powerbonder is now available in a gas-fired | 
model, announces Grizzly Mfg. Co., 700 Caro- 
line St., Paulding, O. The unit has a produc- | NEW YORK: 229 


one 1H Rene peepee place more advertising in The New York Times than in any other 


medium. 


And that’s why, for extra sales and extra profits in your biggest 


medium for new car adver- automotive market, you ought to plan for extra advertising in The 
| tising in this market. New York Times. Our Detroit office in the General Motors Building 
| scaspianasteaasieainaspenisimeniaanlastonsemncel will be glad to help you. Call TRinity 3-3800...now. 


Che New York Cimes 


“ALL THE NEWS THAT'S FIT TO PRINT’ 


WEST 43rd STREET - BOSTON: 140 FEDERAL STREET » CHICAGO: 333 NORTH MICHIGAN AVENUE 


tion capacity of more than 40 brake shoes | DETROIT. GENERAL MOTORS BUILDING + LOS ANGELES: SAWYER-FERGUSON-WALKER CO., 


per hour, says the maker. It requires floor 
space of 20 by 26 inches. 612 SOUT 


4 FLOWER STREET - SAN FRANCISCO: SAWYER-FERGUSON-WALKER CO., RUSS BUILDING 
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Here’s ‘List of shin Exhibitors ees 


ASI Show Eyes Big Turnout 


(Continued from Page 28) Mfg. Co., Inc., Balcrank, Inc., Bal-|Carter Carburetor Corp., Casco| 
American Bosch Corp., American|dor Electric Co., Barrett Equip. | Prod. Corp.; The Casite Corp., Cello 
Brake Shoe Co.. American Chain|Co., Henry Bashian & Sons Co., Bay | Prod. Co., Central Equip. Co., Cen- | 
Div., American 'Grease Stick Co.,|Mfg. Co., Bay State Abrasive Prod. jtury Drill & Tool Wks., Champion | 
American Hydraulics, Inc., Ameri-|Co., John Bean Div., Bear Mfg. Co.,|Pneumatic Mchy. Co., Champion | 
can Lacquer Solvents Co., Ameri-|Becker Bros. Carbon Co., Behr- | Spark Plug Co., Chicago Pneumatic | 
can Octanator Corp., American|Manning Corp., Belden Mfg. Co., Tool Co., Chicago Rivet & Mch.| 
Sponge & Chamois Co., Inc., Amm-|Bell Co., Inc., Bennett - Feragen, |Co., Choldun Mfg. Corp., Circo Prod. | | 
co Tools, Inc., The Anderson Co. |Inc., Berg-Gibson Mfg. Co., Better Co., Clayton Mfg. Co., Cleveland | ; 
Andrews Mfg. Co., Anthes Force Monkey Grip Co., Binks Mfg. Co., |Chain & Mfg. Co., Clifton Mfg. Co. | aa 

; . > Bishman Mfg. Co., Bishop & Bab- Cloyes Gear Works, Inc, Cole- | 


Oiler Co., Anzick Mfg. Co., Apple- | i 
ton Electric Co., The Arco Co., Arm- |©°ck Mfg. Co. Hersee Co, Columbus McKinnon | 
strong-Bray & Co. S. M. Arnold,| Black Mfg. Co., Black & Decker|Chain Corp., Commercial Credit | 


Inc., The Aro Equip. Corp., Arrow |Mfg. Co., Blackhawk Mfg. Co.,|Corp., Commercial Solvents Corp., 
Armatures Co., Arrow Safety De-|Blackstone Mfg. Co., Inc, Blue |Cordomatic Div., Crawford Mfg. 








uw Home for Neilsen-Schreiner Chevrolet— 


vice Co., Inc.,. Asbestos Mfg. Co., Crown Spark Plug Co., Bohn Alu-|Co., Inc., Crescent Co., Inc., Cristy Shown is the architect's drawing of the Scottsbluff (Neb.) dealership. The building will 


Associated Equip, Corp., Atlas Press 


Co., Atomized Materials Co., 7 ; 
burn Spark Plug Co., Auto-Lite|Inc., Bright Star Battery Co. An-|ran Corp., Curtis Pneumatic Mchy. 


Battery Corp. ; drew Brown Co., Brunner Mfg. Co.,| Div., The Crowell-Collier Pub. Co.,|__ 7 ' 
ee Speclaitins Mfg. Co., Auto- Buchan Loose Leaf Records Co.,|Columbus Metal Prod., Inc., Cen- Dieterich Prod. Corp., R. E. nen 
matic Steel Products, Inc. Auto-| Burd Piston Ring Co., Burton-Rog-|tury Prod. Co. D & B Mfg. Co., Co., Dill Mfg. Co., Ditzler Color 
motive Gear Div Automotive Mfg. | &TS Co., Bussmann Mfg. Co., The|DSM Electric Co. Dake Engine|Div., Doan Mfg. Corp., Dole Valve 
Co.. Inc. Automotive & Marine Bolser Corp., Bearings Co. of Am.|Co., Dana Corp., Dayton Rubber|Co.. Dorman Prod., Inc., Do-Ray 
- iN Cam-|Co., The De Luxe Prod. Corp., De-| amp Co., Inc., Dover Stamping 





Products Corp., Automotive Spe-| Cal-Van Mch. Prod., Inc., 
cialty Corp., Automotive Thrust|Rite Mfg. Co., Cam Tool Co., Inc.,|Mert & Dougherty, Inc. Co., Doyle Vacuum Cleaner Co., E. 
Bearings Corp., Arvin Ind., Inc. Campbell Chain Co., Campbell Fil- Detroit Surfacing Mch. Co., ied F. Drew & Co., Inc., Druge Bros. 


_ Badger Mfg. Co., Badger Tool &\|ter & Mfg. Co., Carborundum Co., DeVilbiss — Co., Diamond- U Prod., | Mfg. Co., Drum Jack Corp., Dupli- 


NE 
“7 TRANS-LIFT 


oonmeraq 





Makes Automatic Transmission Jobs 
FASTER, EASIER, MORE PROFITABLE 


Here at last is the ideal hydraulic equipment for removing and 
replacing automatic transmissions. The Manzel TRANS-LIFT offers 
so many outstanding new features that it is a must in any shop 
doing automatic transmission work—and today that means every 
shop. Write for further information. 






SAFETY CHAIN 





ROTARY ADJUSTMENT —Transmission pivots—not below— 


but around the oxis, or bolt circle. This eliminates lateral adjust- 











LONGITUDINAL ments ... simplifies aligning bolts, dowels, splines, and drive 
TILTING shafts... compensates for variance in spring suspension, floor 
ADJUSTMENT on takes 


LONGITUDINAL POSITIONING — Complete tilting control 


for removal and replacement. 


STURDY LIFTING MECHANISM — Fast, double acting pump 
lifts heaviest loads on both up and down stroke to maximum 
height of over 6 feet... Non-tipping. 


HEAVY DUTY 
LIFTING RAM 
PUMPS ON BOTH 


—— USABLE ON ALL AUTOMATIC TRANSMISSIONS —Adopters 


STROKE 
: available for Ford-Mercury, Hydra-matic, and all others. 


TWO SPEED RELEASE —Foot control, accessible from all sides. 
Permits slow movement for lining up, fast lowering after job 
completion. 


BALL BEARING CASTER WHEELS — Free movement over all 
types of flooring. 

WIDE SPREAD 
SUPPORTING LEGS 





PERMITS ONE MAN OPERATION on single post, twin post, 


or pit type installations. 


2 SPEED 
RELEASE 






Ae BALL BEARING CASTER WHEELS 


ZOOOE TRANS-LIFT Less Adapters 


$74 475 F. 0. B. Buffalo 


Adapters from $13.00 to $25.75 


Write for Brochure 






ROTARY 
ADJUSTMENT 







FOR CONVENIENCE AND 
ECONOMY Try Manzel 


++.the one source for cranes, char- 
gers, engine analyzers, wheel bal- 
ancers, spray equipment, body 
tools, axle tools, transmission 
and clutch tools, engine 
tools... EVERYTHING. 









315 BABCOCK STREET, BUFFALO 10, N. Y. 


Manufacturer and supplier of automotive 








tools and equipment. 








minum & Brass Corp., Borg-War-/|Chemical Corp., Crown Prod. Co.,| measure 42 by 140 feet and the second story will be 42 by 50 feet. The service area will 
Au-|ner Service Parts Co., Breeze Corp.,|Cummins Portable Tools, The Cur-| 4444; approximately 8,000 square feet. Showrooms and offices will be air-conditioned. 


Color Prod. Co., Inc., E, I. du Pont 
de Nemours & Co., Inc., Durkee- 
Atwood Co., Duro Metal Prod, Co., 
Dutton-Lainson Co., Detroit Chem- 
ical Spec., Inc. Edelmann & Co., 
Thomas A. Edison, Inc., H. B. Egan 
Mfg. Co., The Eis Automotive Corp., 
Electra Mfg. Co., Electric Auto- 
Lite Co., The Electric Heat Con- 
trol Co, 

Electric Storage Battery Co., 
Electro Prod. Co., Electroline Mfg. 
Co., Elgin Mch. Works, Inc., Em- 
erol Mfg. Co., Inc., Emesco Mfg. 
Co., Emess Tool & Chemical] Corp., 
Equipto Div., Everhot Prod. Co., 
Exello Accessories Manufacturers, 
Inc. F & B Mfg. Co., Fafnir Bear- 
ing Co., Fairmount Tool & Forg- 
ing, Inc., Federal-Mogul Service 
Div., Felt Prod. Mfg. Co., Fitzger- 
ald Mfg. Co., The Five Star Mfg. 
Co., Flower City Specialty Co., The 
| Forsberg Mfg. Co., Fox Prod. Co. 


| Fram Corp., Fredericks Armature 
|Corp., The J. E. Fricke Co., The 
|Fulton Co., G & G Prod. Co., Inc., 
| Gates Rubber Co., Inc., Gatke Corp., 
General Armature Corp., General 
/Armature & Mfg. Co., Genera] Au- 
| tomotive Specialty Co., Inc, L. H. 
|Gilmer Co., Glaser Lead Co., Globe 
|Hoist Co., Globe Rubber Prod. 
|Corp., Gould Storage Battery Corp., 
Grant & Grant, Gray Co., Inc., 
|Grayson Tool Co., The Green Ball 
|Bearing Co., The Greenfield Co., 
| Grey-Rock Div., The Griffin Lamp 
|Co., Grizzly Mfg. Co., Grote Mfg. 
|Co., Ine., Guaranteed Parts Co., 
|Inc., The Gabriel Co., General Elec- 
tric Co., H. Greene & Co., Glass 
|Lab., Ine. 
| Hardie Mfg. Co., Hastings Mfg. 
|Co., Heckethorn Mfg. & Supply Co., 
Hein-Werner Corp., Herbrand Div., 
| Hershey Metal Prod., Inc., The Hin- 
ison Mfg. Co., Hite Mfg. Co., Ho- 
|dell Chain Co., Holfast Rubber Co., 
| R. M. Hollingshead Corp., Ernest 
| Holmes Co., Inc., Homestead Valve 
| Mfg. Co., Hoof Prod. Co., The Huff- 
|}man Mfg. Co., Hunter’ Eng. Co., 
|Hygrade Prod. ’ Div., H&H Prod. 
Mfg. Co., Huot Mfg. Co., Ideal Corp., 
|Imperial Brass Mfg. Co., Indepen- 
dent Pneumatic Tool Co., Indus- 
| trial Tape Corp., Ingersoll-Rand Co., 
|Inland Rubber Corp., International 
| Mfg. Co., International Metal Pol- 
ish Co., ‘Jambor Tool & Stamping 
| Co., Johnson Bronze Co., Johns- 
| Manville Sales Corp., Joma Mfg. 
|Co., Inc., Jubilee Mfg. Co., Cecil H 
| Jarrett Co., Inc. 

K-D Lamp Co., K. D. Mfg. Co., 
Kem Mfg. Co., Inc., Kendall Mills, 
|Kerkling & Co., Kester Solder Co., 
|King Quality Prod. Co., Knight- 
|Morley Corp., Koppers Co., Inc., 
|Kravex Mfg. Corp., L. R. C. Co., 
|Laher Spring & Tire Corp., The 
| Lamson & Sessions Co., Las-Stik 
|Mfg. Co., The F. H. Lawson Co., 
| Lempco Automotive, Inc., Lempco 
|Prod., Inc., Lincoln Eng. Co., 
| Link- Belt Co., Lisle Corp., Littel- 
fuse, Inc., The Lufkin Rule Co., 
Lyk-Nu Co., Inec., Lynch Corp., K. 
|O. Lee Co., M-R-C- Bearings Serv- 
ice Co. Machined Parts Corp., 
| Mansfield Tire & Rubber Co., Mare- 
mont Automotive Prod. Co., Mar- 
|quette Mfg. Co., Marshall Eclipse 
| Div., Marvel-Schebler Carburetor 
| Div., Master Mfg. Co., Master Prod. 
|Mfg. Co., McCord Corp., The Mc- 
Kay Co., McQuay-Norris Mfg. Co., 
Metallizing Co. of Am., L. J. Miley 
Co., L. B. Miller Co. 

Minnesota Mining & Mfg. Co., 
Monroe Auto Equip. Co., Moog Ind., 
Inc., J. W. Mortell Co., Moto Prod. 
Mfg. Co., The Murray Corp., Mys- 
tik Adhesive Prod., Nacto Cleaner 
Corp., National Air Sander, Inc., 
National Mch. & Tool Co., Inc., Na- 
tional Motor Bearing Co., Inc., Nat- 

(Continued on Page 53, Col, 1) 
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| Lawsuits Affecting Dealers .. . 
| Court Decisions 


By Leo T. Parker 

Attorney at Law 
V ANY automobile dealers are 
under the erroneous belief that 
if an adult signs a minor’s contract 
to purchase an automobile, the 
minor cannot rescind the contract. 

This is not so. 

Another important rule of law 
is that a minor may wear out or 
wreck a purchased automobile 
and still compel the seller to re- 
fund the full contract price. 

For example, in Hines v. Chesh- 

ire, 219 Pac. (2d) 100, 
mony showed facts, as follows: A 
minor, named Hines, purchased a 
1941 used Pontiac from Cheshire 
Motors. The total price, including 
insurance and other charges, was 
$1,563.40. Hines paid $850.60 down 
and agreed to pay the balance in 
monthly payments of $59.40. Hines 
explained to the salesman that he 
was then 18 years of age. 

The boy was informed that it 
would be necessary to have an 
adult also sign the conditional sale 
contract. One Diel Whitesell, 
adult friend, 
this function. 
sell thereupon signed the 


chaser. From this point on White- 
sell had nothing to do with the 
automobile or the payments there- 
on. 

Hines wrecked the automobile 
and then demanded Cheshire 
Motors take back the car and 
refund the full purchase price he 
paid for the car. 

Cheshire Motors contended that 
it should be awarded a favorable 
verdict, first, because the wrecked 
automobile was practically value- 
less, and second, Whitesell, an 
adult had signed the contract. 


It is interesting to observe that | 
the higher court ordered Cheshire | 


Motors to take back the wrecked 
automobile and pay Hines the full 
purchase price of the automobile. 
This court said: 

“It is admitted that Hines was 
a minor at the time the contract 
to purchase the car was execut- 
ed, and that this fact was then 

known to respondents (Cheshire 

Motors Co.). 

It is the general rule that an 
infant, on disaffirming his contract, 
is required to return only so much 
of the consideration 
as remains 
not required to make good to the 
seller the portion of the considera- 
tion (automobile) that has been 
disposed of, lost, or wasted during 
his infancy.” a a 


Agency Contract Indefinite 


yo higher courts consist- 
ently hold that an automobile | 


dealer cannot recover commissions | 


on sales made by the manufacturer, 
unless the dealer’s contract is clear 
and definite in this respect. 

For example, in Royall v. Chi- 
cago Streamlite Corp., 178 F. 
(2d) 81, it was shown that one 
Royall inquired of the Chicago 
Streamlite Corp., a trailer manu- 
facturer, as to a dealership. 

The manufacturer wrote Royall 

a letter stating that to authorize a 


dealership he must order three 
trailers. Also, in this letter the 
manufacturer stated: “Any inquir- 


ies emanating from your territory, | 
whether wholesale or retail, will | 
be referred to the dealer. An au- 
thorized dealer may set up a sub-| 
dealership in his county with our 
permission.” 

The manufacturer’s letter ex- 
plained that the dealership was ex- 
clusive and that he would be re- 
quired to make purchases of trail- 
ers each quarter of the year if his 
dealership was to be _ continued. 
Then Royall ordered three trail- 
ers, and the manufacturer wrote 
that Royall was being set up as 
an established dealer in the county. 
Soon afterward the state adver-| 
tised for bids for the purchase of | 
40 trailers having certain specifi- | 
cations. 

The day before the bids were | 
due and to be opened Royall 
went to the state’s purchasing de- 
partment and obtained informa- | 
tion as to procedure in filing 
bids. Later the contract for the 
40 trailers was awarded to the 


the testi-| 
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manufacturer on its bid of $1,646 
| apiece, or a total of $64,266, 
Royall sued the manufacturer for 
25 percent of the $64,266. The high- 
er court held that Royall had no 
valid agency, and was not entitled 
to commissions on the sale made 
within the county by the manu- 
facturer personally, since the con- 
tract was indefinite in its terms. | 
The court said: | 





“It is obvious from the facts of 
|this case that not only was the} 
|agreement indefinite in its terms | 
jand lacking in mutual assent and/| 
consideration, but further, that 
plaintiff (Royall) did not consider 
|himself bound by any obligations 
to defendant (manufacturer).” 
* * * 


Dallas Jury Can’t Agree 


On Car Tax Decision 


DALLAS, — A hung jury pre-| 
vented a clearcut decision here | 
on whether the city’s method of | 
assessing personal property taxes | 





an |- 
agreed to perform | 
Hines and White- | 
condi- | 
tional sales contract which, how- | 
ever, named Hines as the sole pur-| 


(automobile) | 
in his hands and is| 


against automobiles is legal. L. C.| 





Every cor purchaser and owner is o sure prospect when you show him just 
how Mortex is applied — how it soundproofs and rustproofs. On every new 
car order, your salesman should include a soundproofing undercoat. 


MORTEX SALE MEANS DOUBLE PROFITS 


1 Your 


2 You save comebacks for expensive free service to 
remove squeaks, vibrations and rattles which easily 
develop without this 





Gen. Clark Tests British Vehicle— 


“More like a limousine’’ 


shown in the Cutie talking with Maj. 


|Stone, defendant in the case, ar- | 
| gued that the city’s method of as- 
sessing cars of the same make and 
model for the same amount without 
| determining the true value of each | 
car was arbitrary and unconstitu- 
tional. One of the six jurors sup- 


theres. nothing like MORTEX 


profit on the application 


“tightening,” 


soundproofing undercoating. 


It poys handsome dividends to merchandise Mortex. Soundproofing is 


explained in free booklet, “There's Nothing Like Mortex.” 


copy now. 


oa 


was the U. S. Army man's description of the F. V. 


rustproofing, 


1800, un- 
officially called the Cutie, after he drove the car at Chertsey, Surrey, England. Clark is 


Gen. Clayton, of the British Army. 


ported his view, causing the case 
to result in a mistrial. 

Stone’s case is one of some 350 
which the city has filed for trial 
|in justice court. It marked the first 
time in many years the city actu- 
ally went to trial before a jury 


Ask your 


car. It wil 





seeking payment of personal prop- 
erty taxes on an automobile. It 
sought to collect $98.44 in back 
taxes, penalties and interest from 
stone on automobiles for 10 differ- 
ent years between 1930 and 1945. 

+ * + 


Canadian Court Defines 
State’s Bus Authority 


OTTAWA. — Have federal and 
provincial governments any juris- 
diction over bus lines doing inter- 
national or interprovincial business 
in Canada? 

The supreme court of Canada will 
be asked to give a ruling on this 
point at its fall sessions here. The 
case arose on appeal against a 
judgment of the New Brunswick 
appeal court in S.M.T. Eastern, Ltd. 
‘versus MacKenzie Coach Line in 
|which the court ruled that bus 
| operations in this case were within 
the eas gis 





Valley Packard Chartered 


Valley Packard, Inc., Winona, 
Minn., has been incorporated by 
Philip O. Enstad, N. A. Roverud 
and Loren W. Torgerson. The firm 
is remodeling a building formerly 
owned by Enstad Nash Motors, 
Inc., at 118 3 Market St. 













Use the KNUCKLE TEST 


customer to rap on 


the hood of any untreated 


| sound tinny. Now, 


let him rap on a door panel 
and notice the differencel 
It’s solid, firm sounding, 


having been sound deadened 


Send for your 


ot the factory. 


* Listed with 
UNDERWRITERS’ LABORATORIES 
Re-exomination Service. 


LARGEST MANUFACTURERS OF SOUND DEADENERS 








New Rochelle-Ford Sells Police Cars— 
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News in Brief 


tional Truck Leasing System, Inc., 


which notified members last week 
MILWAUKEE.—A survey among that the headquarters of NTLS 


tire recap firms here shows that |here, at 23 E. Jackson Blvd., will 
some may have to stop operations | handle orders ’ 

due to lack of camelback and | : 
lother materials, while others have 
to cut their recapping work to a 





Shortage Hits Recappers 


* 


Reliance Shop Data 


” 








considerable extent. , CLEVELAND. A bulletin (A- 
|2025) published by the Reliance 

Model Trucks for Yule Electric & Engineering Co., 1088 
CHICAGO. — Toy International |Ivanhoe Rd., contains information 


|Harvester trucks as Christmasj|on the authorized service shops of 


jare getting support from the Na-'three service shops, 



















“showmanship Program 
for 6500 pealers 







































One of the largest plastic sign developments ever 
undertaken by a national advertiser—that’s Ford’s new 
PLEXIGLAS program for Ford Dealers’ Used Car and 
Truck Lots. All over the country, towering PLEXIGLAS 
pylons and other luminous signs will beckon buyers to 
bargains at Ford dealers’ outdoor showrooms. 


Ford spent more than a year in designing and testing the 
PLExIGLAS displays now being offered to 6500 dealers. Tests 
in actual service proved PLEXIGLAS resistant to sun, storm, 
and rough treatment from accidental blows, flying pebbles 
and other hazards of car-lot exposure. A sample PLEXIGLAS 
pylon in Detroit withstood a 65-mile-an-hour gale without 
damage. Still other tests demonstrated the all-over 
luminosity—and legibility—of interior-lighted 

PLEXIGLAs signs, as well as their low illumination- 
and-maintenance cost. 


In your signs and displays you want the advantages 
PLEXIGLAS gives: Maximum visual impact. Lightness 
and strength that cut shipping and erection costs. 
Convenience and economy in operation and 
maintenance. Our new, fully illustrated, 16-page 
booklet “PLexicias for Signs” is yours for the asking. 
And our Design-and-Fabrication Staff will be glad 

to help you with any specific problem. 


High, Wide and Handsome! 


Built entirely of PLEXIGLAS acrylic plastic, Ford Dealers’ new 
identification pylon stands nearly 18 feet high, tapers from 8 feet at 
the top to 3 feet at the base. All lighting elements are safe inside the 
pylon and at night the huge display glows with diffused light and 
color—just as in daylight. There's no glare, no distortion—yet maxi- 
mum brilliance makes the sign an eye-magnet ‘round-the-clock. Neon 
Products, Inc., Lima, Ohio; Steiner Plastics Mfg. Co., Long Island City, 
N. Y.; and The Lackner Company, Cincinnati, Ohio, manufacture 
the pylons. The original design was furnished by W. B. Ford Design 
Corporation, Detroit. 


CHEMICALS FOR INDUSTRY 


ROHM ¢& HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 





YL 
SEND FOR YOUR FREE COPY TODAY (Aaa 
Simply write our home office or our Detroit rep- LIN 
resentatives:—W. E. Biggers and R.C. Oglesby, 
728 Fisher Building, Detroit 2, Mich. Telephone:, 
Trinity 3-3200. = 


Prexicias is a trade-mark, Reg. U.S. Pat. Off. and in principal foreign countries. 






4) Canadian Distributors: Crystal Glass & Plastics, Ltd., 
54 Duke Street, Toronto, Ontario, Canada 


The New Rochelle (N. Y.) police department has purchased seven cars from the Ford | presents, featuring the new L line, | the company in the U.S. Eighty- 


located in 31} 





|states in all parts of the country 

are listed in the four-page folder 

which also gives the complete ad- 

|dress, telephone number and name 

| of the man in charge of each shop. 
* + + 


Standard Oil’s Soldiers 


| CHICAGO.—Standard Oil Co. (In- 
|diana) announced last week that 
lemployes entering active duty in 
|the armed forces after a year or 
|more of company service will be 

given special compensation up to a 
|maximum of two months pay and 
| will have their rights protected un- 
| der plans covering vacation, retire- 
ment, hospital and surgical insur- 
ance, sickness and disability, and 
savings and stock bonus. 

+ + * 


| 





| Canadian Industry Grows 
| 


OTTAWA.—There were 15 Cana- 
|dian plants, including assembly 
plants, operating in the motor ve- 
hicle manufacturing industry dur- 
ing 1949 compared with 11 in the 
preceding year. Average number of 
employes was 27,022 against 24,703 
in 1948, according to government 
reports. Total salaries and wages 
‘ncreased to $76,684,328 in 1949 
against $68,477,721 in 1948. 


* * * 
Norton Found Bankrupt 


MONTREAL.—Norton Auto Body 
Co., Montreal, has been assigned 
in bankruptcy. 

+ + * 


Chemical Unit Planned 


NEW YORK.—Jefferson Chemi- 
cal Co. has announced that it will 
begin manufacturing monoethanol- 
amine, diethanolamine and trietha- 
nolamine next year in its plant at 
Port Neches, Tex. A contract has 
been awarded to C. F. Braun & Co. 
for erection of a unit for the etha- 
nolamines, and completion is sched- 
uled for the latter half of 1951. Jef- 
ferson Chemical was formed in 1944 
by the Texas Co. and American 
Cyanamid Co. 


* * * 


Belt Conveyors Enlist 


BUFFALO.—The belt conveyor 
is about ready to be used as a 
method of speeding up the flow of 
battlefield supplies and the con- 
veyor industry and the military 
should give serious study to in- 
corporating the traditional mover 
of bulk materials into the mili- 
tary transportation setup, a ma- 
terials handling expert said here. 
Harold Von Thaden, general man- 
ager of the Robins Engineers 
division of Hewitt-Robins, Inc., 
told the Westinghouse materials 
handling conference that the 50- 
year-old belt conveyor had 
reached a stage of development 
where it could be utilized effec- 
tively to transport military sup- 
plies faster and in greater quan- 
tities than is now possible, and 
with a considerable saving in 
manpower. 

* * * 
Anderson Gets Loan 


GARY, Ind.— Anderson Co., of 
Gary, has issued a $600,000 4% per- 
cent guaranteed sinking fund note, 
due 1960, to Mutual Life Insurance 
Co. of New York, it was announced 
here last week. Proceeds of the 
loan will be used to expand the 
company’s production of windshield 
wiper motors, wiper arms and 
wiper blades, for original equip- 
ment and replacement, it was said 

7 * © 
Bowen Consolidating 

AUBURN. N. Y.—Bowen Prod- 
ucts Corp., manufacturers of lubri- 
cating devices and automotive 
parts, will discontinue operations 
in Detroit, consolidating them with 
the Auburn plant, according to L. 
A. Young jr., president. Young es- 
timated that employment in the 
Auburn plant will be doubled by 
the first of the year as a result of 
the move. 


* * * 
Signal Corps Light Study 
WASHINGTON. — Signal Corps 


contributions to research in lumi- 
nescent materials—fluorescent dyes, 
phosphorescence, photoconductivity 
and related fields—are reviewed -in 
the current issue of the Bibliog- 
raphy of Technical Reports, now 
available from the Office of Techni- 
cal Services of the U. S. Depart- 
ment of Commerce. 


* + * 
Canadian Excises Climb 
OTTAWA. — Canadian govern- 


ment reports excise taxes at the 
manufacturers’ level on automo- 
biles, tires and tubes advanced to 


| Reon in the 1949-50 fiscal year 
compared with $36,943,075 in 1948-49, 
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f erroneous and incomplete infor- 
nation” is being published about 
the experimental highway tests at 
La Plata, Md.,” charges E. G. Lac- 
key, president of the North Caro- 
lina Motor Carriers Assn. 

Lackey made his statement after 
he and six other North Carolina 
truckers visited the testing grounds. 

Pointing out that much of this 
information is harmful to the 
trucking industry, Lackey warned 
that if it is not clarified it will 
have serious consequences to 
agricultural, industrial and com- 
mercial interests all over the 
country. 

In tests being financed by a num- 
ber of states, including North Caro- 
lina, a fleet of trucks with varying 
axle loads is running over a special 
roped-off section of U.S. 301 at 
La Plata. 

“This test is one of four proposed 
and related tests in an over-all 
project,” Lackey said. “Until all 
tests are completed, it will be im- 
possible to establish conclusions 
about our highway system. And as 
to the first test, the committee in 
charge has committed itself to draw 
no conclusions until the test is 
completed. It is now a little better 
than half finished ... 

“The test itself is not a test of 
roads, but a test of comparative 
axle weights. Two of the four axle 
loads involved are far higher than 


FTC Moving 
To Ban Oil 


Misrepresentation 
WASHINGTON, — Misrepresent- 


ing motor lubricating oil as orig-| 


inating in the Pennsylvania oil 
field would be prohibited under the 
provisions of an initial decision 


filed with the Federal Trade Com-| 


mission last week by an FTC trial 
examiner. 

The provisional order names 
Debrol Products Corp. and its sales 
subsidiary, the Tri-O-Lene Oil Co., 
both of Chicago, and Andrew 
O’Blasney, president and treasurer 
of the two concerns. 

The Pennsylvania oil field in- 
cludes western Pennsylvania and 
contiguous portions of New York, 
Ohio and West Virginia. Accord- 
ing to the examiner's findings, 
Pennsylvania oil commands a pre- 
mium price over other oils and is 
preferred by consumers. 

Through the use of the 


names Cert-O-Penn and Penno- 


lenne and statements on contain-| 


ers, the respondents, the examiner 
said, falsely represent their prod- 
ucts to be 100 percent Pennsyl- 
vania motor oil. He also found that 
the respondents fail to disclose that 
certain of their so-called Pennsyl- 
vania Oil was reclaimed oil, such 
as crank-case drainings, which was 


packaged for sale after being 
reprocessed. 
Under the terms of the provi- 


sional order the respondents would 
be required to discontinue the fol- 
lowing practices which the trial 
examiner found to be unfair and 
deceptive. 

Representing by implication, ab- 
breviation or derivation that any 
lubricating oil is 100 percent Penn- 
Sylvania oil, or Pennsylvania oil, 
when any part of it is not derived 
from crude oil extracted from the 
Pennsylvania oil field. 

Using the brand names Cert-O- 
Penn and Pennolenne or any ab- 
breviation or simulation of the 
word Pennsylvania to describe or 
designate lubricating oil, any part 
of which does not come from crude 
oil originating in the Pennsylvania 
oil field. 


Indiana Truckers Elect 


Newsom as President 


FRENCH LICK, Ind.—The Indi- 
ana Motor Truck Assn. has elected 
Paul Newsom, of Columbus, presi- 
dent. 

Other officers chosen were: I, J. 
Cooper, Indianapolis, first vice- 
president; Frank Ferguson, Valpa- 
raiso, second vice-president; Wil- 
liam Bell, Decatur, third vice-presi- 
dent; W. Dan Kibler, Indianapolis, 
secretary, and G, Fred Kumps, In- 
dianapolis, reelected treasurer. 


Blasts La Plata ‘Results’ 


| N. C. Trucking Official Calls Testing Reports 


Erroneous and Incomplete 
RALEIGH, N. C.—“A great deal | 


brand | 






| 

the North Carolina load limits now | 
| legal.” | 
Lackey said the test road was} 
nine years old when the tests} 
|started and, with some minor ex-| 
|ceptions, “there is no maintenance | 


|to roads in use.” 


| “The basic soil conditions of 
roadways over which hard sur- 
faces are to be laid,” he said, “is 
graded by engineers from A-1 to 
A-7. A-1 is top sub-grade, A-7 is 
virtually a swamp condition. The 
Maryland test road is graded A-6 
and A-7 over a large portion of 
its test length.” 


He further declared that “far 
from being a ‘better than average’ | 
|road, as originally announced, the} 
test road itself is an outstanding | 
poor example of highway construc- | 
tion with reference to the all- 
important matter of subgrade. En- 
|gineers building that kind of road 
{today or highway departments ac- 
| cepting bids on that type of road’ 





| 


l'on this road of a type which North| # 
| Carolina and every other state gives | 5 


To your customers with an eye for beauty... a 
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| At Opening of Stallings Pontiac Co.— 


A real festival took place when the Concord (N. C.) dealership moved into its new 


building. More than 1,500 people dropped 


are wasting public funds inex- 


cusably.” 
Lackey was accompanied on his 


ltrip to La Plata by J. T. Outlaw, 


of Raleigh, executive secretary of 
the North Carolina Motor Carriers 
Assn.; W. W. Akers jr., of Gas- 
tonia; R. Y. Sharpe, Winston- 
Salem; William Barrack, Charlotte; 
S. H. Mitchell, Winston-Salem, and 
J. K. McClean, Winston-Salem. 





in for square dancing, prizes and refreshments. 


Hedges Sales Soaring 


Hedges Pontiac, Inc., 3215 East 
Washington St., Indianapolis, will 
|pass the $3,000,000 mark in gross 
lsales for 1950, according to John 
|Hedges, president. The firm has a 
body shop at 3120 E, Washington 
St., sales and service at 3839 E. 
|Washington St., and a used-car 
loutlet at 3202 E. Washington St. 
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Chicago Picked 
For 1951 Parley 
By ATA Group 


WASHINGTON. The Stevens 
hotel in Chicago was selected as 
the site of the 18th annual conven- 
tion of American Trucking Assns. 
by the new ATA executive commit- 
tee at the close of this year’s con- 
vention in New York. 

Members of the committee re- 
|portedly were unanimously in favor 
lof the location and set the date of 
ithe 1951 convention as the week 
of Oct, 22-26. 


The committee also voted to in- 
istruct General Manager Ray G. 
Atherton to secure data relating to 
the 19th annual convention, to be 
held either in New York or Chi- 
cago in 1952. 

During a brief organization ses- 
sion, the committee decided to have 
Leland James, the newly-installed 
president of ATA, select the date 
and place of the next executive 
committee meeting. 

AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





nothing takes the place of 


GENUINE LEATHER /o7 durability, 


sense of value .. . nothing appeals so much 


as a fine car upholstered in Genuine Leather. No 


other covering confers such distinction... 


affords such durability. For leather satisfies the 


desire to possess the 


practical and economical. Leather asks no upkeep 


100 GOLD STREET 





American Leather Manufacturing Company, 
Eagle-Ottawa Leather Company, Grand Haven, Michigan « 


...needs no slip covers...in fact has an agreeable 
“slide” that provides maximum convenience 
and comfort. We suggest you look to Genuine 


Leather to give your cars greater sales appeal. 


THE UPHOLSTERY LEATHER GROUP 
TANNERS' COUNCIL OF AMERICA 


genuine... is highly 


« NEW YORK 7, N. Y. 


distinction and sales appeal 








Newark, N. J. The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N. J.» Delaware Tanning, Inc., New York, N. Y. 
The Lackawanna Leather Company, Hackettstown, WN. J. + Radel Leather Manufacturing Company, Newark, N. J. 


Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars 
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Eaton Develops 
Devices Using 
Friction Graphite 


CLEVELAND.—Two basic types | 
of electro-magnetic clutching and 
braking devices which use a pat- 
ented iron-graphite mixture to 
transfer power are currently being 
announced by Eaton Mfg. Co. 

Some of the features advanced 
for this type of power transfer for 
machine tools are reduced wear, 
freedom from drag and automatic, 
simple control of output speed or 
torque. 

Graphite is a lubricant and wide- 
ly used in many forms to eliminate 
friction. Yet, dry graphite powder 
is employed to produce friction- 
without-wear in the new Eaton 
electro-magnetic clutches and 
brakes. 

This phenomenon is broadly cov- 
ered in Eaton’s recently issued pat- 
ent in which it is stated that “a 
quantity of solid dry powdered 


SY 
— 


FLYWHEEL 
ViELD MEMBER 





Offers Freedom from Drag— 

This is a typical automotive clutch appli- 
cation of Eaton's patented  iron-graphite 
mixture. 


lubricant such ag graphite, mica, 
soapstone, potstone, steatite, French 
chalk, lampblack, and so forth, or 
mixture thereof, ” when mixed with 
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fine magnetic powder in the proper 
| proportion, is responsible for “es- 
|tablishing a lubricated load-trans- 
| mitting bond ... said material com- 
| prising finely divided magnetic par- 
| ticles and finely divided solid 
| lubricants.” 

The need for an electro-magnetic 
device as covered by the Eaton 
patent extends into many fields, 
some of the most obvious being: 
automotive and aircraft clutches, 
power takeoffs, brakes, retarders, 
pumps, cooling system fans, com- 
pressor drives, control of power 
steering, supercharger drives, au- 
tomatic transmissions capable of 


mechanisms and other applications 
now operated hydraulically for au- 
tomatic machine tools, processing 
and handling equipment and vari- 
ous applications of clutches, brakes, 
couplings in the industrial field. 
There are two basic designs of 
Eaton’s electro-magnetic devices, 
common to each of which is a mag- 
net coil and complete magnetic 
circuit. One type maintains a fixed 
air gap between the rotating mem- 
bers into which iron and graphite 
particles are drawn magnetically 
when the current is applied. The 
other type has a variable air gap 
and is similar to a disc-plate clutch 





tween the plates as they are mag- 
netically closed, thereby renewing 
the “friction linings” each time the 
current is applied. 


Chromic Acid Business 
‘Sold to Diamond Alkali 


CLEVELAND. — Diamond Alkali 
Co, has announced the purchase of 
the chromic acid business of the 
E. I. duPont de Nemours & Co. 

The product will continue to be 
manufactured by duPont at its 
Philadelphia plant, and under the 
terms of the sale, Diamond will 
take over distribution of the prod- 
uct on, Jan. 1. 
was not revealed. 
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This end is a STEAM CLEANER 


It cleans motors and chassis; prepares for undercoat- 
ing; boosts profits through saving up to 40% of 


mechanics’ time 


before repairs; cleans white sidewall tires; thaws 
radiators and does other profitable jobs that bring 
customers in and keep them coming back. It saves 


money and labor 


driveways, lavatories, etc., 10 times faster and betterg 
than by hand methods. 
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shifting under power and servo-| 





in which the iron and graphite par- | 
ticles are magnetically drawn be- | 


| straight highway? 


The purchase price | 








Presented to Schools by PATA— 


Inspecting one of 
Assn. 
from left to right: Assistant Superintendent 
mayer, board of education member; 
and Edward J. Ronan, PATA president. 


and John B. White, PATA executive committee members. 


president; John Mon 
Wolfington, 


Pontiac Dealers Assn. 
president of PATA, and J. E. 
committee. 


Highways & Safet 





Louis P. 


of Police Herbert Kitchenman; Leon J. Ober- 


Hoyer, 


At the right are: Raymond Mills, 
tone (Chrysier-Plymouth); A. A. Martin, past 
chairman of NADA's dealer-customer relations 


Straight, Level Roads 
Hypnotize Drivers 


By Tom Hewitt 
Staff Writer 
4y= you ever been conscious 
of a drowsy or sleepy feeling 
when driving down a long stretch 
of wide, level and 


MATIONAL SAFETY 
COUNCIL'S 


ee 
oa 


Many motorists 
have, and a Phil- 
adelphia doctor 
believes that driv- 
ers hypnotize 
themselves by fix- 
ing their gaze on 
an object before 
them, such as the 
center line of the 
highway or a bug spot on the 
windshield. 

Hypnotism — or mesmerism — 


y) 
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sas Double-Barreled Money Maker For Every 


by cleaning parts and equipment 


by cleaning lifts, grease pits, floors, 


ESSURE 





“Serving Since 1892” 





Garage, Repair Shop and Service Station 










This end is a COOLING SYSTEM CLEANER 


It combines heat, chemicals, sudden but safe tem- 

perature changes, and strong blast to give the best 

cooling system cleaning job known to science. It 

back-flushes radiator and motor block in one opera- 

tion. Users report $300 to $500 extra business per 

month from cooling system cieaning alone. 
A Two-in-One Money Maker 

for Less Than $500! 


Write for FREE BOOK and fuli information. 


JENNY DIVISION 
MANUFACTURING COMPANY 


CORAOPOLIS, PA. 













the doctor explains, can cause 
drivers to black out if a sunspot 
reflects from the car’s hood, if 
an insect is splattered on the 
windshield or if the eyes are fixed 
on the tar strips dividing the 
lanes. 


pike, the doctor said there is little 
to distract a motorist on that route. 
The terrain rolls along, there are 
no traffic lights, radio reception is 
poor because of mountains and ore 
deposits, and vehicles usually go 
at a fast clip. 

It is those factors, he points out, 
that causes the hypnotic monotony 
that at times brings about acci- 
dents. 

* * +. 
H's BELIEFS may be borne out 
with Oregon’s highway death 
statistics for 1949. Of the state’s 
354 traffic fatalities during the 
year, 273 occurred outside the lim- 
its of any incorporated city or 
jtown. Of those, 211 were on pri- 

|mary state highways. 

Those figures lead state police 
| and highway department officials 
| to think that the most dangerous 
| place for an automobile is on a 
straight, level concrete highway 
in daylight with clear weather. 





should compensate for the car’s 
‘drift’ by steering—gently—against 
it. Don’t try to use the brakes un- 
til the car is completely under con- 
trol, then sparingly until your 


|speed has dropped below 20 miles 


lear skids to right, 


an hour.” 

In handling the skid situation, 
Daniells advises, turn your wheel 
in the direction of the skid. 

“For example,” he says, “if the 
turn to the 
right; don’t slam on the brakes or 


ir up suddenly on the gas.’ 


% | Wis. Tightens 


10 automobiles contributed by the Philadelphia Automobile Trade | 
to the Philadelphia board of education for use in its driver-training program are, 


Philadelphia superintendent of schools, | 
Immediately behind this group are M. B, Janes 


| 
| 
| 
| 


Discussing the Pennsylvania turn- | 


| persons 
| operate a motor vehicle, the depart- 
;ment has devised a more severe 





Driver Tests 


Automobile drivers in Wisconsin 
|will find it more difficult to get a 
driving license as a result of a new 
system of driver testing about to 
be put into effect. 

To screen more carefully those 
who want a permit to 


test of the knowledge and abili- 
ties of applicants. There will be 
50 questions on the examination 
blank instead of the present 15. 
|With two points allowed for each 
|correct answer, a person must ac- 


|}cumulate a score of 76 for eligi- 


bility. 
Applicants will be required to 
study laws before taking the test. 
The state hopes that the stricter 
tests will turn out a generation 
of better trained and better in- 


| formed drivers. 
* 


Urges Speed 
N. Y. Thruway Needed Now, 


Says Chairman 


A network of new superhighways 
in other states threatens New 
York’s competitive advantage as a 
location for business and industry, 
the chairman of the thruway au- 
thority has asserted. 

“In a few years,” Bertram D. Tal- 
lamy said, “tourists and commercial 
arucks going from the midwest to 
New York or New England will 


| have an ultra-modern express route 


that will by-pass upstate New York 
completely.” 

Most of New York state’s manu- 
facturing wholesale and _ retail 
establishments are located in the 
area through which the thruway is 
being built,” he said, “and all of 
them are mainly dependent upon 
adequate highway transportation 
| for their continued prosperity. iis 


IG reorgia Sommer Suggests 


The safest roads, it appears, are | Auto Checks to Save Lives 


|the narrow, crooked, two-lane road | 
\of the 1920s. They are safer be- | 
‘cause motorists must drive slower | 
jand pay more attention to their 
wheel turning. It keeps them alert. 

However, this does not mean that 
|building of super highways should 
|be retarded. But it does mean that 
road planners and engineers should 
|give more consideration to making 
them free from factors that aid an 
hypnotic effect. Perhaps a partial 
solution would be to build them 
with moderate curves, thus lessen- 
ing the ribbon-like effect that in- 
duces sleepiness. | 


‘GM Test Tebiny 
Gives Tips for 


Blowouts, Skids 


Nine out of 10 automobile acci- 
dents could be avoided if drivers 
|would only learn in advance what 
|to do in an emergency, a veteran 
|of more than 2,000,000 miles of auto 
test driving says in the November 
| American magazine. 

“It beats me how drivers can be 
|so careless with their own and 
|other people’s lives,” writes the 

General Motors test driver, Lyman 
|Daniells, in an article that pro- 
| vides many tips for safe motoring. 

The important thing in the case 
|of an emergency, advises Daniells, 
jis “not to lose your head, and to 
|regain control of your car as quick- 
ly as possible.” 

There’s nothing to be afraid of 
in the case of a blowout and Dan- 
iells contends that “a blowout at 
70 miles an hour isn’t potentially 
as hazardous as one at 35 miles 
an hour.” 

“Only at the lower speed,” he 
explains, “does the tire begin to 
ball up on the rim and cause the 
car to skew around. However, you 
can easily prevent this if you keep 
a good grip on the wheel. 

“If you have a blowout you 











Georgia’s Gov. Herman Talmadge 
has suggested motor vehicle in- 
|spections “if Georgia is really seri- 
ous about wanting to save human 
lives.” 

It is understood that state offi- 
cials are considering compulsory 
annual inspections. 

* * * 


For Wisconsin Drivers 


Up-to-date reports about Wiscon- 
sin’s road conditions during the 
winter will be made available in 
daily news bulletins from the state 
| highway commission, Maintenance 
| Chief Maxwell Fisher reports. 


LICENSE PLATE 
WY Ey lao 


On or Off With a Dieeanen Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from .. . 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 
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Here’s List of the Exhibitors .. . 


ASI Show Eyes Big Turnout 


(Continued from Page 48) 
xin & Co., Neapco Prod., Inc., C. 

. Niehoff & Co., Noblitt-Sparks 
{ndustvies, Inc., The Nolvex File 
‘o., North American Smelting Co., 
Nox-Rust Chemical Corp., Nu-Strut 
Flexible Piston Co., Nylen Prod. 
‘o., National Carbon Div. 

Ohio Piston Co., Oil-Dri Corp. of 
Am., Owatonna Tool Co. P & D 
Mfg. Co., Inc., Packard Elec. Div., 
Park Chemical Co., 
Corp., Charles Peckat Mfg. Co., Peco 
Mfg. Co., Pa. Refining Co., Perfect 
Circle Corp., Perfect Parts, Inc., 
Perfection Gear Co., The Permafuse 
Corp., Permatex Co., Inc., Permo 
Prod, Co., Peters & Russell, Inc., 
Petersen Mfg. Co., Inc., Peterson 
Welding Labs., Inc., Petroleum Sol- 
vents Corp., Planet Metal Prod. 
Corp., Joseph Pollak Corp., Henry 
K. Porter, Inc., Powell Muffler Co., 


Parts Mfg. | 


|sion Visor Corp., Vulcan Mfg. Co., 
Ine., Vulcan Motor Products, Inc. 
Wagner Electric Corp., Walker 
Mfg. Co., Warner-Patterson Co., 
Watervliet Tool Co., Inc., Watts 


Wagner Co., Inc.,. Wausau Motor 
Parts Co. Waverly Petroleum 
|Products Co., Weatherhead Co., 


| Weaver Mfg. Co., Joseph Weiden- 
hoff, Inc., Wel-Ever Piston Ring 
Co., S. K. Wellman Co., Martin 
Wells, Inc., Wells Mfg. Corp., West- 
ern Chain Co., Westinghouse Air 


Brake Co., Westinghouse Lamp 
Div., Wherry Eng. Co., Whitaker 
Cable Corp., Whitney Chain & 


Mfg. Co., Wickwire Spencer Steel 
Co, 

Wilco Co., Wilkening Mfg. Co., 
Willard Storage Battery Co., J. H. 
Williams & Co., Walker Bros., Wil- 
ton Tool Mfg. Co., Winona Tool 
Mfg. Co., Witco Chemical Co., Wix 





Inc., Practical Prod. Co., Precision 
Automotive Components Co., Pre- 
ferred Electric & Wire Co., Prest- 
O-Lite Battery Co., Inc., Purolator | 
Prod., Inc., Pyrene Mfg. Co. 
Quaker Rubber Corp., 
Charge, Inc., 
Co., Radiator Spec. Co., 
Corp., Raybestos Div., Raymond 
Mfg. Co., Regal Tool & Mfg. Co., 


Inc., Remington Rand, Inc., Repub- | 


lic Gear Co., Richlite Mfg. Co., Rich- 
man Chemical Prod. Co.,_ Ince., 
Rinck-MclIlwaine, Inc., Rite Tool, 
Inc., Riteset Mfg. Co., Rittenbaum 
Bros., Inc., The Roberk Co., Roller 
Bearing Co. of Am., Romort Mfg. 
Co., Rottler Boring Bar Co., Wil- 
liam & Harvey Rowland, Inc., Ru- 
ger Equip. Co., Inc., Russell Mfg. 
Co., Rust Master Chemical Co., Da- 
vid Round & Son, SKF Ind., Inc., 
St. Pierre Chain Corp., Sanatex 
Corp., Schauer Mfg. Corp., A. Schra- 
der’s Son, Schroeder & Tremayne, 
Inc., Schofield Mfg. Co., Sealed | 
Power Corp., Sealtight Corp., Serv- | 
ice Spring Co., Service Supply Co., | 
The Shaler Co., Shatterproof Glass | 
Corp., Sheldon Mch. Co., Inc., Shep- 
ard-Thomason Co., The Sherman- | 
Klove Co. 


Sherwin-Williams Co., Shur-Gloss 
Mfg. Co., Shurhit Prod., Inc., Signal | 
Mfg. Co., Inc., Signal-Stat Corp.., | 
The Simoniz Co., Inc., Skilsaw, Inc., | 
The Sleetex Co., Inc., Smith Weld- 
ing Equip. Corp., Sodrin Mfg. Co., 
P. Sorensen Mfg. Co., Inc., South 
Bend Lathe Works, Sparton Auto- 
motive Div., J. W. Speaker Corp., 
Speedway Prod. Corp., Springfield 
Electrical Spec., Inc., Standard Mo- 
tor Prod., Inc., John T. Stanley Co., 
Inc., Stant Mfg. Co., Star Machine 
& Tool Co., The L., S. Starrett Co., 
Stevens Walden, Inc., Stewart- 
Warner Corp., Storm-Vulcan, Inc., 
Stream Line Tools, Inc., Sunnen 
Prod. Co., Supco Prod. Corp., Super- 
site Corp. 

S. G. Taylor Chain Co., Ther- 
moid Co., Thexton Mfg. Co., R. M. 
Thomas Co., Inc., Thompson Prod., 
Inc., Timing Gears Corp., The Tim- 
ken Roller Bearing Co., Tinner- | 
man Prod., Inc., Titeflex, Inc., To- 
bin-Arp Mfg. Co., Toledo Steel Prod. | 
Co., Torque Mfg. Corp., Trainor 
National Spring Co., Triangle Jack 
Co., Inc., Trico Prod. Corp., Triple- 
A-Specialty Co., Triplex Corp. of 
Am., Tudor Chemical Specialties, 
Inc., J. A. Tumbler Laboratories, 
Inc., Tung-Sol Lamp Works, Inc., 
Tungsten Contact Mfg. Co., Inc., | 
Tuthill Spring Co., Tyson Bearing 
Corp., Trippe Mfg. Co. 

U. S. Axle Co., Inc., U. S. Indus- 
trial‘Chemicals, Inc., United Motors | 
Service Div., Unity Mfg. Co., Uni-| 
versal Battery Co. 

Van Auken, Inc., Vantool, Inc., 
Vokar Corp., Vaco Prod. Co., Valley 
Forge Products, Inc., Van Cleef | 
Bros., Inc., Van Dorn Electric Tool | 
Co., Van Norman Co., Vellumoid | 
Co., Victor Mfg. & Gasket Co., Vi- | 


2 a 
Arabian Knights 
Land of Magic Carpet 
Policed in Jeeps 

BAGDAD.—This ancient city, 
colorful setting for the Arabian 
Nights, is adding the last final 
modern touch to its local police 
force. In the future, the local con- 
stabulary will ride in Jeeps. 

The director general of Bagdad’s 
police has ordered 121 Willys Jeeps 
from the Willys-Overland Export 
Corp., according to Marcel F. De- 
Muller, the firm’s president. 





Quick | 
Quincy Compressor | 
Ramsey | 


Accessories Corp., Wohlert Corp., 
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what they need... 


Frank N. Wood Co., John Wood 
Co., Wooster Rubber Co., Wyzen- 
beek & Staff, Inc., Waterbury Tool 
Div., Vickers, Inc. 

“xX” Laboratories, Inc., Yankee 
Metal Products Corp., York Elec- 
tric & Mch. Co., Inc., Zaiger Corp., 
Zecol, Inc., Zim Mfg. Co., Zip Abras- 
ive Co. 


Atlas Auto Seat Cover Co., Ar-) 
nolt Motor Div., Arnolt Corp., Bear- | 


ings Co. of Am., Fulton Sylphon 
Div., Gabriel Co., Heyer Industries, 
Inc., Helm Accessories, Inc., Cecil 
H. Jarrett Co., Inc., Martin Quick 
Trim Co., Mercury Electric Corp., 
Miro-Flex Co., Manbee Equipment 
Div., National Brake Block Corp., 
National Autocraft Mfg. Co., Nel- 
son Specialty Corp., Saylor-Beall 
| Mfg. Co., Scott-Atwater Mfg. Co., 
|Inc., Sundstrand Mch, Tool Co., 
Trippe Mfg. Co., U. S. Air Compres- 
sor Co., Western Automotive Co. 
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Do your customers a real service by selling them 
a complete engine conditioning 
job! The Ramco RE-POWERING Program with 
the 10,000 Mile Guarantee makes it easier to sell 
your customers on the idea of a complete engine 
job! Ramco RE-POWERING Sells not only Com- 
pression but also Carburetion, Ignition and Cooling 


ESSE SSE ESSE 
$ Year after Year, Better and Better, Yet, 
‘ 






UNCHANGED IN BASIC DESIGN Since i 
Originated by Ramco Many Years Ago. J 9% 


ALL-PURPOSE PISTON RINGS 


Unchanged except for the Better through continuous 
engineering perfection of detai!. No obsolescence loss 
or risk of performance disappuintment due to frequent 
design changes. 


ESMBREES 


| Helwick Motor & Equipment Co., 


the Ramco 





| Hallam, Klein Take Deal in Greensburg, Pa.— 
R. A. Scheffel (center) greets Wallace Hallam (left) and H. A. Klein, new owners of 
the Chevrolet dealership sold by Scheffel. The new name of the firm is Hallam-Klein Chev- 
| rolet Co. Hallam formerly was district manager for Mack Trucks in Pittsburgh, and Klein 
was owner of a GMC dealership in Wilkinsburg, Pa. 


Helwick Adds Buick 





present dealership of Oldsmobile 
cars and GMC trucks. The service 
department is being enlarged for a 
separate unit for serving Buick 
cars, 


Ellsworth, Kans., has added the 
Buick line of automobiles to its 








services! That increases sales . . . multiplies profits! 
Yes, there’s magic in the way the 10,000 Mile 
Ramco Guarantee works to sell customers on let- 
ting you do the job right. Discover this secret for 
yourself. Get that RE-POWERING Sign up without 
delay ... see your Ramco Jobber today. Ramsey 
Corporation, St. Louis, Missouri. 





backs up every shop 
displaying the 
RE-POWERING SIGN 














Auto News from Mexico 


Government Proud that Better Roads Attract 
More and More U. S. Tourists 


MEXICO CITY.— Mexico feels 
that its investment in improving 
and building more and better roads 
is one of the best the country has 
ever made. More and more U. S. 
motorists are including Mexico in 
their vacation plans. 

Gratified by this, the govern- 
ment plans to spend $951,000 in 
1951 on publicity and tourist serv- 
ices carried on by Mexico’s tour- 
ist department. 

The government feels that in- 
creased tourist trade will not only 
benefit Mexico from a dollar stand- 
point, but also in_ international 
goodwill. 

Most Americans, it is said, who 
seek to motor in and about Mex- 
ico, continue on into South Ameri- 
can countries, thanks to better 
roads to and in those parts of 
Latin America, 

That Mexico is expanding its 
highway program and increasing its 
own use of automotive vehicles is 
indicated in a finance ministry re- 





has 


engi 


an 
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port on gasoline taxes and gaso- 
line consumption during 1949, 

Both were up sharply over 
1948, Gasoline taxes in Mexico 
are devoted to building, recondi- 
tioning and conserving roads. The 
1949 gasoline tax take topped 
$54,000,000. 

Better roads and an increasing 
population are also resulting in a 
keen demand for cars in Mexico. 


There is a good deal of talk that | 


the government may lift its ban 
on the import of U. S.-made cars. 

U. S. cars and trucks have proved 
their popularity in the country, but 
Mexico banned import of them as 


a means of conserving its dollar 


supply. 
Automotive observers around 
Mexico City hold that their coun- 


try’s dollar position is better now | 


than it was two years ago, and 
they say many Mexicans want cars 
as part of what is generally a bet- 
ter standard of living. 


Make Hyatt your headquarters 
for bearing engineering service 


Naturally, since Hyatt Roller 
Bearings are so universally used 


in the automotive industry, Hyatt 


acquired a vast amount of 


neering knowledge in this 


specific field. 
So if you have a special bear- 
ing engineering problem that’s 


puzzling you, then Hyatt Engi- 


neering Service may be called 


into 


consultation. 
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The New and the Old 


Table 1 — Revised SAE Crankcase Oil Classification 





SAE Broadens 
Operating Range 


SAE Viscosity Range, Saybolt Univ., Sec. ° 
Viscosity _ at OF _ at 210 F For Motor Oils 
“we — "ane ox — | NEW YORK.- -The newly-revised 

10W 6,000 (Note A) less than 12,000 |SAE crankcase oil classification 

20W 12.000 (Note B) 48,000 ~~ aS eliminates two motor oil grades and 

20 oe ‘i 45 less than 58 | Sets up oils for a wider operating 

30 58 less than 70 range than its predecessor. 

40 70 less than 85 The new classification is shown 

50 Bs ai 85 110 lin table 1, the one it replaces, in 
Note A. Minimum viscosity at O F can be waived provided viscosity at 210 F is not | table 2. In comparing the two, note 

MeNote B “Tcawun vaneety ac OF can be waived provided viscosity at 210 F is not | Beat that grades “ ane = = 
below 45 Saybolt Seconds Universal. i Peers : [aoe ae aie pene -— 


Table 2 — Former SAE Crankcase Oil Classification 


SAE Viscosity Range, Saybolt Univ., Sec. 
Viscosity at 130 F. at 210 F. 
Number Min. Max. Min. Max. 

10 90 less than 120 ’ - 

20 120 less than 185 

30 185 less than 255 se 

40 255 i 035 less than 80 
50 ee 80 less than 105 
60 105 less than 125 
70 125 less than 150 


insure Mexico’s civilian automotive 
vehicles are urging local police offi- 
cials to conduct drives against 
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Hyatt makes such a wide range 


of types and sizes of roller bear- 


ings suitable for cars, trucks, 





and buses that you should have 


no difficulty in finding just the 


right Hyatts for almost every 


position. Make use of Hyatt’s 


Lakatos 


long experience, write to Hyati 


Bearings Division, General 


Motors Corporation, Harrison, 











New Jersey: Detroit, Michigan. 
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HYATT ROLLER BEARINGS 





were dropped because of their ex- 
tremely limited usage. 

Second significant change is the 
addition of the 5W classification 
The 5W oils are considered desir- 
lable for subzero operation, par- 
ticularly cold starting. Studies 
made by a group of the SAE fuels 
and lubricants committee, in co- 
operation with CRC, showed that 
|using 5W instead of 10W oil brings 
a 33 percent overage increase in 
|cranking speed. These researches 





ij as 7 -|also disclosed satisfactory viscosity 
| what they call “too clever” gangs | Stability, oil consumption, and wear 
of car thieves. An average of three | resistance with 5W oils. 

cars are stolen daily in Mexico City. | 


Car manufacturers have recom- 
|mended 10W oil for temperatures 
|}down to —10 F. Below this, 10W 
|plus 10 percent kerosene was the 
usual practice. But this diluted oil 
was considered unsatisfactory be- 
cause of its viscosity instability. 
The 5W oils can operate at tem- 
peratures considerably below —10 F. 
|without the disadvantages of the 
diluted 10W, says the SAE. 

The winter grade oils, 10W and 
20W, now a part of the SAE crank- 
|ease oil classification, previously 
| were not included. They were listed 
|separately in the SAE handbook 
under the title Automotive Manu- 
| facturers’ Viscosity Classification. 

Under the revised classification 
the viscosities are specified at tem- 
|peratures more nearly those at 
‘which the oils operate. Winter 
| grade viscosities are given at O F; 
|the other oil viscosities are given 
lat 210 F. The former classification 
specified viscosity for the 10, 20, and 
‘ oils at 130 F. 





60 Percent Favor 
Wage-Price Pegs 
In Minnesota Poll 


MINNEAPOLIS.—More than 60 
percent of the men and women in 
Minnesota want federal controls 
over prices and wages to keep them 
from rising, according to the Min- 
nesota Poll. 

Interviewers asked a representa- 
tive group of the state’s adult pop- 
ulation the following question: 

“Do you think it would be a good 
idea or a poor idea to have the 
federal government ‘freeze’ prices 
and wages throughout the country 
so that they could not go any 
higher?” 

The following answers were re- 
ported: 


| All Men Women 
| Good idea . . 64% 65% 63% 
| Poor idea . . 19% 19% 19% 
Qualified .......... 9% 10% 9% 
No opinion ........ 8% 6% 9% 
More than 50 percent of those 


who qualified their answers, it was 
said, thought that prices should be 
regulated by the government but 
not wages. 

Others were of the opinion that 
a price-wage freeze would be all 
right, “if they roll them back to 
the June level.” 


e 
2 Can Live as... 
But Families with Children 
Spend Heavily 

NEW YORK.—America’s fam- 
ilies with children spend more for 
automobiles and maintenance than 
do families without children, says 
Parent’s Magazine, which based a 
suryey on information derived 
from studies made by the Federal 
Reserve System, U. S. Department 
of Agriculture and the U. S. De- 
partment of Labor. 

The superior purchasing power 
of families with children in rela- 
tion to families without children, 
applies to virtually every product 
and service, the magazine claims. 

These figures are particularly 
significant, says the magazine, when 
considered with new government 
estimates which show that there 
will be 69,202,000 children of all 
ages by 1960. 
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Basicall A Used-Car Operation, Lee Says... 





Leasing Problems Studied 


CHICAGO.—The leasing of auto- 
otive equipment to fleet users on 
n annual contract basis repre- 
nts what is probably the only 
usiness enterprise in which many 
f the people in the industry actu- 
ll have little or no understanding 
of the true nature of the business 
in which they are engaged, says 
Samuel J. Lee, Fleet Management 
Corp. president. 

This is due to the wide diverg- 
ence of interests of the people 
drawn into the leasing business 
—new-car dealers, used-car deal- 
ers, finance companies and insur- 
ance companies—all attracted to 
the leasing industry for different 
reasons, he explains. 


To the new-car dealer the leas- 
ing business presents an outlet for 
surplus new-car and truck inven- 
tories. The used-car dealer sees it 
as a source of supply for one-year- 
old used cars at low prices. 

The finance company recognizes 
the leasing practice as one way to 
attract a large volume of finance 
business at higher rates than can 
be obtained from individual car 
buyers, while the insurance com- 
panies are just beginning to get 
into the automotive rental business 
following their widely heralded 
entry into the railroad equipment 
leasing field, Lee claims. 


All, he says, have been drawn to| 


the leasing business by the unusu- 


ally large profits made during the} 


last five years. Few, however, rec- 


ognize that phenomenal profits 
were possible only because of the 
erratic nature of the used-car 


market in which one-year-old used 
cars often were sold at higher 
prices than their original cost when 
purchased a year before. 

How many of these divergent 
groups will stay in the leasing 
business when the used-car mar- 
ket returns to some degree of 
normalcy and fantastic profits 
are no longer possible is a moot 
question, Lee adds. 

As far as car leasing is con- 
cerned, the used-car dealer’s un- 


derstanding is the correct one, for) 


car leasing is no more than a used- 
car operation, Lee says, adding that 
no leasing company can realize a 
profit until it has sold the used 
car. 

The amount that can be ob- 
tained for a used vehicle upon the 
termination of a contract, deter- 
mines the amount of profit made 
on the entire transaction—hence it 
is a used-car business, according 
to Lee. 


He points out that one of the 
automobile dealers who pioneered 
the car leasing business made 
money even in prewar years be- 
cause he has always conducted 
his business as a used-car opera- 
tion, 

New cars are driven to their out- 
of-town destination points by expe- 
rienced used-car salesmen, not by 

transport companies or car “jock- 
eys.” The new car is turned over 
to the lessee and the used car taken 
over by the used-car salesman and 
merchand'sed by him on the spot. 
He tries to sell the car at retail if 
possible, or, as a last resort, to a 
used-car dealer before returning 
home. In few instances does he 
bring the car back to the leasing 
company’s premises. 

Many automobile dealers, envi- 
ous of this dealer’s success, have 
likewise gone into the leasing busi- 
ness, but they have not been suc- 
cessful, because they did not know, 
and still do not know, that this 
dealer’s success was due to the 
fact that he was a smart used-car 
operator and ran his business the 
same as did any used-car dealer, 
Lee says. 

Another large leasing organiza- 
tion was successful in prewar 
years only because it worked out 
a plan for moving used cars into 
the west coast market at no cost, 
he explains. This company uses 
the “share expense trip” idea in 
shipping cars to California. A 
party of four or five people is 
given a car to drive to Califor- 
nia, the expenses being shared 
equally by the members of the 
party. 

When they arrive in California 
the car is turned over to a used- 
car lot which is owned and oper- 
ated by the leasing company. Thus 


the car has been moved to a $150 | 
higher used-car market at no cost. 


Automobile dealers must recog- | 
nize, Lee contends, that the leas- 
ing business is a full-fledged busi- 
ness by itself and that, in normal 
times, only the leasing company 
which takes advantage of every 
trick and “angle” can be success- 
ful. Those automobile dealers who 
can remember back 
years know that few passenger car 
leasing companies made much 
money and that all but an out- 
standing few were small enterpris- 
es, he says. 

Truck leasing presents an en- 
tirely different picture, accord- 
ing to Lee. It is really a service 
operation which should be ap- 
proached only from a standpoint 
of developing additional parts 
and service volume. 

The function of a truck leasing 
business is to supply a fleet user 
with enough trucks to cover all his 
routes every day in the week, and 
to relieve him of administrative de- 
tails and “headaches” in keeping 
his routes covered. The leasing 








to prewar | 


| company provides the truck with 


\full service and maintenance for 
ithe period of the contract. 
It garages the truck, washes it 


periodically, lubricates when nec- 
essary, and makes all mechanical 
and body repairs. In actual prac- 
tice the truck is merely the instru- 


anteed maintenance is sold. 


leasing business, Lee notes, must 
figure costs on an entirely differ- 
ent basis than does the car leas- 
ing company. Used-car values are 
not important because trucks are 
leased on long-term contracts — 
jusually four year—and are fully 
|depreciated by the time the con- 
|tract is terminated. 

Actually the dealer must figure 
costs based on the total amount 
of parts and labor involved in 
keeping each truck in operation 
each year, while at the same 
time the payments he receives 
from the lessee must be enough 
to cover actual depreciation at 
any given time. In other words 
the lessor must be sure that he 





ment through which complete, guar- | 
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The dealer going into the truck | d ’ ee 








Linked with St. Joseph (Mo.) Rodeo— 


Modern Motors (Ford) designed the above showroom display in conjunction with the 


city's recent rodeo. J. R. Taliaferro is owner. 


has received enough payment so 
that a truck, if it is returned in 
six months, can be sold without 
loss, he claims, 

A truck leasing company should 
not provide special equipment of 
any kind to a company whose credit 
is not of the best, unless the spe- 
cial equipment is paid for in ad- 
vance by the lessee, Lee warns. 
One automobile dealer who went 
into the leasing business recently 


found himself with seven bottler’s 
trucks on his hands in a city in 
which there were only three major 
bottling plants. Because he had 
invested $1,100 in each of the spe- 
cially constructed bottler’s bodies 
without collecting from the lessee, 
this dealer was badly hurt, Lee 
said. The old-established leasing 
company in that town had passed 
up this business because they had 
(See LEASING, Page 56, Col. 5) 





MoPa,r is the trade mark for parts and accessories 
factory-engineered and inspected by Chrysler 


Corporation for Plymouth, Dodge, De Soto and 
Chrysler cars and Dodge “‘Job-Rated” trucks. 


Chrysler Motors Parts Corporation makes MOoPar 
parts available to you at Plymouth, Dodge, De Soto 
and Chrysler dealers everywhere. 


Remember the name—MOpPar. It is our way of 


saying, “These parts are made right . 


... work right!” 


fit right 


For complete satisfaction, always install MoPxk 
parts and accessories in all vehicles built by 
Chrysler Corporation. 
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An Era Ends 


17-Deal Noyes’ Buick Setup in East Split 
Among Managers of the Outlets 





Special Jeep Energizes Planes— 

This tricycle-geared Jeep used to energize jet aircraft and conventional military airplanes. 
Its operator is Fred Stewart, pictured above, assembly superintendent of O. E. Szekely and 
Associates, Philadelphia engineering firm, manufacturer of the odd appearing vehicle. 
This unit, it is said, can turn in a circle having a seven-foot radius. 


Fiat May Ope . 
Auto Plant 
In Mexico City 


MEXICO CITY.—The first fac- 
tory in Mexico to completely manu- 
facture automobiles, trucks and 
tractors will be opened here soon 
by Fiat, government sources say. 

The Italian company is said to 
be negotiating with a Mexican mo- 
tor and machinery manufacturing 
firm to take over its plant at a 
cost of $11,560,000. 

Fiat, differing from other foreign 
automotive manufacturers here, 
will build its car entirely in Mex- 
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|ico, instead of merely assembling 
lit here. 

But before Fiat’s factory opens 
here, the Turin company will de- 
liver to Mexico 300 ready-to-use 
buses and trucks. They will be 
bought for members of the Nation- 
al Transportation League by a 
delegation of its top officers that 
is leaving soon for Turin to make 
the purchase. 

Included in the delegation are: 
Francisco J. Bush Romero, presi- 
dent; Lic. Eduardo Guerra, vice- 
president, and Paulino Hernandez, 
manager, 

The vehicles, both diesel and 
gasoline, will be especially adapt- 
able to Mexican terrain. Difficulty 
in obtaining these special vehicles 
in the U. S. led to the Italian pur- 
chase, the league said. 
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By Harry Stanton 
Staff Correspondent 


BOSTON.—Seventeen new Buick 
dealer appointments were made in 
the Boston zone, effectively Nov. 1, 
as dealerships formerly operated 
by Noyes Buick Co. were trans- 
ferred to the men who managed 
them for the parent company. 

Every one of the new dealers 
is an ex-manager, and without 
exception all came up through 
the ranks of the sales depart- 
ment. They will occupy the same 


| quarters with the same person- 


nel, and, in most instances, will 
retain the same company names. 

The Noyes saga, one of the most 
in the new-car busi- 
ness, started when the late Harry 
K. Noyes founded the Lowell Au- 
tomobile Co., at Lowell, Mass., in 
1904 to sell and service Stanley 
Steamers, Stevens-Duryeas and 
Buicks. 

Four lears later, in 1908, W. C. 
Durant, then Buick president, was 
so impressed with the good will 
that Noyes had built that he of- 
fered the young dealer a contract 
to manage Buick’s own Boston 
factory branch, the wholesale cen- 
ter for New England. 

In 1915 Noyes secured the whole- 
sale distributorship for Buicks for 
the New England area and that 
business continued under the man- 
agement of Mr. Noyes, his son, the 
late Henry E., and the Noyes es- 
tate until Buick opened its own 
zone office in Boston in 1944. The 





has to work 


around the clock or just on an occasional job, 


you can make money with 
cleaner 
and low operating costs 


the John Bean Visu- 


You'll like Visucleaner’s speed, low price 
pO ae eat ee 


easy-to-operate controls, its safety features and 
its rugged construction that guarantees years of 
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dependable operation. The John Bean Visucleaner 
is now available for prompt delivery 
ces details from your John Bean Jobber 
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elder Noyes died in 1934 and the 
son in 1940. 

During the intervening years, 
Noyes Buick Co. also went into 
car retailing, establishing its first 
retail outlet in 1924. Progressive- 
ly taking over additional outlets, 
the company in its hey-day had 
about 25 affiliated retail dealer- 
ships and distributed to some 115 
other New England Buick deal- 
ers. 

At its peak the organization) 
handled nearly 20,000 new cars a 
year, some 40 percent of which 
were sold by its own affiliates cen- 
tered in the larger cities. Its vol- 
ume of some $30,000,000 annually 
indicates that during its life the 
company paid hundreds of millions 
of dollars into the General Motors 
coffers. 

To facilitate its car sales, Noyes 
Buick operated its own finance 
company. Under the new setup, fi- 
nancing will be handled by Gen-| 
eral Motors Acceptance Corp. 

C. R. Boggess, Buick zone man-| 
ager, for Boston, announced the 
following as holders of the 17 new 





appointments: 

Appel-Bruen Co., Inc., 1019 
Commonwealth Ave., Boston; 
John L. Appel, president, and 
Harry F. Bruen, treasurer. 
Arlington Buick Co., Inc., 835 
Massachusetts Ave., Arlington, 


Mass.; Bradley P. Noyes, president 


‘and treasurer. 


Medford Buick Co., Inc., 16 Mys- 
tic Ave., Medford, Mass.; Donald 
C. MacMulkin, president. 

South Shore Buick Co, of Mass., 
Inc., 50 Adams St., Quincy, Mass.; 
Edgar G. Lehmann, president. 

Fall River Buick Co., Inc., 111 
President Ave., Fall River, Mass..; 
Thomas Cote, president. | 

New Bedford Buick Co., Inc.,| 
Fairhaven Bridge, New Bedford, 
Mass.; John J. Dugan, president. 

Springfield Buick Co., 630 Main 
St., Springfield, Mass.; William C. 
Lynch, president and treasurer. 

Hartford Buick Co., 80 Washing- 
ton St., Hartford, Conn.; Harry D. 
Hartley, president and treasurer. 

Lewiston Buick Co., with three 
dealerships, at 827 Main St., Lew- | 
iston, Me.; Market Square, Au- 


Western Union | 
Hired as GMC 


Service Contact 


PONTIAC, Owners of GMC 
trucks have been given another 
free service feature with the inau- 
guration of Operator 25,” which per- 
mits drivers on the road to locate 
the nearest GMC-approved service 
by making only one telephone call, 
according to John E. Johnson, gen- 
eral sales manager for GMC Truck 
and Coach division. 

The new system of finding GMC 
service facilities in any part of 
the nation, Johnson explained, is a 
phone call to the nearest Western 
Union office, whose Operator 25 
tells the driver where to go. 

“Operator 25” tells the locations 
of approved dealer service points 
for both GMC diesel and GMC gas- 
oline-powered trucks and _ truck- 
tractors. 

The service is the first of its 
kind in the trucking industry and 
is expected to save considerable 
time as well as being a convenience 
for operators of GMC units, John- 
son said. GMC Truck and Coach 
division will pay the cost of the 
system, he added. 





Auto Imports Up | 
35,000 in Canada _ | 


TORONTO. — During the first | 
eight months of this year Canada| 
imported 56,500 cars and trucks 
from Great Britain, as compared 
with only 21,000 in the same period 
of 1949. This year’s units were 
valued at about $50,000,000, as 
against $22,000,000 for 1949’s. 

Small cars, valued at $1,200 each 
for customs purposes, comprised 
52,000 units of this year’s imports, 
it was reported. With Canada al- 
lowing its dollar to find its own 
way in the world market, observers 
here anticipate cuts in British 
vehicle prices. 


lin a safe 
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gusta, Me., and 4 Broad St., Bath 
Me.; Carl L, Curtis, president. 

Portland Buick Co., Inc., 84 Pre 
ble St., Portland, Me.; C. Willian 
Fogg, president. 

Dover Buick Co., Inc., 256 Centra 
Ave., Dover, N. H.; Robert W 
Greenaway, president and treasure: 

Manchester Buick Co., Inc., 29 
Hanover St., Manchester, N. H 
Erwin’ F. Herrick, president. 

Nashua Buick Co., Inc., 280 

Main St., Nashua, N. H.; John 
F. Connell, president and treas- 
urer. 

Portsmouth Buick Co., Inc., 511 
Islington St., Portsmouth, N. H 
Thomas E. Neal, president. 

Providence Buick Co., Inc., 2 
Reservoir Ave., Providence; Fran} 
W. Blaney, president. 

The Boston deal is believed t« 
be one of the largest in the coun- 
try, rated at 1,500 cars. Others of 
the group vary in size from about 
100 to about 800 cars. About half 
of the new dealerships are believed 
to be financed in part by the Gen- 
eral Motors Holding Corp. 


. 
Leasing 
(Continued from Page 55) 


learned from experience to take no 
chances with specialized equipment. 

Many automobile dealers are set- 
ting up leasing deals in which the 
equipment is supplied to the fleet 
user On a monthly fee basis with 
no maintenance or other services 
being included, Lee notes. 

Some dealers have even worked 
out a “depreciation reserve fund” 
idea whereby the fleet user is 
credited with any profit made on 
depreciation when the unit is 
is sold. If a loss occurs at the 
time of sale the fleet user is 
charged back with this additional 
amount. In actual practice deals 
of this type are, to the customer, 
nothing more than financing ar- 
rangements. They merely pro- 
vide equipment on a monthly 
payment basis, Lee points out. 

If the leasing industry does not 
develop service and maintenance 
features similar to those of the 
truck leasing industry, it will soon 
find that the insurance companies 
and large finance companies, both 
of whom are entering this field on 
a large scale, will put them out of 
business. 

No dealer or leasing company 
can compete against companies of 
this type who are interested only 
investment for surplus 
funds, says Lee. 

Unless an automobile dealer is 
willing to enter into the leasing 
business on a full scale and offer 
automotive leasing 
service, he would do well to stay 
out of the leasing business entire- 
ly and leave it to those concerns 
that have, through years of expe- 
rience, become specialists in the 
business of leasing automotive 
equipment, Lee states. 
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2 STOP 
vibration 
noise 


WITCOTE Undercoating 
stops car vibration, noise, 
rattles, and squeaks. Pre- 
vents heat and fumes from 
working up through the 
floor. It also prevents un- 
dercar rust... lasts the life 
of the car. Valuable to car 
owners, and profitable to 
car dealers. 


GET IT FROM YOUR JOBBER 


ASK FOR IT BY NAME- GENUINE 


WITCOTE “4 
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PRODUCT OF WITCO CHEMICAL CO., CHICAGO 
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AUTOMOTIVE NEWS, NOVEMBER 13, 1950 


Used-Car Auction Prices 
Market Trend 


The rate of decline in used-car prices slowed up somewhat last 
week as the overall average fell $15 to $866. Late postwar models 
took the sharpest falls, but no one model-year lost more than $30. 


Both ’49s and ’50s slid $21 with the average for ’50s leveling off 
at $1,652 and that of ’49s at $1,244. The decline for ’48s was $30, 
bringing the average to $972, while ’47s lost $20 to $791, and °46s 
fell but $3 to $686. 

The prewars followed their customary erratic path with ’42s slid- 
ing $19 to $367 and ’41s rising $6 to $349. The overall average for 
November to date is $61 below the October average and $124 below 
the September median. 


There was a slight improvement in percentages of sales at various 
auctions. At nine representative marts last week, there were 762 
units, or 58 percent, of the 1,311 offerings sold. In the previous week 
at the same auctions, 757, or 57 percent, of the 1,339 offerings were 
sold. 





Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


OAKLAND, CALIF. 


(A. L. Pollock Auto Dealers Wholesale 
Auction, Sale every Wednesday. Prices are 
for sale of Nov. 1.) 

(Prices much lower on all postwars, 
but stronger on prewars.) 

BUICK—’49 Super 4-dr., $1,475*. °48 sta- 
tion wagon, $1,325; Special 2-dr., $1,065. 
’41 conv., $285; 4-dr., $180. 

CADILLAC—'50 (62) 4-dr., $3.550*% °49 
(62) 4-dr., $2,750*%; sedanet, $2,610°. 

CHEVROLET—’50 SL Deluxe 4-dr., $1,600; 
2-dr., $1,575. '49 FL Deluxe 2-dr., $1,- 
430. '48 FM 4-dr., $985. '47 FM club 
coupe. $765; FL aerosedan, $940, $875. 
'46 FL aerosedan, $815; FM club coupe, 
$725. °42 FL aerosedan, $465, $475. '41 
conv., $500, $495 

CHRYSLER—'48 Windsor 4-dr.. $1,175*. 
'47 conv., $1,000. °41 conv., $345; 2-dr., 
$205: business coupe, $155. 

DODGE—’'46 Custom 2-dr., $850. 

FORD—’49 Custom (8) 2-dr., $1,140; 4-dr., 
$1,310, $1,225, $1,150, $1,090; (6) 4-dr., 
$1,055; 2-dr., $1,100, $975. "48 (8) 2-dr., 
$860, $810: (6) 2-dr.. $735. °46 sedan 
delivery, $700; (8) 2-dr., $775; 4-dr., 


$1,100*, 48 4-dr., $750, $605. 
$585. 


MERCURY—’'50 2-dr., $1,695; 4-dr., 2 at 
$1,875*, 

NASH—'49 Ambassador 2-dr., $1,135*. 

OLDSMOBILE—’47 (98) 2-dr., $955". "46 

$305°*. 


‘47 4-dr., 


























(76) 4-dr., $675*. '40 4-dr., 

PACKARD—'49 2- dr., $1,010. 

PLYMOUTH—'50 SD 4-dr., $1,460, $1,400, 
$1,405, '49 SD 2-dr., $1,105: 4-dr., $1,- 
140. 47 4-dr., $745, $770, $760. '46 4-dr., 
4-dr., $560. 

PONTIAC— 49 4-dr., $1,435. ‘47 4-dr., 

STUDEBAKER—'49 11%-ton stake, $910. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 27.) 
(Sold 162 units out of 303 offerings.) 
BUICK—’50 Special 4-dr., $1,525. °46 Su- 
per 4-dr., $800. ‘41 4-dr., $250. ‘38 
4-dr., $125. 

CADILLAC—'50 (61) club coupe, $3,325. 
*48 (62) 4-dr., 2 at $2,050°, $1,875. 
CHEVROLET—'50 FL Deluxe 4-dr., $1,- 
560, $1,530, $1,730%; SL Deluxe "4-dr., 
$1, 516, $1,605; Bel- Air, $1,825. 


eRe Special 2-dr., $1,275; SL Del — ai. 
MERCURY--’48 4-dr., $925. °47 club coupe, . r., eluxe 2-dr., 
$765. , $1,300; FL Deluxe 2-dr., $1,250, $1,190. 
NASH—'48 Custom 4-dr., $900. $1,140, $1,120; 4-dr., $1,200; %-ton 
OLDSMOBILE—’50 (88) 4-dr., $2,100*, '49| Pickup, $900. "48 SM business coupe, 
(98) 4-dr., $1,660. '48 (98) conv., $1,400;| $815; FL aerosedan, $1,160, $1,000; FM 


4-dr., $1,000. ‘47 


4-dr., $1.530, '41 4-dr., $345, $295. °40 SM business coupe, 

2-dr. $210. $740, $725. °46 FL aerosedan, $765, 
PLYMOUTH—'47 business coupe, $725; De- | $690; FM 2-dr., $680. 

luxe 4-dr., $775. '46 SD club coupe, $795. | PLYMOUTH — "49 Deluxe 4-dr., $1,175, 

41 club coupe, $360, $280. '40 business} $1,150; SD club coupe, $1,250. ‘46 SD 

coupe, $245. 4-dr., $580, $640. ‘42 Deluxe 2-dr., $240. 


41 SD 4-dr., $440. 


PONTIAC—’49 Chieftain (8) 4-dr., $1.500*; ‘40 Deluxe 4-dr., 
conv., $1.450*. °48 (6) 4-dr., $1,000; (8)| $180. '38 Deluxe 4-dr., $210. 
4-dr., $1.250, $1,300; conv., $1,200, '47| STUDEBAKER—’48 Champion 4-dr., $790. 
2-dr., $900. '46 2-dr., $875. °41 4-dr., 47 Champion 2-dr., $850. 


WILLYS—’50 station’ wagon, $1,890; Jeep 
station wagon, $1,550; half-ton pickup, 
on '48 Jeep, $660, $500. °46 Jeep, 


$390: 2-dr.. $400; club coupe, $400. 
STUDEBAKER—’'50 Champion conv., $1,- 
650. '41 4-dr., $300. 
WILLYS—’48 Jeep. $650. 


MISCELLANEOUS—’47 International half- 
ton pickup, $620. DANVILLE, VA. 
DENVER (Danville Auto Auction. Sale every Wed- 


nesday. Prices are for sales of Oct. 25- 
Nov. 1.) 
BUICK—'49 Super 4-dr., $1,500. '47 Super 
4-dr.. $640; 2-dr., $710. 
"50 "SL Deluxe 4-dr., $1,- 
520, $1, 335; conv., $1,640. '48 SM ‘+ dr., 
$880; FM 2- dr., $900; FL aerosedan, 
$1,075, $1,130, $1, 040, $850. '47 FL aero- 
sedan, $875. '46 FM 4-dr., $700. '42 SD 
2-dr., $470. '41 SD club coupe, $395; MD 
club coupe, $495; 2-dr., $320, $260. '40 
SD 2-dr., $320; Master (85) 2-dr., $365. 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo. Prices are for 
sale of Oct. 31.) 

(Prices generally slightly weaker.) 
BUICK—’50 RM sedan, $2,095*. °47 Super 

sedan, $905. °41 sedan, $290, $295. 

CADILLAC—’50 (62) conv., $4.200*: sedan, 
$3.775*. °49 (62) sedan, $2.530*%, $2,- 
540°, '48 (62) sedan, $1,665*, °47 (62) 
sedan, $1,255*, $1,330*, "46 (62) sedan, 
$1.175. 

CHEVROLET—’50 Bel-Air, $1,950; FL De- 
luxe sedan, $1.610. $1,640; SL Special 
sedan, $1,535; %-ton pickup, $1,290, $1,- 
400; half-ton pickup, $1,295. $1,305. $1,- 





390. 49 FL Deluxe sedan, $1,130, 
$1,215, $1,230, $1,240, $1,255, $1,265, 
$1.300. $1,305. "48 FL aerosedan, $985. 


‘47 FL aerosedan, $850, $885. "46 SM 
sedan, $630, $850. ‘41 sedan, $295. °40 
sedan. $300, $305. '39 sedan, $270. 

CHRYSLER—’48 Windsor sedan, $800. 

DeSOTO—’47 sedan, $895. '46 sedan. $680. 

DODGE—’49 Wayfarer 2-dr., $1.025. °47 
sedan, $800. '46 1-ton pickup. $555. 

FORD—’50 Crestliner, $1.820*, $1,835*; De- 
luxe (8) sedan, $1,310. °49 (8) sedan, 
$875, $900, $975, $1,030*, $1.040. °48 
(8) sedan. $605, $660, S785, $795, $880. 
‘47 (8) sedan. $695, $725. $770. '46 (8) 
sedan, $505, $515, $535, $545. $635, $655, 
$670, $725. ‘45, half-ton pickup, $550. 
'42 sedan. $199, $230 

HUDSON—’49 Commodore (8) sedan, $1,- 
135°. 

—— 48 sedan, $605. '47 sedan, $485, 
$59: 

MERCURY—'49 sedan, $1,125, $1,270*. '48 
sedan. $805. '47 sedan, $555. 








In '51 Commander Line 





'39 MD 4-dr., $405; 2-dr., $260. '38 4-dr., 
$230; MD 2-dr., $200. '37 2-dr., $215. 


DeSOTO—’'49 station wagon, $1,000. 
DODGE — '49 Coronet 4-dr., $1,255. ‘48 
4-dr., $800. '40 4-dr., $400. 
FORD—’50 Deluxe (8) 4-dr., $1,435. °49 
Standard (8) club coupe, $1,080; Custom 
(8) 2-dr., $1,125; Standard (6) 2-dr., 
$1,070. "48 SD 8) 2-dr., $850, 2 at $930; 
Deluxe (8) 2-dr., $950. '47 Deluxe (6) 
2-dr., $650. ‘46 Deluxe (8) 2-dr., $610, 


$680. '41 Deluxe (8) 2-dr., $450, $480; 
SD (8) club coupe, $440. ‘40 Deluxe 
2-dr., $475, $440, $210. '39 4-dr., $150. 
MERCURY—’'49 (taxi), $1,190. 
NASH—'48 (600) 4-dr., $810. 
OLDSMOBILE—’48 (98) conv., $1,040. °40 
(8) 4-dr., $160. 
PACKARD — '49 (8) 2-dr., $1,070. '47 
Clipper 4-dr., $800. '40 (6) 4-dr., $270 


PLYMOUTH—’'50 SD 4-dr., $1,620. '49 De- 
luxe club coupe, $1,180; SD 4-dr., $990. 
46 SD 4-dr., $760. '40 2-dr., $250, $210, 
$175. °39 4-dr., $105; business coupe, 


(to date) 


$200. 
PONTIAC—'48 (8) 4-dr., $925. '41 (6) club 
coupe, $290. . 
STUDEBAKER '48 Commander 4-dr., $1,- 
_ (8) 2-dr., $1,340. °'49 station wagon, 
$1.125. ‘47 SD 2-dr., $500. 


EBENSBURG, PA. FRAZER—'48 4-dr., $650. 


(Ebensburg Auto Auction Co, Sale every HUDSON—’51 4-dr., $2,150. 
Thursday, Prices are for sale of Nov. 2.) $600; (6) 2-dr., $540. 
(Dealers report poor retail, Wholesale — 49 Traveler, $940. 


prices on a par with preceding week. ’ ‘ 
Sold 63 units out of 101 offerings.) ——— 47 4-dr., $640. 46 4-dr., 


"46 (8) 2-dr., 
"48 4-dr., 


BUICK—'49 RM sedanet, $1,415*. 48 RM |__ $590 : . 
sedanet, $1,000. '47 RM sedanet, $910. MERCURY— 50 2-dr., $1,810; 4-dr., $1,- 
'46 Super sedanet, $940. 710. °49 2-dr., $1, 150. °47 4-dr., $830. 


CHEVROLET—'50 ‘SL Deluxe club coupe, | NASH—'49 Ambassador 4-dr., 
$1,500, $1,480. "49 FL Deluxe 4-dr., $1,-| (600) club coupe, $780. 


50, $1,215; SL Deluxe club coupe, $1,- OLDSMOBILE — '49 (88) 4-dr., $1,675°*; 
250 e500, $1,245. °48 SM - ga16. (76) conv., $1,400. °48 (68) club coupe, 
47 SM 2-dr., $750; FL aerosedan, $900, ore se "47 (98) 4-dr., $845. ‘46 (6) 
$870. '46 SM 4-dr., $760, $720; half-ton r . 

pickup, $520, '42 '2-dr., $500. '41 MD | PACKARD—’'48 4-dr., $1,095. 


. 310. PLYMOUTH—'49 2-dr., $1,350; club coupe, 
$548. ee: wee re $1,240; 4-dr., $1,180. “4s SD club coupe, 
SOTO—'46 Deluxe 2-dr., $840. $1.045. °46 SD 2-dr., $655. 
DODGE —'50 half-ton Silews $1,030, '48| PONTIAC—’50 8) Catalina, $2,340°. '49 
Custom 4-dr., $1,040, '41 4-dr., $275. (6) 4-dr., $1,440*%; (8) 4-dr., 
FORD—’49 Standard (8) 2-dr., $1,060, $1,- (8) 4-dr., $1,105. 47 (6) 
025; Custom (8) 4-dr., $1,160. '48 SD (8) | _ coupe, $800. ‘41 (6) 4-dr., $640. 
2-dr., $1,005; 6) half-ton pickup, $875, STUDEBAKER-—'50 Champion club coupe, 
7 


$775. $1,430. '48 Champion 2-dr., 
HUDSON 
ono* 


Commander 4-dr., $900. 
MEKCURY—’39 4-dr., $180. 


'40 4-dr., $420, 


—49 Commodore (6) 4-dr., $1,- 


DETROIT 


NASH —’51 Statesman 2-dr., $1,650. ‘50 
Statesman Super 2-dr., $1,300, '47 Am- ¢ (ApS Auto ain ae oery oe 
} "39 bi ay. ces are for sale ; . 
ements 4-dr., $690. Ambassador (geld ‘s units out of #7 omterings.) 
OLDSMOBILE—'49 (76) sedanet, $1,400*, | BUICK—’49 Special 2-dr., $1, Pe pe- 
"48 (98) 4-dr., $1,120*%; (78) 2-dr., $955. cial 4-dr., $810, $800, $730. °'46 Super 


'$315*, | 4-dr.. $690, $670. 


, » a o 
47 98) ¢-ar,, $9500. "40 (6) 4-dr., CHEVROLET—’50 Bel-Air, $1,710; FL De- 


PLYMOUTH—'49 SD club coupe, $1,215, 


$1,205; Deluxe 4-dr., $1,200, $1,195. ‘47 luxe 2-dr., $1,450. ‘49 conv., $1,180. °48 
SD 4-dr., $855, $815. '41 4-dr., $315. '40 4-dr., $875; taxi, $680. ‘47 4-dr., $775, 
2-dr., $105. °39 2-dr., $145. $710; 2-dr., $660. ‘46 ,FL aerosedan 
PONTIAC—’47 Streamliner (8) 4-dr., $835. Hero, $750; 2-dr., $530. °42 4-dr., $300. 


CHRYSLER—’46 Windsor 4-dr., $750. 


"42 (6) 2-dr., $520. '37 (6) 2-dr., $225. 


STUD KER — '48 C di 4-dr.,| DODGE — '50 4-dr., $1,700. ‘48 4-dr., 
eee — Sel a oan, Oe, “OT 4-dr., $735, $710. 
WILLYS—’47 stati 750. FORD—'50 2-dr., $1,300. °4 -dr., y 
- oe ee $970, $925. °47 coupe, $685. gss0 “— 
: 660, $565. °41 2-dr., $350, : 
MANHEIM, PA. goes, gees. $ 
(Manheim Auto Sales & Auction, Inc. | HUDSON—'46 4-dr., $460. 


Prices are for sale of | KAISER—'49 4-dr., $855. ‘48 4-dr., $655. 


Sale every Friday. 
. , "47 4-dr., $600. 


Oct. 27.) 


(Sold 89 units out of 169 offerings.) — 2-dr., $1,205. °'46 4-dr., 
BUICK —'S0 Special 2-dr.. $1,590.49 Bu- MAGEE —~'6T 4-0r.. $706 

per 4-dr., ,550*; conv., $1,520; RM}; of ae , 

-dr., $1,475. 1°48 RM 4-dr.. $1,080, °47 a oe ee, A 

Special 4-dr., $855. °42 Super 4-dr., $460. 7 we ’ 
CADILLACG—'is (61) club coupe, $1,650. | PLYMOUTH -'49 2-dr., $1,080, $975. "42 


CHEVROLET—'50 conv., 
wagon, $1,525; FL Deluxe 4-dr., 


$1,670; station | ponTraG_’49 2-dr.. 47 «4-dr., 


$1,390. $1,300. 


49 FL Deluxe 2-dr., $1,240; SL, Deluxe $735. '46 4-dr., $655. 
club coupe, 1.205; -dr., 1, ‘ae 
FL aerosedan, $935. '47 SM 2-dr., $780. LEBANON, N. J. 
et — es Pe tee (Lebanon Auto Auction. Sale every 
penn ae : 2 : 1 s I ween, Wednesday. Prices are for sale of Nov. 1.) 
Sear sake at Cueto pir gese | (Market seems to have stabilized at 
DODG " Bae® Col t 44 om $1,200 $ "47 current levels with only °50s continuing 
a. te a to drop. Retail is definitely better in 
FORD—'50 Crestliner, $1,675; conv., $1,-| this ares. Sold 55 units out of 7 
580; CD (8) club coupe, $1,505; Deluxe | guicK—'s0 RM sedan, $1.950*; Special 
sedan, $1,590. ‘49 Super sedan, $1,590. 
"48 RM conv., $1,210*; sedan, $1.090. 


‘47 Special sedan, $935: RM sedan, $935. 
‘46 Special sedan, $720. ‘°41 Special se- 
dan, $415. 

CHEVROLET—’'50 SL Deluxe sedan, $1,- 
475: SL Special sedan. $1,385. ‘49 conv., 
$1,375; SL Special sedan, $1,100. $1,085, 
$1.075. °48 FM sedan, $910; SM sedan, 
$840. °47 FM conv., $835. °41 SD se- 
dan, $420. ‘40 SD club coupe, $390; 
sedan, $340. '39 MD sedan, $315, $310. 

CHRYSLER—’41 Royal sedan, $315. ‘40 
Roval sedan, $320. 

DODGE—'48 Custom sedan. $1,160, $1,010. 
"47 Custom sedan, $850. °'46 Custom 
sedan, $750. 

FORD—'50 CD (8) sedan, $1.340. "49 
Custom (8) sedan, $1,110, $1,040; Stand- 
ard (8) sedan, $1,000; (6) sedan. $985. 
"48 SD (8) sedan, $835. ‘47 SD (8) 
sedan. $790. 

HUDSON—’'46 Commodore (8) sedan, $580 

KAISER—’47 Special sedan. $640. 

LINCOLN—’41 Custom sedan. $305 

MERCURY—'49 sedan. $1,285. 

NASH—’'49 (600). $1.010. 

OLDSMOBILE—'47 (98) sedan, $890 "41 


OLDSMOBILE—'50 (98) sedan, $2.070, $2.,- 
230°. °49 (88) sedan, $1,430; (76) sedan, . (76) sedan, —. ~ ia 
$1.400. Studebaker's State Convertible— PLYMOUTH—'50 SD sedan, $1.! : 
PLYMOUTH—’50 Deluxe sedan, $1,255, $1,- = ‘ 7 : eat = SD sedan, $1,265. $1,250. 47 Deluxe 
585. °48 SD sedan, $805. '47 SD sedan, Here is the 1951 Studebaker Commander State convertible with its new grille, ‘spinner, business coupe, $685. ‘46 SD _ sedan, 


$525. $795. °46 sedan, $460. $540, $665. 
PONTIAC—’'50 Chieftain (8) Deluxe sedan, 
$2.255*. "48 (8) sedan, $1,005, $1,135. °41 
(6) sedan, $355. 
STUDEBAKER 
$910°*. 


MASON CITY, TA. 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Nov, 1.) 

(Market much stronger with prices up 
$50 to $100. Sold 102 units out of 159 
offerings.) 


a new V-8 engine. 


49 Champion sedan, 


BUICK—’49 Super 2-dr., $1,405*. '48 Super 
2-dr., $965, $980. 
CADILLAC—'50 (62) 4-dr., $3,515*, $3,- 


605°, °48 (62) 2-dr., $1,900. °47 (62) 
4-dr.. $1,365. 
CHEVROLET—’50 SL Deluxe 4-dr., $1.575; 


2-dr., $1,480, $1,470, $1,505; FL Deluxe 





4-dr., $1,475; Bel-Air, $1.810*, $1,750*. 
'49 SL Deluxe 4-dr., $1,200, 2 at $1,190, 
$1,075, $1,100; FL Deluxe 2-dr., $1,170, 


$1.115, $1,095, $1,005. 47 2-dr., $980, 
$875. $870. '46 2-dr., $795, $730, $725. 
CHRYSLER—’47 Windsor 4-dr., $915. 
DeSOTO—’47 2-dr., $820. 
DODGE —’50 Coronet 2-dr., $1,735. °49 
4-dr., $1,405°. '47 4-dr., $800. 
FORD—’50 half-ton pickup, $1,120, $1,110; 
Deluxe (8) 2-dr., $1,390, $1,320, $1,330; 
Crestliner, $1,665. '49 Custom (8) 2-dr., 
$1,150, $i, 105, $1,025, $1,000. '46 4-dr., 
$580, $590, $665. '41 2-dr., $330, $175. 
FRAZER—'47 4-dr., $750°. 
HUDSON—’49 Super (8) 2-dr., $1,145. °47 


Land Cruiser for 1951— 


$1,625*; Henry J 2-dr., ' desirable, Studebaker states. 


r., $550. 
KAISER—’51 4-dr., 


bumpers and redesigned tail lamps. All 195! Studebaker Commanders are powered by 
The new Champions continue to use the six-cylinder powerplant. Adver- 
tised-delivered price of the Commander convertible has been reduced to $2,244.25. 





The 1951 Studebaker Land Cruiser, priced at $2,071. 
in the Commander series is the new 120-horsepower V-8 engine. 
require the use of premium gasoline, but the design is adaptable to increases in com- 
aa pression ratios when the general availability of higher octane fuels makes such changes 


$790. °42 SD sedan, $455. 
PONTIAC—'50 sedan, $1,635. 
tain (8) Deluxe sedan, $1,530* 
pedo sedan, $400. 
STUDEBAKER — 
$1.40. 
WILLYS—'48 station wagon, 


ALBANY, N. Y. 


(Tim Anspach's Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Oct. 30.) 

(Demand and prices for heavy models 
backed up severely. Other used units, 
excluding 1950s, held steady with the 
previous week. Most active sellers were 


"49 Chief- 
‘41 Tor- 
"50 Champion sedan, 


$795°*. 


"46 models. Sold 68 units out of 101 
efferings.) 

BUICK—’50 RM Riviera 4-dr., $2,600°*. 
"48 Super conv.. $1,200; 2-dr., $1,130. 
'47 RM 2-dr., $900. ‘40 Special 4-dr., 
$430. 

CHEVROLET—'50 SL Deluxe 4-dr., $1,- 
950*, $1,900%, $1,750; 2-dr., $1,630°: 
FL Deluxe 2-dr., $1,660°, $1,350. ‘49 
FL Deluxe 2-dr., $1.240, 2 at $1,150; 
SL Deluxe 2-dr., $1,150. ‘47 station 
wagon, $875. ‘46 SM 4-dr., $450, $660. 
‘41 SD 2-dr.. $300; MD 4-dr., $250. ‘39 
MD 2-dr., $240, $120. 

$1,430. 


enn oe Water -o 

DesOoTO—’ om 2-dr. . ; 4-dr., 

Powering this model and ali models $950. 40 aan moe” $1,000; 4-dr: 

The powerplant does not| DODGE—'49 Coronet club coupe, $1,240°*. 
*47 Custom 4-dr., $745. 

FORD—'50 CD (8) 4-dr., $1,550, $1,450, 
$1,525°; 2-dr., $1,575, $1,360; clut 
coupe, $1,480. ‘49 Deluxe (8) 2-dr., 






























$1,290. '48 


$1,400. '48 
business 


$1,110. ‘47 


57 


Average Used-Car Prices 


(Compiled by Automotive News) 


Nov. 1950 
(to date) 


$1,652 
1,244 
972 


791 
686 
367 
349 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$960. ‘46 SD (8) 2-dr., $675. °40 one 
ton panel, $100. 

FRAZER—'48 4-dr., $600. 

HUDSON—’50 Pacemaker 4-dr., $1,550. '47 


Commodore (6) 4-dr., $475. ‘41 (6) 
4-dr., $150. 
KAISER—’47 Special 4-dr., $630, $575. 
LINCOLN—’50 Cosmopolitan Capri, $2,935. 
MERCURY—’49 club coupe, $1,205; 4-dr. 
$1.210. ‘48 conv., $820. °'40 4-dr., $250 
NASH—’'38 4-dr., $120. 
OLDSMOBILE — '50 (98) conv., $2,385°*; 
(76) club sedan, $1,550*. °49 (76) 4-dr., 
$1,435. °48 (98) 4-dr.. $1,460*, $1.100: 
"41 (76) conv., $240. 


conv., $1,300*. 
‘48 conv., $1,075; Deluxe 4- 


PACKARD— 
dr.. $830. 

PLYMOUTH—’'49 Deluxe 2-dr., $1,030. '48 
Deluxe 4-dr., $740. '42 Deluxe 4-dr., 
$350. '39 Deluxe 4-dr.. $225. 

PONTIAC—'49 (6) 4-dr.. $1,350. ‘47 (8) 
club coupe, $790. 

STUDEBAKER—’50 Land Cruiser 4-dr., 
$1.625*. '47 Champion RD 4-dr., $790°. 

MISCELLANEOUS International %- 
ton pickup, $520. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales everv 
Monday and Friday. Prices are for sale 
of Oct. 27-30.) 

(Sold 116 units out of 228 offerings.) 
BUICK—’'49 Super sedan, $1.425. ‘47 Su- 

ner sedan, $900. '41 Special sedan, $150; 

Century sedanet. $400; Limited sedan 

$395. ‘40 Special club coupe, $460; Super 


conv.. $335. 
CADILLAC—'48 (62) conv., $2.250°: se- 
dan, $2.050*. ‘47 (62) sedan, $1,.500°. 
CHEVROLET—'50 SL Deluxe sedan, $1,- 


580: Bel-Air, $1,775; SL Special sedan. 
$1.400. °49 SL Special sedan. $1,200. 
$1.100; FL Special sedan, $1,160, °'48 
FL aerosedan, $935; SM sedan, $875. 
‘47 SM club coupe. $800, $760, $750: 
half-ton panel, $450; FM sedan. $900. 
$800: FL aerosedan. 2 at $900. '46 SM 
sedan, $685. $715. $740: FL aerosedan 
$725. ‘41 SD sedan, $500. $575. $475. 
$450, £319; club couve, $495; MD sedan. 
$500, $415, $350, $240. °40 Master (85) 
sedan $250: SD sedan, $450. $250. $175. 
CHRYSLER—'47 Windsor sedan, $850. 
NeSOTO—'50 Carrvall, $1,850. 
DODGE—'47 Deluxe sedan, $660. 
ton pickup. $340. °41 sedan, $450. 
FORD—’'50 Deluxe (8) sedan, $1,315. ‘49 
conv., $1,240: Standard club coupe, $1.,- 
010: sedan, $1.050. ‘47 SD (8) conv., 
$865; sedan, $750, $765; (6) club coupe. 
$750. ‘46 Deluxe (8) sedan, $575. $650. 
‘41 Deluxe sedan, $550: club coupe. 
$300. °'40 sedan, $285. ‘39 sedan, $290. 
"38 sedan. $135. ‘36 sedan, $100. '35 


"46 half- 


sedan. $150. 
HUDSON—’'40 sedan. $1095. $120. 
KAISER — '49 sedan, $940. ‘47 Special 
sedan, $525. 
LINCOLN—'46 sedan, $685. 


MERCURY—'49 club coupe, 

NASH—’'50 Statesman sedan, $1,450. ‘49 
(600) sedan, $975. ‘°47 (600) sedan, 
$690, $745. '46 Ambassador club coupe. 
$590: (600) sedan, $540, $550, $575. $600. 

OLDSMOBILE—-'46 (98) sedan, $625*. °41 
(76) sedan. $195; (66) sedan, $215*. °39 
sedan, $135. 

— conv., $960. ‘47 6 sedan, 

PLYMOUTH—'49 Deluxe sedan, $1,240. '47 
8D sedan, $790, $800; Deluxe sedan. 
$750. ‘41 sedan, $375. ‘38 sedan, $100. 

PONTIAC—'50 (6) sedanet, $1,810. ‘48 
Torpedo (8) conv., $1,185° ‘'41 (6) 
sedan, $405; (8) sedan, $385. ‘38 (6) 
club coupe, $105 


$1.245. 


STUDEBAKER — '50 Commander sedan, 
$1.335*, $1,325°. 


MISCELLANEOUS — 2%-ton van, $205. 
‘36 Cord sedan, $285. 





Blast on Jalopies 
Rochester Police Hit 


For Auction Plan 


ROCHESTER, N. Y. — Proposed 
public auction by police of 16 an- 
cient vintage automobiles brought 
a sharp protest from Charles H. 
Tuke, head of an insurance agency 
here. 

His protest took the form of a 
letter to Mayor Samuel B. Dicker 
in which he said he had read of a 
proposed sale at the accident pre- 
vention bureau’s parking lot. After 
noting that the automobiles ranged 
in age from 12 to 20 years, Tuke 
wrote the mayor: 

“Since the owners of these cars 
did not claim them, it is fair to 
assume that there are few, if any, 
of them which are safe to drive. 

“IT know that you and the city 
administration are interested in 
safety and accident prevention. 


Therefore I feel certain that, by 


bringing this matter to your atten- 
tion, some other means to dispose 
of these jalopies will be found. 
“More than likely the junkyard 
is the most suitable place for them, 
and it would be well to see that 
they get there. Safety and protec- 


tion of the people of Rochester 


should come before any monetary 


gain.” 





ee 


Automotive 





AUTOMOTIVE NEWS, NOVEMBER 13, 1950 


Washington 





(Continued from Page 8) 


Byrd committee reported to Con- 
gress. 

Total civilian employment in the 
executive branch of the federal 
government 
gain of 33,921 over August. 

Employment in the military es- 
tablishment of civilians reached 
902,995, an increase in September 
of 44,565. This is the fifth rise in 
the military establishment’s civilian 
pay roll in six months, the com- 
mittee said. 

The Census Bureau report on to- 
tal employment in the nation 
showed a drop in the number of 
unemployed to 1,940,000 in October, 
compared with 2,341,000 in Septem- 
ber. 

The month’s drop of the job- 
less was 401,000, bringing the un- 
employed down to the lowest 
level since November, 1948, when 
the figure was 1,831,000. 

The alltime high for employment 
in the nation was reached last 
August at 62,400,000 when large 
numbers of students and other sum- 


labor 


mer workers were on the 


force. 
* * * 


| Korea Not End 
reached 2,096,821 —a/| 


CCORDING to Presidential As- 
sistant John Steelman, military 
victory in Korea will not assure 
peace. Addressing a convention of 
the American Society of Travel 





Car Registrations 


Gain in Chicago 


CHICAGO.—Passenger car regis- 
trations increased 11.2 percent and 
truck registrations 4.1 percent in 
Chicago during the first 10 months 
as compared with the same period 
last year, it was announced last 
week by William T. Prendergast, 
city collector. 

City stickers were issued on 704,- 
485 passenger cars, as against 633,- 
341 a year earlier, and to 74,001 


trucks as compared with 71,100. 


Agents held here last week, Steel- 
man said: 

“We cannot be assured that 
new conquests will not be at- 
tempted. The United Nations must 
always be prepared to respond 
with the same high degree of 
resolution, realism and courage 
to a challenge of aggression.” 
“Our objective in Korea is sim- 
ple,” Steelman added. “We want 
to help the people of Korea to help 


themselves. We have no desire to| 
impose blueprints upon them; we 


have no pat solutions.” 

Two things must be done to sup- 
port UN in the reconstruction of 
Korea and safeguard free peoples 
from further Communist aggres- 
sion, Steelman said: continue to 
build up the economic and moral 
strength of free nations; increase 
the defensive military strength of 
ourselves and of the free world. 


“For the free peoples to create 
the necessary defensive strength, a 
substantial portion of the American 
economy must be reserved for mili- 
tary production for many years to 
come,” he declared. 

“This means a home-front pro- 
gram along two lines. First, a 
substantial portion of our pres- 





Carries Tea Set— 

A special Commer van is transporting the $100,000 gold tea set which was created to 
commemorate the 650th anniversary of the Hall Mark, on its tour of the U. S. The van is 
@ product of the Rootes Group of England. 


ent capacity must be shifted to 
defense production, and this re- 
quires controls, Second, basic in- 
dustrial capacity must be sub- 
stantially increased. 


“In a scarcity economy, ration- 
ing of scarce items is a necessity. 
Only if our economy expands rap- 
idly enough to meet the needs of 
consumers and of the military, can 
we hope to escape controls or min- 
imize the use of controls.” 


INDEPENDENT REPAIRMEN COUNT ON... 


Powrac 





“Pontiac Parts 
Save Me Time— 


and Boost My 


Micro-Mike Says — 
YOUR NEAREST PONTIAC 


DEALER STANDS READY 


Pontiac dealers cooperate 
with independent repairmen 
offering many helpful 


by 


TO HELP YOU 


courtesies, such as delivery 


service, free 
and estimating help on tough 
collision or service jobs. 
You'll find the part you want 
in their large stocks—all at 
liberal ) 
your nearest Pontiac dealer 
—he wants to help you and 
your Pontiac owners. 


ade eo ae) | 





free technical advice 


discounts. Depend on 


Profits! 


zee 8 
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“Because Pontiac Factory-Engineered Parts fit Pontiacs 
perfectly they save me plenty of time. And time is profit 
to me because I can do more jobs, serve more customers. 


“Besides, I assure my Pontiac customers of the same 
fine performance, dependability and economy they 
enjoyed when their Pontiacs were factory-new. 


“And to top it all, my Pontiac dealer is especially 
cooperative. He gives me speedy service on parts —and 
technical advice on tough jobs. It’s a good deal for all 
of us—the owner, the dealer and me!” 


MnakS 








|L-M Opens Drive 
To Hike Sales 
Of Used Cars 


DETROIT.—An “aggressive cam- 
paign” to increase the sale of used 
cars has been launched by Lincoln- 
Mercury, according to William A. 
Keller, national used-car manager. 


Acting on the assumption that 
many people are financially able to 
purchase used cars, especially late 
model ones, and pay for them un- 
der current credit terms, Lincoln- 
Mercury dealers are being urged to 
systematically “prospect” for cus- 
tomers and to seek “off-the-lot” 
sources of business. 


A comprehensive used-car man- 
ager’s guide and advertising hand- 
book is being distributed to deal- 
}ers throughout the country, de- 
signed to correlate data and pre- 
sent helpful aids, Keller said, The 
guide and handbook are unique in 
the used-car business, he pointed 
out. 

“In order to obtain his new car 
| objective, the dealer must merchan- 
dise his tradeins rapidly and profit- 
ably,” Keller added. 


“Every sales force needs more 
direction, and in many cases more 
manpower. We have to roll up our 
|sleeves, accept the challenge and 
dig.” 


"50 Buick Sales 
Already 23 Percent 
Over All of °49 


FLINT.—Buick sales for the first 
10 months of 1950 have soared to a 
figure which already is 23 percent 
greater than the number of cars 
sold during all of last year, General 
Manager Ivan L. Wiles reports. 


Total October sales, Wiles an- 
nounced, were 36,752. This_ in- 
creased to 464,798 the number of 
Buicks sold thus far in 1950. 


Sales for the year now are 41 
percent greater than for the cor- 
responding period of last year. For 
October, sales were 18 percent 
above 1949. 

The total 1950 sales of 464,798 
through October exceeded by more 
than 87,000 the number of all Bu- 
icks sold in the entire year of 1949. 

Buick dealers sold 11,155 new 
Buicks in October’s first 10 days, 
13,542 in the middle 10 days and 
12,055 in the last 10 days. 








Transportation Group 


Elects Nielsen President 


SAN FRANCISCO. — Charles F. 
Nielsen, director of parts and serv- 
ice, Lockheed Aircraft Corp., Bur- 
bank, Calif., has been elected presi- 
dent of the National Defense 
Transportation Assn. by the board 
of directors. He succeeds Harry F. 
Chaddick, of Chicago, as head of 
the organization which is devoted 
to strengthening the transportation 
industry and fostering a_ close 
working relationship between the 
military and civil transportation 
industry in the interest of defense. 

Newly elected vice - presidents 
were Frank Grimm, of M. I. 
O’Boyle & Son Trucking; Arthur 
G. Wood, American Car and Foun- 
dry Co. and James W. Austin, 
Capital Airlines. All are residents 
of Washington. 


Reelected were Arthur H. Gass, 
chairman, Car Service division, 
AAR; S. D. Schell, vice-president of 
the National Federation of Ameri- 
can Shipping, both of Washington, 
and L. H. Ristow, director of traf- 
fic, Greyhound Corp., Chicago. 
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allotments following the sergeant’s | 
assignment to Korea last July 24| 
caused payments on the car to fall 
behind. It allegedly was seized by | 
the finance company on Sept. 30. 
Mrs. Edith H. Barry, the sol- 
dier’s mother, says she thought she 


Vew Auction Opened 


In El Monte, Calif. 
EL MONTE, Calif.—A new West 


Coast wholesale used-car auction 
has opened here. The sale is oper- 
ated by the Atkins Auction Co., 
Inc., 13853 E. Garvey Blvd. 

Sales are held every Wednesday 
at 1 p.m. 


' 
What's New? 
Dan Cupp Builds Himself an original $1,459 loan to $790. 
A ‘Super T’ a. - 


MT. SOLON, Va.—One of the| Levitt Eludes Robbers 


newest model cars on Virginia’s PHILADELPH 
; “ ” IA. — Four young 
highways is the “Super T," 8S0| cbbers fled empty-handed after 


company to hold up payments un- 
til army allotments started on Oct. | 
15, the suit said. According to the 
papers, Bartley bought the car 
with a $950 down payment, and by | 


had an agreement with the finance | ~ 


paying $60.80 monthly, had reduced |” 
| Passaic Motors Delivers to TV Maker— 





christened by its builder, Dan Cupp. ; i 
A well-to-do bachelor farmer, Cupp eens = le eo = 
created his car from three model Owner Nathan Levitt had taken 


Ts. : . 
He used the motor and steering | home the sae oo receipts. 


column, springs and bearings of a 
'25, the body of a '26 coupe, and 
the wheels of a ’27. 

Cupp, a former mechanic, says: | 
“I had an accelerator on her and 
took it off. I'd rather use the throt- 
tle. No speedometer, but she'll do 
45, she'll go all its safe to go, if | 
you let her out. I keep the carbure- | 
tor screwed down and get 20 to 25| 
miles to the gallon. Out on the) 
highway I can get 30.” } 

Admitting it takes “a little scout- 
ing to keep spare parts lined up 
ahead,” Cupp said he wasn’t wor- | 
ried, pointing to a field with an/| 
old abandoned car in it. 

Cupp claims he has had about | 
20 offers of $200 for his car, but | 
he’s not going to sell. One man| 
wanted to buy it, called it an an- 
tique. Says Cupp, “Why, if I could 
get one of those old cars, I'd join 
that antique automobile outfit my- | 
self. But this is no antique. This | 
is just an old flivver.” | 

* * . 


Doc Greiner Expands 


Toledo Auction Services 


TOLEDO.—A new pickup and 
cleanup service for used cars en- 


Commercial Credit Told 


To Return Soldier’s Car 

MIAMI, Fla. — The Commercial | 
Credit Corp. has been ordered by | 
Circuit Judge George E. Holt to 
return a 1948 car to the home of 
Sgt. James A. Bartley’s mother 
and not to interfere with her or 
demand any more payments pend- 
ing further court action. Sgt. Bart- 
ley is a 21-year-old artilleryman 
fighting in Korea. 

According to an injunction suit | 
filed by Attorney Henry G. Sim-| 
monite, a delay in receiving army 


Pacific Jobbers 


See Korea as 


Show Stimulus 


SEATTLE.—In spite of the Ko- 
rean conflict, the 1951 Pacific Auto- 
motive Show is “all set up and on 
its way,” it was announced by A. 
J. Thompson, show president and 
general manager of Piston Service, 
Inc., Seattle. The show will be held 
here March 21-24. 

“The present international situa- 
tion actually enhances the impor- 
tance of the show,” Thompson said. 
“We all recall the vital role played 
by the service trade during World 
War II, and should a similar emer- 
gency now be in the making, the 
forthcoming show will develop the 
kind of manufacturer-jobber-retail- 
er cooperation so vitally needed to 
keep motor vehicle transportation 
rolling.” 

Exhibitor applications were be- 
ing mailed this month to the na- 
tion’s leading manufacturers of 
automotive parts, accessories, serv- 
ice equipment and related items, 
and sponsoring jobber applications 
were being mailed to recognized 
automotive wholesalers of the 11 
western states. 

Both sets of applications are ac- 
companied by a “See You in Se- 
attle” brochure showing the floor 
plan of the civic auditorium, where 
the show will be held. 

Manufacturer’s agents desiring 
to attend the show should make 
application through their automo- 
tive booster clubs or by writing the 
credentials committee, 1526 Aurora 
Ave., Seattle 9, Thompson said. 

Although all legitimate automo- 
tive wholesalers are welcome to 
attend the show, it is pointed out 
that sponsorship gives many priv- 
ileges not granted to non-sponsor- 
ing wholesalers. 











WRITE, wire or phone 
Lion Oil Company 
today for Lion’s com- 
plete, backed-by- 
advertising plan. It eset 

can bring you extra the job done faster, better and at lower cost. 


profits...in a hurry. 
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This Passaic (N. J.) Ford dealership has sold four trucks to Allen B. DuMont Labora- 


tories, Clifton, N. J. 





tercd in his auction has been an- 
nounced here by Earl Greiner, 
operator of the Doc Greiner Auc- 
tion. 

Greiner said arrangements have 
been made to have his drivers pick 
up vehicles entered for sale at the 
auction within 75 miles of Toledo. 
Greiner also offers a cleanup serv- 
ice, including car polishing. Con- 


Nokorode sprays on thinner and dries faster 
because it is made in concentrated form. 
Actually, Nokorode forms a much tougher, 
more adhesive coating than other pr 
which are applied two or three times thicker 
...80, with Nokorode, you save up to 4% 
your material cost per job! You profit more 

. . because you use /ess material, yet get 


(Nokorode can be applied as thick as is 
recommended for competitive products, but 


signment arrangements are also 
available, he said. 


Hull—Christmas Seals 
Horace H. Hull, president of Hull- 
Dobbs Co., will be chairman of the 
health bond division of the annual 
Christmas seal sale of the Shelby 
County (Memphis) Tuberculosis 
Assn. 





ucts 
sound insulator. 


world’s leading 





= ipa ae 
Roadster Exhibit 
Slated Feb. 20-26 


OAKLAND, Calif.—Dates for the 
second annual National Roadster 
Show, displaying in competition 
more than 100 handbuilt roadsters 
and custom cars worth more than 
$1,000,000 will be Feb. 20-26, 1951, 
it is announced by M. L. Slonaker, 
show manager. 

A trophy, nine feet tall, insured 
for $5,000, will be awarded “Ameri- 
ca’s most beautiful roadster,” Slo- 
naker said. He hopes the six-day 
exposition will attract more than 
40,000 persons. In four days the 
—— last January drew 27,624, he 
said. 


N. C. Driver Licenses 


To Note Blood Type 


A space will be provided on 
North Carolina drivers’ licenses for 
notation of the holder’s blood type, 
the department of motor vehicles 
has announced. 

It is believed the information 
would be of value in the event of 
an accident. The notation on the 
license will be voluntary. 





CARMA MATE 


AMERICAS FASTEST SELLING UNDERBODY COATING 


IN THE 


SATURDAY EVENING 


PosT 


and 





TIME 


Full page advertise- 
ments like these in The 
Saturday Evening 
Post and Time pre- 
sell Nokorode to your 
customers. ..help you 
sell more Nokorode... 
make extra profits 
... faster! 


(ITS GUARANTEED! 


it’s not at all necessary.) 


Why is Nokorode superior? Lion’s patented 
process makes Nokorode more adhesive, 
more cohesive, more dense, and a better 


Made from the finest selected asphalts 
by Lion Oil Company, one of the 


manufacturers of 


asphalts. Nokorode is naturally black 
—no useless coloring matter added. 


LION OIL COMPANY, El Dorado, Arkansas 
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By George Deery 
Associate Editor 

There’s a constructive heading 
over the used-car ads in the Scran- 
ton (Pa.) Times that says: “It Pays 
to Do Business with the Scranton 
(New-Car) Dealers Assn.” 

The copy following drives home 
the facts that the offerings are 

“unusual values,” that the deal- 

ers have had “many years’ ex- 

perience in repairing and rebuild- 
ing cars,” and that practically all 
the cars have been road-tested. 

Referring to the $1,000,000 in- 
vested in plant and equipment by 
the dealers in that city and the 
200 workers employed at good 
wages, the heading adds: 

“It is evident that these dealers 
are in business to stay and that 
each is making an effort to win 
goodwill and customer satisfaction. 
Under this policy, a buyer may be 
assured that he is dealing with a 
reliable concern when he purchases 









Heavy Duty Units available 
with high and low vacuum 
circuit. Volume of oil spray 
increases when engine vac- 
uum is below 10 in, In 
Standard Unit oil spray reg- 
ulated by Oil Flow Control, 
operates throughout entire 
range of engine vacuum, with 
input established by fixed oil 
control valve. 





STANDARD UNIT 
1 Qt. Visible con- 
tainer, for passenger 
cars, light to medium 
trucks. 


for ALL 
INTERNAL COMBUSTION 
ENGINES 


Affecting Factories and Dealers. . . 


Auto Advertising 
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a used-car or has his auto 3erv- 
iced.” 

Stanley J. Cummings is the 
Times classified advertising man- 


ager. 
* * * 


Miniature Boards 

Model railroad fans who like to 
stress the reality of their layouts 
with outdoor boards along the 
right-of-way, this year can obtain 
postings of miniature 24-sheet post- 
ers of Ford, Nash and Plymouth 
and duPont antifreeze outdoor ads, 
through the cooperation of Stand- 
ard Outdoor Advertising, 444 Madi- 
son Ave., New York, and Lionel 
Corp., manufacturers of model rail- 
roads and equipment, it was an- 
nounced last week. 

Lionel has begun distribution of 
4,800,000 miniature posters to 600,- 
000 homes throughout the nation. 
The project, an expansion of a 
similar program conducted in 1949, 
when over 2,500,000 miniatures were 
distributed, was announced by 
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* Below: Same engine 1577 


i lation — no mechanical 
J work performed before or 


7 J after 





Shows Atomic Testers— 


Instruments for identifying and measuring radioactivity are mounted on tables inside the 
traveling laboratory designed by Radiation Counter Laboratories, Inc., Chicago. The center 
table contains the Geiger counter for uranium prospecting and a nucleometer for identify- 
ing radio-isotopes. On the table at the right are a health monitor, lead safety shields, a 
safety chamber for isotope work, sample spinner, and absorbers for distinguishing one 
A basic scaler that tests for radioactive iodine is on the table at 


isotope from another. 





left. Shown is Ernest H. Wakefield, director of the instrument company. Wakefield designed 


the laboratory in the 12'/.-foot body of the Route-Van in order that instruments the company 


designs could be carried and demonstrated to atomic scientists. 


Parker James, executive vice-pres- 
ident of Standard, a non-profit or- 
ganization devoted to the develop- 
ment of a better understanding and 
appreciation of the outdoor adver- 
tising medium. 

a > a 


Notes from K-F 
Burton R. Durkee, K-F director 


A CONSTANT OIL SOURCE 


of advertising, announces that 
K-F’s national magazine campaign 
on the ’51 Kaiser and Henry J will 
continue in full swing during De- 
cember, 

Four-color single page ads fea- 
turing the Kaiser are scheduled 
for Holiday in December, Satur- 
day Evening Post on Dec. 2, 





FOR THE HOTTEST, DRIEST, 
BUSIEST, PART OF AN ENGINE 


¥ Reduces Valve and Ring Failures 
¥ Removes Combustion Residues 

¥ Lowers Fuel Octane Requirements 
¥ Saves Gasoline and Oil 

¥ Controls Engine Deposits 

V Increases Payload Power 


Important Essential Differences With 
Ampco Method of Engine Lubrication 


The lubricant enters the FUEL-AIR stream 
in the intake manifold as a completely dis- 


Left: View of engine be- 
fore Ampco Installation 
Mileage 91,592. 


miles after Ampco Instal- 


posits; increase in 


lubricants. 


persed oil spray, throughout the entire range 
of normal engine vacuum. As an oil spray, 
the lubricant is not diluted by the engine 
fuel but remains as separate oil particles to 

rovide positive lubrication. As an oil spray, 
introduction of the lubricant is even to all 
cylinders and immediate to assure lubrication 
before combustion occurs within the engine. 


Positive, Measurable Results With 
The Ampco Method of Engine Lubrication 


Gradual removal of accumulated engine de- 


engine compression pres- 


sures for greater power; decrease in engine 
fuel octane requirements; a cleaner, cooler 
engine from top to bottom with sludge and 
deposits at a minimum; reduction in con- 
sumption of engine fuel and engine 
substantial reduction in engine repairs. 
There’s lubrication with Ampco where an 
; engine needs lubrication within the Heat- 
Wear Zone of valves, rings, pistons, guides 
and cylinder walls. 
S cation designed to meet the requirements 
of every type of internal combustion engine, 
and for every vehicle and piece of motive 
equipment within your fleet. 
company representative, or your automotive 
wholesaler for Ampco Lubricators and ap- 
proved, properly compounded upper cylinder 


oil; 


There’s Ampco lubri- 


See your oil 


AUTOMOTIVE & MARINE PRODUCTS CORP. 


S7 WARVARD AVENUE, 


BOSTON 34, MASS. 


AMPCO-- FOR BETTER THAN NEW ENGINE PERFORMANCE 


Time on Dec. 4 and New Yorker 
on Dec. 9. A Kaiser double-page 
spread in four colors is slated for 
the Dec. 11 issue of Life. 

A four-color single page on the 
Henry J will appear in American 
Weekly Dec. 10, a black and white 
single page in the November issue 
of Farm Journal and black and 
white single pages in the Novem- 
ber and December issues of Coun- 
try Gentleman. 

Appointment of Henry A. Hous- 
ton as assistant advertising man- 
ager for K-F is announced by 
Durkee. 

Houston, a native of Michigan, 
attended the University of Michi- 
gan and the Wayne university 
school of law. He began his career 
in the advertising department of 
the Pontiac Press and subsequent- 
ly was employed by the Young and 
Rubicam, J. Walter Thompson and 
Kenyon and Eckhardt agencies. 

> > a 


Dealer Plugs Accessory 


Bud Hauser, president of Hauser- 
Nash Sales, Chicago, features the 
Erie Kargards for the 1951 Nash 
cars on WNBQ every Saturday 
night at 10:30 on Hauser’s Grand 
Marquee and on WGN-TV every 
Wednesday night at 9:30 on Haus- 
er’s Family Circle. 

> + . 


About Plymouth’s Contest 


The story of Plymouth’s Inter- 
national Model Plane contests is 
told in an article titled “Don’t 
Build Airplanes in the Bathtub” 
in the Nov. 4 issue of the Satur- 
day Evening Post. The article, 
written by Rufus Jarman, is il- 
lustrated with color photographs 
taken at the Fourth International 
at Detroit last summer by Frank 
Ross. 

The Plymouth International, 
annually held at Detroit for the 
top 500 model plane fliers from 
the U. 8. and abroad, is described 
as the “most elite of all model 
plane meets.” 


> . oe 
Detroit Dealer on TV 
Bill Daniels, Detroit Lincoln- 


Mercury dealer, has purchased on 
WXYZ-TV a new bowling show 
titled “Bowling and How.” The 
quarter-hour feature will be seen 
|Saturday nights at 6:30 to 6:45 
p.m., e.s.t., and will present Dick 
Peters, bowling editor for the De- 
troit Free Press. 
> > * 


| Gross Heads Net Sales 


Walter W. Gross has been ap- 
pointed manager of television 
network sales, Detroit, covering 
the Michigan and Ohio areas, 
George Frey, director of televi- 
sion sales for NBC, has an- 
nounced, Prior to joining NBC, 
Gross was manager of radio and 
television for J. Walter Thomp- 
son, Detroit, and before that, head 
of the J. Walter Thompson office 
in Kansas City, 

From 1942 to 1945 he was an 
account executive for Maxon, 
Inc., and before that was with 
Oldsmobile. Bob White, who has 
represented NBC sales in the De- 
troit area for the past 16 years, 
will devote full time to the New 
York area. 

> * > 


Calif. Ford Dealers’ TV 


Ford Dealers Advertising Assn., 
Inc., Richmond (Calif.) district, has 
started a new television show, 





“Ford Time,” starring Alvino Rey. 
Show will be heard weekly over 
KRON-TV, Sundays at 7:30 p.m. 
Account is handled by J. Walter 
Thompson Co., San Francisco. 








INAME PLATES 


© PRECISION CAST... 
ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 











29th & McKean Sts. 
Phila. 45, Pa., Dept. A 
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| Auto Markets 


(Continued from Page 18) 





Riley county, with Chevrolet 
ding the parade with 252 units. 
rd was second with 182, and 
tudebaker third with 114. Pontiac 
is fourth with 111, followed by 


uick with 98.—(George M. Hun- 
holz.) 
> > * 
San Antonio 


Both new-car and new-truck sales 
declined in September below the 
\ugust level in Bexar county (San 
,ntonio). New-car sales during 
the month totaled 1,398 units, while 
new-truck sales amounted to 101 
and new commercial vehicle sales 
to 129. 

The month’s total of 1,628 new 
vehicles trailed the August figure 
of 1,837, but was still well above 
the 1,129 new vehicles sold in 
September, 1949. 

Ormsby Chevrolet Co. led the 
new-car sales race with 98, followed 
by Gillespie Motors (Ford), with 95, 
and Jordan Motor Co. (Ford), 
with 93. 

Milam Chevrolet Co. and Smith 
Motor Sales Co. (Chevrolet) tied 
for first in commercial vehicle 
sales with 18 units each. Ormsby 
Chevrolet was next with 14, fol- 
lowed by the Gillespie and Jordan 
firms, each with 13. 

The new-truck field was paced 
by Motor Truck Sales (GMC) with 
15, followed by Milam Chevrolet 
and International Harvester Co., 
each with 13. 

New-car sales by makes dur- 
ing September were: Buick, 94; 
Cadillac, 48; Chevrolet, 321; 
Chrysler, 40; DeSoto, 21; Dodge, 
75; Ford, 265; Frazer, 1; Hud- 
son, 23; Kaiser, 22; Lincoln, 6; 
Mercury, 98; MG, 1; Morris, 1; 
Nash, 16; Oldsmobile, 58; Pack- 
ard, 20; Plymouth, 125; Pontiac, 
94; Renault, 1; Studebaker, 64, | 
and Willys, 9. 

New-truck and commercial-vehi- | 
cle sales were: Chevrolet, 98; Dia- 
mond T, 2; Dodge, 25; Ford, 48; 
GMC, 16; International, 29; Stude- 
baker, 2; White, 5, and Willys, 5. 

All records for automobile sales, | 
transfers and registrations in Bexar | 
county (San Antonio) have been | 
smashed, thus far, during 1950. 

New-car registrations in the| 
county, up to Oct. 15, totaled 14,435, 
according to the J. T. Simmons 
Registration Service, as compared 
with 10,782 for the full year of 1949 
-the closest approach to 1950 fig- | 
ures. 

Automobile licenses for the 
year, to the same date, totaled 
145,210 as compared with 145,502 
for the full 12-month period last | 
year, according to P. E. Dickin- | 
son, county tax chief, who pre- 
dicted at least 20,000 more vehi- | 
cles would be registered before 
the close of the year. 

Dickinson’s office also reported a| 
total of 69,880 transfers, to date, as| 
compared with 68,846 for 1949. 

Credit restrictions will, of course, 
check the sale of new cars; but, 
even with that, figures for 1950 have 
already passed those of any previ-| 
ous year for automobile sales and | 


registrations.—(J. H. Reed.) 
* > * 


Montreal 


Approach of winter has in past} 
years caused a falling off in dealers’ 
orders for passenger cars, but this 
year demand in Montreal continues 
unabated and it appears that many | 
motorists are taking the view that 
it is better to buy a 1950 car now, 
if they can get it, than wait for 
problematic delivery of a 1951 car 
at an unstated date next spring. | 

While practically all dealers find | 
cars snapped up as soon as they 
arrive, the public was somewhat | 
surprised by the appearance of an 
advertisement by one Montreal | 
dealer that he had received delivery 
of a large allotment and could sup- 
ply cars immediately. Advertise- 
ments of this type have been rare | 
indeed this year. 

It appears, however, that cus- 
tomers willing to purchase heater, | 
radio and other accessories with 
their cars and pay cash for all 
can get prompt delivery from a 

number of dealers, who give them 
priority over orders received ear- | 
lier from motorists who do not | 
want to pay for extras. 
Another reason for the persist-| 
‘nce of demand is the warning 
from steel companies that defense 
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comparable 1949 week. The figure 
was, however, slightly below the 
preceding week’s total of 7,660. 


* * * 


Cincinnati 


; oe _ | New-car demand in Hamilton 
allocations are cutting into supplies |county (Cincinnati) continued to 
of sheet steel for consumer prod-|slack off during September as re- 
ucts and are likely next year to/fiected in the month’s registration 
cause shortages of automobiles, re- total of 3,049 units, lowest figure 
frigerators and other domestic | since May. 
goods. . | Used-car sales took an even more 

Defense orders are also tighten- | severe drop, from 3,822 units in 
ing up the labor situation in the | August to 2,968 in September, low- 
United Kingdom and are expected | est 1950 monthly total outside of 
to up prices, according to advice | the traditionally poor months of 
received by agents for British cars | January and February. 


here. New-truck volume was also off 


Nevertheless, one British car | . 
manufacturer with a large distribu- | oo a” teen re to 
tion in Canada has just announced March. wees Since 


a reduction of $40 per car, based | , : 
on the higher value of the Canadian| New-car registrations by makes: 
dollar since it was freed a few/Chevrolet, 696; Ford, 726; Buick, 
weeks ago, and the consequent | 249; Plymouth, 368; Oldsmobile, 161; 
lower exchange value in Canada of | Pontiac, 185; Mercury, 188; Stude- 
the British pound sterling.—(Roy|baker, 87; Dodge, 161; Nash, 29; 
Carmichael.) Chrysler, 75; Hudson, 19; DeSoto, 
* * * |e: So aie 17; Cadillac, 48; 

NY , i | Kaiser, 25; ys, 21; Lincoln, 10; 

New York | Crosley, 11; Frazer, 2; MG, 7, and 

Auto registrations in New York | Jaguar, 1. 

totaled 7,607 during the week ended| New commercial vehicle registra- 
Oct. 21, an 11.6 percent increase|tions by makes: Ford, 138; Chev- 








over the 6,807 registered in the|rolet, 138; International, 45; GMC, | 
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FILTER PRESS PLATE, upper left, and chemical bucket, right, are 
molded from Enrup replacing hard rubber because of tough- 
ness, heat and chemical resistance. Center is photostat separator 


plate, once made of hard rubber, now made of Enrup because 
of superior toughness and high impact strength. Lower left is 
lap roll used in the textile industry. Once made of laminated 
phenolic, it is now molded out of Exrup, cutting cost by 50%. 


ENRUP IS FABRICATED AND MOLDED ENTIRELY BY U. S. RUBBER ENGINEERS. Leading 
manufacturers select ENrup to help make their products an out- 
standing success. ENrupP is about half the weight of aluminum, and 
is available in varying degrees of flexibility, ranging between that of 
elastic soft rubber on one hand, and hard rubber on the other. For 


more details on this remarkable plastic write to: 


UNITED STATES 


MECHANICAL GOODS DIVISION - 


RUBBER 


ROCKEFELLER CENTER, NEW YORK 20,N.Y. 
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John H. Eagal Co. Delivers— 


This Stockton (Calif.) Ford dealership has sold a fleet of 10 1950 Ford pickups to Nomel- 


lini Construction Co., which owns about 100 vehicles. 


22; Dodge, 26; White, 5; Mack, 2; 
Studebaker, 7; Willys, 6; Diamond 
T, 2; Federal, 1; Reo, 1, and Cros- 
ley, 1—(Emery Bacon.) 


* * * 


Albany, N.Y. 


Used-car sales in Albany, N. Y., 
have slowed down considerably due 
to more rigid credit requirements 
and seasonal influences. 


ONE GEAR BIT THE DUST, ONE DIDN'T 


Abrasive dust makes short work of metal gear, has no effect on 
gear made of U. S. Rubber’s new thermosetting plastic ENRUP 


terms “discriminate against peo- 
ple with low incomes,” said used- 
car prices dropped from $100 to 
$200 in the last two months, 


Another dealer said used-car sales 


have been hit “very hard,” but he 
expected business to come back 
when cold weather revives demand 
for winter cars. He said prices are 
down as much as $300 and are now 
back to pre-Korean levels.—(George 
One dealer, who said the new |E. Toles.) 


ENRUP GEAR (right) has operated for 9 months 
in grinding wheel finishing lathe. The metal gear (left) 
had to withdraw after 3 months’ service because of dam- 
age by abrasive dust from grinding wheels. Enrup’s 
high abrasion resistance is seen at its best here. 








THESE COVERS for electroplating barrels were molded in one 


piece from Enrvup. Previous practice was to fabricate cover in 
sections from a thermoplastic material, then cement sections 
together. Molding cost has been cut more than 25 per cent. 
Enrup can be punched, sawed, sanded, nailed, bolted, and 
machined. There is almost no end to its versatility. 





A DEVELOPMENT OF 


COMPANY 
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Survey Traces Trend... 
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Courts OK Legality 


Of Civic Parking Lots | 


UTHORITY of cities to build 

and operate off-street automo- 
bile parking facilities to relieve 
mid-city traffic congestion has been 
significantly broadened in a num- 
ber of states this year, a survey 
discloses, in continuation of a 
trend expected to spread further 
during 1951 when the legislatures 
of 44 states convene in regular 
session. 


The recently-appointed New York 
City parking authority has an- 
nounced it will seek enactment next 
year of state legislation eliminat- 
ing a present 10-year limitation on 
the pledging of parking meter rev- 
enues in support of revenue bonds 
it may issue. 

George V. McLaughlin, chair- 
man of the new agency, said he 
and his colleagues felt that any 
limitation should be left to the 
discretion of the city board of 
estimate, provided that the rev- 





enue was not pledged beyond the 
life of the bond issue. 


Pending the obtaining of such 
new legislation to make its bonds 
more saleable, the New York City 
authority indicated it would seek 
immediately federal advance plan- 
ning funds to prepare contract 
drawings for five parking garages. 

Creation of the three-member 
New York City authority was en- 
abled under legislation enacted by 
the 1950 New York state legisla- 
ture. Subject to zoning laws, the 
city agency has the power to buy, 
construct or operate parking facili- 
ties and to install and collect fees 
from the use of parking meters, It 
can rent or sell concessions for the 
sale of gasoline, oil, accessories and 
for servicing automobiles. 

It is empowered to issue its own 
bonds up to a limit of $100,000,000 
to raise money for its operations 
and to pledge all its revenues, in- 





Van Drisse Delivers Ford Cabs— 


R. E. Zimonick, sales manager of Van Drisse Motors, Inc. (Ford), Green Bay, Wis., de- 


livers a fleet of Ford cabs to Theodore Wigman, superintendent of Red Top Cab, which 


has seven other Fords. 


cluding those received from park- 
‘ng meters, for interest and re- 
demption of its obligations. Proj- 
ects of the authority will be tax 
exempt. 
* * * 

eee of legislation em- 

powering municipalities to is- 
sue revenue bonds to finance con- 
struction of off-street parking fa- 
cilities is expected to be proposed 
during next year’s session of the 
North Carolina legislature. The city 


of Raleigh has indicated it will 
seek such legislation. Similar leg- 
islation for new and _ broadened 
authority to deal with the off-street 
parking problem will be sought in 
many other states. 

Rhode Island’s legislature this 
year enacted a new off-street park- 
ing statute, sought by the city of 
Providence to replace a previous 
law which had run afoul of con- 
stitutional difficulties. It dropped a 
provision of the old law which had 








ONE NATIONAL, and one operator, handle readily the entire account- THE RUBIDO 


ing of the average motor sales agency. 





i 5 


figures so much faster. 


UX MOTOR COMPANY now gets its vital accounting 


rey 





“Qur New National Accounting Machine... 


gives us greater speed, 
efficiency and economy” 








w 
MR. C. W. DUTTON, 

Rubidoux Motor Co., 
Riverside, California 


“‘Our experience with National 
products began in 1946 with the 
purchase of a cash register, and 
more recently we acquired a Na- 
tional Typewriter Bookkeeping 
Machine. We are posting all our 
accounting records on this ma- 
chine, with the exception of the 
Payroll and Accounts Payable. 
Ultimately, we will use it to mech- 
anize all our accounting. 


“The results have been most 
gratifying from the standpoint of 
increased speed, efficiency, and 
economy. We have been able to 


level off our month-end peaks, and this has contributed 
substantially to a smoother running over-all operation. 


‘We have tied the National Cash Register to our ac- 
counting procedure in such a manner that we believe we 
are getting maximum control and information, with 
improved service for our customers. 


**We are firmly convinced that the National Account- 
ing Machine will pay for itself promptly, and we recom- 
mend it enthusiastically to any automobile dealer.” 


Like Mr. Dutton, you, too, can profit from National 
Mechanized Accounting. With a National System, 
duplication of record keeping is eliminated. Summaries 
are processed and balanced with speed and accuracy. 
Each posting is mechanically proved. Customer state- 
ments always posted to date—figures on sales and costs 
always available. Daily operating figures are provided 
for management. Month-end closing and resulting fi- 
nancial statements are produced without delay. 


YOUR KEY TO GREATER PROFITS. 
‘The National Cash Register Company has 
prepared an interesting and helpful booklet 
National’s Complete Accounting Machine 
System for Auto Dealers. Ask to see a copy — 
FREE, and without obligation. Or, write to 
the Company at Dayton 9, Ohio. 








| provided that the city must leas 


any facilities it built to privat: 
operators. 

| The change was made becaus¢e 
legal experts expressed belief that 
the state supreme court might not 
}allow lease of such facilities, built 
|with public funds, to private in- 
| terests., 


| Another major change in the 
| law allowed the city to issue its 

general obligation bonds for park- 

ing purposes instead of the rev- 

enue bonds required by the old 
law. The new law included a 
| clause prohibiting the sale of pe- 
troleum products in any garage 
or parking lot the city might 
build. 

California’s electorate at a June 

|referendum approved a state con- 
|stitutional amendment to remove 
| any legal doubt of the right of cities 
|to pledge parking meter revenues 
\for retirement of bonds for off- 
| street parking facilities. 


Idaho voters were expected to 
|approve at the November, 1950, 
|general election, a state constitu- 
|tional amendment which would 
|permit municipalities to issue rev- 
enue bonds for off-street parking 
facilities and several other types 
of improvements. 

> > = 

N ONE of several significant 

court decisions handed down by 
state courts this year on the off- 
|Street parking issue, the Illinois 
supreme court recently upheld the 
| constitutionality of a 1949 state law 
empowering cities to build and 
operate off-street parking facilities 


The Illinois statute allows cities 
to finance development and opera- 
tion of parking lots by revenue 
bonds, paid off from income the lots 
produce. It permits a city to run 
its own parking facility, or lease 
it to private operators, Cities are 
empowered by the law to condemn 
|property for parking purposes. 

Constitutionality of the Illinois 
law had been challenged by four 
Kankakee residents, who attacked 
the provision allowing lease of 
parking lots acquired under the law 
to private operators. 


They argued this was unconsti- 
tutional. The high state court, how- 
ever, rejected arguments that the 
lease feature empowered a city to 
lend financial aid to private enter- 
prise, and represented a surrender 
of police power. 


In overruling other objections, 
the court also affirmed the power 
of the city to use receipts from 
parking meters already installed 
on its streets for retirement of 
revenue bonds issued to pay for 
new parking lots and garages. 
Other Illinois cities, besides Kan- 
kakee, planning to use the law in 
attacking their traffic congestion 
problems include Chicago, Danville, 
Springfield, Evanston, East Moline 
and Taylorville. 


An opinion just handed down by 
the Missouri supreme court upheld 
the power of Kansas City to use 
public funds for development of 
off-street parking facilities, which 
it may operate itself or lease to 
private operators. 

* * * 


“ys acquisition of land and the 

establishment and operation of 
public off-street parking stations 
or garages by defendant city being 
for public use and for public pur- 
poses,” the court held, the fact that 
such stations “will compete with 
private enterprises is not material 
or decisive.” 

“It is well settled,” the court 
Stated, “that if it is in the public 
interest and for a public pur- 
| pose, a city may be authorized 
by the state to engage in a busi- 
| ness commonly carried on by a 
private enterprise; and in such 
case such city may levy a tax to 
support such business and com- 
pete with private interests en- 
gaged in like activity.” 
| Indications were that further liti- 
gation would be necessary, how- 
ever, before Kansas City could pro- 
ceed with its plans for a $2,500,000 
underground parking garage north 
of its municipa] auditorium. 


In financing the project, the city 
had planned to use $1,250,000 of 
general obligation bond funds ap- 
proved in a 1947 city bond elec- 
tion, and an equal fund obtained 
by issuing revenue bonds, 

It was reported the city now finds 
it questionable whether it could 
issue revenue bonds for such pur- 
pose as off-street parking without 
another state supreme court ruling. 
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With 8 Others 


DETROIT.—First meeting of the 
ackard Motor Car Co. dealer ad- 
visory council since membership 
was placed on a directly elective 
basis was held here Thursday, 
Nov. 9. 

Hugh J. Ferry, Packard presi- 
dent, welcomed the 19-man coun- 
cil, representative of the com- 
pany’s dealers throughout the 
U. S. and Canada, In attendance 
also were LeRoy Spencer, vice- 
president; Karl M. Greiner, vice- 
president and general sales man- 
ager, and C. E. Briggs, assistant 
general sales manager. 

Sales policies, advertising plan- 
ning and merchandising programs 
were among the subjects discussed. 

Established in June, 1945, mem- 
bership on the council has been 


Pool Efforts 


Chicago Buick Dealers 


Push Used Cars 


CHICAGO.—Twenty-six Chicago- 
area Buick dealers joined in tack- 
ling the job of merchandising their 
used cars in a big way last week. 

They did 
newspaper advertisement listing 
ears offered by each dealer, whose 
name appeared below the used-car 
featured. 

The advertisement carried an 
eight-column head reading “Cele- 
brating Buick’s Record Smashing) 
Year.” Buyers were reminded of 
the “Sensational Sale of Used Cars | 
Now on at Buick Dealers,” were | 
urged to “See Your Nearest Buick | 
Dealer Today” and were requested | 
to “Ask About Our Liberal Credit 
Terms.” 








Haller | 


(Continued from Page 3) | 


sumption that the dealer must suf- 
fer a loss on tradeins. 

“Why should it be an assump-| 
tion,” Haller said, “that an auto-| 
mobile dealer in order to move | 
excessive car production into con- 
sumers’ hands, should lose money 
on used-cars traded in? A depart- | 
ment store expects every depart- 
ment to show a _ profit. Why| 
shouldn’t a dealer’s used-car oper- | 
ation be expected to return a profit | 
on his investment? | 

“Through the years, the automo- 
bile dealer’s historic discount has 
been found necessary to cover his 
operating expenses and to provide 
a reasonable return on his invest- 
ment. The Congress of the U. S. 
saw fit to provide protection to the | 
thousands of small businessmen, | 
who constitute the automobile deal- 
erships of the country, when a gov- | 
ernment agency threatened dealer) 
discounts.” 

Haller noted that NADA’s In- 
dustry Relations committee is on 
record as strongly opposed to any 
reduction in historic dealer dis- 
counts. And, he added, NADA as 
an organization stands ready al- 
ways to defend the necessity for 
maintenance of them. 

“A large portion of ‘the bulge 
in dealers’ earnings’ which Fortune 
mentions,” said Haller, “has been | 
ploughed back into the business to | 
provide expanded facilities and im- | 
proved equipment to provide more | 
and better service to the car-own- 
ing public.” 

“It’s unfortunate,” Haller’s state- 
ment concluded, “that the writer 
for Fortune did not bring out this | 
fact.” 





Minnesota Assn. 
Warns of Racket 


MINNEAPOLIS. — Dealers have 
been warned by the Minnesota Au- | 
tomobile Dealers’ Assn. that a 
group is purchasing $8 post office 
money orders, changing them to 
$80 sums and cashing them in retail 
stores. 

The change in amount is made by 
removing the margin, which shows 
the maximum amount to be paid. 

The association says that if a 
dealer receives a money order for 
this amount with the margin torn 
off he should obtain a description 
of the party and his car’s license 
plate number, and call collect the 
St. Paul post office, CE 8033, or the 
Minneapolis post office, FI 2533. 





Packard Council Meets 


11 Members Directly Elected by Dealers 


it with a_ full-page|_ 


Holding Over 


appointive heretofore. Two weeks 
ago the company placed member- 
ship on a directly elective basis— 
the first in the industry to do so. 

Of the 19 on the council, the 
following 11 were elected by the 
dealers in their respective zones: 

Boston—A. G. Medlicott, Spring- 
field, Mass.; Chicago—Gordon Shep- 
herd, Oak Park, IIl.; Cincinnati- 
C. G. Sanders, Indianapolis; De- 
troit—R. W. Sovel, Detroit; Kansas 
City—H. R. Weaber jr., Pueblo, 
Colo.; Los Angeles—Porter Kelley, 
Glendale, Calif. 

Philadelphia—W. L. Greer, West 
Philadelphia; Pittsburgh—F. K. 
Becker jr., Mt. Lebanon, Pa.; Port- 
land—J. R. Babcock, Spokane, 
Wash.; St. Louis—J. A. Kilborn, 
Decatur, Ill., and Syracuse—G. A. 
Fonda, Syracuse, N. Y. 

An appointive addition to the 
council was R. C. Freed, Salt 
Lake City, representing Packard 
dealers in the Reno, Phoenix and 
Salt Lake City zones. 

Appointed before membership 
became directly elective, these sev- 
en dealers represented their own 
zones at the meeting: 

Atlanta—G, M. Couch, Atlanta; 





Pontiac Sales 
Hit 386,787 
For 10 Months 


PONTIAC. — Total Pontiac new- 
car sales for the first 10 months 
of this year amounted to 386,787 
units, it was announced last week 
by L. W. Ward, Pontiac sales man- 
ager. 

The 10-month total was greater 
than that of any other complete 
model year, Ward said, and ex- 
ceeded total 1949 model sales by 
19.8 percent. 

In addition, Ward reported that 
the division’s October sales totaled 
33,808 units, the greatest October 
sales in Pontiac's history. 


Increase Service Volume 


“Our garage is located on heavily 





Dallas—A. J. Meek, Fort Worth, 
Tex.; Minneapolis—E. V. Voight, 
LaCrosse, Wis.; New York—G. W. 
Smith jr., Bridgeport, Conn.; San 
Francisco—L, T. Perryman, Sacra- 
mento; R. T. Covington, Bethesda, 
Md., and Canada—P. E. Amey, 
| Toronto. 


‘New Space Mark 
Due at Feb. 17-25 
Show in Chicago 


CHICAGO. — More than three 
months in advance of its opening, 
the 43rd annual Chicago Automo- 
bile show has already hung up a 
record. 

The new mark was set at space 
drawings for 20 passenger car 
makes, when the total hit 92,687 
square feet, a gain of 3,650 over 
the previous record of 89,217 square 
feet occupied at the show held last 
February, James F, McManus jr., 
show chairman, announced last 
week. 

The 1951 show, under Chicago 
Automobile Trade Assn. auspices, 
| will be held Feb. 17-25 at the In- 
ternational Amphitheater. 

Demands for space exceeded the 
capacity of the second floor, where 
most passenger cars will be dis- 
played in complete lines. As a con- 
sequence, part of the first floor will 
be utilized for automobiles. 

Drawings for truck spaces were 
held late last week. Remaining lo- 
cations will be made available for 
accessory, parts and equipment 
manufacturers, and for education- 
al exhibitors by firms allied with 
the automotive industry, Edward L. 
Cleary, show manager, said. 

Factory and dealer line repre- 
sentatives attending the passenger 
car and truck drawings expressed 
themselves as optimistic over plans 
for the show and prospects for 
heavy sales. 

Representatives of nine truck 
makes selected locations in the fol- 





"Hoppy' Gets Rubber Check— 


When Bill Boyd (left), now known as Hop- 
along Cassidy, worked for B. F. Goodrich Co. 


in Akron years ago, he left with a pay 
envelope that lacked 25 cents in meeting the 
full amount, it was discovered while com- 
pany records were being reviewed recently. 
Boyd has received a letter from John L. 
Collyer, Goodrich president, regarding the 
25-cent oversight and a check for that amount. 
Delivering the letter and check is L. T. 
Greiner, Pacific Coast manager of the re- 
| placement tire division. 


‘Ford of Canada 
‘Holds List Prices 


WINDSOR, Ont.—Ford of Cana- 
}da’s 1951 Mercury and Monarch 
passenger cars were introduced last 
Friday (Nov. 10) with no price 
increases. Rhys M. Sale, company 
president, said Ford of Canada is 
determined to hold the line against 
inflation as long as possible. 

(At presstime Thursday, it was 
not known whether dealer discounts 
would be changed, as they were on 
the 1951 Mercury in the U.S.) 

“In adopting this policy we have 
followed the example of the Ford 
Motor Co. in the U. S.,” Sale said, 
“and for the same reason given 





lowing order: Chevrolet, Ford, In-| by Henry Ford II in a recent an- 


ternational, GMC, Dodge, 





baker, Diamond T, Reo and Hen- | our 


derson. 







traveled U. S. Route No. 19 between 


Pittsburgh, Pennsylvania and Wheeling, West Virginia. We have handled 
all jobs called on including tough ones that the other fellows have refused 
to touch with their rigs. A lot depends upon the operator, but, for one man 
operation, our “SUP-R-GUY" Tow Crane is easy to operate and does a very 
good job in taking on all comers," says Junior Mack, son of Mr. L. F. 


Mack, Gulf Oil Company Dealer. 


1 “lt is the only wrecker we use in 
* Mercury, Oklahoma City, Okla. 


our business.""—Fred Jones, Inc., Lincoln- 


2 "We had wrecks in all positions and have had the opportunity to put the 


* crane to full use and it handied 
(Chevrolet), Eastland, Texas. 


3 “Besides being a utility unit, 


all jobs easily.""—Lamb Motor Company, 


it is one of the best advertisements that we 


* have regardless of price."'—Castro Motor Company, Ford Tractor, Dimmitt, 
Texas. 
4 "Recently we pulled a 10-ton sugar truck out of a canal.'"—Trahan Motors 
* Dodge, Morgan City, Louisiana. 


4 "We use it to serve a three-fold 


purpose, a wrecker, a pickup and 


* deliver motors with it. It has proven equally satisfactory in each in- 


stance.'"—Hundley Motor Company, 


"We feel that the investment in a larger unit would not be justified.’'— 
Inc., Kittanning, Pa. 


* Kittanning Ford Sales, 


Tom's Express of Weirton, West Virginia, a fleet operator of 
over-the-road units, had to bring all disabled tractors back 
to home base for major or minor repairs. With the tool carry- 
ing utility body and Guibert Tow Crane Combination, all repairs 


are made on-the-spot, cutting maintenance costs appreciably. 


Ford, Wheeling, W. Va. 


Stude- | nouncement. 


We, too, want to do 


share in holding the line 


|against inflation.” 





Phone: 


| lished 





Brings in the Wrecks 


Sales 
(Continued from Page 2) 
new cars and trucks registered 
in September were actually sold 
in August or July, the official 


figures for the ninth month of 
the year still make happy read- 


| ing. 


While September’s new-car regis- 
tration total was the second high- 
est of any month in history, the 
new-truck figure of 113,784 rates as 
the third best of all time. 

* * * 


OTH the new-car and new-truck 
registration records were estab- 
in August when new-car 
sales hit 683,995 and new-truck 
sales reached 126,533. July of this 
year was the No. 2 month in new- 
truck registrations with 117,040. 

The third quarter of 1950 was a 
record-breaking period for both 
new-car and new-truck sales. The 
scare buying, which followed the 
outbreak of the Korean war, was 
added to an already healthy mar- 
ket to produce some remarkable 
sales totals. 

New-car registrations in the third 
quarter of the year amounted to 
1,919,676 units, while new-truck 
sales totaled 357,357 units. 

The best previous quarter for 
new-car Sales was the second 
quarter of this year when the 
total was 1,543,515 units. For 
trucks, the previous peak was 
the 295,899 sold in the second 
quarter of 1948. 

In the first nine months of 1950, 
new-car sales amounted to 4,749,- 
613 units, while new-truck sales to- 
taled 867,785 units. These figures 
represent gains over the compar- 
able period of last year of 1,201,317 
new cars and 150,701 new trucks. 

New-car sales in the first nine 
months of the year were 88,729 
units short of the total for all of 
last year while new-truck sales for 
the same period trailed the 1949 
full-year total by 94,176 units. 


Fering in New Ulm 
Fuller Motor Co. has been pur- 
chased by Clifford H. Fering, who 
will operate the dealership for De- 
Soto-Plymouth as Fering Motor 
Co. 
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Greek Auto 


ATHENS, Greece.—For the first 
time since the end of the war, the | 
Greek automotive business is back | 
on a sound basis, according to the 
Economic Cooperation Administra- 
tion mission here. 

The Marshall planners say that 
distributors and dealers through- 





Goodrich Says Suppliers 
Exceed 2,000 Firms 


AKRON.—Approximately 70 per- 
cent of the more than 2,000 com- 
panies supplying B. F. Goodrich Co. 
with goods and services during 
1949 are so-called “small” busi- 
nesses, according to a survey by 
the company. 

Determining the suppliers that 
were classified as “small,” B. F. 
Goodrich used for measurement an- 
nual sales of less than $5,000,000, or 
those companies having fewer than 
500 employes. The survey showed | 
that some suppliers are merchants 


with few employes but with rela-|the country. These vehicles were | nually. 
tively large annual sales volumes. | 


Now on Sound Basis for First Time Since War; 
Progress Laid to Marshall Plan 
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Trade Gains 


out the country are well stocked 
and able to supply commercial 
and private operators with tires 
and replacement parts sufficient 
to keep the nation’s vehicle fleet 
rolling on the roads, 

This is due primarily to credits 
extended to private business 
through Greek banks by the Greek 
government, with the advice of the 
ECA, the U. S. agency which ad- 
ministers the Marshall plan. 

Another important factor aiding 
the rehabilitation of the automo- 


|tive industry was the partial lift- | complished 


ing of restrictions on automotive 
supplies purchased in other Euro- 
pean countries participating in the 
Marshall plan, the ECA mission 
notes. 

At the end of the war there were 
less than 1,000 dilapidated vehicles 
on the roads of Greece. Most of 
them were safety hazards, and all 
were in need of spare parts and 
tires, of which there were none in 





biles of all kinds which were oper- 
lating in Greece at the beginning 
of the war, ECA says. 

Today there are about 25,000 
vehicles of all categories in 
Greece. This fleet is not being 
augmented in number, but vehi- 
cles are being replaced as they 
wear out, 

Distributors and _ independent 
dealers in spare parts and tires 
now have ample stocks on hand 
to provide for the proper mainten- 
ance of the fleet, the American 
administrators say. The new credit 
system allows them to replace 
their stock as it is used up by the 
public. 

The 
automotive 


rehabilitation of the Greek 
industry was not ac- 
easily, says ECA. A 
start was made after the war when 
UNRRA brought in 7,700 vehicles 
|of various types, but 45 percent of 
| these were off the roads in various 
states of disrepair by the middle 
/of 1947. 

The Greek government, advised 
|by the ECA mission, decided that 
ja fleet of 24,000 automobiles was | 
| sufficient fcr Greece after 1952, pro- | 
'vided 10 percent were replaced an- 
It was decided that 3,000 








Ford Sales Executives Relax— 

Among those enjoying the Arizona sun after a business meeting in Phoenix were Paul 
Larson, manager of truck and fleet sales for Ford, dressed in the cowboy shirt: J. D. Ball, 
on divan, manager of product sales and service department, and J. P. Roberts, district 


sales manager, Long Beach, Calif. 


should be replaced by the end of! Greek vehicle owners has been 
the ECA period in 1952. 


The building up of stocks of 
tires, spare parts, tools and other 


facilitated through cooperation of 
ECA, the government and busi- 
nessmen, the U. S. mission points 
out, 


all that remained of 17,530 automo-! buses, 7,000 trucks and 3,900 taxis| equipment adequate to supply | Noting that there are still ob- 


IMustrated is the new R-M plant at 1440 N. Lemon St., 


- im, es 


Area.) 


Established in 1919 at Detroit, R-M is one of America’s 


leading manufacturers of 


fine quality lacquers, enamels 


and undercoats for automobiles, trucks, farm equipment, 
appliances, and numerous other products of industry. 








“How our Expansion Program will benefit you....’ 


“We have purchased manufacturing and warehousing 
facilities at Anaheim, California to serve our West Coast cus- 
tomers, but all users of R-M finishes throughout the country 
will benefit from our increased overall capacity resulting 
from this expansion. Our California plant is expected to 
ease the strain on our Detroit operation, and obvious 
coast shipping problems will be automatically eliminated. 

“All R-M users will continue to benefit from 
years accumulative experience in the scientific research and 
manufacturing of automotive and industrial finishes. 

“You are cordially invited to pay us a friendly visit at 


f 


Detroit or Anaheim, California.” 
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5935 MILFORD AVE. 
DETROIT 10, MICH. 
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nshed Nason Ce. 


1440 N. LEMON ST. 
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stacles to be overcome before the 
Greek automotive industry is 
thoroughly modernized, the ECA 
mission says, the government is 
drafting new laws, traffic regula- 
tions and controls aimed at regu- 
larizing automotive transportation 
and the industry as a whole. 

Greece for the first time in years 
has enough stocks of tires and re- 
placement parts to maintain prop- 
erly its fleet of automobiles, and 
Greek businessmen show every in- 
dication of being able to keep these 
stocks ample to serve the public, 
ECA believes. 


ATA Urges ICC 
To Take Official 


Stand on Leasing 


WASHINGTON. — The American 
Trucking Assns. has urged the In- 
terstate Commerce Commission to 
prescribe and enforce regulations 
governing the leasing of vehicles 
“as early as possible” even though 
the trucking industry itself is not in 
full agreement with a set of regu- 
lations already proposed. 

Edgar S. Idol, ATA general coun- 
sel, told a commission hearing that 
ATA is in general agreement with 
proposed rules but with “exceptions 
of some importance.” He also noted 
that the views he expressed “do 
not have the unanimous support” 
of the trucking industry. 

Pointing out that dissenting views 
already have been presented by two 
ATA Conferences and one affiliated 
state association, Idol declared: 

“As we have repeated at every 
stage of the proceeding, we think 
the necessity for reasonable regula- 
tions is self-evident, and we urge 
the prescription and enforcement 
of such rules as early as possible. 

“Either with or without the 
changes which we have here advo- 
cated, we believe the great major- 
ity of carriers will accept and live 
under the rules of the type here 
considered, relying on the commis- 
sion for modifications where indi- 

, vidual circumstances prove that to 
be necessary.” 

Idol contended that a conclusion 
by the ICC concerning the effects 
of leasing practices on safety “is 
not warranted.” He said that the 
conclusion was based on a tabula- 
tion of road checks for safety vio- 
lations. 


Canadian Army 


To Order Jeeps 


TORONTO. Orders for Jeeps 
and trucks for the Canadian armed 
services totaling $18,500,000 are to 
be placed shortly. U. S.-type mili- 
| tary automotive equipment is being 
ordered by Ottawa, including 200 
Jeeps, 300 %-ton trucks and 500 
2%-ton trucks, 

This is to be an initial order and 
will be divided among the chief 
Canadian auto manufacturers, gov- 
ernment sources say. 


| Builds in Houston 

Work has started on a two-story 
| $300,000 building for Downtown 
Chevrolet Co., Houston, at McKin- 
ney Ave, and LaBranch St, 
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safety Congress Told . . . 





Accidents Cost U. S. 
$14,000 a Minute 


CHICAGO. Accidents of all 
types cost the U. S. $14,000 a min- 
ute around the clock, and one out 
of every 15 persons is disabled one 
or more days a year by mishaps, 
the National Safety Council re- 
ported at the 38th annual National 
Safety congress here. 

The convention, which lasted 
five days, was also told that men 
can drive better than women but 
they don’t, that men are more 
skillful at the wheel but women 
seem to have more sense, and 
that men receive more _ police 
tickets and have more accidents 
than females. 

These views were 
A. R. Lauer, professor of psychol- 
ogy and director of a driving lab- 


expressed by | er training to meet the threat- 
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|lihood temporarily or permanently, 
| directly or indirectly,” he said. “The | 
|property of other people is de-| 
|stroyed, perhaps lost, perhaps to be | 
compensated for, and the ability of | 
employers to pay wages and other 
| obligations for themselves and their 
|stockholders is impaired.” 
The manpower shortage due to 
| defense preparations will have its | 
effect behind the wheels of the | 
| nation’s commercial motor vehi- 
cles, warned Russell Fitzpatrick, 
of the Highway Insurance Under- 
writers. He called for more driv- 


No foolproof method exists for 
determining in advance what driv- 





Extra ‘Hump’ Carries Long Ton— 

Pacific Intermountain Express has developed a new type of tractor called the Dromedary ‘utive of Standard Oil Co. 
which it will use in its operation from the West Coast states as far east as Denver. By | Jersey) for a quarter of a century 
using @ ¢.0.e. tractor the company is able to mount a 12 by 8 by 8!/, foot box back of ‘beginning with World War I—the 


the cab but in front of the semi-trailer fifth wheel to carry an extra 2,200 pounds of 
ened shortage of skilled operators. | freight as far east as weight restrictions in the states will allow. Thus the load in the semi growth. He also was one of the 
jcan be picked up as loaded and carried on east while the ‘hump box" load can be charter members and founders of 
| transferred easily. 


oe 
Teagle Honored 
Awarded Oil Institute’s 


Achievement Medal 


NEW YORK.—Walter C. Teagle, 
former president and chairman of 
Standard Oil Co. (New Jersey), is 
the 1950 recipient of the American 
Petroleum Institute’s gold medal for 
distinguished achievement, accord- 
ing to Frank M. Porter, president 
of the institute. Formal presenta- 
tion of the medal will be made to 
Teagle at the API’s 30th annual 
meeting in Los Angels later this 





> | month. 
| The 


institute’s gold medal was 
\established in 1946 to pay special 
|tribute to prominent Americans 
|who have made outstanding con- 
tributions to public welfare through 
the petroleum industry. 

| Teagle, 73, was the chief exec- 
(New 


period of Standard’s greatest 


the American Petroleum Institute 


oratory at Iowa State college. in 1919 

Lauer also said he found that the jin : 
most dangerous age for drivers is 
21, not the teen years. 


Discussing commercial - vehicle 


|ers will be involved in traffic mis- 
|haps, said A. A. Canfield jr., assist- 
ant psychology professor of North- 
western university in advocating 


a ED 


more attention and study to this|a luncheon honoring national flect 
problem. safety contest winners, with Gen- 
A highlight of the parley was/eral Motors as sponsor. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
j}and sales every week. 


Steers 


mishaps, Arthur S. Johnson, of the 
National Assn. of Automotive In- | 
surance Companies, said such acci- 
dents should be viewed from both 
the humanitarian and “pocketbook” 
angles. 

“People are thus deprived of live- 


MEWA Completes 
Schedule for 
Dec. 1-2 Parley 


~ 

CHICAGO.—Operating a _ whole- 
saling business under today’s con- 
ditions will be a principal subject 
at the Motor & Equipment Whole- 
salers Assn.’s annual national con- 
ference Dec. 1-2 at the Stevens 
hotel here. 


MEWA President James C 
Parker will spotlight the subject 
in his president’s address, “Warm 
War-Time Management.” Its vari- 
ous important phases will be fur- 
ther elaborated upon by members 
in separate discussions. 

The opening conference address 
will be by Dr. William Montgom- 
ery McGovern, Northwestern Uni- 
versity professor of political econ- 
omy, who will speak on “The March 
of Events—Today.” 

In a special ceremony, Harold E. 
Pirson, MEWA vice-president, will 
present the 100 new members who 
have joined the association. 

Elarry Bowser, director of sales 
education, Thomas A. Edison, Inc., 
will speak on “Salesmanship in a 
Seller’s Market.” 

Walter A. Kirkpatrick, chairman 


of the Automotive Advertisers Coun- a 
cil’s industry advertising commit- Learn by Doing! o ° “9 

tee, will give a visual presenta- ‘ p zr @ Complete Alinement Inspection 
tion of the council's new doaher- Students. learn the fundamentals of It’s easy to learn at Bear You get @ teen ted Mieenn ont 
o-car owner campaign, the “Care Frame Straightening plenty of practical shop training in big, Inspection 

Will Save Your Car” advertising A 

and sales promotion program. clean shops complete with the latest up- @ Steering Gear Adjustments 
cole ds Sk aud cae Gades te o eed dee | te a 

to members who are winners in - y y ‘ , : @ Tire Wear 

this year’s council's advertising sessions and student discussion periods. ihe Selenitie 

award contest. Carl B. Dietrich, All kinds of visual aids are used includ- ? ; 

director of members’ services, will : d . d slide fil Well @ Frame Straightening 

present Duane Jones, president of ag COURS MOVES, SUS Gee Ras. we Satine tiabeuinn 

the council, who will make the lighted and ventilated classrooms and © PP 

awards. modern locker and shower rooms add @ Gestomer Relations end 


Another program feature is show- 
ing the MEWA sales training films, 
“Step Up Sales Plan.” 

“What Price — Discrimination?” 
is title of address to be given by 
B. W. Ruark, general manager of 
the association. 

Daniel J. Hartnett, MEWA'’s 
western representative, will report 


on the organization for periodic “ ” . 
inspection of motor vehicles in Bear” Equipment or not. 
California. a 
Frank G. Stewart, MEWA mem- Fundamentals af Whaat Mian! are 9A IE OLLIE a \ cd ' FREE booklet gives you all the 
details. This is YOUR opportunity 


ber of the Automotive Wholesalers’ 
Washington Committee on Selective 
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Want a short cut to bigger pay checks? Then take 30 days or less at the 


famous ‘“‘Bear’’ School in Rock Island to become a specialist in Wheel 
Alining, Balancing, Frame Straightening, Safety Inspection and Correction! 
Every year hundreds of ‘‘Bear’’ graduates are helping to fill the big 


Regret 








Every student learns how to master 
Dy-namic Wheel Balancing 





explained in lecture sessions 





ee 


ene 


——— 


demand for factory trained experts in 
this important service field. As a ‘‘Bear”’ 
graduate, you know how to make your 
“‘Bear’’ Equipment pay off bigger divi- 
dends at the cash register and that 
means more money in your pocket. 


to students’ comfort. 


And the cost is only a few dollars a 
week. “‘Bear’’ arranges for everything 
including rooms and meals near the 
school. Course is open to anybody re- 
gardless of whether your shop has 







IMPORTANT 


TO BE WORTH MORE TO YOUR BOSS: 


INn4W 


Everything 


Subjects: 
@ Principles 
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You Can Become a Factory- 
Trained Specialist at This 
World-Famous “BEAR” Safety 
Service School. 


be an expert. 


Course includes theory andactual 
shop practice on following 


Salesmanship 















you need to know to 








of Wheel Alinement 














... don’t miss it. Send coupon today. i 


Service, will report on the com- s % 
mittee’s activities. ail TO SHOP OWNERS! Bear” Mfg. Co. 
“Partners in Progress,” an _ in- Don’t let a shortage of trained mechanics hurt your business. i Dept. Al4, Rock Island, Ill. 


terpretation of what MEWA means, 
will be given by Richard A. Mel- 












“Bear” is ready to back you up and help provide the 
necessary training for the new and younger men coming 
into the field. This school is an exclusive ‘Bear’ Service to 








| want to know more about the Bear School. 


me FREE booklet. 


Send 


vin, the association’s director of 
members’ relations. help you make more money by training mechanics to do the i aliee 

J. Howard Reed, management i" job better. Your “Bear” Representative or Jobber can show “ 
ind legislative counsel of the asso- | L you how other shops have worked it out on a low-cost basis. | 

ete . ag Company 
ciation, will speak on “Your Profit : : 
Outlook.” 

e | ' i ae [ 

AUTOMOTIVE NEWS, the Newspaper of ' ” 

he Industry, read by everyone who counts | TIN ss sicacnadesteninantensennibinasgenaipases i ot IN ice 
n America’s No. 1 Industry ... an esti- | ‘ R5314 
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mated more than 100,000 readers weekly! 
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Policy Changes Expected oo 


Colbert Elected Head 
Of Chrysler Corp. 


(Continued from Page 1) 


ways and means to revitalize the 
corporation’s policies, 

In late August, this year, 
bert personally led the corpora- 
tion’s negotiating team which 
granted an unprecedented 10-15- 


stood that Chrysler division also 
will offer a similar plan to its deal- 


Col- | ers in the near future. 


* * * 


= also has been active 
4 in the public relations branch 


cent wage raise to UAW workers, | of the corporation. He has openly 
even though the union contract had quizzed newspapermen on what his 


a year to run. 
More recently Dodge division 
(which Colbert will continue to 
head for the time being) an- 
nounced intentions of forming a 
factory-dealer council along lines 
determined by the Dodge dealers 
themselves. This announcement 
followed a nationwide tour of 
dealers by Colbert and Ed Quinn, 
Dodge general sales manager. 
DeSoto division held a confer- 
ence of dealers in Detroit last week 
to discuss a similar council for 
that division’s dealers. 


It is under- 







































THE 


SEATTLE 


company could do to improve its 
press relations; has maintained an 
open-door policy for newsmen in 
Dodge division for several years. 

In the past, newsmen have been 
irked by the corporation’s reluc- 
tance to discuss production, fi- 
nances, plant capacities and labor 
relations subjects. 

Colbert, born in C2zkwood, Tex., 
in 1905, has the friendliness and 
enthusiasm native to the Lone 
Star state. Although he still 
talks with a faint Texan drawl, 


reputation for getting things 
done, in a hurry. | 

His administrative ability early | 
stamped him as a_ natural for| 
Chrysler Corp.'s top post, and his | 
selection did not surprise auto ob- 
servers. 


| 
* a” + 
(ee? has been with Chrys 


4 ler Corp. since July, 1933, and 
during World War II, as a vice- 
president of the Dodge ‘division and 
general manager of the corpora- 
tion’s Dodge Chicago aircraft plant. 


He directed one of the corpora- 
tion’s outstanding war jobs in the 
building of more than _ 18,000 
Wright B-29 engines. After the 
war, as president of the Dodge 
division, he has been responsible 
for coordinating and directing the 
manufacturing and selling of Dodge 
cars and trucks, employing more 
than one-third of Chrysler Corp.’s 
total number of employes, 

Starting his business career at 
16 as a cotton buyer, Colbert 
earned enough in this highly com- 
petitive field during the next 
eight years to pay his way 
through the University of Texas 
and Harvard Law School. 

He received the degree of B.B.A. 
from Texas in 1925 and LL.B. from 


he’s ‘not slow-moving and has a | Harvard in 1929. Then he went tol! Then he went to 
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TOTAL LINEAGE . . . 17,563,847 
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matter what the yardstick, THE TIMES is the preferred media 
in the rich, ever-growing Seattle market. Advertisers know 
that success in this market can be found through frequent, con- 
contrated advertising in The SEATTLE TIMES. 
This is true for selling your products today and for laying 
the groundwork for Seattle's growth of tomorrow. Remember— 
Seattle ranks FIRST in retail sales per capita of the nation's 
leading markets—including such cities as Los Angeles, San 
Francisco, Chicago and New York—and SECOND in effective 
buying income per capita.* 
*Sales Monagement, May 10, 1950 
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Chrysler Hosts Foreign Bankers— 
Thirty-three European bankers on a mission to the U. S. to study financial operations 
connected with international trade were guests of the Chrysler Corp. in Detroit last week 


At a luncheon following a tour of the Plymouth plant are, 
president of Plymouth; Gerald William Wilson, Dublin, Ire- 


Athens, Greece; D. S. Eddins, 
land: Wilbert Ward, vice-president, National 
dent of Chrysler Export, 
committee, Chrysler Corp. 


work as a young lawyer with what 
is now the law firm of Rathbone, 
Perry, Kelley and Drye, and when 
Chrysler Corp. in 1933 decided to 
have a resident attorney in Detroit, 
Colbert was selected. 

* * * 


GINCE going to Detroit, Colbert 
” has taken an active part in the 


eeserenammcnceammenesencemee 








MEDIA RECORDS REPORTS 


THE TIMES’ ADVERTISING LEAD 


OVER 2nd PAPER 
(Daily and Sunday, Ist § Months 1950) 


Seattle TIMES 2nd Paper 


12,353,51 
5,515,01 
3,172,079 
4,105,473 
3,835,104 
968,798 
304,892 







The TIMES 
Led 2nd Paper by 


1 5,210,336 
3 3,493,709 


2,135,469 1,636,610 
3,168,471 
3,040,213 
336,404 
202,538 


937,002 
794,891 
632,394 
102,354 


REACHES 8 OUT OF 10 
SEATTLE HOMES 


left to right, George Kozonis 


City bank of New York; C. B. Thomas, presi- 


and B. E. Hutchinson, vice-president and chairman of the finance 


executive management of the cor- 
poration, on the staff of Keller, as 
a member of the operations com- 
mittee and as a member of the 
production manager’s committee. 
Under Keller’s tutelage, he studied 
mechanics, shop engineering and 
production, and in 1943, when the 
huge Dodge Chicago plant then un- 
der construction for the manufac- 
ture of engines for B-29 bombers, 
| needed a general manager, Colbert 
was the choice. 


One Dec. 27, 1945, Colbert was 
named president of Dodge, succeed- 
jing Herman L. Weckler, who be- 
came general manager of the cor- 
poration. 


Colbert is married and _ the 
father of three children: Lester 
L. jr., 16; Sarah, 14, and Nich- 
olas, 12, 

Keller joined the corporation at 
the invitation of Mr. Chrysler in 
1926. Mr. Chrysler and Keller had 
been associated from time to time 
in General Motors since 1911, and 
Keller became general master me- 
chanic at Buick when Mr. Chrysler 
was president of that company. 
|Keller became vice-president of 
Chevrolet in charge of manufac- 
|turing in 1921 and from 1924 until 
|he went to Chrysler, was general 
|manager of Canadian operations of 
General Motors. 

. * * 

NDER Keller’s leadership not 

only has Chrysler Corp.’s yearly 
output of cars and trucks passed 
the million mark, but during the 
war the corporation made an out- 
standing record in engineering and 
manufacturing materials and weap- 
ons. Keller himself was awarded 
the Medal for Merit by the Presi- 
dent of the U. S. for his services; 
the Distinguished Service Certifi- 
cate of the Ordnance department of 
the U. S. Army by the chief of 
ordnance, and a Citation for Dis- 
tinguished Services rendered in be- 
half of the War Finance Program 
by the secretary of the treasury. 


Chrysler Corp. also received 
recognition for its work on the 
nation’s atomic bomb, B-29, radar 
and tank programs. The con- 
struction of what is now the De- 
troit Tank Arsenal was Keller’s 
idea. During the war, under Kel- 
| ler’s direction, it produced more 
than 25,000 tanks, ranging from 
28-ton General Grants to 60-ton 
 gaaaiiaee weapons of the fu- 

re. 








* * * 


COLsERT will continue for the 
time being as head of the 
Dodge division, with Fred J. Lam- 
born continuing as vice-president 
and general man- 
ager. W. C. New- 
berg, who has 
been president of 
the corporation’s 
Airtemp division, 
last week was 
named by Colbert 
to be a vice-presi- 
: dent and director 
& of Dodge division. 
Aa Lamborn is 62, 
W. C, Newberg while Newberg 
will be only 40 on Dec, 17. 
Newberg has been associated 
with Chrysler for 17 years. In 
1942 he was named chief engi- 
neer of the Dodge-Chicago air- 
craft engine plant, then directed 
by Colbert. In 1945 he joined the 
staff of the assistant to the vice- 
president and general manager in 
charge of subsidiary operations, 
and in 1947 was appointed presi- 
dent of Airtemp. 
C. E. Buchholzer, who has been 
vice-president and director of Air- 
(See CHRYSLER, Page 67, Col. 2) 
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Harvester Strike Ends After 10 Weeks... 


Dec. I Raises May Hit Prices 


(Continued from Page 1) 


p ices a secret until the eve or day 
of the new-model debut. 

Whether the Big Three would 
absorb another pay boost with- 
out increasing prices is uncer- 
tain. Ford may have provided 
some tipoff with the Mercury 
action, which held factory list 
prices steady but trimmed dealer 
discounts from 25.9 to 25.2 per- 
cent. The new Mercury discounts, 
however, equal or surpass com- 
petition. 

Prices were expected to be an- 
nounced early this week for the 
new Lincoln, which will reach the 
market Wednesday. The Lincoln 
dealer discount is 26.1 percent. 

oe * +o 
QGETTLEMENT of the Interna- 
’ tional Harvester strike, after 10 
weeks of idleness, calmed down the 
auto labor front considerably last 
week. 

And the Republican election gains 
in Congress dashed labor hopes for 
repeal or softening of the Taft- 
Hartley law in the next congress. 

A cost-of-living escalator plan, 
modified union shop and five-year 
master contract resulted from con- 
clusive negotiations between I-H 

and the UAW-CIO in Chicago. 

Twenty-four thousand I-H 
workers will get an immediate 
raise of 10 cents an hour, con- 
sisting of four cents as an an- 
nual “improvement factor” and 
six cents as an initial cost-of- 
living bonus. 

I-H pay rates will be reviewed 
quarterly, starting Dec. 1, in line 
with the consumer price index, As 
in GM and Ford agreements, I-H’s 
cost-of-living bonus will rise or fall 
one cent for every change of 1.14 
points in the index. 

* * *K 
ALTER P. REUTHER, UAW 
president, took another blast 
last week at a government “de- 
fense” regulation. 
Having previously assailed harsh- 





La. Convention 


Set for Apr. 2 


NEW ORLEANS.—At a meeting | 


of the board of directors of the 
Louisiana Automobile Dealers Assn. 


held here, Monday, Apr. 2, has been | 


selected for the next annual con- 
vention. The one-day session will 
be at the Jung hotel, New Orleans. 

President Claude LeDoux, in 
making this announcement, also 
appointed the convention committee 
consisting of Wiley L. Mossy, Jo- 
seph A. Paretti and R. J. Young. 
Other committees will be appointed 
later, according to LeDoux. 
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polishing cloth field—a better prod- 
uct than ever now with SILICONE 
added to the impregnation. There’s 
EXTRA VALUE in this big, heavy- 
nap flannel cloth with stitched edge, 
in serviceable metal container, Fine 
for furniture, too. If jobber can’t 
supply, order direct from: Las-Stik 
Mfg. Co., Hamilton, Ohio. 





THE ORIGINAL 
WAX-TREATED 


POLISHING CLOTH 


FOR AUTOMOBILES AND FURNITURE 





Reuther decried the proposed order 





for a cutback in output of copper | 


er provisions under Regulation W,(|for opposing a stiffer Regulation 


W was the same—fear of an en- 
forced slash in auto production with 


jand other metals, effective Dec, 1.|many layoffs. 


The cutback “will seriously af- 
| fect production in our industry, 
| which is the second largest con- 


sumer of copper,” Reuther de- 
clared. 
The UAW chief’s main reason 


¥ 
Chrysler 
(Continued from Page 66) 


temp, was named to succeed New- 
berg as head of Airtemp. 

In a letter to the stockholders, 
accompanying the nine months fi- 
nancial results of Chrysler Corp., 
also made public Nov. 3, Keller 
|reported that on a sales volume of 
$1,490,404,450 the corporation earned 
|/net — after all charges, including 
federal taxes at rates currently in 
effect — $105,246,991, including for- 
eign dividends of $7,209,497. Dur- 
ing the first nine months of this 
year 898,170 Plymouth, Dodge, De- 
Soto and Chrysler cars and Dodge 
trucks were sold. This includes 498,- 
790 sold in the third quarter. 

* * * 

EFERRING to the govern- 

ment’s defense program and 
its expected effect upon the future 
operations of the automobile indus- 
try, Keller, in his letter to stock- 
| holders, said: 


ment terms already have affected 
adversely the retail sale by dealers 
of both new and used cars. 
their ultimate effect remains to be 
determined, it should be noted that 
|the industry is on notice by the 
|government that, unless these in- 
direct fiscal controls accomplish a 
substantial reduction 
sumption by the industry of strate- 
gic materials needed for defense 
and stockpiling purposes, resort 
|may have to be taken to direct 
|control of the industry’s produc- 
| tion schedules. 

“Throughout industry the pro- 
gram to integrate military pro- 
duction with a reduction of peace- 
time operations, presents prob- 
lems to governmental authori- 
ties which have yet to be worked 
out, and the future of our own 
operations is involved in this gen- 
eral situation. 

“While some orders for supplies 





related to the defense program 
have been received, and inquiries 
looking to further business are 


now being worked upon, up to this 
time the volume involved is not 
significant in relation to the cor- 
poration’s potential capacity as in- 
dicated by its World War II per- 
formance. As the country’s defense 
program develops, it would seem 
reasonable to expect that our pro- 
duction resources will be called 
upon to undertake to a greater ex- 
tent the production of military 
items. 

“Meanwhile, the demand for our 
products by our dealers, notwith- 
standing the current credit restric- 
|tions on retail sales, and no doubt 
|due in part to dealers’ low stocks 
of cars and trucks on hand, con- 
tinues to indicate factory operat- 
ing schedules at a near capacity 
level for the immediate future.” 





Mercury Sales 
Top Year Ago 
By 77 Percent 


DETROIT.—Mercury retail sales 
reported for October are 25,466 
units, making a total of 272,158 for 


jing to Joseph E. Bayne, general 
sales manager of Lincoln-Mercury. 

This represents a 77.1 percent in- 
crease in retail Mercury deliveries 
compared with the same period 
of 1949. 

Sales during the third 10-day 
period of October were 9,399, com- 


“Credit restrictions on time pay- | 


While | 


in the con-| 


|the first 10 months of 1950, accord- | 


LAS-STIK’S THE LEADER in tne| 


| 


| haulers 








pared with 8,856 for the previous 
sales period. 

“Public reaction to the new and 
improved 1951 Mercury model has 
been overwhelmingly good,” Bayne 
said. 

“Most of our dealers have a large | 
backlog of unfilled orders which | 
has been building up steadily since | 





the car’s introduction Oct. 24.” | 


+ + * 
~ OTHER labor developments, 
the American Trucking Assns. 


reported that raises granted by 
in the third quarter this 
year exceeded those given in the 


—— | same period of last year. The aver- 


age raise in the 1950 quarter was 
9.6 cents an hour, compared with 
6.8 cents last year. 

Two booklets on the corpora- 
tion’s pension plans were mailed 
to all employes of Chrysler. One, 
issued in conjunction with the 
UAW, 
hourly-rated workers. The other 
dealt with the “white-collar” plan. 

The U. S. Chamber of Commerce 
booked Harry W. Anderson, GM 
personnel vice-president, to discuss 
“Collective Bargaining Trends” at 
an industrial relations conference 
to be held Nov. 28 in Pittsburgh. 


explained the program for| 


N. C. Auto Revenue 

RALEIGH, N. C.—North Carolina 
highway fund collections during 
October totaled $5,851,953, an in- 
|crease of $1,495,722 or 34.34 percent 
over the same month last year, 
according to State Revenue Com- 
missioner Eugene Shaw. For the 








Don McCullagh Joins Halloween Spirit— 

This Detroit Chevrolet dealer held a window-painting contest at his showroom Oct. 31 
which attracted more than 1,300 youngsters. McCullagh is shown congratulating the winner, 
Mitzi Marsden, 13, and her mother. The youngsters painted everything, including the show- 
cases and phone booths. While the kids were wielding the brushes they put away 95 gallons 
of cider, 18,000 ounces of gingerale, 1,000 doughnuts and 900 cupcakes. 


first four months of the current 
fiscal year, the state’s highway fund 
revenues totaled $22,946,330, top- 
ping by $5,646,829 or 32.64 percent 
the corresponding period a year 
ago. An increase of one cent in 
the state gasoline tax which went 
into effect last Jan. 1 was respon- 
sible for much of the increase. 


Household chalks up 76% home owners! 





MODERN HOMES—new building far above U. S. average \ 
FAMILY HOMES—average 3.7 persons 


ACTIVE HOMES—93% have gardens 





HOME TOWN HOMES— 82% in towns of 25,000 or less 





thats where 


HOUSEHOLD HITS HOME! 


... hits home families with the one thing 
they want most: home editorial « Food + 
Gardens ¢ Work savers « Building and re- 


modeling « Child care. 
That’s HOUSEHOLD, 


home editorial for home families, con- 


centrated in the home towns of America! 
Learn more about the families, the homes, 
and the home equipment in this best of all 


home markets. 


cover to cover— 
—family style. 


HOUSEHOLD Magazine 


Capper Publications, Inc. 
Topeka, Kansas 


Write for the brand new study, READERS 














1949 net profit was $2,483,278, equal 
to 94 cents a share. 


Auto-Lite Profit 
Hits New High 


Electric Auto-Lite earnings for | 


the first nine months were $9,984,- 
391, or $6.68 a share, compared with 
$7,830,652, or $4.90 a share for the 
same period a year ago. 

Sales for the nine months this 


On the Financial Front 


(Continued from Page 22) 
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ter of 1950 were announced by Ed- 
ward G. Budd jr., president of 
Budd Co. These figures include pro- 
| vision for the payment of increased 
income taxes retroactive to Jan, 1. 
|Earnings of $4,009,369, or $1.10 per 





|year reached a new high of $170,- |share, on gross sales of $72,220,374 
| 597,077, against $167,975,049 in the were 


reported during the third 

like 1949 period. The company has quarter of 1949. 

been negotiating on several defense| Having provided for the payment 

projects, according to Royce G./\of the increase in income taxes 

Martin, chairman and president. amounting to $1,234,000 for the first 
a nine months, net earnings of $16,- 


Budd Net Hits $16,923,753; | 923,753, or $4.71 per share, on gross 


‘ . . sales of $215,184,203 compare with 
Declares 25 Cents Extra earnings of $11,325,395, or $3.10 per 
Net earnings of $5,922,649, 


$1.65 per share on gross sales of |ing the first three quarters of 1949. 


$77,534,414, during the third quar-|A quarterly dividend of 40 cents! 


UNIVERSALLY REQUESTED — DELIVERING NOW! 
Two of the Most “In-Demand” Body Sections Yet! 
TREMENDOUS LABOR SAVERS—QUICKLY INSTALLED 

Surveys show Most Rear Door Damage occurs in 

this Exposed Bulge of the Rear Door, P-220L. Most 
Rear Fender Damage occurs 
in this Rear Section of the 
Fender, P-215L. 


1949-50 PONTIAC 
REAR FENDER 


SECTIONS 


P-215R, P-215L 
P-215L Contains Gas 
Tank Hole. 


Door Cap is Flonged 


and inside edge 
made to fit under 
# chrome moulding. 


1949-50 CHEVROLET REAR DOOR CAPS 
P-220R, P-220L (For 4-Door Sedans) 


Can be used for 1949-50 PONTIAC and 
OLDSMOBILE Models 78 and 88 


YOUR JOBBER STOCKS THESE 
PANELS — CALL HIM TODAY 


INCREASE YOUR PROFITS 
with CELLO - RIGHT 
















CELLO GRILLE GUARD 
WITH WINGRAILS 


FENDER GUARDS 
1949-1950 FORD 
1950 PLYMOUTH 
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A 50% SAVINGS 
Eliminates buying entire rear quarter 
ponel when only rear section of reor 
fender is damoged. 


A BETTER JOB- 
“QUICKER 





| shares, 
| share, 


GND om. =OHERE IT IS! 


The red-hot accessory item 
you've been looking for. Hun- 
dreds of dealers have already found 
‘diamonds in their own back yard” 
by easy sales of Cello Grille and 
Trunk Guards. “A few dollars spent 
on Cello Guards may save you many 
times the cost of repairing damage” 
— this bit of selling wins many a 
sale. Try it on both new and used- 
and convince 


car customers . . 
yourself. 





Custom styles for 1950 cars. Similar 
guards for 1946-49 models. Gleam- 
ing beauty — “looks like a million”. 
Guaranteed Super-Chrome finish. 
Installed in 5 to 8 minutes. Order 
from your nearest jobber or direct 
from factory. Specify car make and 
year when ordering. Send for FREE 
















catalog and price sheets today. 
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CELLO LICENSE 
PLATE FRAMES 
Over 1,000,000 

pairs sold 













Or share on sales of $209,969,455 dur-| 


| ter: 


| 492 against $6,775,731 for the three | 


|with $289,006, or 66 cents a share | 


Gives Wage-Hour 


‘Law Exemptions 


| bulletin, 


'on how the retail and service estab- 


| Department of Labor. 


lable free at the division’s national 
| office in Washington or at regional 


|sales or services, of which at least | 
| 50 percent must be within the same | 


13, 1950 


per share and an extra dividend 
of 25 cents per share were declared. | 
* + a 


Borg-Warner Declares 
$2 Extra Dividend 


Borg-Warner Corp. directors de- 
clared an extra dividend of $2 a 
share on common stock in addition 
to the regular quarterly dividend of 
$1 on common and 87% cents on 
preferred, Roy C. Ingersoll, presi- 
dent, announced. 

Counting an earlier $1 per share 
extra declared last January, holders 
of common stock will receive a 
total of $7 a share this year, Inger- 


soll said. 
* 


Socony-Vacu um 


Nets $88 Million 


Socony-Vacuum Oil consolidated 
|net profit for the nine months 
fended Sept. 30 are estimated at 
| $83,000,000, or $2.61 a share, the 
| with $66,000,000, or $2.07 a share in 
|company states. This compares 
| the corresponding period a year ago. 

The company also declared an 
extra dividend of 25 cents along 
with the regular quarterly payment 
of 30 cents. 








Haney Backs Charity— 


Russell Haney, Buick dealer at 17500 Grand 


River, Detroit, is shown with Miss Torchy 
Rita Shanahan, in front of the torch he erect- 
ed to show how Detroit's Community Chest 
campaign is progressing. Haney is also active 
in other community affairs. The red-haired 
queen is employed in General Motors’ per- 
sonnel section. 
i * * * 
Earnings . 
Checker Cab Mfg. Co. and sub- | New Los Angeles Office 
sidiaries—Nine months: net profit, Being Built by Ethyl 
$35,436 or eight cents a share, con- | LOS ANGELES.—Ethyl Corp. is 
trasted with net loss of $172,472) erecting a two-story office building 
last year. September quarter: net/here to house its western region 
profit $11,219 or two cents a share, | offices, the company has announced. 
| compared with $179,003 loss a year) The new structure, scheduled to be 
ago. ready for occupancy next spring, 
| Cleveland Graphite Bronze—Nine | will be at the corner of Miramar 
| months’ net profit, $3,052,394, or $4.49 | St. and Huntley Drive, about a half- 
|/a common share, compared with/mile north of Ethyl’s former build- 
| $2,164,933, or $3.14 a share last year; | ing which was razed early this year 
sales, $30,011,065, increased from|to make way for the new Los An- 
| $22,363,157, September quarter: net | geles harbor freeway. Ethyl’s west- 
|profit, $1,228,474, or $1.81 a share,|ern region is currently occupying 
|compared with $543,485, or 78 cents|space in the Continental Bldg. at 
a share a year ago; sales, $10,981,- | 408 Spring St. in Los Angeles. 
| 126 against $6,795,502. The new building, which will con- 
| Allen Industries, Ine.—Nine — ie off 9,400 square feet, will 
months to Sept. 30: Net income in- ane _— cong e.g. at oo 
‘creased 42 percent to $1,204,906 or yee reg room and food serving 
'$2.15 a share on 559,200 common| ‘@¢ilities. 
from $849,072, or $1.51 a! 
last year, Sidney J. Allen, | 
president, reported. September quar- | 
Net income, $575,593 or $1.03 
a common share, was up 72 percent 
from the $334,859, or 60 cents a 
common share earned in third quar- 
ter a year ago. Sales totaled $9,217,- 





months of 1949. 

McQuay-Norris Mfg. Co.— Nine 
months: Net profit $494,120, equal 
to $1.24 a common share, compared | 


last year. September quarter: Net} 
profit $293,088, equal to 78 cents a} 
common share, compared with $95,- | 
935, or 22 cents a share a year ago. 
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WASHINGTON.—An interpretive 
“intended as a _ practical 
guide to employers and employes,” 


lishment exemption under the new 
wage-hour law will be applied, has 
been issued by the wage and hour 
and public contracts division of the 


DETROIT « Brooklyn « Chicago 
Indianapolis « New Orleans 
Boston « New York « St. Louis 


The bulletin is titled, “Retail and Also Offices In Other Principal Cities 
Service Establishment and Related 


Exemptions.” Copies are now avail- 


and field offices throughout the 
country, according to announce-)| 
ment by Administrator William Mc- | 
Comb. 
The issue is dated October 1950| 
and is filed as Interpretive Bulletin | 
-Part 779. 

The new law declares that an} 
exempted retail or service establish- 
ment must be engaged in making 


‘ue CHROME 


4 Ta ty 


NAME PLATES 


state and 75 percent must be (a) 
not for resale and (b) recognized | 
as retail in the particular industry. | 

An accompanying notation stated 
that these provisions will exempt 
“all but a small proportion” of the 
12,000,000 employes in retail and 
service industries. 


Capital City Expanding 
A permit to build a $25,000 ex- 
tension to its garage on S, Main 
St. has been issued to Capital City 
Motors, Concord, N. H. 


DEALERS: 

The Modern Service Identification 
Emblem—Plus Advertising Value. 
FREE SAMPLE Vous ae fall is 


compare! 
@ NO OBLIGATION © 
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|trouble, and all the other things 
|charged against dealer service. 
| On the whole, most mechanics 
want to turn out a good piece of 
work. I believe that most of them 
are conscientious in their desire to 
ogether and all use the same labor;be cut off from hiring good men eo en ee 
rate. and paying them a wage or rate They have a "a ht ro be coved 
that will hold them — then they|)»¢¥ (ive @ fis ic Sane 
‘ should adjust their rates to a point ener wl gee Se Sruer o nd 
How Are Your Rates? 'where they will be adequately cov- | tT@nsmission, and the order writer 
‘LAUDE KLUGH, general man-|ered. Se ee as en ae re 
> ager of th Scenetienin ia) : cannot be expected to check every | 
ag ” y | It would also be a good stroke (unit they put in a car to see if it| 
notive Assn., recently made 4) in favor of better public and cus- | functions properly—they can be ex- | 
check in communities of 25,000 pop-| tomer relations, if all dealers in | pected to feel that if they put in 
ulation and over as to what rates | an area got together and equal- 4 new part it should be right. Only 
the dealers were paying. In the! izeq their rate basis. The cus- |@ Check on the operation of the| 
first 12 reports he found that nine! tomers won't feel they are being i ni te were is ae 
dealers had recently increased their bilked if they have several deal- will tell if the new part is faulty 
rate from $2.50 an hour to $3; one! in th k d y | OF not properly adjusted. 
jn 02 0 Go fen Be) oe ae oe oe And that is part of the cost that | 
$3.25, and one from $3 to $3.50, In| 2F€® do the same service opera- | management should stand. 
large cities some dealers have in-| ee for them. . : a 
creased their rates to $4, and in one very investigation of customer ° 
city some dealers had gone to $4.25. | fault-finding with dealer service, Big Shortage 

With w i ontrols “in| however, submerges cost of the : 
the alr,” ‘flugh recommends. that | Work to the prime reasons for kick-- Of Engineers 
dealers quickly survey their rate |ing about dealer service—not fixing ° 
basis and see if they are going to|the trouble the car came in for Js Predicted 
be safe if wages are frozen—espe- | 4nd not making certain the repairs 
cially with a labor shortage im-|Were Properly made. ‘ 
minent. | All wrapped up in this “careless- : 

If dealers’ rates are now too low ness” package are overcharging, ae aie week be thee natalie! 
“Or at the point where they will| poor workmanship, not fixing the Society for Snetnesving Wencatien | 

The forecast was based on a sur- 
|vey, just completed, of enrollment 
in the nation’s engineering schools. 
| The survey has revealed that 
|freshman engineering enrollments | 
jare 27 percent below last year’s 
j}and 20 percent below the figure at 
|the start of World War II. Last 
| year’s record-breaking graduating 
iclass of 50,000 has already been 
absorbed, and all branches of en- 
gineering have been listed as criti- 
cal by the secretary of labor, the 
society noted. 

This year’s entering class, esti- 
mated at 26,500, will ultimately pro- 
duce about 13,000 graduates in 1954. 
The society said this is less than 
one-half the normal peacetime 
number required to meet industria] 
and other demands. Total engineer- 
ing enrollment for 1950, according | 
to the survey, was 50 percent of 
ithe 1948 figure. 

George D. Lobingier, of Westing- 
house Electric Corp., chairman of 
ASEE’s manpower committee, de- 
scribed the situation as one “seri- 
ously affecting the national wel- 
fare in general and extremely dan- 
gerous to our military preparedness 
program.” 

“It is vitally important not only 
to keep the number of students ir 
|engineering training at the highesi 
|possible level, but to make every | 
|effort to increase the proportion 
of qualified high school graduates 
entering engineering training,” Lo- | 
bingier added. 


= | 
Vokar Offers 3 Deals 
For Dee Tee System 
DEXTER, Mich.—Vokar Corp. is | 
| offering three special free deals for 
the purpose of introducing more | 
service station operators to the Dee 
Tee system for degreasing differen- | 
tials, transmissions and overdrives 
r of automobiles, trucks and tractors. 
Deal number one offers—One in- | 
spection light, one wall poster and | 
50 envelope stuffers free with each | 
Dee Tee gun and three cases of 
Vokar Sol bought. On deal num- | 
|ber two—One inspect:on light and} 
}One wall poster are free with an 
order for three cases of Vokar Sol | 
|for each gun already owned. Deal | 
|number three offers one wall post- | 
ler or 50 envelope stuffers free with | 
|the purchase of one case of Vokar| 
|Sol for each gun owned. 





(Continued from Page 37) 
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PITTSBURGH.—An alarming| 
shortage of trained engineers over} 


For Speed and Economy in Assembling... 


COMPRESSOR 
MOUNT 





PAT. NO. 2054187 




















In hard-to-reach places in thes 
assembly of metal stampings, * 
Midland Welding Nuts speed 
up production and help lower 
costs. The Midland Nut is 
welded to the part so that a 
bolt can be turned into it with- 
out needing any device to keep 
the nut from turning. It will 
pay you to investigate this aid 
to faster production. 

Write or phone today for 
complete information. 


THE MIDLAND STEEL PRODUCTS CO. 
6660 Mt. Elliott Avenve + Detroit 11, Mich. 
Export Department: 38 Pearl St., New York, N.Y. 


| 
'South Gate Establishes | 
Five New Warehouses | 


LOS ANGELES.—As part of a} 
sales expansion program, South 
Gate Brake Specialties Co. has an-| 
nounced the establishment of ware- | 
houses in the following cities: Dal- | 
las, Kansas City, San Francisco, | 
Chicago and New York. 

Warehouses will be added in 
other cities as the sales program 
| progresses, the company said. South 
Gate manufactures and distributes 
|brake cable adjusters, Chrysler- 
type full-floating brake shoe an- 
|chor bolts and brake energizers for 
|Fords and Chevrolets. 


FUSE Box 
ERE VGe Sarote 








World's Largest Manufacturer of > 
AUTOMOBILE and TRUCK FRAMES <@% 


Air and 
Air and Vacuum Electro-Pneumatic | Chilliwack Bankrupt 
POWER BRAKES DOOR CONTROLS * | Chilliwack Auto Sales, Ltd. of 
| Chilliwack, B. C., has made an as- 


|signment in bankruptcy. 
| 








| manager since 1931. James P. Glea- 
json, sales manager, has been with 
jthe firm for 16 years, and Marie 


31 Years in Uniontown, Pa., 


Marked by Lee Chevrolet 


Increased display area and aj| Goodwin, office manager, has been 
renovated used-car lot at Lee Chev-| with the company for 12 years. 
rolet Co. are the highlights of the| John Armstrong is parts manager 
company’s 3lst year in Uniontown,/and Addis Tripplet is service man- 
Pa. C. V. Lee has been partner and’ ager. 
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‘us. CHAMBER OF COMMERCE 
FIGURES 


POSTAL RECEIPTS 


in Tennessee in the past 10 years 
increased from $9,500,000 to 


$16,200,000* 


The heart of [YY 7 Tennessee is 


IN ZA'S TEDW th hs 


The''MONEY TOWN” of the South 
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Reach this prosperous market through two great newspapers. 


The Nashville Tennessean = 
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Nashville Banner 
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Newspaper Printing Corporation, Agent, Represented by the Branham Company 
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ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ed 


- 


ESTABLISHED 1866 


ae eer 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLAN 
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quired the Packard. dealership from 
Colonial Motors in July. His new 


Byars Opens Packard Deal 


i oni f Lawrence : S ; 
ites Stoker Gar (Packard) 328 building is a modern brick struc- 
Bell St., Montgomery, Ala.,” was |ture with about 8,000 square feet 


held Oct. 7. Lawrence Byars ac-! of floor space. 


tor cars has increased to such im- 
portance that the car is not only 
a family’s most desirable posses- 
sion, but in many instances the 
most necessary. An even greater 
number of people are becoming in- 
creasingly dependent on automobile 
transportation in reaching their 
place of work, conducting business, 
doing the family shopping and 
making the dozen other trips that 
are a part of a day’s activity. 

It is estimated that at least 50 
percent of all daily use of cars 
is made by people going to and 
from work or in line of business. 
Shopping accounts for the sec- 
ond largest percentage of use, 
Visible evidence of this growing 

use of cars is found in the crowd- 
ed parking lots of any industrial 
plant or retail store. The parking 
lot, once a minor consideration for 
factories, has become a major fac- 
tor in selecting locations for new 
buildings. Shopping centers, tradi- 
tionally huddled in midtown areas, 
where public transportation lines 
converge, are now moving to out- 
lying districts where land is avail- 
able for customer parking space. 
+ * a 


Do you know what 


SAN DIEGO 


spends on furniture-household-radio ? 
1950 S. M. Survey of Buying Power data 










Louisville, Ky..... $27,076,000 
Toledo, Ohio........ 17,568,000 


Rochester, N. Y... $21,864,000 
Columbus, Ohio... 28,821,000 
Buffalo, N.Y.........32,062,000 Des Moines, la..... 22,259,000 
Portland, Ore....... 26,619,000 Providence, R.1.... 22,637,000 


SAN DIEGO, Calif. ...$25,794,00 






You can see by these facts that San Diegans 
“live right’’...in comfortable, well furnish- 
ed homes...that they are both receptive and 
responsive to the right advertising on house- 
hold needs... placed in the right newspapers. 






1 primary reason for the up- 
ward surge in the use of motor 
cars is simply because the auto- 
mobile best meets the requirements 
of a good, practical and economical 
method of getting to any destina- 
tion. An automobile owner has his 
transportation available at any 
time of day or night. He travels in 
the direction of his choice and goes 
|and comes at his convenience. 
More car owners and prospec- 
tive car owners are turning from 
the limitations of public trans- 
portation to the advantages of- 
fered by the automobile. The cer- 
tain continuation of this trend 
in itself forecasts a bright future 
for the automobile dealer in the 
sale of new and used cars. But 
there is a newer phase in the 
need for individualized transpor- 
tation that holds an even greater 
promise for increasing dealer 
sales volume in the years ahead. 








Your top schedule belongs in the San Diego 
Union and Evening Tribune, where just one 
“buy” covers this concentrated, isolated 
corner of the United States. San Diego 
is 125 miles south of Los Angeles, 

33 miles greater than the distance 
from New York to Philadelphia. 





Ask the 
West- 
Holliday 
man 








em Aa CCM eh | 


Morning, Evening and Sunday 
in California's New Major Market 
ple moving out to suburban resi- 
REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. |Gential areas. More families are 


New York « Detroit» Chicago* Denvers Seattie* Portlands San Francisco*Los Angeles electing to live beyond the city 
limits and, in those outlying dis- 
tricts, the need for automobiles is 
more than directly proportionate to 
the distance from the heart of 
town. The suburban dweller can- 
not debate the choice between pub- 
lic transportation and the use of 
an automobile; his car is an abso- 
lute necessity. 

* 


ing in importance every day is ab- 
solute need for automobiles by peo- 





* 


ALONG every highway leading 
out from. cities, residential 
building projects are becoming an 
increasingly familiar sight. Each 
new construction in these outlying 
areas is graphic illustration of the 


Nash Inaugurates 
Classes for All 


Zone Personnel 


DETROIT.—The first in a series 
of five intensive weekly training 
schools for all zone personnel in 
the U.S. and Canada was conducted 
by Nash last week. 

“The purpose of these meetings,” 
according to H. C. Doss, sales vice- 
president, “is to bring all zone per- 
sonnel up to date on latest company 
policies and plans, along with the 





Universal Joint Ball Housing Kits 





Pat. No. 2,405,541 





With the New and Improved 


— STEEL BALL HOUSING — 


This is another National Assembly that will This kit is installed without tearing down the latest methods and techniques of 
make you more money by creating more repair differential and it saves the cost of expensive engineering, production, sales and 
business for your shop. It can be sold easily as replacement parts. National Universal Joint Ball h disi Ww l k i 
opened : ein wn Housing Kits enable you to make quicker re- | mere an ising. e also see in 
a low cost, preventive repair at the first sigM airs and thus restore your customers’ cars and discussion periods to obtain their 
of lubric ant leakage, noise or vibration around trucks to their original fine operating condition opinions and ideas for improve- 
the ‘‘I joint, ball housing and ball seat at comparatively low cost 


ments.” 

The one-week classes are being 
attended by all district managers, 
assistant zone managers, car dis- 
tributors, comptrollers, zone service 
managers and assistants, business 
management managers, parts man- 
agers, service managers and parts 
and service representatives. 

The five weekly schools will be 
followed by a zone managers’ con- 
ference in Detroit in January, Doss 
said. A group from each zone will 
attend each course. 

The “schooling” will include con- 
ducted tours of the Milwaukee body 
plant and the parts and service 
plant. 


The NATIONAL UNIVERSAL JOINT BALL HOUSING KIT With 

The New and Improved, Oversize Steel Ball Housing Provides: 

@ LONGER LIFE—Due to Oversize Feature. 

STRONGER— With 
Housing Repair Unit, the oversize Steel Ball Housing 
adds 15% in strength to assembly after installation. 

@ MATCHED PARTS—Individually matched parts to assure proper 

clearances for longer life. 

@ QUIETER. SMOOTHER—Closer fitting parts run quieter, 

longer, eliminate vibration. 

@ ENCLOSED SEAL of New Steel Ball Housing keeps out dirt. 


Saves Buying a 
New Drive Shaft 
Housing 


@ 15% the precision ground Drive Shaft 


CAN BE INSTALLED 
IN ONE HOUR 


last 


Other Parts in the National Line Include: Drive Shaft Bushing & Seal Assemblies, 
Drive Shaft Housing Repair Unit K-400, ‘‘Universal'' Transmission Case Ball Seat, etc. 
Seid Nationally by Leading Automotive Wholesalers. Write or Wire. Dept. AN-(! 


NATIONAL MACHINE WORKS, INC. 
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The new factor that is increas- | 


| businessman 








Auto Forum 


(Continued from Page 4) 


astounding growth that has come 
in suburban populations. In most 


|major cities the new move out- 
| ward 


is not only recognized but 
specific action is being taken to 
provide the essential roads for 
rapid travel between the suburbs 
and the heart of town. 
Superhighways and expressways 
to serve the suburb-to-town traffic 
are well under way in many major 


cities—and at least in the planning | 
Such expressways | 


stage in others. 


exist, or are under construction, 
in Detroit, Cleveland, Pittsburgh, 
Philadelphia, Boston, New York, 


Dallas, Los Angeles and San Fran- 
cisco. 

These roads are designed for 
movement of large volume traf- 
fic. With the ever-increasing 
number of people showing prefer- 
ence for out-of-town residential 
areas, it becomes obvious that the 
rising need for suburb-to-city 
transportation will further ex- 
pand the automobile market. 


With the automobile becoming an 
increasingly vital necessity to so 
great a segment of the population, 
the dealers’ position as the leading 
in his area now 
reaches up to a new high level 
of community service. An ever- 
growing number of people in cities, 


| suburbs and rural areas are grow- 
|ing daily more dependent upon the 
|product and the service of their 
automobile dealer. 

| = os . 

‘Tt MEET the requirements for 
adequate transportation now, 
|and in the future, the dealer must 
|be a forward-looking merchant 
|with sound plans for the sale of 
|/new and used cars. He must have 
}an aggressive, go-getting organiza- 
|tion if he is to meet the potential 
|needs among the various income 
| groups who look to him for auto- 
|mobile transportation. 

The dealer‘s facilities must be 

attractive and conveniently lo- 
cated. His showroom, service 
| area and equipment must be mod- 
ern and designed to demonstrate 
the desire to give good service. 
The dealer’s sincerity in continu- 
| ing the business must be backed 
| up by courteous, well-informed 
personnel eager to serve the cus- 
tomer and whose attention during 
the customer’s visit to the deal- 
er’s place of business will leave 
| the impression that he is always 
| welcome back. 
These are the elements that are 
| necessary for a good dealership to 
|face the future market with the 
;assurance of increased volume in 
the sale of new cars, used cars, 
parts and service. They cannot be 
lacking if the highly personalized 
transportation system which is pro- 
viding so many advantages for the 
motoring public, the community and 
the dealers is to be maintained. 
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How "NATIONAL" solves the 


Standardized engineering sim- 
plicity that lends perfectly to 
remodeled or new garage build- 
ings. Efficient, safe and econom- 
ical ...the National method of 
exhaust gas removal is recom- 
mended by health departments, 
insurance companies, architects, 
building contractors and building 
codes in most cities and states. 
Overhead and Underfloor sys- 
tems to meet your requirements. 
Complete packaged units— 


The Nat. System of Garage 

Ventilation, Inc. 

Dept. 2-J, 318 N. Church St. 1 

Decatur, Illinois | 
| 
! 
| 


| 

| 

| 

| 

{ Please send me literature and cost of 
| National Exhaust Gas Removal Systems. 
! 
| 
! 
| 


CER: GAS FUMES! 








problem—safely—economically. 


ready to instali. Nothing else to 
buy. Overhead systems start at 
$187.50. Underfloor systems 
start at $319.50. Send coupon 
for complete literature. 


Rustproof, cast aluminum floor assem- 
blies, flexible metal hose, motors and 


blower units and accessories are 
available. Write for complete catalog. 
Complete packaged kit 


F.0.8. Decatur, Ill. $187.50 


Illustration Shows Standard Overhead 
Kit With Two Extra Tube Ontlate 


me 








TRUCK AND TRAILER EQUIPMENT 


FOR 


SALE 


1946 Chevrolet COE with '48 Engine 
M.H.S Trailer—Model 450 


For Additional Information Write 


FRANK L. KOLLMANN 
Stewart Motor Sales, Inc. 


3209 E. WASHINGTON ST. 
Office—MA 8535 


INDIANAPOLIS, INDIANA 
- - - Res. MA 9277 
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Each State's Share of Truck Sales, 


Eight Months, 1950-1949 


New England 
onnecticut .. 
Maine 

lassachusetts 
New Hampshire 
Rhode Island .......... 
Vermont ; 
Middle Atlantic ..... 
New Jersey 
NOW ZOEM vcverciens 
Pennsylvania ....... 
South Atlantic ....... 
Delaware hides 
District of Columbia . 
Florida } 
IE Sviceendessseenacs 
BERET IAG | vissvinessss 
North Carolina 
South Carolina ... 
Virginia a 
West Virginia ...... 
East North Central 
SEED = | Weadpdindvesdeis Wh cai snee 
SIN elev scien citeesconts 
Michigan gett 
MME ec sileve paAScady) civenreaveove 
Wisconsin avaneeos 
East South Central ....... 
SE. Sundi ocsicdesivvcids incense 
ROEM iccscsssconssssisses 
Mississippi 
IE Eo ees aavahnvcustee 
West North Central ...... 
Iowa 
Kansas 
Minnesota . 
Missouri 
BOWES vsscecccsostrssveesscs 
North Dakota 
South Dakota 


West South Central 0000000... 


ATERORARS ..05:.05:...... 
Louisiana ............. 
Oklahoma 
Texas 
Mountain States .. 
MIN csiedhsciscdisinssnceas 
eee 
Idaho 
BROT oiccesssccosesess. 
I isd cp dossssas pees 
New Mexico ..............000000.0. 
Utah 
WV NINE Saisssinsscossesnonse 
Pacific States ....... 
California 
Oregon ...... 
Washington .. a 
MOET sckeicicsssssecens 


8 Mos. 8 Mos. Pct. 
1950 1949 Change 
.. 81,151 24,583 26.72 
6,172 4,661 32.42 
. 5,069 4,053 25.07 
.. 12,226 8,431 45.01 
2,758 2,245 22.85 
2,752 2,553 7.79 
2,174 2,640 17.61 
98,780 76,518 29.10 
18,470 13,575 36.06 
. 39,962 32,225 24.01 
40,348 30,718 31.36 
107,956 86,815 24.35 
2,168 1,905 13.80 
1,923 1,957 1.74 
.. 16,018 11,961 33.92 
. 24,423 19,531 25.05 
.. 8,547 6,734 26.92 
20,612 15,640 31.79 
9,533 7,935 20.14 
16,853 13,826 21.90 
7,879 7,326 7.55 
..133,036 112,600 18.15 
... 32,850 33,885 — 3.05 
.... 18,357 15,866 15.70 
... 80,724 22,613 35.87 
wa, 86,174 25,553 41.57 
... 14,931 14,683 1.69 
.. 18,186 58,201 25.66 
16,664 13,183 26.40 
ssve DEQ 13,626 28.60 
.. 14,074 12,336 14.09 
24,875 19,056 30.54 
... 97,330 91,720 6.12 
.. 19,391 17,158 13.01 
.. 14,574 15,915 — 8.42 
18,153 15,459 17.44 
22,406 19,550 14.61 
. 12,526 12,033 4.09 
5,134 5,908 —13.10 
5,146 5,697 — 9.67 
110,007 86,241 27.56 
.... 15,229 14,897 2.23 
... 14,760 12,315 19.85 
.. 17,565 14,289 22.93 
62,453 44,740 39.59 
.. 42,372 36,236 16.93 
.. 4,660 3,703 25.84 
10,646 8,384 26.98 
5,389 4,843 11.27 
6,736 6,611 1.89 
1,208 1,246 — 3.05 
5,948 4,544 30.90 
4,244 3,976 6.74 
3,541 2,929 20.89 
..... 60,233 54,917 9.68 
.. 41,269 36,442 13.25 
8,795 8,975 — 2.01 
cess. 10,169 9,500 7.08 
454,001 627,331 20.10 


August August Pct. 
1950 1949 Change 
4,122 2,644 55.90 
997 655 52.21 
540 363 48.76 
1,592 1,070 48.79 
325 170 91.17 
364 208 75.00 
304 178 70.78 
16,088 10,000 60.88 
3,039 1,645 84.74 
5,512 3,684 49.62 
7,537 4,671 61.36 
18,380 12,163 51.11 
358 272 31.62 
294 278 5.76 
2,723 1,887 44.30 
3,537 2,587 36.72 
1,472 884 66.52 
4,221 2,192 92.56 
1,455 1,240 17.34 
2,943 1,780 65.34 
1,377 1,043 32.02 
23,882 15,921 50.00 
6,480 4,640 38.50 
4,064 2,456 65.47 
4,975 3,189 56.00 
5,346 3,143 70.09 
3,017 2,493 21.01 
9,257 71,522 23.07 
1,977 1,767 11.88 
2,715 1,954 38.95 
2,044 1,834 11.45 
2,521 1,967 28.16 
15,207 12,2238 24.41 
2,505 2,449 2.29 
2,491 1,689 47.48 
2,619 2,342 11.83 
3,582 2,084 71.88 
1,803 1,560 15.58 
1,355 1,353 15 | 
852 746 14.21 
20,354 13,317 52.84 
2,073 2,720 —23.79 
2,146 1,948 10.16 
2,742 1,933 41.85 
13,393 6,716 99.42 
7,701 5,086 51.42 
875 424 106.37 
1,708 1,098 55.55 
1,066 822 29.68 
1,358 1,053 28.96 
197 196 51 
1,076 716 50.28 
752 451 66.74 
669 326 105.21 
11,542 6,663 73.23 
8,661 4,294 101.70 
1,150 1,227 — 6.28 
1,731 1,142 51.58 
126,533 85,539 47.93 
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But 8 States Lag Behind Last Year .. . 


Truck Sales Set Records 


By Bob Gordon 
Associate Editor 

N2W-TRUCE sales in August and 

in the first eight months of 
this year set alltime records, but a 
comparison of sales by states indi- 
cates the prosperity hasn’t been 
national. 


In the first eight months of 
this year, 754,001 new trucks were 
sold. This was 20.1 percent more 
than the 627,831 new trucks sold 
in the first eight months of last 
year, 


Still, there were eight states 
whose new-truck sales in the Jan- 
uary-August period of this year 
were not as high as they were last 
year. 


And in August, when the all- 
time mark of 126,533 new-truck 
sales was established, there were 
two states which did not exceed 
their August (1949) new-truck sales 
totals. 

oe * * 
MZASURED by geographical 
areas, however, new - truck 
sales in both August and the first 
eight months of the year showed 
substantial gains all over the 
country. 


In August, for instance, new- 
truck sales nationally were 47.93 
percent better than in August, 
1949. All of the country’s nine 
geographical divisions showed in- 
creases—the smallest gains being 





i 
za, «3=0NEW DOOR Seal 
Seals under sectional type 
= overhead doors. 
——, Free Bulletin 
"Edwards Industries 
\\l Dept. ANI 
LS, 4268 Shenandoah Ave. 
Sia. Weows As Suown St. Louis 10, Mo, 








23.07 percent for the East South | creased sales by more than 100 


Central states and 24.41 percent 
for the West North Central states. 
The Pacific states took top hon- 
ors in percentage increase during 
August. New-truck sales in the 
three West Coast states jumped 
from 6,663 units in August, 1949, 
to 11,542 in the same month of 1950 
—a gain of 73.23 percent. 

All other geographical areas of 
the country had gains in excess 
of 50 percent in new-truck sales 





Sales by Regions 
8 Mos., '50-’49 





Pet. 

1950 1949 Chee. 

New England .... 31,151 24,583 26.72 
Middle Atlantic .. 98,780 76,518 29.10 
South Atlantic ... 107,956 86,815 24.35 
East N, Central... 133,036 112,600 18.15 
East S. Central.. 73,136 58,201 25.66 
West N. Central... 97,330 91,720 6.12 
West S. Central.. 110,007 86,241 27.56 
Mountain States.. 42,372 36,236 16.93 
Pacific States ... 60,233 54,917 9.68 
Total - 754,001 627,831 20.10 





during August. The East North 
Central states continued as the vol- 


ume leader with 23,882 new-truck | 


registrations during the month, 
compared with 15,921 in August, | 
1949. 


* * * 


percent. Wyoming, with 669 new- 
truck registrations, was 105.21 
Percent above its August (1949) 
level, while California soared 101.7 
percent above last year with 8,661 
new-truck sales in August, 


Arkansas and Oregon were the 
only states which did not sell more 
new trucks in August, 1950, than 
they did in August, 1949. Sales 
dropped 23.79 percent in Arkansas 
as 2,073 new trucks were sold this 
year in August against 2,720 in 
August, 1949. Sales in Oregon in 
August of this year amounted to 





1,150, a drop of 6.28 percent from 
jthe August (1949) total of 1,227. 
* * * 


NEVADA and North Dakota just 

managed to get on the plus side 
of the ledger. New-truck sales in 
Nevada in August totaled 197 units, 
just one above the August (1949) 
figure of 196. 

In North Dakota, August new- 
truck sales amounted to 1,355 units, 
only two more than the 1,353 sold 
in August of last year. 


For the first eight months of | 


1950, the Middle Atlantic states 
showed the greatest improvement 
Over 1949 with a gain of 29.1 per- 
cent. The national gain was 20.1 
percent. 


; 
The smallest increase was racked 


[TH New England states had the/yp in the West North Central 


smallest volume of new-truck 
sales during the month with 4,122. 
This was, however, a gain of 55.9 
percent over the area’s August 
(1949) figure of 2,644 new-truck 
sales. 


Among individual states, Arizona 
was the pace-setter in percentage 
gain in August with 875 new-truck 
sales. This was 106.37 percent above 


states, where sales were up only 
6.12 percent. Also on the low side 
were the Pacific states, which had 
an increase of 9.68 percent. 
* * + 

A™ OTHER geographical areas 

had gains of more than 16 per- 
cent, The East North Central states 
were volume leaders with 133,036 
new-truck sales in the January- 


the 424 new trucks sold in Arizona| August period, against 112,600 for 


in August of last year. 


Two other states also  in- 


the same 1949 period. 
Massachusetts took top honors in 





percentage gain of new-truck sales 
for the first eight months of the 
year with an increase of 45.01 per- 
cent over last year. 

Next in line was Ohio with an 
increase of 41.57 percent in the 
first eight months of this year, 
against the similar period of 1949. 

The eight states which had fewer 
sales of new trucks in the first 
eight months of 1950 than they 
had for the similar period last year 
were: Vermont, Illinois, Kansas, 


North Dakota, South Dakota, Ne-| 


vada, Oregon and the District of 
Columbia. 
* * * 

N VOLUME of new-truck sales 

for the January-August period 
of this year, Texas Iced the way 
with 62,453. California was second 
with 41,269, and Pennsylvania third 
with 40,348. 

The same order prevailed for 
new-truck sales in August. To- 


HELP WANTED 


Hull-Dobbs Company 


HAS OPENINGS FOR THE 
FOLLOWING MEN 


2—Combination Office and 
Business Managers 
Salary and Monthly Bonus 


2—Traveling Auditors 
Top Salary and Expenses 


2—Parts Managers 
Salary and Monthly Bonus 


3—Service Managers 
Salary and Monthly Bonus 














Sales by Regions 


Aug., ’50-’49 
Pct. 
1950 1949 Chge. 
New England .... 4,122 2,644 55.90 
Middle Atlantic .. 16,088 10,000 60.88 
South Atlantic .. 18,380 12,163 51.11 
East N. Central.. 23,882 15,921 50.00 
East S. Central... 9,257 7,522 23.07 
West N. Central... 15,207 12,223 24.41 
West S. Central... 20,354 13,317 52.84 
Mountain States. . 7,701 5,086 51.42 
Pacific States .... 11,542 6,663 73.23 
BOOM cecccsses 126,533 85,539 47.93 





tals for the top three states were: 
Texas, 13,393; California, 8,661, 
and Pennsylvania, 7,537, 

New-truck sales in the first eight 
months of this year topped sales 
in the first eight months of last 
year by 126,170 units and exceeded 
sales for the same period of 1948 
by 33,525 units. The top year for 
new-truck sales was 1948, when 
1,035,174 units were sold. 


These are all top paying jobs, and we are interested 
only in men with proven experience that want to even- 
tually become Managers or own their own Dealership. 
Please give complete details of past history and ex- 
perience in your application. 


Mail to: 


L. B. Lary 
Hull-Dobbs Company 
Memphis, Tennessee 


New, Hard, Fast- 
Drying Finish for 
Instrument Panels, 
Mouldings 
SIX BEAUTIFUL COLORS 
GREEN © BLUE ® BROWN 


WALNUT ® MAHOGANY 
BLUE GREY 


Fast drying, astoundingly beautiful finish for those parts the used car buyer 
sees first. Refinish those panels and mouldings in 30 minutes; drys hard in 
10 minutes; dust free 5 minutes. So simple a 16-year-old boy can apply— 
either brush (no masking) or spray on. Gasoline and alcohol proof. 


MOST BEAUTIFUL FINISH EVER DEVELOPED 
IN THE AUTOMOTIVE INDUSTRY. 


Send now for selected package that enables matching any interior fini-h or 
upholstery. Six pints to case—assorted colors. 


SPECIAL 
OFFER 


6 Pints 
Assorted 
Colors 


$6.00 


c. O. D. 


Send C.O.D. 


Arndt-Palmer Laboratories, Melvindale, Mich. 


Send me case of long lasting, hard metal finish for 
instrument panels and mouldings. Enclosed is check. 
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Tom Power in Post, Tex.— 


Tom Power 
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the NUCDA’s legal counsel “com- 

mended” the senator for calling 
| this week’s hearings on credit 
| controls and asked that time be 

set aside for NUCDA members 

to testify. 

The letter said that the NUCDA 


* | believes it “can demonstrate that 


|the (FRB) action was unwarranted 
|and that its effect on the general 
|}economy of the U. S. has been, and 
| will continue to be, harmful in the 
extreme.” 
* * +. 

WEST Coast labor group, the 

Western Conference of Team- 
sters, petitioned that Regulation W 


This new building will be opened soon by Tom Power, 31-year-old Gl, who bought the Ford dealership at Post, Tex., in 1947. The, be modified “to allow an additional 


city has a population of 5,000. In planning the building, Power placed emphasis on installation of modern service facilities. 


Dealers Ready to Fire Guns... 





Reg. W Hearings Set to Open 


(Continued from Page 1) 
support. William Ullman, AuTtomo- 
tive News’ Washington correspond- 
ent, reports that “hardly a day 
passes that some member of the 
FRB doesn’t indicate satisfaction 
with the agency’s present credit 
restrictions and, at the same time, 
hint that they may be tightened 
any moment.” 

of + b 

ee a group of bank- 

ers, FRB Gov, M. S. Szymczak 
declared: “We are fully aware that 
Regulation W tends to reduce the 
demand for automobiles and other 
goods, and that Regulation X op- 
erates to reduce the demand for 
new homes. That is exactly what 
these regulations should do, if they 
are to accomplish their purpose. 

“Direct controls (such as price- 

wage curbs and rationing) work 
best over a short period. They 
become increasingly inefficient 
and cause more and more eco- 
nomic distortions as the years 
go by.” 
Szymezak termed direct controls 
“measures of last resort, inevitable 
in the case of total war but, in my 
opinion, avoidable in the present 
situation.” 

Dr. Alan Valentine, economic 
stabilization director, expressed sim- 
ilar sentiments. “Each of us,” he 
warned, “may have to choose be- 
tween peace and stability on the 
one hand, or a new car, a new 
television set or a new home on 
the other.” 


* * * 


EALERS’ hopes for some eas- 


|sales reports from dealers all over|which have now been absorbed in| 


| 


the country to show the effect of|the August and September totals.” 


credit restrictions on business. 

It will have to be these statis- 
tics which will sway the FRB, 
if it is to be moved. National 
statistics on new-car_ registra- 
tions do not reflect a true picture 
of the effect of the credit regula- 
tions, dealers contend. 

Dealers have a good point. New- 
car registrations in September to- 
taled 625,755 units, the second 
highest monthly total in history. 

Yet, in reporting the figures, R. 
L. Polk & Co. statisticians cau- 
tioned that “several states reported 
more than normal registrations, 
due to their inability to process all 
of the record-breaking registra- 
tions of recent months, most of 


Added Dividends 
Voted by GM 


* * * 


HE same situation exists on a 

local area basis. New-car sales 
in Wayne county during October, 
as reported by the Detroit Auto 
Dealers Assn., reached 16,302 units 
—a drop of 15 percent from the 
preceding month’s total of 19,196. 

The decline in Wayne county 
new-car sales brought about by 
credit controls was actually much 
more severe than the registra- 
tion statistics indicate, Paul T. 
Graves, DADA executive secre- 
tary, contends, and he offers fig- 
ures to prove it. 

Graves said that new-car sales 
in the county during the period 
Sept. 1-16, when there were no con- 
trols, amounted to a daily average 
of 786 units. 

Such sales in the period Sept. 18- 
Oct. 14, when the time payment 
limit was 21 months, averaged 706 
new cars daily. Sales in the final 
14 selling days of October, when 


NEW YORK.—Directors of Gen-|the 15-month limit was in effect, 


eral Motors at last week’s meeting 
declared a dividend of $1 per share 
and a year-end special dividend of 
$1.50 per share on the outstanding 
common stock, amounting to $2.50 
per share, both payable Dec. 9 to 
stockholders of record Nov. 16. 

Together with dividends paid 
earlier in the year equivalent to 
$3.50 per share on the common 
stock now outstanding, total divi- 
dends paid in 1950 are equivalent 
to $6 per share. 


Regular quarterly dividends of 


ing of the 15- months -to-pay/$1.25 per share on the $5 series 
rule are wrapped up in the sales/| preferred stock and $.9375 per share 


statistics which will be presented 
at the joint “watch-dog” committee 
hearing this week. 


The NADA has been compiling! 1951. 





Munn. 
understanding of dealer 
from 40 years’ experience. 





Few men 
knowledge of 


on the $3.75 series preferred stock 
were declared, payable Feb. 1, 1951, 
to stockholders of record Jan. 8, 


Now in Book Form 


JOHN O. MUNN’S 
‘A Guide to Automobile Selling’ 





penetrating a 
John 
who have his 
gleaned 


today have as 

the auto business as 
There are fewer still 
problems, 


rr 


Selling versus Overallowance—Put this book in the hands of every one of your 
salesmen. Guide them in the techniques that de-emphasize the importance of the 


used-car allowance. 
Sixty-four idea-packed pages. 


Each chapter of this cloth-bound book is a money-maker. 


$3.50 per Copy, postpaid 


BOOK DEPARTMENT 


Automotive News 


2666 Penobscot Bidg. 


Detroit 26, Mich. 





BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


AUTOMOTIVE NEWS 





BOOK 
DEPT. 


DETROIT 26 


resulted in a daily average of 431 
units. 
+ + + 

RAVES stressed that new-car 

sales in Detroit, under the 15- 
month credit terms, had dropped 
45.2 percent below the rate in the 
first part of September, when there 
were no credit restrictions. 

He said that statistics for used- 
car sales in the same _ periods 
showed a decline of 44.8 percent. 

It’s probable that the experi- 
ences of Detroit dealers under the 

stricter terms of Regulation W 
are typical of those of dealers 
all over the country. 

At any rate, the NADA will pre- 
sent a wealth of data collected 
from state and local dealers asso- 
ciations, which will include, in ad- 
dition to sales statistics, informa- 
tion on used-car prices and new 
and used-car order cancellations. 

+ ” + 


EALERS and other’ groups 

were still continuing the battle 
against the FRB. Although last 
week’s elections interrupted, and in 
|some cases switched, the pressure 
being brought upon federal law- 
makers, the action resumed late in 
the week. 

In a letter to Senator Maybank, 


White Deliveries 
Total 10,850 
In 9 Months 


CLEVELAND.—White Motor Co. 
| delivered 10,850 trucks and buses in 
|the nine months ended Sept. 30, 
compared with 7,765 in the similar 
period a year ago, President Robert 
Black announced last week. 

| Total sales were about $73,100,000, 
}up about 28 percent over the first 
nine months of 1949. 

Net earnings for the period were 
$2,500,000, equal to $3.63 a capital 
share, against a net of $970,000 
in 1949. 

Black said prospects for the last 
|quarter of the year are favorable 
with unfilled truck orders on hand 
equal to estimated fourth-quarter 
production. Sales plans include em- 
phasis on the new lighter-weight 
model. 


Casey—Buffalo 
Hal Casey, vice-president and 
general manager of South Park 
Chevrolet, Buffalo, has been nomi- 
nated as a candidate for the board 
of directors of the Automobile Club 
of Buffalo. 





|month on time payments for each | 


\$75 of freight charges which are 
necessarily added to the price of 
the car.” 
In a statement to the Seattle 
| Post-Intelligencer, spokesmen for 
the labor group, which repre- 
sents over 300,000 members in the 
11 western states, said that their 
membership’s employment already 
| had been seriously affected by 
| the FRB regulation issued Oct. 16. 
The Western Conference of Team- 
| ship thousands of automobile sales- 
men and employes in dealerships, 
garages, service stations, automo- 
bile and truck parts houses and 


tire firms. 
* = * 


Canada’s Credit Reins 


May Face Court Test 


OTTAWA.—Rumors are circulat- 
ing here that Canada’s new credit 
‘controls covering the purchase of 
|automobiles and other consumer 
|goods may be challenged in court 
}as being unconstitutional. 
However, it is believed that any 
;}such challenge will not come until 
after federal and provincial govern- 
ment officials meet here in Decem- 
ber to discuss such a _ question 
themselves. 


K-F Dealers Open 
Drive to Recruit 


Auto Salesmen 


WILLOW RUN. — Kaiser-Frazer 
dealers are participating in a na- 
tionwide program to recruit and 
train additional salesmen. 

Charged with the responsibility 
of spearheading the drive in their 
respective sales regions, K-F’s 19 
merchandising representatives have 
completed an intensive preparatory 
course at the Willow Run plant. 
This week they are returning to 
their regions to put the recruiting 
program into action. 

John H. Dillon, factory merchan- 
dising manager, explains that “deal- 
ers recognize the need for an ex- 
panded sales force to do the im- 
portant job that lies ahead of them 
in the current market. 


“They realize that, because of the 
new credit regulations, more con- 
tacts will need to be made for each 
sale that is closed.” 

Dillon said the recruiting pro- 
gram would be “concentrated main- 
ly in metropolitan areas with po- 
tential for large volume sales.” The 
recruiting in each selected area be- 
gins with an advertisement in local 
newspapers, 

The men answering the ad will 
first be screened by the merchan- 
dising representative. Those select- 
ed are invited to report for a three- 
day indoctrination class. 

The class will train them in K-F 


institutional background, user 
wants, K-F products, qualifying 
prospects, prospecting, presenting 


the car, demonstrating, selling ap- 
praisal, closing the sale and used- 
car merchandising. 





|sters numbers among its member-| 





Obituaries 


W. V. Flood, 53, 
Auto-Lite Official 


CINCINNATI.—Walter V. Flood, 
53, vice-president and controller of 
Electric Auto-Lite Co. died Nov. 
7 here. He was on a business trip 





to the company’s Lockland (O.) 
plant. 
Mr. Flood had been associated 


with Auto-Lite and predecessor 
companies since 1918. He joined 
Boyce Moto-Meter, Long Island 
City, N. Y., in 1918 as accountant 
and treasurer. Following a merger 
|he became director and treasurer 
of Moto-Meter Gauge & Equipment 
|Co., Toledo and LaCrosse, Wis. 

In 1934, when that firm merged 
with Electric Auto-Lite, he became 
director, vice-president and con- 
troller. 

* * * 


Dealer Ford, 54, Nephew 
Of Automotive Pioneer 


DEARBORN.—Robert W. Ford, 
54, a nephew of the late Henry 
Ford and a prominent Ford dealer 
here, died Nov. 5. He had operated 
a Ford dealership at the site of 
the old Ford farm, 14585 Michigan 
Ave., Dearborn, for the past 27 
| years. 

Mr. Robert W. Ford was the son 
of John Ford, Henry’s brother. 
Before becoming a dealer he worked 
as a toolmaker in the Rouge plant. 
Later in years, he made two un- 
successful attempts for election to 
the U. S. Congress. 

* * * 
James Q. Edwards 

DETROIT.—Funeral services were held 
last week for James Q. Edwards, assistant 
manager of parts warehousing for Chevro- 
let, who died after a short illness Nov. 4. 
Mr. Edwards had been a Chevrolet em- 
ploye for more than 31 years. He joined 
} the company Aug. 5, 1919, as a shipping 
clerk in Flint. He worked in the parts 
distribution department in Flint until 1934, 
when he came to Detroit in the warehous- 
ing department. He became assistant man- 
ager in 1945. 


* * * 


Thad M. Byers 
COLUMBUS, O.—Thad M. Byers, 66, 
|} board chairman of George Byers Sons 
(DeSoto-Plymouth) suffered a heart attack 
Nov. 4 and died before aid could be sum- 
moned. Mr. Byers was the son of the 
late George Byers, a pioneer in the trans- 
portation business in Columbus. The family 
ane been in the automobile business since 
1923. 





* * x 


Adelard Lange 
MONTREAL.—Adelard Lange, 62, owner 
of Vanguard Motor Sales, died Nov, 3. 
He had been ill two years. Born in Sorel, 
Quebec, Mr. Lange came to Montreal to 
establish the Vanguard Motor Sales firm, 
which he operated for 40 years. 
* * * 


Edward W. Stouder 
FORT WAYNE, Ind.—Edward W. Stou- 
der, 64, partner in Rousseau Bros., auto 
firm here, for the last 20 years, died Nov. 
2 at his home. He is survived by his 
widow, a daughter, and a grandson. 
* * * 


Arthur G. Drefs 
ST. LOUIS.—Arthur G. Drefs, 62, board 
chairman of McQuay-Norris Mfg. Corp., 
died in a St. Louis hospital Nov. 1. Mr. 
|Drefs came to St. Louis from Detroit 
in 1921. 





* * * 


Arthur W. Van Etten 
AUBURN, N. Y.—Arthur W. Van Etten, 
68, former automobile dealer in Syracuse, 
Oneida and Binghamton, died Oct. 31. 


* * * 


A. O. Doty 
TUPELO, Miss.—A. O, Doty, 46, local 
automobile dealer, died Oct. 28 at his home 
after a long illness, He was associated 
with other members of his family in the 
automobile business until illness forced his 
retirement. 
* * * 


V. M. Daubenberger 
FARGO, N. D.— V. M. Daubenberger, 
Chevrolet branch manager here, was killed 
in an auto accident Oct. 31, Mr. Dauben- 
berger had been with Chevrolet for 24 
years. He came to Fargo from Milwaukee, 
| where he had been from August, 1946, to 


| January, 1950. 











Ready to Recruit, Train K-F Salesmen— 


These Kaiser-Frazer merchandising representatives have completed a course to aid dealers 


throughout the country to get good salesmen 


. John H. Dillon, merchandising manager, and 


Charles Leonard, assistant manager (standing, left to right), head the program, 
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U. S. Set to Reduce Co 


er, Zine Su 


lies 25%... 





Metal Cut Due to Slash Output 


(Continued from Page 1) 


News correspondent William Ull- 
man reported that cutbacks in 
the use of nonferrous metals and 
aluminum will come as no sur- 
prise to auto people. They learned 
about such orders at a Sea Island 

(Ga.) conference with govern- 

ment heads, he dispatched. 

It was at Sea Island last week 
that Secretary of Defense George 
C. Marshall outlined a defense pro- 
duction program that will continue 
over the next four years or longer. 

At the conference, both Henry 
Ford II, president of Ford Motor 
Co., and C. E. Wilson, president of 
General Motors, are said to have 
manifested great concern about the 
government reducing civilian pro- 
duction before defense orders be- 
gin coming through. 

* ” * 
HILE the restrictions on ma- 
terials are being put into effect 
primarily to speed government 
stockpiling, Marshall is said to have 
assured the industry representa- 
tives that the volume of defense 
orders coming through in_ the 
months immediately ahead will be 
great enough to take up the slack 

in civilian production. 

Inasmuch as there is little or no 
defense work underway in Detroit 
at present, the auto industry men 
left Sea Island under the impres- 
sion that mass layoffs at auto 
plants, for a short period anyway, 
will have to be incurred. 

Action along that line had al- 
ready been taken by last week, 
when Ford became the first ma- 
jor firm to institute volume pro- 
duction cutbacks. Ford started to 
idle 14,000 men indefinitely, 9,000 
of them in the Detroit area. 

Ford’s action was blamed specif- | 
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AUTOMOTIVE SALESMANSHIP 


A BRIEF DIGEST OF THE FIELD-TESTED SALES PRIN- 


THIS MANUAL CONTAINS DETAILED OUTLINES 


AUTOMOTIVE SALES TRAINING CLINICS 


SIX OUTLINES IN ONE MANUAL 


No. 1—Nine Steps in Selling Automobiles 
No. 2—Automotive Success Fundamentals. 
No. 3—Fifty Ways to Find Prospects. 
No. 4—Personality—the Key to Success. 


ically on a steel shortage, but em- 
phasizing the acute shortages of 
all materials which now confront 
the auto makers, a company spokes- 
man said: 
* * * 

“TF IT wasn’t steel, it could be 

copper or zinc or any of a score 
of other items.” 

Despite the soft-spoken inter- 
pretations coming out of Wash- 
ington, there was every indica- 
tion that the auto industry’s 
steel situation in 1951 will be a 
hand-to-mouth one, 

One major steel producer report- 
ed last week that it plans to cut 
sheet production by 25 percent in 
January, with more cuts likely in 
subsequent months. The same word 
also came from other steel pro- 
ducers, 

More layoffs at Ford and at other 


Olds Sales Up 
11% Over Total 
Of Oct., 1949 


LANSING. — Oldsmobile dealers 
sold 26,374 new cars during Octo- 
ber, an increase of 11 percent over 
the 23,674 new cars sold in the 
same month of 1949, it was an- 


nounced last week by S. E. Skinner, 


general manager. 

During the last 10 days of Octo- 
ber, dealers delivered 9,127 Oldsmo- 
biles, the largest 10-day period 
during the month. This compares 


|with 8,680 in the final 10 days of 


October, 1949. 

In the first 10 months of 1950, 
Oldsmobile dealers sold 323,372 new 
cars at retail, a gain of 37 percent 
Over the 235,188 new cars sold in 
the first 10 months of 1949. 
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plants are feared on a progressive 


basis as the steel pinch tightens. 
Packard said last week that any 
cutback in its use of nonferrous 
metals would soon force it to cut 
final production proportionately. 

* + * 


NOTHER manufacturer has al- 

ready told its dealers to expect 
25-30 percent fewer cars in Decem- 
ber, and not “because of any diffi- 
culty in getting into production on 
1951 models.” 

So far at least the auto industry 
is making no protests about any- 
thing the government plans to do 
to restrict car production, except 
in the case of a proposed bar. on 
fifth tires in new cars. 

They have sought mainly to 
make sure that civilian produc- 
tion will not unnecessarily be 
chopped off before the govern- 
ment has completed plans to keep 
plants going and men at work, 

A National Production Authority 
Spokesman said last week that 
there is no plan “to put specific 
limits on the production” of such 
consumer products as automobiles, 
refrigerators, etc. He said the gov- 
ernment merely planned to limit 
“as easily as possible” the vital 
defense materials going into the 
manufacture of such goods. 

* a * 


HE SAID such a procedure had 

been unanimously approved by 
industry representatives because it 
would still allow them to use their 
ingenuity in going ahead with sub- 
stitutes for materials denied by 
official order. 

But as that official pointed out: 
“The substitutes will be in just 
as short supply, too.” 

Certainly, it doesn’t appear that 
the auto industry will be able to 
depend on aluminum as a substi- 
tute. Simultaneously with its con- 
templated action on nonferrous 
metals, the government is expected 
to restrict the use of aluminum to 
a similar base period. 

Aluminum company officials point 
out that the year ended June 30, 
1950, was an 80 percent period. 
Consequently, an order restricting 
aluminum processing to 75 percent 
of that period would amount to a 
60 percent cut from present levels. 

The aluminum order is expect- 
ed to hit General Motors and 
Nash particularly hard, both of 
them using a lot of this in prod- 
ucts other than motor cars, 

; Aluminum makers last week 
were protesting any cutback in 
their operations as “unnecessary 
and poorly conceived.” However, it 
was still considered certain that 
such an order would be _ issued, 
perhaps this week. 

—BerNiE THOMAS 

























K-F Goes fo the Fair— 


rides in the Kaisers, shown in the photo. 


WILLOW RUN. — Kaiser-Frazer 
is completing its first mass-demon- 
stration program which so far has 
attracted nearly 3,000,000 persons 
at 29 state and county fairs across 
the country. 

With six mobile tent exhibits, 
K-F used the state fairs to intro- 
duce the Henry J and its 1951 
line of Kaisers and Frazers to the 
general public. At 12 fairs the 
Henry J was exhibited in “sneak 
previews” in advance of the 
national announcement of the 


Kaiser-Frazer Corp. low-priced 
entry. 
Walter deMartini, sales vice- 


president, said the promotion met 
with enthusiastic response as fair- 
goers were offered a “living” auto- 
motive display. K-F presented a 
“see and ride” exhibit in which 
visitors were invited to inspect and 
then ride in autos on a demonstra- 
tion tract adjoining the static dis- 
play. 

One out of every five, or 483,348, 
of the 2,831,990 persons who visited 
the big umbrella sales pavilions 
rode in a Kaiser or a Henry J. 


“From the standpoint of public 
acceptance of our vehicles and 
sales promotion the state fair 
program was a tremendous suc- 
cess,” John H. Dillon, merchan- 
dising manager, said. “Partici- 
pating dealers found that the 
show increased their showroom 
traffic for weeks following the 
fair.” 

Dealers reaped more than 23,000 
bona fide prospects, and direct sales 
resulting from the exhibit “far ex- 
ceeded all initial estimates,” ac- 
cording to Dillon. 

Tied into the state fair program 
was a publicity campaign which 
utilized the Kaiser-Frazer Singing 
Sentinels, arranged on-the-spot ra- 


SALE OR CHARTER 


90-foot powered with two G.M. Diesels, 225 H.P. each. 
Speed 11 knots. Electric automatic clutch controls, hydraulic 


throttle controls, automatic pilot, 


80-watt ship to shore inter- 


com system throughout ship. Piano, combination phonograph 
and radio. Two 16-foot boats topside. All new decorations, 


including rugs. 


Will Charter by Week or Month With Crew of Four. 
Can Accommodate Six in Guests Party. Now in Florida. 


P. O. Box 7387 





dio participation, organized open- | 





This K-F sales pavilion, shown at the Kansas free fair in Topeka, attracted 58,500 persons 
out of the 417,000 who turned out for the fair A total of 10,562 persons took demonstration 


New K-Fs Attract 3 Million 
At 29 State, County Fairs 


ing-day ribbon-cutting ceremonies 
and parades and made official cars 
available to fair executives. 

Fair officials and sponsoring 
K-F dealers alike were high in 
their praise of the joint factory- 
dealer promotion. At the central 
Washington fair, Yakima, and at 
the Oregon state fair, Salem, the 
K-F pavilion was awarded a blue 
ribbon as the best commercial 
exhibit. 

Maurice Jencks, Kansas free fair 
(Topeka) secretary, called it “one 
of the finest exhibits that has ever 
been on our fairgrounds. We have 
never had an automobile exhibit 
equal to this.” 

Mike Wilson, of Suburban K-F 
Motors, Hutchinson, Kans., wired: 
“You and your company have pro- 
vided showroom products exposure 
which would exceed $30,000 to $40,- 
000.” E. W. Cain, of Cain-Cailloutes 
Motors, Inc., Nashville, termed the 
exhibit an “outstanding success.” 


Committee Heads 


Named by PAA 


HARRISBURG, Pa. — (UTPS) - 
Raul Ruch, newly-elected president 
of the Pennsylvania Automotive 
Assn., has appointed chairmen of 
various association committees. 

Following is a list of the new 
committee heads: E. P. Blough, of 
Johnstown, bylaws; S. H. Parker, 
Bellevue, convention; C. V. Lee, 
Uniontown, employer-employe re- 
lations; Oscar Mohn, Lancaster, 
house; Guy Woodward, Washing- 
ton, legislative; Dave Reese, Phila- 
delphia, and Ed Cucchi, member- 
ship, eastern and western divisions, 
respectively; Roy Marberger, Nor- 
ristown, safety, and E. A. Sahli, 
Beaver Falls, industry relations. 


ALCHECO MARINE COMPANY 


Kansas City, Mo. 


Phone Norclay 4770 
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Car Production Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan, 1 dan, 1 
Ended Same Ended Nov., to to 
Nov. 11, Week, Nov. 4, 1950, Nov.12, Nov. ll, 
1950 1949 1950* to Date 1949* 1950* 
CHRYSLER .................... 31,681 14,753 34,660 650,951 1,019,986 1,042,699 
Chrysler ..........0........ 4967 331 5,208 8,123 133,196 145,682 
EERE Rae eee ; || a 3,823 6,273 97,468 107,203 
I< Ridacr ds fevtseistesiaiviesind 8,736 514 9,481 14,928 274,279 291,060 
Plymouth ...................... 14,027 13,908 16,148 21,627 515,043 498,754 
Es cvcivcesessxiceoess di vedband 16,658 18,130 26,120 28,884 934,882 1,405,170 
is ies cscayrenranienide 9,122 14,5038 18,557 16,777 728,774 1,083,622 
I rt snd neuuceuesiuevets 757 466 816 1,256 $2,371 30,466 
CO ee 6,779 3,161 6,747 10,851 173,737 291,082 
GENERAL MOTORS .. 61,434 44,898 65,812 100,950 2,007,855 2,675,129 
Buick . aaa . 10,502 7,210 12,178 18,063 357,147 479,344 
Cadillac ... $8,047 1,760 2,764 4,681 77,913 98,081 
Chevrolet ............ .. 80,826 23,683 33,245 50,826 1,010,609 1,342,974 
Oldsmobile ............. 7,815 4,906 7,885 12,400 259,884 344,025 
a esas 9,244 7,339 9,740 14,980 302,302 410,705 
KAISER-FRAZER | i  - «| cdeebiie 3,976 5,381 57,982 125,706 
Frazer ............. wake me sess 22 25 6,461 10,156 
Kaiser ............... 3,982 sidieiies 3,954 5,356 51,521 115,550 
UIEE TL ve cccecssseccossveovoces 220 80 247 331 8,109 6,424 
HUDSON ............. 3,074 2,241 3,175 4,990 127,299 119,457 
ae ee 3,698 3,545 4,944 131,440 166,469 
BPE PEEEED secccssscovesscssesesees 2,799 1,471 2,418 4,491 99,347 58,385 
STUDEBAKER ............. 4,262 5,622 4,202 6,362 199,805 236,232 
WILLYS-OVERLAND?+ 977 7164 889 1,511 30,777 33,055 
Total Cars, U. S. ........ 128,594 91,567 145,044 208,795 4,617,482 5,868,726 
—#Station wagons and Jeepsters. *Rovised, rT 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended Nov., to to 
Nov. 11, Week, Nov. 4, 1950, Nov. 12, Nov. Il, 
1950 1949 1950* to Date 1949* 1950* 
CHEVROLET ................ 10,816 5,764 10,065 17,146 349,395 436,211 
PUENTE, os occccscccssccsssesees. 12 5 9 12 314 450 
lias svalravedtacineeesins 36 31 86 54 3,174 4,099 
I icciccsdesissssuitediskees 3,610 2,806 3,578 5,770 135,743 102,853 
FEDERAL. .................... 37 35 42 61 1,413 1,585 
SE ua csacxeusitiacenspesioinais 4,281 4,366 4,848 6,516 215,536 308,299 
tad aah cacdnisiod ones 2,566 1,209 2,480 4,089 76,618 95,033 
INTERNATIONAL ...... 101 1,504 4 101 103,951 83,153 
re 420 196 _ 809 561 6,392 9,904 
et iccclSnsrpsias esssensee atone 349 101 327 546 3,320 7,304 
STUDEBAKER ......... 1,060 1,036 1,036 1,681 58,426 43,584 
I ia liniis said at tascniaitadaos 394 195 387 625 7,407 12,563 
WILLYS-OVERLAND.. 1,434 1,600 1,121 2,046 46,628 40,183 
MISCELLANEOUS ...... 397 341 369 619 16,924 13,323 
Total Trucks, U. S, ....25,513 19,189 24,661 _ 39,827 1,025,241 1 158,544 
~ Total Cars, Trucks — 
SING 445 Soins nh csosiiidendlapenutiesexe 154,107 110,846 169,705 248,622, 5,643, 066 7,027,270 
Total Cars, Trucks 
IS oda te hehe Us 7,632 4,813 7,578 12,191 252,353 339,600 
Grand Total, 
Cars and Trucks 
U. S. and Canada ....161,739 115,659 177,283 260,813 5,895,419 7,366,870 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 





Car Output Off 16,450; 
Truck Total Steady 


(Continued from Page 1) 


Chrysler plants and at Studebaker, 
Packard, Nash and Hudson is ex- 
pected to partly offset changeover 
losses at Ford and General Motors. 


Chrysler plants, with Plymouth 
coming first, will not go down for 
model changes until the first of 
next month. Dodge, DeSoto and 


: Public Briefed 


Expect Shortages and Curbs, 


Oklahomans Told 


OKLAHOMA CITY.—Twenty-one 
local dealers last week let their 
public know that the automobile 
business is facing shortages and 
more controls. They didn’t say how 
tough things would be, but rather 
let readers of the Daily Oklahoman 
figure it out for themselves. 

In a three-column, half-page-long 
“Statement to the Public” the deal- 
ers presented quotations from sev- 
eral national sources. 

Included were quotes from 
Charles Sawyer, secretary of com- 
merce; James K. Knudson, defense 
production administrator, and John 
R. Steelman, presidential assistant, 
which said that “still higher curbs 
may be imposed” and that more 
aluminum and steel will be re- 
quired for national defense. 


The final paragraph asked the 
public to: “Consider the facts 
above, analyze your present situa- 
tion, perhaps your present car is 
good enough. Perhaps you will 
want to overhaul it while genuine 
parts are still available or perhaps 
trade your present car for a new 
or better used car while you can 
still have over a year to pay.” 





Chrysler division will follow Plym- 
outh in that order, with all of them 
slated to resume operations some- 
time before Christmas, 

* * * 

HEVROLET was in the midst 

of changing over to 1951 mod- 
els last week, but hardly an hour 
of final assembly was lost in the 
process. 

The auto industry’s chances for 
a new truck production mark this 
year were enhanced last week by 
settlement of the long strike at In- 
ternational-Harvester. Only a hand- 
ful of International trucks have 
been produced since the latter part 
of August. 

U. S. plants had their best 
truck production year during 

1948 when they turned out 1,364,- 
957 such units. So far this year 
an estimated 1,158,544 trucks have 
been built. 

With International back 
production lineup, truck volume 
should rise to a level of about 
30,000 a week, which would put a 
new mark this year within easy 
reach, 


Would-Be Buyer Wins 


Downpayment Back 


ST. PAUL.— When Mike Aplan 
ordered a new car in 1946, he made 
a $25 downpayment on it. He never 
got the car but last week he re- 
ceived his $25 back, plus $6.87 
interest. 


in the 


Aplan had sought $2,000 in dam- 
ages against St. Paul Nash Motors, 
Inc., claiming that the firm repeat- 
edly delayed delivery although 
other people were getting new cars. 





$750,000 Plot Denied 


Detroit Police Report Auto Bootlegging Ring; 
Charge Swindling, Sales Tax Evasion 


(Continued from Page 2) 


gan title transfer laws, and with 
swindling Michigan banks and loan 
companies. 

According to O’Brien, here is how 
the group laid the foundation for 
bootlegging activities on a large 
scale: 

First, the taxicab firm was 
organized and given a name de- 
signed to engender public con- 
fidence. Municipal permits to 
operate a relatively small num- 
ber of taxicabs were obtained. 


Vehicles were acquired from deal- 
ers on fleet orders, involving dis- 
counts, approved by the factories. 
A major goal was to establish an 
excellent credit rating, and this 
was done over a period of many 
months. 

Automobiles to fill the taxicab 
firm’s fleets were financed through 
finance firms and banks, and pay- 
ments were often made with more 
promptness than necessary. 

But all the while, the firm kept 
replacing its taxi fleets time and 
time again, supposedly in its role 
as a provider of public transpor- 
tation service. 

Cars were ordered in the name 
of the company and later titled 


NADA Members 
To Get Bulletins 


On Business Data 


WASHINGTON.—A new series of 
bulletins, titled “Dealer Profit-and- 
Loss Facts Bulletins,” was an- 
nounced by NADA here last week. 


Volume 1, No. 1, of the new se- 
ries will be ready in a few days, it 
was stated, and a copy should 
reach every association member by 
Nov. 20. 


The bulletins—to be issued peri- 
odically—will present tables of av- 
erages summarizing the statistical 
material assembled through quar- 
terly business management surveys 
which cannot be included in the 
regular monthly NADA Magazine 
articles, it was said, because of 
space limitations. 

The tables, it was explained, 
show the average experience of 
dealers in all parts of the coun- 
try, representing all makes of cars, 
and will present accurate pictures 
of dealer operations in all size 
dealerships. 

The statistics in the first bulletin, 
it was said, cover dealer opera- 
tions in the first six months of 1949 
and 1950. They were made possible 
through the cooperation of mem- 
bers in submitting confidential op- 
erating results to NADA. 


A feature of the new publication 
will be a page of “timely and help- 
ful” information on current dealer 
tax problems, prepared by W. B. 
Buchanan, NADA’s tax consultant. 


“Dealer Profit-and-Loss Facts 
Bulletins” will be prepared, it was 
said, under the direction of NADA’s 
Dealers Business Management com- 
mittee, which includes Ernest Bur- 
well, chairman, of Spartanburg, 
S. C.; L. M. Stewart, vice-chair- 
man, of St. Louis; George H. Jones, 
Corpus Christie, Tex., and James 
A. Mason, Ferndale, Mich. 


The Dealers Business Manage- 
ment division at NADA headquar- 
ters in Washington is headed by 
Clark D. Moody. 


Panel Scheduled 
For Mont. Parley; 
Haller to Speak 


GREAT FALLS, Mont.—A panel | 
discussion on income taxes, labor 
relations, Regulation W and other 
subjects will feature the annual 
convention of the Montana Auto- 
mobile Dealers Assn., set for Dec. 
1-2 at the Rainbow hotel here. 

MADA’s Manager John J. Jewell 
said there will be informed men 
at the discussion to answer ques- 
tions. 


Fred L. Haller, NADA president, 
is scheduled to speak. He will give 
the convention the lowdown on 
Washington happenings. 

NADA’s motion picture, “Dealer 
Dividends,” will be shown. 











in the name of supposed drivers. 
Police say that many of the cars 
were titled in the names of ficti- 
tious persons. 


This apparently went on success- 


fully until last July when one large | 


manufacturer discovered that some 
of its cars were turning up in 
southern states shortly after they 
had been sold in Detroit. 

That manufacturer 
stopped making delivery of fleet 
orders to the firm. However, de- 
spite such action, one of that man- 
ufacturer’s dealers continued to 
make delivery anyway. The firm 
then allegedly took delivery direct 


from the dealer under a different 
company name, the Lakepointe | 
Cab Co. 


In the case of that dealer, say 
authorities, cars delivered after 
July of this year were paid for 
in cash. Later, it was charged, they 
were sold to buyers from southern 
states with only a dealer’s bill of 
sale to show whether there were 
any encumbrances on them. 

Then. it is charged, the firm 
used the titles as issued by the 
Michigan secretary of state to 
negotiate loans on the vehicles 
from banks and finance firms. 
The firm placed fleet orders with 

such regularity, it is said, that soon 
the suspicions of two other manu- 
facturers were aroused. They also 
put a ban on fleet deliveries. After 
that, the alleged ring took all of 
its business direct to dealers. 

However, it is charged, they con- 
tinued to finance their vehicle pur- 
chases through finance firms and 
banks, sometimes by direct financ- 
ing, sometimes through straight 
loans, but always representing vehi- 
cles supposedly in their possession 
as collateral. 

What the banks and finance 
companies didn’t know was that 
many of the vehicles had already 
been sold to buyers in non-title 
states, it was charged. 

O’Brien said last week that 41 
such cars had been recovered. 

Several loan companies, he added, 


have obtained payment in full on} 


others by threatening criminal ac- 
tion. 






immediately | 





Noisy Mufflers Jailed 
By ‘Force’ in Denver 


DENVER. — A _ new plan, 
termed “forceful enforcement” 
has been instituted by Munic- 
ipal Judge David Brofman, The 
plan is for enforcement of a city 
ordinance relative to noisy auto- 
mobile mufflers. The new order 
makes it necessary for car own- 
ers who have been ticketed for 
driving cars with loud exhaust 
blasts to bring in the offending 
muffler with their $5 fine. 

The scheme, a source of de- 
spair for Denver “hotrodders,” 
has resulted in a growing collec- 
tion of exhaust pipes in the 
basement of the municipal build- 
ing. So far the stock numbers 
well over a hundred. There is 
only one flaw in the plan, ac- 
cording to Joe Marranzino, di- 
rector of the violations bureau, 
who with Judge Brofman, de- 
vised the plan. Some of the of- 
fenders are “paying off” in junk 
mufflers which apparently have- 
n’t been on a car in years. 


O’Connor Named 


Olds Sales Aide 


LANSING.—Maurice J. O’Connor 
|jr., with General Motors for the 
last 27 years, moved up last week 
to become execu- 
tive assistant to 
G, R, Jones, Olds- 
mobile general 
manager. J.J. 
Dobbs also serves 
Jones in the same 
capacity. 

Jones named 
Burton E. Green 
to succeed O’Con- 
nor as manager 
of Oldsmobile’s 
M. J. O’Connor jr. organization con- 
trol department. Thomas A. Chev- 
ako was named Green’s successor 
jas organization and analysis de- 
partment manager. 

O’Connor joined GM in 1923 as 
ja statistician. He transferred to 
the Oldsmobile sales staff in 1933. 
|Green started out as a clerk in 
| Oldsmobile’s Cincinnati zone office, 
|shifting to Lansing in 1948, 

Chevako joined Oldsmobile as a 
secretary in 1939. Following mili- 
tary service during World War II, 
he was shifted to Lansing. 
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FOR RATES, ETC., 


SEE NEXT PAGE 








Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


TRUCK SALES MANAGER and ‘‘Closer,’’ 
experienced in producing reasonably prof- 
itable sales in volume. Dodge experience 
preferred. Most progressive dealer in 
largest far southwestern city, located in 
sun and health belt. Will offer salary, 
profit participation and volume bonus to 
qualified applicants 30-50 years. Address 
confidential, summary employment and 
performance record with references and 
photograph. Box 4624, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER and head accountant 
by G.M. dealer—yearly volume $2,000,000. 
Must be well qualified to handle large 
volume and give proper supervision. State 
age, business background including em- 
ployment past 5 years, schooling and 
salary for past 5 years. Please furnish 
photograph; advise family and draft 
status. Apply Box 4591, c/o Automo- 
tive News, Detroit 26. 


| GENER: AL MANAGER WANTED to take 
full charge of automobile salesroom and 
service station, handling one of the ‘‘Big 
Three’’ low priced cars. Duties include 
acting as sole salesman, distributing 150 
to 200 units per year. Located on east- 





ern seaboard. State experience, age, 
salary desired and availability date. Box 
4630, c/o Automotive News, Detroit 26. 








POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9. cents per word for each 
insertion. Cash’ in advance. (Half-rate 
does not apply,to display ads in this 
section.) 


BOOKKEEPER, experienced General Motors 


accounting system. Mature 


thoroughly familiar all phases automo- | 
bile business. P. O. Box 285, Margaret- 
ville, N. Y. 









woman, | 


POSITION WANTED 








GENERAL - SALES MANAGER 
39 years old 


Manager of a large midwest G. M. 
dealership. Proven ability to deal fairly, 
tactfully for repeat business. Shrewd used 
car merchandiser. Proven analytical mind. 
Extremely loyal, honest, capable and hard 
working. 





BOX 4632 
c/o Automotive News 
Detroit 26 





MANAGER-SALES MANAGER, now em- 
ployed, desires permanent southern, south- 
western or western connection. Excep- 
tionally successful background of expe- 
rience in sales production. Sharp appraiser 
of used cars, capable handler of 
men; can hire, train and build sales 
force as well as develop own sales pro- 
motion. If you desire a man who can 
execute your plans and policies reply to 


Box 4629, c/o Automotive News, De- 
troit 26. 
OFFICE MANAGER DESIRES more re- 


sponsibilities with progressive firm, En- 
thusiastic, resourceful and determined. 
Presently employed. Seven years’ expe- 
rience in office management and ac- 
counting work. Age 30, married. Capable 
of engineering cost saving systems. Thor- 
ough knowledge of auto finance, auto 
} insurance, auto dealer systems and other 
accounting systems. Box 4628, c/o Auto- 
motive News, Detroit 26. 


| ACCOUNTANT-OFFICE MANAGER, five 
years’ experience with DeSoto- Plymouth 
and Ford accounting. Thoroughly expe- 
rienced in personnel management and all 
phases of daily operating control as well 
as distributorship operations. Single. Pre- 
fer location on West Coast or deep south. 
Box 4625, c/o Automotive News, De- 
troit 26. 
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POSITION WANTED 


\CCOUNTANT-OFFICE MANAGER. thor- 
oughly experienced all phases of dealer 
operation. Capable of taking charge of 
any size dealership, New York area. 
Availabie now. Box 4613, c/o Automo- 
tive News, Detroit 26. 


DEALE RSHIP AV AILABLE | 


ONE OF THE MOST compact deaierships 
in New Engiand, doing better than $350,- 
vuv0 a year business. Located in the 
heart of Connecticut with a prosperous 
territory to draw from. Can be pur- 
chased or leased for 10-year period, with 
three-year-oid building, inciuding latest 
shop eyuipment and beautiful showroom, 
Selling because of health. Address Box 
4618, c/o Automotive News, Detroit 26. 

CENTRAL KENTUCKY DEALERSHIP in 
‘‘Heart of the Bluegrass,’ where business 
is always good. One of the ‘‘Big Three.’’ 
Priced far beiow inventory. Must sell. 
Get more out of life in our ideal climate, 








Fishing the very best. Box 23, Lexing- 
ton, Ky. a ; 
FUR SALE. well established, dual deal- 
ership, one of the ‘‘Big Three.’’ In 
Colorado, prosperous town and commu- 
nity. Good building, plenty of room tor 
used cars and well equipped shop. En- 
joying good business but have valid 
reason tor selling. Box 4619, c/o Auto- 


motive News, Detroit 26. 


DEALERSHIP, located in Central Michigan, 
handling Dodge-Plymouth. County seat. 
Good selling area. Box 4626, c/o Auto- 

motive News, Detroit 26. 


DEALERSHIP WANTED 


i WILL PURCHASE General Motors deai- 
ership in Calitornia—- 200 to 350 car 
quota. Factory approval assured. Ke- 


pies held in strictest confidence, Address | 


Box 4608, c/o Automotive News, De- 
troit 26. 

DEALERSHIP WANTED — preter GM or 
Ford. Will consider other makes in de- 
sirable city in the southeast. Ex-dealer, 
positively can qualify. Will pay i 

e- 














Box 4598, c/o Automotive News, 
troit 26. ; 
DISTRIBU TORS WANTED ss 
DISTRIBUTORS WANTED. Sensational 
new white sidewall tire cleaner, Labor- 
atory, market tested. Cleans easily and 
quickly. Goes so far. Big profits. Write 
Kuick Chemicals, 81 Hager Street, Buf- 
falo, N. Y. a al me 
BUSLNESS OPPORTUNITIES 
AUTOMOBILE FRAME and front end 


alignment garage. Well established, mod- 
ern Bear equipment, over $35,000 annual 
business. Building available for sale or 
lease. Located Central Lllinois, city of 
100,000. Must be sold to settie estate. 
M. E. Morris, Admr., 1350 N, Grand 
Ave., West, Springfield, Ill. 

AUTO SUPPLY—Electric Appliances. Sales 
$9,000 month; attractive store; business 

city 25,000; 


center; western New York, ‘ 
established 20 years; modern equipped; 
$20,000 inventory; franchise; low rent; 


price reasonable. Apple Company, Brok- 
ers, Cleveland, Ohio. 


DEALER SERVICES 


INVENTORY SERVICE 


PARTS—ACCESSORIES 
SHOP and OFFICE EQUIPMENT 


COAST to COAST 

@ Accurate 
@ Confidential 
@ Counted by Expert Partsmen 
@ Accepted by Government 
@ Counted in One Day 
@ Complete With Automatic 

Stock Control System 
@ Priced With Authorized Publications 
@ Used to Buy-Sell Dealerships 
@ Quality at Low Cost 


Talbot's Automobile Dealers 
Inventory Service 


4690 Newport—Detroit 13, Michigan 
Valley 2-9377—Valley 1-7765 











INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive Inventory Service Co. 
9900 Freeland, Detroit 27, Mich. WE 3-6449 





USED CARS FOR SALE 


USED 
CARS TRUCKS 
PICKUPS 


WHOLESALE | 
Current Models | 


Contact us for fast selling units at low | 
prices that guarantee you bigger profits. 


DEALERS' AUTO CO. | 








3626 N. Cicero Avenue, Chicago, Ilinois | 
Phone—Kildare 5-6741 








THE TUESDAY SALE—11:30 A. M. 


FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E :23 


Open all night, Monday night 
No Reservations 


WEBSTER-MARKER MOTORS, INC. 
324 W. Main St. Ft, Wayne, Ind. 








AUTOMOTIVE NEWS, NOVEMBER 13, 1950 


Reaching an estimated 90,00( 


Rates: EIGHTEEN CENTS (18c) PER W¢ 


rates to encourage this classification 


as one word. Ads may be signed wi 


care of Automotive News. Detroit 


replies are forwarded, unopened 


WANT AD DEPT rN 


USED CARS FOR SALE 





Indiana's Oldest Auto 


AUCTION 


Held in a Big Heated Building 
| In the Heart of Downtown 


INDIANAPOLIS, INDIANA 


Every Wednesday—12 Noon 
| RAIN OR SHINE 
150 to 200 
Cars Pass Through the Auction Block 
fo to 90% 
Sold to Good Solid Buyers 
Make Your Reservations Now! 
Bring Your Cars Earl 
CALL LINCOLN 7 


DEALERS ONLY 
When Buyin he or poiion ... Your 
hoice Is 


| CLARKE AUTO AUCTION 


1125 N. MERIDIAN ST. 











ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1948 Chevrolet - Ford - Plymouth 
4 Door Sedans 


Excellent Bodies -: Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 

Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. © = PHILA., PENNA. 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


ATTENTION 
DEALERS 


FOR SALE 
Large Selection of Used Cars 
ALL MAKES ALL MODELS 


Including 


DODGE FORD 


PLYMOUTH a 


Drop in to see us or ¢ 
Jim Ga SF 5-5300 


eee ee COMPANY 


00 Crescent Blvd 
Siti (Suburb of Camden, N. J.) 


USED 1950 


Cars - Trucks 
WHOLESALE 


Tremendous Discounts on 
Some Models 
Large Selections 


Roosevelt Motors, Inc. 


4156 W. Roosevelt Road 
CHICAGO, ILLINOIS 


Established 25 Years 
Wire or Phone Sacramento 2-7850 








AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop 
Yq Mile East of Illinois State Line on Route 30 | 


EVERY FRIDAY—11 A.M. 
200 Cars Average | 
75% Actually Selling | 


Cars guaranteed against cracked blocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 


Dealers Buy - - - Dealers Sell 
| George Lawson ood. Bud Fennema 
OWNER 


Automobile Ticeuenine 


DYER AUTO AUCTION 
Phone 2361 & 4051—Dyer, Ind. 
Res. Lansing, Ill. 730 & 107R 


AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 


readers 


26 


the 





gaged in all brar 
RD for each insertior 


for the benefit of employing 


address at 

($1) 
Display 

PENOBSCOT 


th your full name and 


Latha) add One Dollar 


per 


same day received Ads: $9.80 


UTOMOTIVE NEWS 


USED CARS FOR SALE 


—AUTO— 
AUCTION 


ennjijuas 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 





DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, Prop 


Jos. E. Johnson Tex Rickard 
Auctioneers 





Philadelphia's 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY 
12 NOON 12 NOON 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 





KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 


in Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Dutch Stuart, Auctioneer 


915 N. Iilinois St. Phone Lincoin 5383 





USED CARS WANTED 


JOE NEWELL 


Nationally known as the 
King of the Cadillacs 


has just sold and delivered retail over 


,000, 
He is now in the market 








worth of Cadillacs. 


for another 
$1,000,000 
worth of 1946 to 1950 used Cadillacs. 


Wire or Write 


JOE NEWELL 


6145 Hollywood Bivd., Hollywood, California 
or Phone Hollywood 9-3607 





PARTS FOR SALE 





PARTS FOR SALE 


We are dismantling for parts 
1950 Chrysler Windsor, 4-door sedan, 
body good, 5,000 miles. 
1950 Pontiac Chieftain, 4-door 
| 900 miles, 8 cylinder. 
| We have a large selection of late model 
parts. 


sedan, 


We ship anywhere. 


H. Kaufman Auto Parts 


811 Washington Street 
Peekskill, New York 
PHONE 2393 


OLDSMOBILE PARTS 


* e - e ee 
Write - Phone - Wire 


Jordan 4-6618 
GAGE and DRUMMY, INC. 


21710 Woodward Ave. 
DETROIT 20, MICHIGAN 


24 Hours Service on Shipments 
All Parts Shipped C.O.D. 





EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














OLDSMOBILE PARTS 





per 


BUILDING 





as 


nted 


and 


saa? hs 

adaress 
nch Lai 
DETROIT 26 


CLASSIFIED Aakelal AD dated dd ta 


aine to Californi 


Ads accepted 


qarougr of 


ed Box No 


and extra 


sertion 


thea 





PARTS FOR SALE 











WANTED. 


| SACRIFICE. Fleet of 42 Chevrolet 1-ton 
year 1948-1949. 
35,000 miles, priced below book average 
Replacing fleet with special 
Otto Milk Company, Pitts- 


1941 


ONE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Wholesalers 
Shippers of 
PON. 6 2 


: We are Quantity 
All General Motors’ 
Same Day Service 


On Mail Orders and Inquiries. 
All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE 
1000 S. 


CHICAGO 5, 


OF THE LOOP" 
Wabash Avenue 
iLL. 


All Phones WAbash 2-1030 


BUSES FOR SALE 





Ford superior, 


mond T-Carpenter, 
Ford, 36-passenger; 
1950 International Metro, 16- 


passenger ; 
passenger (new). 
Co., 101 N, 33rd St., 


Phone—BaAring 


ONE 1947 FORD 8-cylinder, 
school bus with Hicks body. 
1948 motor. 


fect, 
Price—$2,195. 
tralia, Ill. 


national 60-pa 


International 60-passenger. 


let 42-passenge 
port coaches. 
News, Detroit 


bus, 


specifications. 


Rad-Mor Motor Co., 
FOR SALE. 


good condition. 


Price reasonable. 


Il. 
BUS 
One 


Mendota, 


bus. Fair condition. 
price. Clyde E. Warren, 
Dennison, Ohio. 


FORD superior, 
Studebaker superior, 


1942 DODGE, 
completely 
ically overhauled. 


1949 Chevrolet 
with Wayne body. 36 capacity. 


48-passenger; 1946 
54-passenger; 1946 
1948 Dia- 
1948 

48- 


48-passenger; 
54-passenger; 
1950 Chevrolet, 


National Bus Sales 

Philadelphia 4, Pa, 

2-7605. 

46-passenger 
Seats per- 

This bus is like new. 

Rad-Mor Motor Co., Cen- 


CHEVROLET, 1950 SUPERIOR; Ford, 1950 
Wayne—both 48-passenger. 


1950 Inter- 

L183. Used K7 

1944 Chevro- 

r. Four 12-passenger air- 

= 4627, c/o Automotive 
6. 


ssenger 


46-passenger school 
repainted and mechan- 
Will pass strictest 
low, only $1,095. 
Centralia, Ill, 

school bus 
Unit in 
New motor, good tires. 
Lorack Chevrolet, Inc., 


Priced 


ES WANTED 
double decker pug-nose 


Send picture, state 
104 N. Street, 





TRUC 
panels, 


cash value. 
milk bodies. 
burgh, Pa. 
Otto; 


A 


Sterling 1- 


KS FOR SALE 


Average 16,000- 


tlantic 1-5900—-Mr. Tom 
6600—Mr. S. W. Bullard. 





TOW TRUCK FOR SALE. 


Mileage only 1,300, like new. O'Neil 
Auto Sales, 6014 Calumet Avenue, Ham- 
mond, Ind. 

FOR SALE. Automobile transport, 1946 
Dodge 2-ton Bailer (Clipper type). Can 
haul 4 pickups. $1,000. Ready to go. 
Box 4623, c/o Automotive News, De- 
troit 26. 


ton. Factory 


power hoist and all 


1949 Nash 1%- 
equipped with Ashton 
towing equipment. 





SHOP EQUIPMENT FOR 


SALE 





WEAVER COMBINATION BRAKE TEST- 


ER, alignment i 
Near new cost 


ndicator, floor type WY25. 
$855. First reasonable 


offer buys it. Electric time clock, IBM, 
like new, $95. Hudson-Jones Automo- 
bile Co., Des Moines, Iowa, 





WANT TO BUY 


19 


SHOP EQUIPMENT WANTED 


frame and axle 
and condition. 
N. Car. 
ANTIQUE 
12 AND 1914 
chanically perfe 
conditioned. 
Detroit. WO 1 


Wm. Reading, 
-3748. 


‘‘Bear’’ or ‘‘Beeline’’ 
machine. Give price, age 
Albert Spangler, Shelby, 


CARS FOR SALE 


FORD TOURING. Me- 
ct shape. Completely re- 
1011 Shelby, 








City. cecccces 


Car Dealer (J 
Jobber [] 


BNE RNIN 5 oii. 0'44 sense does 


Truck Dealer [] 


Insurance [] 


——— | attention 


! 
| 
! 
! 
| 
! 
! 
TRADE CONNECTION: 
! 
! 
| 
| 


75 


ANTIQUE CARS WANTED 


DODGES. Any models up to 1926. Specify 
condition and price. Photo if possible, 
Feliz Motor Co., Aurora, Ill. 








NEW LINES WANTED 











Do You Want to Sell Your 
PRODUCT - INVENTION 
PLAN or SERVICE 
to the Auto Industry? 


We have sold hundreds of thousands of 
doilars worth of products and plans to 
tne industry—both direct to factories and 
to their dealer organizations. If you have 
a worth-while item or idea, we can get 
and action for you. Close, 
personal contact with major executives 
assures attentive hearings. Moderate fee 
covers tull cost of personal and able pre- 
sentation to proper executives plus com- 
piere report ot results and our recom- 
mendations. Save time, uncertainty, effort 
and money by writing us for particulars 
wOW! 




















Box 4631, 
c/o Automotive News, 
Detroit 26. 





M "MISCELLANEOUS 


SLOLEN. 1950 Studebaker land cruiser 

(sermuda green color), motor No, 
414114524, serial 4433941, ucense No. HV- 
(444, that was stolen ow the streets here 
in nnis, Lexas, on October 2, 1950. If 
this car is discovered, please notily the 
jucal potce and then the Frankie Davis 
movor CO, Knnis, ‘Lexas, 


UKRDER a left- foot gas pedal dual accel- 
erator tor your car. Makes driving a 
pieasure and more comfortable, Step on 
the gas with ei.her toot with equal ease. 
ris ail cars. vrrice $6.95. Include 25 
cents tor mailing charge. R. V, Lehner, 
__ Manuiacturer, Ness City, Kans. 


REW ARD, 








Information as to location of 


49438, red Wodge convertible coupe, Li- 
cense numver, VA-425-/54; motor num- 
ber, U246izZ051; titled name, Maxwell 


fuugene Steeie. Wire Commonweaith Dis- 
count t Corporation, Roanoke, — Va. 


DOUBLESEAL insulates under overhead 
doors. Stops draits, dirt, snow, driving 
rain, kdwards industries, Dept, 262, 
4268 Shenandoah Ave., St, Louis 10, Mo, 








ENGINE REBUILDING — Crankshaft 
grinding and metaiizing. John ¥. Hughes 
motor Co., inc., suv Commerce St., 
Lynchburg, Virginia. 





DON'T DELAY — BUY 

TOW BARS TODAY! 

NATION'S LEADING VALUE 
Automatic 1951 BraKinGs 


Complete with Guide $5 4. 45 


Cabies and Brake Hook- 

Up at No Extra Cost 
....$100.00 

. «+ -$295.00 


“” DEAL ¢: 
Meets 1.C.C. Requirements 
Quick-Tow (bumper-to-bumper) «$17.50 
Safety Chains (set of 2) ........§ 2.50 
Carrying bags—only ................$ 1.00 
We Stock Parts for All Tow Bars 
TOW BAR SALES COMPANY 


Exclusive Factory Distribu’ ors 





AN 3-8888 a JMU 40401 
DE 2-0700 NITES: |DO 3-8373 
46 SO. CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 — Los Angeles: OL 9782 








AUTO SCHOOL SUPPLIES 
— Everything — 
for the auto driver training school 
Dual Steering Wheels 
Books, Forms, Equipment, etc. 
SAFE DRIVING INSTITUTE 
119 Snow Street Providence, R. |. 








ew Subscription Order 


i 
! 
| 
Send Automotive News to Address Below | 
for One Year $8 [[] or Two Years $14 [[] | 
for which check is attached [[] or send bill [7] 
| 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





Manufacturer [] 


Financial [) Supplier [] 


11-13-50 








Its a shame to wake him 


cushioned seats. That’s 


It certainly is! For he’s sleeping on 


a car seat cushioned with Restfoam. 


More and more new car owners every 
day are discovering the luxurious, 
relaxing comfort that Restfoam- 
cushioned car seats provide. And 
they like the way this all-natural 
latex foam cushioning yields to 
every contour of the body, yet 


affords firm, natural support. 


No wonder this popular cushioning 


is going into so many new cars. 


Remember, Restfoam is produced 
under the most modern, scientific 
mass-production methods—your 


assurance of top-quality cushioning. 


Your customers are assured of the 
utmost in seating comfort when 


you sell them cars with Restfoam- 


REST 


because 
Restfoam cushioning puts any car 


in the luxury class for comfort. 


For further information about Restfoam 
call George P. Hooper, Manager Auto- 
motive Restfoam Sales, 1914 Fisher 
Bidg., Detroit 2. Phone TRinity 3-6970. 


witTT ... 


FAM 


HEWITT RESTFOAM DIVISION 


HEWITT-ROBINS 





INCORPORATED 





